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THREADWELL REAFFIRMS 
its 
100% DISTRIBUTOR SALES POLICY 


THREADWELL 100% DISTRIBUTOR SALES POLICY 


THREADWELL believes that industry is served more economically and 
more efficiently through Stock Carrying Distributors. 


THREADWELL considers its Authorized Stock Carrying Distributors 


important members of the Threadwell organization. 


THREADWELL and its Authorized Stock Carrying Distributors 
recognize that maintenance of adequate field stocks is essential to 


service Industry's needs most efficiently. 


THREADWELL’S appointment of its Authorized Stock Carrying 
Distributors is selective and is based on a territorial analysis which 


guarantees each Industrial Distributor a fair profit potential. 
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THE COUPLING WITH THE 4-WAY FLEX 


FLEXIBLE CUSHION COUPLING 


Consider the broad market for this coupling which 
swallows up shaft misplacements! It automatically 
compensates for angular misalignment, parallel mis- 
alignment, end-float or any combination of all three. 
It cushions the stresses of shock loads. And it absorbs 
torsional vibration—reducing noise and protecting 
machinery. 


Customers will instantly recognize a new type of 
performance—made possible by the development of a 
tire-like flexing element. Synthetic tension members, 
bonded together in rubber, give this element the 
stamina and dependability of modern, high-speed, 
high-load, shock-absorbing truck tires—and the ability 
to respond magically to all manner of changing 
shaft conditions. 

Para-flex takes minimum space on the shaft. Mount- 
ing is simplified through the use of standard Taper- 


Lock bushings—no reboring, no machining. Safety is 
promoted by flush design; there are no protruding 
parts. No lubrication is required, no periodic in- 
spection. And since the flexible member is molded 
with a transverse split, it can be replaced without 
moving either the driver or driven machine. 


Para-flex Couplings are available in capacities up 
to 2000 hp at 1080 rpm. 
DODGE MANUFACTURING CORPORATION, 500 Union, Mishawaka, Ind. 


E 


of Mishawaka, Ind. 


THE TRANSMISSIONEER is featured in Dodge advertisements, which 
|. appear in leading industrial publications. Prospects are directed to 
“call your local Dodge Distributor” for information and assistance on 
new cost-saving developments in power tr ission machi 
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A Time-Saving Guide to the Contents of This Issue 


Chicago Convention 


Keynoted by Hesket H. Kuhn, the Triple awards to manufactures for advertising, 
Industrial Supply Convention, sponsored Theodore Beckman’s report on distribution 
by NIDA, SIDA, and ASMMA featured, research, the famous “booth program,” an 
among many others, these: distributors’ ID presentation on decision making. 


Quality Expands Number of 1959 Ad Awards 


The quality of 1959 advertising was so were awarded to suppliers in addition to 
high that 26 honorable mention certificates the two silver and ten bronze plaques. 


NIDA Plans and Proposals 


Discussed at the NIDA session: regional cent legal developments, progress on off- 
seminars for sales managers, stepped-up set catalogs, a new code of ethics for dis- 
collection of line profitability data, re- tributors and progress on offset catalogs. 


SIDA Installs New Officers 


John C. Pye. Pye-Barker Supply Co., At- president. R. K. Allison is new first vice 
lanta, Ga., succeeded L. D. Montague, B. L. _ president. Southerners also heard new sales 
Montague Co., Sumter, S. C., as SIDA seminar training program outlined. 


ASMMA Elects Conant New Prexy 


Annual meeting of American Supply & tured a showing of ASMMA’s film, ‘Su- 
Machinery Manufacturers’ Association permarket for Industry’’ and the installa- 
started this year with breakfast. It fea- tion of new president S. H. Conant. 


Next Value-Added Project: “Channels” 


Dr. Theodore N. Beckman of Ohio State on distributors’ economic role. Next sub- 
reported to NIDA-SIDA on joint research jects are suppliers’, customers’ motivation. 
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Decisions, Decisions, Decisions! 


ID invited 


part in a brand new management training 


48 distributor executives to take 


technique decision-making simulation.” 
With the cooperation of Remington Rand, 
Univac 


who made a mammoth 


computer 
available at Philadelphia's Franklin Insti- 


tute, the distributors spent a full day pilot- 


The 48 distributors were divided into seven 


ompeting “companies,” and each sold a 
similar, unnamed product in the same mar- 


ket. Remington Rand's simulation leader 


The seven companies all endeavored to hit 
two seasonal sales peaks with the highest 


unit sales and best cumulative net profit 


An analysis of each company’s decision 
making performance over the nine months, 


revealed wide differences in approaches to 


Other Features 


ing seven industrial supply “companies” 
through nine “months” of intensive com- 
petition—setting prices, hiring and train- 
ing salesmen, deciding advertising appro- 
priations, etc. The distributors’ verdict: An 
outstanding method of highlighting busi- 


ness problems 


Distributors Are Briefed For Competition 


explained how they were to make decisions 
on basis of facts in operating statements 
Each 


printed by Univac for each period 


company” operated three branches 


8:30 a.m.: They Were Off and Running Hard 


The way in which they handled various de- 
cisions largely determined how close they 


came to their objectives. 


Company by Company: Diary of Decisions 


Organization, inventory control, sales train 


ing, salesmen S Commission policy, and 


even ‘internal communications 





The Editor’s Page 
Supply Sales Trend 
The Outlook for Business. . .136 


Featured Next Month 


TALKING vs LISTENING—The popular image of 
the salesman as an individual who talks as though 
he were “vaccinated with a phonograph needle” 
dies hard as books for salesmen on how to talk 
continue to be published. But in the industrial 
supply fields where the salesman’s attention is 
focussed on the “customer-problem” approach, 
the ability to “listen” becomes a valuable tool. 


Read how and why listening can outrate talking 
when it comes to selling in the July issue. 


THINKING OF CHANGING LINES? If so here’s a 
helpful approach developed by a Kalamazoo, Mich. 
distributor which considers such factors as cus- 
tomer reaction, market demand, line profitability 
and sales force reaction. 
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Need High Capacity 
In Compact Space? 


DA 358 V-BELTS. This major design improve- 
ment in V-Belts brings you unprecedented compact- 
ness, high capacity and drive economy. 


Chain and Gear Benefits with 
No Metal-to-Metal Contact? 


DA POSITIVE DRIVE BELTS. Revolutionary 
tooth-grip principle; no stretch; no constant lubri- 
cation. Highly versatile. 


Whatever your 


V-Belt needs, 
DURKEE- 


ATWOOD 
meets them 


What do you want in a V-Belt? You want 
consistent performance, long trouble-free life 
and full-rated power transmission. That 
means the belts must be made of the finest ° 
quality materials, with careful attention to 40% Extra Capacity 
engineering details, manufacturing processes in Regular V- Belts? 
and testing procedures. Durkee-Atwood 
V-Belts are made of the newest high tenacity 
synthetic fibres to assure length stability in 
storage. The exclusive Durkee-Atwood 
“TIso-Dynamic’”’ Vertical Matching Machine 
eliminates the “‘sag error’”’ that develops when 
V-Belts are matched on horizontal equipment. 
This assures equal power transmission from 
all belts on multiple drives . . . Look to 
Durkee-Atwood for quality, service and savings 


...the most complete line of industrial V-Belts. Top Performance in 


Variable Speed Drives? 


RED SHIELD MULTIPLE V-BELTS. Increased 
capacity at no increased cost. Available in oil and 
heat resistant and static dissipating constructions. 


Na) 
Look for the [DA| On Your V-Belts VARIABLE SPEED BELTS. For constant per- 
~~ o formance. Abrasion-resistant cover; crowned cross 
rm section maintains stability under extreme loads, 


DURKEE-ATWOOD V-BELTS 


DURKEE-ATWOOD COMPANY MINNEAPOLIS 13, MINNESOTA 
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for Nicholson and Black Diamond biades. They're getting a growing part of the market. They'll 
get more. And so will you, if you continue to spread the word as you've been doing. . 


. continue to get 
customers to try Nicholson and Black Diamond blades. °*¢ 


Nicholson is backstopping you all the way. The 


line is complete (Nicholson recently announced another addition . . . High Speed Steel Band Saw Blades). * 


You're selling blades that carry respected trademarks. * Nicholson and Black Diamond advertising reaches 


your customers... paves the way for salesmen. °* 


Nicholson is first with technical literature to educate cus- 
tomers and prospects. * Get your share of the blade business. °¢ 


Make every customer a source of profit. 
Continue to tell them about Nicholson and Black Diamond blades. 
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@ A Clarkson student gives his views on industrial 
sales as a career for the future. 


® Government contracts impose conditions that are 
destructive to small business. 


The Student And Distribution 


BROOKLINE, Mass. 

Until recently, Clarkson College 
of Technology was most widely 
known for its engineering, service 
administration cur- 
ricula, but in 1954, the school pio 
neered the course in industrial dis 
tribution. In 


step was taken, by presenting the 


and business 


1959, another major 


option in construction equipment 
distribution. 

I had completed one year in the 
engineering curriculum before start 
the 
course. Before I entered school, in 


ing in industrial distribution 
dustrial sales had been mentioned 
to me but I did 


seriously. My reaction was negative, 


not consider it 
for I could only visualize the door 
to-door, high pressure type salesman. 
This I believe has been the reaction 
of most incoming students to such 
a vocation. They think of sales as 
being like the work of a clerk in 
the corner drug store. 

After spending a year at Clarkson, 
I received the opportunity to inves 
tigate the industrial sales field. I 
chose the field because it seemed 
to offer a challenging career. 

The program offered a basic tech 
nical background plus a good share 
of business administration and lib 
eral The curriculum 
is made up of 29 credit hours in 
business administration courses, 32 
hours engineering courses, 27 hours 
liberal arts, 30 hours of mathematics 
and science, 14 hours physical edu 
cation or military science, and elec 
tives. 


arts studies. 


Where do I expect to fit into the 
distribution field? This is a hard 
question for any student to answer. 
The people with the answer are the 


prospective employers. They know 
the needs of the distribution indus- 
try in the future. I hope that with 
my background I will understand 
technical problems, and be able to 
talk on the same level with engi- 
neers and technicians. 

I realize that a college student 
represents only potential. We have 
not had the opportunity to attend 
the “school of experience” which is 
so necessary, but limited experience 
can be gained through Summer em- 
ployment. 

This is a great opportunity for 
the employer to observe the student, 
and the student can see the business 
and its many operations. 

I had the opportunity to work 
with The Enos & Sanderson Co., 
Buffalo, N. Y., during the Summer. 
To be truthful, the job was an edu- 
cation in itself. I had a chance to 
view the entire distribution opera- 
tion. I spent seven weeks in the 
warehouse, filing orders, checking 
stock and working in the receiving 
department. I was then moved to 
the office where I was briefly ori 
ented in office operation, including 
inventory, checking back orders, pric- 
ing, and taking telephone orders. 

[his Summer employment has 
not only 


given my courses new 


meaning, but also tended to clarify 


ConrrisuTions to “You Said It” 
are welcome from all readers. Write 
on any topic you like, we'll publish 
it and, if you do not want to be 
identified, you can rest assured that 
we know how to keep a secret. 

Just send your letter to the 
You Said It Editor, INpusTRIAL 
DistripuTION, 330 West 42nd St., 
New York 36, N. Y. 


The Editors. 
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Industrial Distribution 


You Said It 


my objectives. It gives the student 
an idea of what kind of work would 
be most satisfying and attractive. . .” 

Equipment distribution seems to 
be one of the most promising careers 
open to the prospective college stu- 
dent, and I feel there is an ever 
increasing need for the student with 
a construction equipment distribu- 
tion background, such as is offered 
by the course at Clarkson. 

In my conversation with the men 
of the New England Equipment 
Distributors Association, I person- 
ally acquired a more vivid under- 
standing of the equipment dis- 
tribution field and was favorably 
impressed. If these men are repre- 
sentative of their industry, then I 
think that the C. E. D. graduate 
can certainly look forward to a most 
rewarding and challenging career. 

Dantet R. Caruso 
Student Council President 
Clarkson College of Technology 


e Mr. Caruso, president of the Clark- 
son College Student Council and a mem- 
ber of Sigma Tau lota, industrial dis- 
tribution honor society, spoke to a 
meeting of 60 members of the New 
England Equipment Distributors Asso- 
ciation in Brookline, Mass. He dis- 
cussed the role education can exercise 
in the industrial distribution and the 
construction equipment fields. 


Defense Contract Folly 


Wasuincton, D.C. 

Many responsible small business- 

men Say it is folly to engage in De- 

fense work because the Government 

imposes conditions that are both 

confiscatory and destructive to small 
business. 


(Continued on page 8) 











D - You Said It 
wil) | STARTS ON PAGE 7 


Small business is being deprived 
of its proprietary rights under ex- 


| LEOLOK’ SAF: "LOK © | isting regulations and specifications 


which govern procurement policy 
SOCKET SCREWS for the Defense Department. 


Perfect seal for hydraulic ap For severe vibration prob After unearthing the true facts 
a ee Ee ee and discarding fictions and misun- 
any type gas. Designed to Special inserts of brass ; - : : 
give good results in minor bronze, aluminum or stain derstanding, I believe you will still 
vibration problems. Available less steel capable of with - ’ i 
in standard socket screw standing high operating be confronted with contradictory 
sizes. Pre-assembied temperatures ° ‘ ‘ 
and irreconcilable facts between the 


announced procurement policies 


rs and the actual practices of the De 
partment of Defense. 

Ree | I label as a monumental piece of 

fiction, the popular misconception 


that the Government pays for all 
of the development of weapons sys 


tems and other defense programs. 
The typical small businessman op- 
erates in an atmosphere of keen 





competition and is successful only 


| when he comes up with the best 

offer obtainable. As a result, the 

Government does not reimburse 

him one penny for his failures, 

e neither do they underwrite any part 


of the expenses of his successes. 


, 7 ; : A small businessman working on 
Now that the outstandingly different features of Blue Devil LED- | 6 

i yerk iby iach defense sub-contracts must ines 
LOK and SAF-LOK Socket Screws have been properly recognized 


capably become contractually obli 
by the U.S. Patent Office (No. 2,884,038 and 2,923,340), you have gated to conform to a bewildering 


more reason than ever to be a Blue Devil distributor. As we ve maze of regulations, specifications, 
said many times, “It’s easier to sell Blue Devil than sell against it.” contractual clauses . . . and what 
Better get all the facts today . . . sure. nots . . . all of which stem from the 

Government with whom he has 


OTHER GREAT BLUE DEVIL PRODUCTS | neither a contract nor a contact. 


Under these regulations, the small 
businessman gives up drawings of 
his product and these drawings are 

a | eventually used by the Government 
PaO to shop around among his com- 
F at Head , 'S 


Sechet Gereus Keys and Kits petitors for a lower price. 
DENHAM ScotTr 
Assistant to the President 
. Sold Only Through Authorized Industrial Distributors The Garrett Corp. 


ocke 


Sieautihen 


| | ©@From a statement by Mr. Scott be- 
'S) fore the House Small Business Sub- 
KO». FS) MEMBER ASHOMA | committee. 


Re SOCKET SCREW CO, "tee, 


6500 North Avondale Avenue + Chicago 31, Illinois » Telephone ROdney 3-2020 The time has come when busi- 
WAREHOUSES AT: ness managers must take their right- 
LOS ANGELES - DETROIT + NEWHAVEN «+ NEW YORKCITY | (Continued on page 14) 
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Keep pace 
with your 


customers.... 


Stock the newest too/s 
they need 


As fast as new metal cutting needs appear, newly designed Butter- 
field tools are ready for your supply service to customers. That's why 
Butterfield tools are more than the complete line of drills, reamers, 
taps, dies, counterbores, cutters, end mills, hobs and carbide tools — 
they're the newest developments in tool manufacture! Full stocks 
ready for your call are maintained in Butterfield warehouses in Chicago, 
Detroit, Fort Worth, New York, Los Angeles and San Francisco. 


BUTTERFIELD 


DIVISION, Union Twist Orill Company, Derby Line, Vt. 





g 
BUTTERFIELD 


100% 
INSPECTED 
sgejle) 


the complete line 
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Light, Rugged Wright 
Electric Chain Hoist 
with Extra Features at No Extra Cost! 


Here’s an inside picture of the many extra features 
you get at no extra cost with the Wricut Electric 
Chain Hoist. Shown is the simply-designed yet 
ruggedly-constructed “‘heart’’ of the famous WRIGHT 
Electric Chain Hoist. The use of a double worm and 
gear reduction increases the efficiency of this compact 
unit, and reduces the weight at the same time. The 
result is a trouble-free notet that is light enough te ; least -——— 
move from job to job and small enough for locations . : 
where overhead space is limited. Z 

Double braking for double safety is another extra 
feature of the Wricut Electric Chain Hoist. Spring- 
operated motor brake locks instantly when control 
cord is released. In addition, self-locking worm gear 
drive also provides positive load braking action. Both 
brakes work together automatically. 

The Wricut Electric Chain Hoist is available 
with two types of reeving — Single Chain (300 to 
2000 Ibs.), Double Chain (3000 to 4000 lbs. 


WRIGHT 


HOIST MOTOR . specially wound 
to give extra torque for intermittent 
hoist duty. 15 feet of three wire rubber 
covered conductor cable with strain 
reliever attachment. 


CONTROLLER © manually operated 
heavy duty drum type with large con- 
tact points and full-arc shields. Fast 
response enables spotting aload within 
fractional inch limitations. 


HOISTING GEARS ©* made of high 
grade phosphor bronze, worms of heat 
treated steel. Gears are fully enclosed 
in a continual oil bath. 


i — 


-_—— 





FACTORY TESTED 

All WRIGHT Hoists are 

tested at 50% overload 
at the factory 


CHAIN © heat treated alloy steel with before shipment 


zinc coating. Accurately blocked to fit 
load sheave. Ductile, yet hard enough 
to resist wear and abrasion. 


LOAD WHEEL ‘drop forged, heat treat- 
ed alloy steel. Forged integral with load 
shaft to eliminate the need for connection 
keys or spline. Chain pockets are precision 
machined to fit links. Wearing surfaces are 
hardened, bearing surfaces are ground. 


CONNECTOR HOOKS ‘topandbot- 
drop forged, heat tom hooks are drop 
treated alloy steel forged alloy steel. Bot- 
couplings(connect- tom hook will open be- 
ing the chain and__ fore fracturing. Top 
hook) permit hooks hook will support hoist 
to swivel and rock. if bottom hook fails. 


« 
* 
s 
“ 


WRITE FOR 
FULL INFORMATION 
Detailed information 
about the five WRIGHT 
products shown is avail- 
able by writing our York, 
Pa., office. Please specif) 
literature by number 





Electric Chain Hoist 

DH-73 

Type “C” Puli-A-Ways 

DH-56 

Safeway Hand Hoists 

cr Wright Hoist Division - American Chain & Cable Company, Inc. 
Roller-Bearing Trolley 


DH-242 York, Pa., Atlanta, Chicago, Denver, Detroit, Houston, Los Angeles, New York, 
Jib Cranes + DH-300 Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 
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So it doesn’t break---So what?? 


So we can bend a MARVEL High-Speed-Edge 
Hack Saw Blade double, and it won’t break. 
Does this prove anything? 


Let’s see if it does. When you buy a box of hack 
saw blades, you expect each blade to have a 
reasonable cutting life. For example, take an 
ordinary blade that costs $4.00, and you expect 
it to produce 2000 sq. inches of accurate cutting- 
off before it is discarded. Would you be willing 
to pay $8.00 for that same blade? You will, if it 
breaks halfway through its expected life. 


Bending a MARVEL High-Speed-Edge Hack 
Saw Blade to demonstrate that it is truly un- 
breakable proves the point that you get every 


Cini 


ARMSTRONG-BLUM MANUFACTURING CO. 
5700 West Bloomingdale Avenue « Chicago 39, Illinois 


square inch of blade life you pay for when you 
buy MARVEL Blades. 


Safety to both operator and machine, plus 
maximum blade life, seem like value enough 
from this remarkable blade. However, these 
MARVEL Blades give you even more, for they 
will cut faster, with greater accuracy because 
they can be safely tensioned more taut in your 
machine than ordinary “breakable’’ blades and 
are therefore more rigid to resist deflection. 


Cost? Unbreakable MARVEL High-Speed-Edge Hack Saw 
Blades are priced competitively. Use MARVEL Blades 
consistently with complete confidence because they have 
no equal for value. Leading Industrial Distributors stock 
and sell MARVEL. Ask yours today. 
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A NEW UNION BONNET 
BRONZE GATE VALVE 
DESIGNED TO REPEAT THE 
| SALES SUCCESS OF THE GREAT | 
LQ600 BRONZE GLOBE VALVE 


In appearance...in performance ...in sales-making advantages... 


NO OTHER 125 LB. UNION BONNET BRONZE GATE VALVE 
HAS ALL THESE OUTSTANDING FEATURES! 


Famous Lunkenheimer quality through-and-through . . . quality you can 
show your prospects and customers with comparative demonstrations. 

Part-for-part, feature-for-feature, it is unmatched by any other 125 Ib. 
Union Bonnet Bronze Gate Valve on the market! 


Here is another example of the product leadership that 
helps explain why... 


THE GREATEST NAMES AMONG 
INDUSTRIAL DISTRIBUTORS 
SELL 
THE ONE GREAT NAME IN VALVES 
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THE ONE VCO NAME IN VALVES 
* BRONZE * IRON’ STEEL’ PVC 


3 
L-360-86 


INDUSTRIAL DISTRIBUTION ¢ JUNE, 1960 





Hydraulic presses, rams and 
pumps are finding many new 
applications in production, 
maintenance, testing, O.E.M. 


Cash in on the booming hydraulics 
market with high-profit OTC units 


@ ESTABLISH YOURSELF AS THE 
SOURCE FOR QUALITY HYDRAULIC 
RAMS, PUMPS, PULLERS AND 
SHOP PRESSES 


e@ YOUR PRESENT CUSTOMERS ARE 
YOUR MARKET FOR VERSATILE 
OTC HYDRAULICS 


OTC’s broad line of high-quality hy- 
draulic equipment and accessories can 
assure you of a profitable share in the 
exciting, fast-growing hydraulics market. 
The application of hydraulics in produc- 
tion, maintenance, testing and O.E.M. is 
becoming increasingly wide-spread. You 
can cash in on this potential by establish- 
ing your firm as the leading source of 
the newest and most efficient hydraulic 
equipment and accessories. 

Once your customers have used inter- 
changeable OTC hydraulic pullers, 
pumps, rams and shop presses, it’s a 
natural to buy others. One sale triggers 
another—new accessories added to basic 
units handle many tough, complicated 
jobs. “Repeat” sales are high. 


Write for free’ 
OTC Industrial 
Maintenance 
Equipment 
Catalog, No. P-9. 


PRECISION HYDRAULICS DIVISION 


""<+ OWATONNA TOOL COMPANY 
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You Said It 
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ful place among the time-honored 
professions, because no other group 
has contributed so much to our eco- 
nomic and social advancement in 
such a short period of time. 
Business management has become 
a difficult and complex art, and its 
practitioners attain the professional 
status only after many years of in- 
tensive training and practical expe 
rience. The Society for Advance- 
ment of Management has taken 
the lead in recognizing this status 
through its Professional Manager 
Citation which is awarded to indi- 
viduals who have made outstanding 
contributions not only to scientific 
management, but also to civic af- 
fairs. 
James E. Newsong 
President 
Society for Advancement of 
Management 


e From Mr. Newsone’s acceptance 
speech as president of S. A. M. 


Motivation 


OAKLAND, CALIF. 

Would it be possible for you to 

forward, to my attention, your su- 

perb article on Motivation which ap 

peared in your September 1959 issue. 

Please bill me directly for any 
reprint charges. 

G. O. MELCHER 

Sales Promotion Department 

Shields, Harper & Co. 

© A copy was sent to Mr Melcher. If 


any reader is interested, reprints are 
available from us at 50¢ per copy. 


ID Seminar Textbook 


PENNSAUKEN, NEW JERSEY 
I have recently ordered and re- 


ceived from you a copy of “The In- 


dustrial Distributor” which presents 

a series of lectures given at the In- 

dustrial Distribution Seminar, Clark 
(Continued on page 18) 
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TOMORROW'S INVENTORY 


itcan maximize your net profit on standard fasteners 


PLAN FOR PROFIT Notice first how double stocking is eliminated: the hex screw replaces hex 


th neem te 6 euillies ond these and square head machine bolts. Only hex nuts are carried—and in separate 
. e - ws, ) ft a “ty ° ° . . . ° 
plain and plated. packages. (Right now, many distributors are getting outstanding results in 


. High carbon" 1038” cap screws, 11/"x 12 converting their accounts to the hex product.) 
smaller and shorter in plain, plus 1" x 6 Profit-per-sale increases with the addition of high carbon cap screws and 
smaller and shorter in plated. 


a plated line. For many industrial distributors, profit and volume on these 


. Hex nuts through 11”, plain and plated. : ; : 
. ; . two lines is an accomplished fact. 


4. Heavy hex nuts through 3”, plain. 7 : : 
‘ , , F Watch overhead nosedive, net profit increase —even when you take a 
. Popular sizes of carriage, lag and stove , : ‘ : f ; , ‘ 
holes tapping screws = aoa wiliened few small steps in this direction. If you would like to have all the details 
specialties. Plain and plated. about ‘Plan for Profit”, ask your Lamson man or call us direct. 


) LAMSON & SESSIONS 


5000 TIEDEMAN ROAD + CLEVELAND 9, OHIO 


Plants in Cleveland and Kent, Ohio + Chicago and Birmingham 











New Sales Opportunities 
for PROTO Distributors 





Engineers’ Wrenches, Engineers’ Wrenches, Pin Spanners, Adjustable Face Adjustable Hook Construction 

32 sizes, 15° offset, 40 sizes, 15° offset, 15 sizes, single Spanners,3 sizes. Spanners,4 sizes. Wrenches, 15 sizes, 
single head, open double head, open pin. Fed. Spec. Fed. Spec. Fed. Spec. 
end. Fed. Spec. GGG- end. Fed. Spec. GGG- GGG-W-665, GGG-W-665, GGG-W-665, 
W-636-a, Type V W-636-a, Type IV Type I! Type t1!, Class 1 


Structural Wrenches, 
23 sizes, straight 
15° offset, single openings with offset 
head, tapered align- heads, tapered 

Type |, Class 1 ment end. aligning ends. Fed. 


Spec. GGG-W-636-a, 
Type IX, Class 1 


132 New Industrial Wrenches Now In Proto Line 


The most needed sizes and types of industrial wrenches and spanners are now 
included in the Proto Industrial Line. These new tools are all drop forged, in 


high quality carbon steel, heat treated and broached or milled to highest indus- 
try standards. 


Your heavy construction customers use them all the time. And there is a 
lot of business for you in all the metalworking trades. 

Special-quantity orders, special opening combinations, and special shapes 
can be delivered through Proto’s Contract Sales Department. They’ll process 
your requests for quotation fast, too. 


These new carbon wrenches are heart- ; — 
of-the-line items—the fastest movers. 

For you that means door-openers, new PROTO.TOOLS eh 
business, volume business. vas 10 


2214 Santa Fe Avenue, Los Angeles 54, California » 514 Allen Street, Jamestown, New York + 1714 Oxford East, London, Ontario, Canada 
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Sales are soaring... 
beyond the pull of gravity! 


Earthbound users of drill jig bushings appreciate the missile-precision of the complete American line. 
Absolute uniformity between bushings is also assured by our 100% Concentricity Inspection. 


Ceram-A-Grip, shown below, is a space age product inspired by J 
the resistance of ceramics to the intense heat of nose cone re-entry. Ceram-A-Grip bushings lick the heat 
problem by effectively insulating plastic tooling from heat buildup within the bushing, 
preventing misalignment and bushing spin-out. 


Write for Ceram-A-Grip information today. _ 
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DRILL BUSHING CO. + 5107 Pacific Bivd. + Los Angeles 58, Calif. 
TELEPHONE LUdlow. 3-6551 TELETYPE LA 1315 


WORLD'S LARGEST INVENTORY. OF PRECISION DRILL JIG BUSHINGS 
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son College of Technology. 

In this booklet, reference is made 
to a 612 page book of readings on 
the subject of industrial distribution. 

If this book is available through 
McGraw-Hill Publishing Co., would 


you ship and bill me for the cost. 
— R. J. Sankey 
Pomc Radio Corp. of America 


Crank @ This book, “Reading for Industrial 
Distribution Seminar,” is available 
through Clarkson College of Technol- 
ogy, Department of Industrial Distribu- 


MODELS ' | | | tion, Potsdam, New York. 
29 Ye. 
C A PA C | T | E S | Grinding Wheel Potential 


SPRINGFIELD, Mass. 

Brand new markets are develop- 

ing for grinding wheels capable of 

handling today’s exotic new mate- 

rials. Manufacturers must start re 

search and development programs 
which will open new markets. 


; 
i New crush forming techniques for 
babe inane... ae 
= } both centerless and center grinding 
( “(¢ machines are new developments in 


the machine tool industry. ‘These 
new techniques resulted from in- 
dustry’s need for machines which 
will reduce production costs, pro- 
vide versatility and still hold ex- 
prices tremely close tolerances with new 
start at and exotic materials. 
$29.50 Crush dressing is in its infancy, 
and there is a lot to be learned about 
its application. But if wheel manu- 
facturers can come up with a more 
Superior to anything on the market. Simplified design consistent wheel selection for these 
with fewer parts. Detachable high-speed cable wind-up new materials, entirely new markets 
handle. Highest quality flexible aircraft cable. Safety handles will be opened ae 
: This industry recognizes the prob- 
design tested for overload to protect operator. Guaranteed one ‘ 
i 2 : ‘ lems confronting wheel manufac- 
year against defective parts. Also especially corrosion-proofed 


turers in producing the types of 
models for use in chemical plants, mines, etc. wheels that depend upon this and 


Stock And Sell The Most Asked For Cable-Rachet Hoist other new techniques. I do feel 
Lightweight @ Versatile @ Compact confident of the eventual return 


from investment now in research 
THE LUG-ALL COMPANY 


and development. 
HAVERFORD 11, PENNSYLVANIA —— 


Vice President 
Van Norman Machine Co. 
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KIDDE 
HELPS YOU 
WHERE 
IT COUNTS! 


Proven Sales Aids! Newspaper mats, 

® direct mail pieces, informative brochures, 
novelties, slide films, motion pictures, sales 
manuals ...a complete package of tried and 
tested sales helps is yours when you feature the 


Kidde line! 


Selective Distribution! As a Kidde dis- 

® tributor, you get the selling advantages of 

a selective distribution policy in the trading 
areas you serve. 


Solid Experience! Many of today’s im- 

8 portant fire extinguishing advances have 

been Kidde firsts ... many are still Kidde exclu- 

sives. Feature the Kidde line of fire extin- 

guishers and you feature the latest and finest 
in fire fighting equipment! 


Nationwide Warehousing! Feature the 

® Kidde line, and you gain the sales advan- 

tage of Kidde warehousing. Located all across 

the nation, Kidde warehouses mean minimum 

inventory, fast delivery, complete service 
facilities for you! 


Advertising! National advertising, in- 
® cluding trademark headings in telephone 


Complete Line! Left to right below, just 
® four of the extinguishers in the Kidde line 
2% and 5 pound pressurized dry chemical, 15 
pound carbon dioxide, and new pressurized 
water. Kidde’s full line covers more than 30 
proven models in varying types and capacities. 
There’s a Kidde model for every hazard, a poten- 
tial sale in every Kidde model! For more infor- 
mation, write Kidde’s Market Development 
Department, stating your sales territory. 


0 
4 


242 pound 
dry chemical dry chemical water 


5 pound 2% gallon 15 pound 


directories, help you sell the complete Kidde line. carbon dioxide 


Industrial and Marine Division 


Walter Kidde & Company, Inc., 622 Main St., Belleville 9, N. J. 


Walter Kidde & Company of Canada Ltd., Montreal —Toronto — Vancouver 


Cidde 
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United States Post Office, St. Petersburg, Florida 


IN AMERICA’S 
GREAT NEW 
BUILDINGS 


Industrial, Commercial 


YOU’LL FIND B 


MR een 


JENKINS # 


VALVES 


Jenkins Giro; 


YOUR SPECIFICATION “JENKINS VALVES” IS BACKED BY THE JUDGMENT OF MANY OF THE COUNTRY’S 





rady Memorial Hospital, Atlanta, Georgia The Prudential Insurance Company of America, Chicago. Tidewater Oil Company, Delaware Refinery 
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lhicago Sun-Times, Chicago, Illinois Bissell Inc., Grand Rapids, Michigan The Interchurch Center, New York City 


DP ARCHITECTS, ENGINEERS, CONTRACTORS AND BUILDING OWNERS 








Depth of line ...depth of 


these are twin benefits you get when you carry 
Black & Decker’s line of quality electric tools. 


Depth of Line? A real selling point for you! 
You can offer a choice of 130 different tools 

and thousands of accessories for them. From 
drilling to polishing, cutting to finishing, Black 
& Decker has a tool for every job... eacha 


genuine value in power, performance and price. 


Depth of Service? Check the full coop- 
eration of your B&D man in keeping you sup- 
plied with information and stock, working 
with your men on the street. Check Black & 
Decker service facilities and follow-up, keeping 
your customers satisfied. And don’t forget to 





service ... 


check B&D’s advertising and promotional 


activity —largest in the field making more 
sales for you. 


The result: Faster selling for you with less 
work ...and more profit. Your Black & Decker 
representative will be glad to fill you in with 
complete details. Talk to him soon. 


Featured by top distributors 
from coast to coast 


Yack & Decker. 


QUALITY ELECTRIC TOOLS 
Dept. 4006, TOWSON 4, MD. 





“Rust-Oleum is easier to handle, 
because it’s ready to go — 
and has a handle on it” 


...comments Charley Farmer, 
protective coatings 
warehouseman 

“No special packaging or handling 
problems,” says Charley. “Just pick 
the cans out of stock and load the 
trucks, that’s all there is to it. We 
receive orders in all sizes from gal- 
lons to drums — but the handling 
costs are less, because it doesn't 
take a lot of time to assemble a 
Rust-Oleum order.” 


RUST-OLEUM USER EMPHASIZES 
BENEFITS FROM SPECIALIST 


Shown here is Ed Heath working 
with Mr. John W. Haas, Jr. of the 
Tri-State Blowpipe Company. “We 
like the idea of a Rust-Oleum Spe- 
cialist,” says Mr. Haas, “because we 
get extra benefits in product knowl- 
edge that help to solve our coating 
problems.” 





i Here’s why we appointed a specialist on Rust-Oleum 
to supplement our regular sales organization” 


..» says Jack Kinabrew 


Vice President, 


Standard Supply & Hardware Co., Inc. 
New Orleans, Louisiana 


“We provide industrial and oil field supplies to users in a 
40,000 square mile area covered by our 6 branches and 
35 outside men,” advises Mr. Kinabrew. “Of course, we 
stock a tremendous amount of materials in hundreds of 
lines to service this area. For maximum efficiency, we 
select certain lines for special sales emphasis—based upon 
gross profit, sales potential, turnover, handling costs, and 


“For key line concentration,” continues Mr. Kinabrew, 
“we named Ed Heath as sales specialist on Rust-Oleum 
ten years ago. The important point is this—all of our sales- 
men sell Rust-Oleum all the time—and Ed Heath works 
hand-in-hand with them to spearhead and supplement 
their selling efforts.” 

The results over the years have proved the logic of the 
specialist technique. “First,” according to Mr. Kinabrew, 
“our customer benefits through the increased product 
knowledge of the specialist; second, our own salesmen 
benefit from Ed Heath’s product experience and know- 
how; third, Standard Supply benefits from increased sales 
on a 37.5% gross profit line; fourth, being an expert in ap- 
plication methods, Ed Heath frequently makes tie-in sales 


manufacturer's policy. of equipment used in surface preparation and application. 


Ed Heath, Rust-Oleum Specialist 
at Standard Supply, emphasizes 
Rust-Oleum potential and policy 


“As a Rust-Oleum specialist for Standard Supply,” says 


Ed Heath, “I contact key accounts—but, equally impor- 
tant I’m on tap to help our Standard Supply salesmen 
when they need me on Rust-Oleum. 


“The potential for Rust-Oleum, of course, is about as 
broad as the day is long. Every rustable metal surface is 
a prospect, and that’s covering a lot of ground.” What 
about other points of being a Rust-Oleum specialist? Ac- 
cording to Ed, “the Rust-Oleum policy of selling only 
through authorized distributors protects the distributor 
and enables him to concentrate maximum service without 
worrying about the manufacturer making direct sales.” 
And extremely important is the fact that the Rust-Oleum 
market is, “pre-sold through Rust-Oleum advertising in 
magazines, newspapers, billboards, and on television,” Ed 
advises, “Time and time again, my prospects tell me they 
already know Rust-Oleum through this advertising. It 
makes a salesman feel pretty good.” 


SPEARHEADING THE 
My 77 _ ) 
LOMEL) (GPS 
: There is only one Rust-Oleum. 


Distinctive as your own fingerprint. 


RUST-OLEUM CORPORATION @¢ 2564 Oakton Street, Evanston, Illinois 











How the trend to quality will de- 
termine which distributors will 
profit most in the coming decade. 


Everywhere in America, the ultimate 
users of industrial and consumer prod- 
ucts are becoming more quality con- 
scious...and manufacturers are becom- 
ing increasingly aware of this trend. 


Because our business, yours and ours, 
is based upon reliability and service, it 
is up to us to make the user of fas- 
teners aware of the ultimate cost... 


rice 


the in-place cost. . . of using fasteners 
in his assembly operations. 





P-K never has and never will lose sight 
of this responsibility. 


As a direct result of this policy, many 
new and improved P-K products were 
introduced in 1959. In 1960, through 
organized persistance and imagination, 
we promise you'll see continued P-K 
improvements and new opportunities 
for service to your customers. 


We will continue our research into better 





set business in the 60's? 


manufacturing methods, seek out the 
most advanced scientific equipment, 
and intensify the technical training of 
our plant personnel and field represent- 
atives. In addition, for our distributors 
and their sales staffs, we will continue 
to provide the fastener-selling school- 
ing and sound product knowledge that 
has already demonstrated its value in 
greater volume sales. 


We'll back you... back you all the way 
... with constantly improved order 
service ...with more selective distribu- 


tion...with better and better merchan- 
dising packaging .. . with hard-selling 
promotion and advertising...and with 
a full line of quality P-K Fasteners... 
a line you can sell with confidence and 
with pride. 


For you, the P-K Distributor, the future is unlimited. 


P-K* IS ON THE GO...G0 WITH P-K! 


PARKER-KALON 


fasteners 


PARKER-KALON, a division of General American Transportation Cor- 
poration, Clifton, N. J. Offices & warehouses in Chicago and Los Angeles. 





NEW 


Over a period of years we have con- 
tinually enlarged and improved our line 
of CLEVELAND End Mills. Now, with the 
addition of the wide range of CLEVELAND 
Milling Cutters shown on the opposite 
page, you can specify a CLEVELAND 
Cutter for every application . . . and 
know you are getting lower cutter cost 
per cubic inch of material removed. 


CLEVELAND Milling Cutters assure 

maximum metal removal per grind. 

Wide chip space between teeth enables 

these cutters to perform smoothly in the 

most difficult materials. Correct axial, 

Write for Your Copy radial rake and relief angles provide 

of This Helpful Book efficient operation under all conditions. 

Moreover, CLEVELAND Milling Cutters 

reduce regrinding time by requiring 

minimum amounts of stock removal 
when resharpening. 


This 64-page illustrated book gives 
complete information on all types of 
CLEVELAND Milling Cutters—Plain, 
Side, Half Side, Corner Rounding, 
Concave, Convex, Woodruff Key Seat, Take advantage of these time-saving, 
Angle, Metal Slitting, Screw Slotting. money-saving features. Specify CLEVE- 
Also full information on CLEVELAND LAND Milling Cutters on your next mill- 
End Mills. Ask for your copy. ing application! 


This advertisement is currently appearing 
in the leading metalworking magazines. 





Your CLEVELAND Distributor can give you good service on CLEVELAND Milling Cutters 
and the complete line of CLEVELAND <> Quality Tools 





CLEVELAND 
MILLING CUTTERS 
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P.O. Box 6656 « (1242 East 19th Street) © Cleweland 1, Ohio 


Stockrooms New York e Atlanta e« Cleveland e Detroit e« Chicago e« Dallas e Los Angeles e« San Francisco 
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Drilling for oil—USS Tiger Brand Rotary Drilling Lines on one of the world's 
deepest wells—combine strength, toughness and long service life. 


From the Tiger's mouth — 


How to get 


Regardless of the type of equipment you operate or 
the size, grade or construction of the wire rope you 
use—when you get better service from that wire rope 
you save money. 

Proper selection and care of your wire rope will pay 
off in longer rope life and consequent operating econ- 
omy. Here are 10 ways to increase the life of wire rope: 


1. Get the right rope. Carefully examine the operat- 
ing requirements for your rope, determine how heavy 
the loads will be, how much abrasive wear, distortion, 
or crushing the rope must withstand, and how flexible 
it must be. Then choose the USS Tiger Brand Wire 
Rope that has the properties you need . . . there is 
one for every type of job. 


2. Unreeling. To prevent kinking, be sure the reel or 
coil is free to rotate as the rope unwinds. Mount reels 
on an unreeling stand or on a shaft supported by two 
jacks. Otherwise, hold the rope end and roll the reel 
along the ground to unwind the rope. Always use this 
latter method for coils. 


3. Sheaves and drums. Align all sheaves. Be sure 
that sheaves and drums are free to rotate and large 
enough in diameter to prevent sharp bending. Grooves 
must be slightly larger than the rope diameter and, if 
scored or badly worn, should be reground before new 
ropes are installed. Sheaves with broken flanges should 
be replaced immediately. 


Strip mining—USS Tiger Brand Hoist Rope for strength with flexibility, Tige 
Brand Drag Lines for strength with abrasion resistance, and Tiger Branc 
Boom Supports for high resistance to vibration fatigue. 


— 


Lifting industrial loads—USS Tiger Brand Slings lift the heavy loads safely. 
Crane hoist ropes provide strength and flexibility. 


Building a super highway— USS Tiger Brand Shovel Rope, Dozer Rope and 
Scraper Rope give longer service with less down time. 


more service from 


4. Wire rope fittings. Install sockets, clips, swaged 
fittings or spliced loops or thimbles depending upon 
service requirements. Tiger Wire Rope Sockets, prop- 
erly attached with molten zinc, develop the full strength 
of the wire rope. 


your wire rope 


thoroughly. Then store it in a dry place, protected 
from the weather. 


10. When in doubt. If you need help in selecting the 
right rope or in setting up good maintenance proce- 
dures, call in a Tiger Brand Wire Rope Engineer. He 
can give you expert advice on any wire rope problem. 
Just call our nearest distributor or send the coupon. 


USS and Tiger Brand are registered trademarks 


Bb. Seizings. To prevent untwisting, apply seizings to 
he ends of any non-preformed wire rope that is not 
attached to permanent fittings. When you cut a non- 
preformed wire rope, apply seizings on both sides of 
he cut to prevent distortion. 


American Steel & Wire 
Division of 
United States Steel 


5. Lubrication. Lubricate your ropes regularly with 
Tiger Lube Wire Rope Lubricant to cut down internal 
wear and reduce corrosion. 


7. Cutting back. It is often advisable to change the 
sition of a rope on sheaves and drums by cutting 
ort lengths of rope from the drum end. This distri- 

utes wear more evenly, prevents fatigue from con- 

entrating at any one section of the rope, and increases 


Cotumbia-Geneva Stee! Division, San Francisco. Pacific Coast Distributors 
Tennessee Cos! & Iron Division, Fairfield, Als., Southern Distributors 
United States Stee! Export Company, Distributors Abroad 
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American Steel & Wire, Dept. 0207 


ppe life. If you plan to cut back, order your ropes a 
ittle longer than normally required. 


B. Reverse ends. Reversing a rope, end for end, will 

crease its life if half of it gets most of the wear. 
Reversing distributes wear and fatigue evenly through- 
ut the rope. 


. Storing wire ropes. If you take a rope out of 
ervice for any length of time, clean and lubricate it 


Seeee eee ese eee ee eee ee eee eee sy 
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614 Superior Ave., N.W. 
Cleveland 13, Ohio 


Please send me a copy of your booklet,‘‘Longer Life from your Wire Rope.” 


Name_ 
Position___ 
Company 
Address__ 
a 


Zone State 





Here’s the ideal pump oiler 

for every use! Introduced by Eagle 
Guaranteed 5 years! 

Strong, leakproof steel body. 

Powerful positive-acting pump to 

deliver oil in full stream or one drop. 

No pump leathers, no soldered connections 


to wear out. Handy to reach those . New Eagle Handi-Grip Oilers come 
in 4 sizes: 34, 1, 114, 2 pints. Each 
size has 6-inch rigid angle spout or 
stance, won’t tip over! Basy to hold, Papen Cease apes. 


easy to use, reasonably priced. ORDER FROM YOUR SUPPLIER 


Eagle products are also 
available in Canada 


difficult places. Stout bottom, steady 


FOR 
FACTORY, 
HOME, 
GARAGE, 
WORKSHOP 


Write for latest ’60 Catalog, 
just off press, showing the Complete Eagle Line. It’s FREE! 


MANUFACTURING CO. wewtssure, w.va. 


SERVING THE TRADE SINCE 1894 
INDUSTRIAL DISTRIBUTION © JUNE, 1960 















































Well aware that nothing can 
more to the present and fut 
of our Industrial Distributor 
gram, we at Pratt & Whitne: 
mined to establish and mz 
closest distributor-manufac 
tionships. And we are in a 


position to accomplish this « 


Entering the field of distri 
for the first time, we have no 
to break. Yet, we can and w 
advantage of the experienc 
manufacturers and distribu 
these examples, we know the 
of setting forth all details « 
tionship in a clearly wordec 
of sales policy .. . and stic 
decisions. At the same time, 
ence of others has taught t 
equally important to live up 


as well as the word of the s 


In formulating our own sale 
statements and have select: 
knowledge gained from the 
tives, we have prepared wha 


Statement of Sales Policy e 


can contribute 
future success 
utor Sales Pro- 
tney are deter 

maintain the 
ifacturer_ rela- 
in an enviable 


1is objective. 


istributor sales 
e no bad habits 
d will take full 
iences of other 
ributors. From 
the importance 
uils of the rela- 
rded statement 
sticking to our 
ime, the experi- 
ht us that it is 
» up to the spirit 


he sales policy. 


sales policy, we have reviewed many published 


lected the finest as our models. Combining the 


these examples with our own ideas and objec- 


what we honestly believe is one of the finest basic 


»y ever offered to an Industrial Distributor. 





mm 





HELP YOU SELL MOI! 


PRATT & WHITNEY 


offers you these important 


“PLUS” Factors 


in Service and Support! 


P& VW PEC 

? 1H t ; 
The nation-wide organization of experienced, 
factory-trained P&W Cutting Tool and Gage 
Specialists developed in our years of selling 
direct is now available to provide your salesmen 
with expert field application engineering and 
advisory service. The ready availability of skilled 
technical assistance like this has always been 
recognized as an important factor in successful 
industrial sales. Today — with new metals and 
alloys constantly creating new machining prob- 
lems and industry’s needs rapidly increasing in 
complexity — this service is more important to the Industrial Distributor than ever 
before. And it will become even more vital in the future. Fully organized to provide 
expert assistance, Pratt & Whitney is ready now with the Specialists you must have 
to meet industry’s needs today — and tomorrow! 





Space-age requirements for components that will provide increased strength 
without added weight have resulted in the fast-growing use of “exotic” alloys and 


high-strength metals ... and in the use of new procedures such as machining after 


hardening. This has created new machining 
problems and a demand for new ways to solve 
them. In addition, the thousands of manu- 
facturers throughout industry, who are 
working with conventional metals and pro- 
ducing less exotic but equally important 
products, are all looking for new ways to 
reduce machining time and costs and improve 
quality by removing metal faster and more 
accurately. To keep pace with these de- 
mands, cutting tools and other equipment 
must be improved constantly. For this rea- 
son, Pratt & Whitney conducts one of indus- 
try’s most intensive programs of research and 
development. This program is producing a 
continuous stream of new and improved 
products that will be a vital factor in helping 
you serve industry’s present and future 
needs successfully. 
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A well-planned program of advertising and sales promotion 
by the manufacturer goes a long way toward making the 
distributor salesman’s efforts more productive and more 


profitable by building and maintaining product accept- 
ance pre-selling” the customer keeping him 
informed about new and improved products and keep 


ing him “sold” between the salesman’s calls. To provide 
this valuable support, Pratt & Whitney will continue to 
promote its products in the trade publications that exert 
the greatest influence on the buying habits of your cus 
tomers. Promoting its cutting tools and gages, Pratt & 
Whitney has pioneered in the field of industrial advertising 
with the introduction of striking and unique new ad 
formats designed to insure maximum attraction value and readership. Some examples of 
these attention-compelling formats are shown on this page. One of these series has 
been so successful that it has, for two years, produced more inquiries than any other 
manufacturer’s advertisements in the publications involved regardless of page size or 
number of colors! Under our Distributor Sales Program, effective advertising and sales 
promotional efforts like this will be working for you producing a high volume of 
qualified inquiries for your follow 


up 


of the PRATT & WHITNEY Distributor Sales Program... 


can serve only to highlight some of the more important advantages Pratt & Whitney is 
offering to the Industrial Distributors that will participate in this program 


Always aware of developments within our own industry, we at Pratt & Whitney freely 


acknowledge that there are many other manufacturers who are producing cutting tools 
and gages of excelle nt quality At the me time, we sincerely believe that Pratt & Whitney 
occupies a position unique in the industry and is, as a result, able to offer its Industrial 
Distributors many significant extra benefits. We believe that you as a progressive 
businessman will welcome this chance to analyze your present potentials, and consider 
new opportunities to improve yout iles volume and profits. If you are anxious and 


prepared to keep pace with the accelerated needs of industry in the “Significant Sixties,” 
let us have one of our representatives visit you to review our Sales Policy and discuss in 
detail the advantages of doing business with Pratt & Whitney. Write or telephone today: 
Mr. George W. Steinmetz, Manager of Industrial Distribution, Pratt & Whitney Company, 
Incorporated, 45 Charter Oak Boulevard, West Hartford, Connecticut 


PRATT & WHITNEY 


FIRST CHOICE FOR ACCURACY 


MA HINE TOOLS AGES + CUTTING TOOLS 
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PRATT & WHITNEY 


COMPANY, INCORPORATED 


One of the most respected names in the metalworking industries 


THAT ITS FAMOUS LINES OF PRECISION CUTTING 
TOOLS AND CONVENTIONAL GAGES WILL BE 
SOLD THROUGH SELECTED 


INDUSTRIAL DISTRIBUTORS 


Our decision to sell through selected Industrial Distributors — after a century of 
selling direct was reached after an extensive market survey. The facts disclosed 
by this survey have convinced us that our newly instituted program of Industrial 
Distribution Sales offers important benefits to our customers, to the Industrial 
Distributors who will be on our team... and, in turn, to us at Pratt & Whitney. 




















OUR CUSTOMERS WILL BENEFIT 


because the Local Industrial Distributor is in a position 
to know each customer’s particular needs and is organized to 
provide the personalized service that meets these needs best 


YOU, THE INDUSTRIAL DISTRIBUTOR, WILL BENEFIT 


... because Pratt & Whitney is offering you the constantly advanced 
product lines and the complete supporting services you must have 
to meet industry's fast-changing needs in this space age and to 





yy take full advantage of the sales potential of the “Significant Sixties!” 
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OMPREHENSIV E 


Chat offer You Wee advange 


ever manufacturers make their pur- The enviable reputation of Pratt & Whitney 
; on the basis of proved performance Cutting Tools is based on a solid record of 
he ability to insure lowest long-run on-the-job performance so unusual that 
g and inspection costs, Pratt & Whit- other tool manufacturers have actually 
‘utting Tools and Conventional Gages broken down our tools physically and metal- 
von an established acceptance that will lurgically to try and discover the perform- 
for you under our Industrial Distrib- ance “secret.” Despite these efforts, P&W 
sales Program. performance has never been duplicated, 


TT & WHITNEY CUTTING TOOLS are offered in a very wide range of standard styles 
zes to meet industry’s varied needs. Included are: TAPS, all types, ground thread and cut thread; 
NG DIES; SCREW PLATES; THREAD HOBS, ground and cut thread; DRILLS and COUNTERSINKS; 
TERBORES; PUNCHES and DIES; REAMERS, al! types: BORING TOOLS, high speed steel and carbide 
; END MILLS, all types; MILLING CUTTERS; FORMED CUTTERS; METAL SLIT and SCREW SLOT SAWS; 
RS, carbide tipped; CUTTING-OFF and FINNING BLADES; BURS (Rotary Files), File Cut and 
ig, Ground High Speed Steel and Solid Carbide, and Reground and Converted Burs and 
ehensive lines of SOLID CARBIDE TOOLS including End Mills, Profiling Cutters, Radius Mills, 
r Mills, Keyseat Cutters, Drills, Reamers, Taps and Boring Tools 




















































PRODUCT LINES 


FIRMLY ESTABLISHED ACCEPTANCE 


because the skill and care that go into P&W For you, the Industrial Distributor, this all 
Cutting Tools are qualities than cannot be adds up to: Greater opportunities for 
copied. Similarly, the know-how and crafts- increased sales . . . greater assurance of the 
manship that goes into the production and customer satisfaction that means repeat 
inspection of P&W Conventional Gages orders . . . and greater opportunities for 
results in a superior hardness, smoothness increased profits today and in the future. 


and dimensional accuracy that mean greater 
dependability and longer life. 


PRATT & WHITNEY CONVENTIONAL GAGES are available in complete lines for 


every industrial application. Some of these gage types are manufactured only by Pratt & Whitney . .. and 


our Industrial Distributors will be the ones able to offer their customers these important items. P&W 
Conventional Gages include: CYLINDRICAL PLUG GAGES, Regular and Reversible in Steel and Carbide; 
CYLINDRICAL RING GAGES, Steel and Carbide; THREAD PLUG and RING GAGES, Steel and Carbide; 
PIPE THREAD GAGES, Taper Plug and Ring; THREAD MEASURING WIRES; ROLL THREAD SNAP 
GAGES; TRI-ROLL THREAD COMPARATORS; ADJUSTABLE LIMIT SNAP GAGES; RAILROAD (A.A.R.) 
GAGES; OIL COUNTRY (A.P.1.) GAGES. f 
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. YOU WILL BE BETTER PREPARED TO MEET 
DUSTRY’S CHANGING NEEDS WITH CUTTING 
YOLS AND GAGES BY 


RATT & WHITNEY 
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SIX MONTHS WITHOUT ONE HOUR OF DOWNTIME due to carbon deposits or sticking valves. That’s the 
record set by this heavy duty compressor when Keystone No. 49 Light high temperature lubricant 
was put to work. Cleaning time was reduced by 30% and the compressor used half as much lubricant. 


Facts to help you sell Keystone No. 49 Light 


Enables aircraft plant to cut maintenance 
30%, lubricant consumption 50%. 


Tell this true story to anyone whose machines 
operate at high temperatures. You'll win new 
customers and keep them when you show how 
Keystone No. 49 Light outlaws carbon, friction 
and scoring that cripple production. 


Carbon deposits and sticking valves shut down 
a heavy duty air compressor and the air tools 
it powered in a leading aircraft plant. The 
company soon exhausted the field of conven- 
tional lubricants—but found what it wanted 
in Keystone No. 49 Light. This special high 
temperature lubricant resists sludging, oxidation 
and breakdown when subjected to severe heat. 


After six months’ service, without downtime, 
the compressor was given its semi-annual 


overhaul. The maintenance reports showed: (1) 
Cleaner valves—no carbon had built up during 
this trial period. Maintenance men had only 
to wipe the valves clean with a rag. (2) Reduced 
maintenance— overhaul time was cut from 30 
to 20 hours. (3) Less oil used—during the six- 
month period, the feed was reduced from six 
to three drops per minute. 


Wherever there’s a sticky problem—in air 
compressors, ring bearings, multiple friction 
clutches, drying oven conveyor chains or textile 
tenter frames—recommend Keystone No. 49 
Light. Technical Bulletin No. 51 contains 
complete information and speci- 
fications. Review your copy 
now and be ready to answer 
inquiries developed by Keystone 


es SPECIALIZED 
advertising. 


LUBRICANTS 


INDUSTRIAL DISTRIBUTION ¢ JUNE, 1960 


KEYSTONE LUBRICATING COMPANY « 21st and Lippincott Streets + Philadelphia 32, Penna. + Established 1884 
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HANDLE THE ROPE 
THEY’D RATHER HANDLE 
... ROEBLING WIRE ROPE! 


The fact is anybody who uses wire rope is happier handling Roebling, 
for all kinds of well-built reasons. That’s why you’d be a lot better off 
... being confronted by a demand for a product that everyone knows 
and respects. 

Selling a product that knows no peer puts you in the healthy posi- 
tion of selling the wire rope that your customers know about and you 
can be sure of. 

Other attractive facts about being a Roebling Wire Rope Distribu- 
tor are: what you sell is constantly being shown, talked about and 
discussed in national advertising—advertising that reaches every po- 
tential user in every field. 

Further, you are backed by engineering and research that help you 
turn inquiries into sales and callers into customers. 

There’s a lot more about Roebling Distributorship advantages that 
we can tell you. And we will. Just get in touch with Wire Rope, John 
A. Roebling’s Sons Division, Trenton 2, New Jersey. 


ROE BLING Gs 


Branch Offices in Principal Cities : 
John A. Roebling’s Sons Division * The Colorado Fuel and Iron Corporation : 
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Correcting for random-motion 
on asphalt feed-line 
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... puts the metal hose market 
in the palm of your hand! 


A Big Sales Opportunity Exists 
Wherever You Find These Piping Problems 
2s es ae 

Piping Misalignment Vibration & Shock 


Thermal Expansion 
& Contraction 











Solving piping space problem 
on de-waxing filter 


peer: 
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Preventing valve damage, RR 
vibration stress om compressor 


Big market, big volume, big dollar 
return...on small investment 


Here is a new (pre-tested) program that pin-points the big 
market for metal hose in your area, and opens wide, new sales 
opportunities for you. The program rests on a simple recogni- 
tion of the basic metal hose needs that exist in every plant 
you enter. It is a proved, creative sales approach developed 
by Flexonics. Your personnel will be trained as Pipe Motion 
Specialists by Flexonics—given the tools and back-up to do 
the job profitably. They will be capable of recognizing and 
creatively selling these metal hose applications. With Flex- 
onics Pipe Motion Specialists behind you, you become a 
PMS distributor that knows where the market is, how to sell 
it, and how to expand it! 


Bie 


Correcting for thermal growth 
on steam generator discharge line 


FLEXONICS CORPORATION 


Subsidiary of Calumet & Heclia, Inc. 
1314S. Third Avenue + Maywood, ili. 
Yes, I'm interested in the new sales oppor- 


tunities of becoming a Flexonics PMS dis- 77 
tributor. Please call on me with complete G 
details. 


Name 
Company 
Address 


City 
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How Distributor 


The sheet steel bodies of truck trailers can be murderous 
when you have to cut through them to make repairs 
or do special installation work. Cutting with metal Saws 
produces edges as jagged and mean as shark teeth. 

At Baltimore’s Warner Fruehauf Trailer Company, 
distributor of Fruehauf Trailers, they tried using abrasive 
wheels to remove the jags but the job tore ordinary 
wheels to pieces so it had to be done by hand with files. 
And that was both slow and dangerous work for the man 
behind the file. 

Then came Bay State distributor Al Earlbeck of 
Earlbeck Welding Supplies, Inc. He introduced Bay 
State’s reinforced raised hub disc wheels and the results 

‘re astonishing. Not only did the Bay State wheels 
stand up to the work of grinding down jagged sheet 
metal edges, they even outperformed saws when it came 
to cutting the tough, thin, corrugated, stainless steel 








Al Earlbeck turned 


panels. Furthermore, they did an outstanding job of 
grinding down spot welds on chassis assemblies and other 
trailer components. Wheel-loading became a thing of the 
past and the Bay State wheels wore down so evenly 
they could be used almost down to the center hub. 

As Warner Fruehauf Shop Foreman Melvin Wengert 
says, now that he’s been using the Bay State wheels for 
some time... “‘you can’t beat ’em for safety and versa- 
tility. They do the job better than any other method 
and any other wheel...and that’s that.’”’ Wengert, 
incidentally, is a man with some 20 years experience in 
welding and general metal-working problems. 

This is just one example of the way Bay State stays 
ahead of the crowd. There are many other reasons Bay 
State Distributorships are widely regarded as the most 
desirable in the industry. Why not write for full details? 


Better grinding at lower cost... that is his business. 


(Left) Warner Fruehauf Shop Foreman Mel Wengert checks 
weld bead with Al and Tom Earlbeck after weld had been 
ground with the same wheel that was used to smooth sheet 


metal edges of aperture cut in trailer body. 


(Below) Operator Jerry Clark trims stainless steel burrs from 
opening made for installation of refrigeration unit. 
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danger into dollars 
Warner-Fruehauf 


Al Earlbeck has 25 years of prac- 
tical experience in grinding prob- 
lems and has also taken just about 
every course there is in welding 
technology ... starting at Balti- 
more Polytechnic Institute and 
winding up with advanced courses 
at Johns Hopkins. His son, Tom, is 
currently going through the same 
tough schedule of technological 
training. Meanwhile, Al himself 
sponsors courses and serves as ex- 
ecutive of many technical associa- 
tions as well as running Earlbeck 
Welding Supplies, Inc. He has 
tried other competitive grinding 
wheel lines but dropped them 
because he always found Bay 
State superior in both quality and 
service. 


BAY STATE > 


BRASIVES ~~ 


ee Bay State Abrasive Products Co., Westboro, Massachusetts. gy 
In Canada: Bay State Abrasive Products Co., (Canada) Ltd., Brantford, Ontario. = 
Branch Offices : Chicago, Cleveland, Detroit, Los Angeles, Pittsburgh. Distributors: All principal cities, 





DIRECTION 70 — 





The next decade promises to bring great advances 
in automation, industrial productivity and in con- 
struction—both industrial and residential. And to 
meet the requirements of tomorrow takes vision and 
planning today. 

So, Crane Co. announces Direction ’70—a 3-pronged, 
right-now program to lead the way in valves, 
electronic controls, piping, plumbing, heating, and 
air conditioning. 


The broad objectives— 

e Streamline distribution to provide better and faster 
service to customers 

e Acquire new plant facilities to broaden the line of 
Crane products 


* Accelerate research to improve existing products, 
develop new ones 

Yet, Direction ’70 is more than a plan—it is action! 
Already ... 

e the Crane distribution network has been revised 
and strengthened 

e five established companies have been acquired 
recently by Crane 

e announcement promotions are being readied for 
many new products starting this month 


You'll see a lot more of this Crane Direction ’70 
tomorrow and in the years ahead. Many farsighted 
distributors are a part of this exciting new team. It’s 
profitable to become a partner in Crane Direction ’70. 


® 


CRANE 


Crane Co., Industrial Products Group, 4100 S. Kedzie Ave., Chicago 32, Illinois 


Valves « Electronic Controls + Piping « Plumbing * Heating + Air Conditioning 
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LOWEST PRICE DRIVER 


At only $42.50 list for the standard Model 139 and $49.50 for the 
reversing Model 140, this driver opens tremendous new markets. 
Sell it for production, maintenance and.installation work—wherever 
power fastening can speed up assembly 


FINEST ANTI-RATCHETING DRIVER 


One demonstration sells this driver every time, it's 









iar an(clgahilonam Melacl0(-MI-m-1-)@-) AC-1aar-Lib (Melle m-Leh'r- lane. 1e [= 

from the start). Driver stops automatically and completely 

as soon as that torque is reached. Assembly is so fast, 

so accurate that customers can even replace ordinary new air 
or electric drivers with it and save money 
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WITH THESE 2 NEW SKIL TOOLS 


YOU'RE IN THE DRIVER'S 
SEAT ON DRIVER SALES 


HERE'S YOUR CHANCE TO REALLY TAKE CHARGE OF THE DRIVER BUSINESS IN YOUR AREA 


Two brand new Skil drivers (1) today’s fastest, 
most accurate electric assembly tool, and (2) 
the lowest price full-size driver made, round 
out the most complete line of electric drivers in 
the industry and more than triple Skil driver 
sales potential. 

Now, with 18 Skil driver models . . . with 
positive, adjustable and anti-ratcheting clutches 

. in pistol grip, rear handle and suspension 
models, Skil distributors can go all out to get 
their share (and much more) of the rapidly 
growing driver market. 


The constant innovation in Skil products, 
exemplified by these two new drivers plus the 
sensational Roto-Hammer and sales record 
breaking 2-speed Recipro Saw, is expanding dis- 
tributor markets, increasing turnover and (best 
of all) helping to maintain distributor profit. 

The Skil representative in your area will be 
happy to give you full information on these 
new drivers as well as Skil’s entire line of metal 
and woodworking tools. Call him today. Or 
write: Skil Corporation, 5033 Elston Avenue, 
Chicago 30, Illinois, Dept. 115 F. 


FREE SKIL DRIVER DEMONSTRATION CASE! 
Complete kit for point-of-sale counter display or quick 
“in-the-plant” set-up and demonstration. 

Free to Skil Distributors with purchase of four drivers. 


2-2. and SKILSAW POWER TOOLS 


MORE TOOL INNOVATIONS ARE ON THE WAY...WATCH SKIL AND SEE! 
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Metallurgical Memo from General Electric 


“tanwounces | PRE-HONED 


Now customers get more 
predictable tool life... 
lower cost per cutting edge 
HAND HONING ...no hand honing cost! 


Hand-honing is inaccurate, time-con- 
suming —often results in premature chip- 
ping and breaking. 
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Pre-honed inserts with 
uniform, precise honed 
edges offer top strength; 
improve tool life pre- 
dictability. 


45° MACHINE CHAMFER 


Additional savings result 
through the elimination 
of costly and often in- 
3 accurate hand-honing Because chipping and 
, methods. breaking are minimized, 
pre-honed Carboloy in- 
serts result in lower aver- 
age cost per cutting edge. 


Chamfered, or ground-flat, edges are 
geometrically weaker than a radius and 
are more easily chipped or broken. 








TOPS IN TOOLING QUALITY 


From the research and quality-control facilities of the Metal- 
lurgical Products Department of General Electric comes the 
outstanding quality tooling line in the metalworking industry. 
UNHONED EDGES The new Carboloy pre-honed inserts, as well as the complete line 
of Carboloy toolholders, inserts, insert seats, convertible seats, 
and brazed tooling, are designed to meet every tooling need 
Unhoned or as-ground inserts show efficiently and economically. 

rough edges—result in unpredictable 
tool life due to chipping. 
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CARBOLOY. INSERTS 


You can deliver them ready-to-use... honed to a precise radius 
...customers get BETTER PROFITS THROUGH BETTER TOOLING 


Now General Electric Carboloy inserts are pre- 
honed at the factory! Here’s what it means to 
your customers: 

1. An insert with edges honed to precise radii 
gives the strongest geometric shape to with- 
stand cutting pressures. This reduces the chance 
of chipping — increases the predictability of tool 
life. Hand honing cannot achieve precise radii— 


G-E pre-honing can . . . and does! 


2. Since chipping is minimized, fewer cutting 
edges are wasted. The result is lower cost per 
cutting edge. 


3. Since inserts come pre-honed and ready-to- 
use, the labor cost and inaccuracies of hand 
honing are eliminated. This more than offsets 
the additional charge for pre-honing. 


GENERAL 


4. Pre-honed Carboloy cemented carbide inserts 
have standard edge radii honed to a greater or 
lesser degree, depending on the job to be done. 
They’ll know the honing is right! 

Pre-honed Carboloy inserts—as well as the 
complete Carboloy line of convertible seats, 
toolholders, and brazed tools—mean BETTER 
PROFITS THROUGH BETTER TOOLING 
for you! Fill out your stocks today! Metallurgical 
Products Department of General Electric Company, 
11133 E. 8 Mile Ave., Detroit 32, Michigan. 


Shown here, both under magnification and graphi- 
cally, is an edge of the new Carboloy pre-honed 
insert. Radius is geometrically ideal to minimize 
chipping, extend tool life many times. 


CARBOLOY 


CEMENTED CARBIODES 


METALLURGICAL PRODUCTS DEPARTMENT 


ELECTRIC 


CARBOLOY® CEMENTED CARBIDES * MAN-MADE DIAMONDS ¢ MAGNETIC MATERIALS @ THERMISTORS ¢ THYRITE® © VACUUM-MELTED ALLOYS 
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did you say tt... ? 


cee te “I Welcome Salesmen With Ideas” was one of 
the best articles I have read in a long time. In 
fact, one entire sales meeting was devoted to 
its many teachings.” 
L. Clare Utley 
President 
Cutting Tools & Supplies Inc. 
Pontiac, Michigan 


“Regardless of what you or Mr. Wilkinson say, 
I feel that personally opening the mail is one 
of the best ways to get the pulse of the business.” 


W.H. Kiefaber, Jr. 

V-P & Gen. Mgr. 

The W.H. Kiefaber Co. 
Dayton, Ohio 


“Please send us the list of new distributor plants 
built during 1959, as mentioned in ID.” 


B. S. Johnston 
{ssistant Managing Director 
J. Blackwood & Son Ltd. 


Sydney, Australia 


Be they requests for help, bouquets or brickbats, 
these actual letters to ID’s “You Said It” editor 
add zest to the task of editing a useful publica- 
tion for industrial distributors. Even an occa- 
sional note of disagreement serves to keep our 
“You Said It” man on his toes. This sprightly 
department is your chance to talk back and 
exchange ideas. Contributions are welcomed 
from all readers, whether you wish to be iden- 
tified or not. Just address your letter to: YOU 
SAID IT EDITOR, INDUSTRIAL DISTRIBU- 
TION, 330 West 42nd Street, New York 36, N. Y. 


Industrial 
Distribution 


EDITED EXCLUSIVELY FOR INDUSTRIAL DISTRIBUTORS—SINCE 1911 
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Performance makes the world of difference 


vy pew tie | s 
—S 


~ 


a 
i 


= 


Fig. 559—Iron body, bronze mounted 
swing check valve for 125 pounds 
W.S.P. Regrindable, renewable 
bronze seat and disc. 


Fig. 2201—Large 200 pound W.0.G 
semi-steel lubricated plug valve 
Bolted Gland Type 
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Fig. 241—Iron body, bronze mounted OS&Y 
globe valve for 125 pounds W.S.P. Regrind- 
able, renewable bronze seat and disc. 


Powell... world’s largest family of valves 


Need IRON valves? Powell can supply them. Need any 
other valves? Powell can supply them, too—and almost 
immediately from large factory or distributor stocks. 


Yes, you name it! Powell has it! Just the right valve to 
handle water, oil, gas, air, steam, corrosive fluids—even 
missile and rocket fuels. 

Powell makes more types of valves, has probably done 
more research, solved more valve problems and filled more 
valve needs than any other organization in the world. 


For quick action—no costly plant shutdowns, no opera- 


tional delays—contact your nearest Powell distributor or 
us direct. 


THE WM. POWELL COMPANY ¢ DEPENDABLE VALVES SINCE 1846 ¢ CINCINNATI 22, OHIO 
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Another New ARO Air Motor Produces 


... brings you 
SUPER PERFORMANCE 
in nw ARO “2200 Series’ TOOLS! 


For SCREWDRIVING 

Forward rotation. Quiet exhaust. 

Model 7856 illustrated, 2,400 RPM. 
stable clutch. 


For DRILLING 

Big power in compact size! Quiet 
exhaust. Model 7846 illustrated, 
2,400 RPM. 


For SANDING 
Right-angle sander. Quiet exhaust. 
Model 7944 illustrated, 3,500 RPM. 


Polishers also available 


For GRINDING 

Short grinder, aluminum housing 
Quiet exhaust. Model 7872 illus- 
trated, 18,000 RPM. 


For NUTSETTING 
Heavy-Duty, Right-Angle. Direct 
Drive. Model 7825 illustrated, 
800 RPM 


Mighty—and eager to prove it! This great new series of ARO 
super-powered tools gives you more brute power per pound! More 
speed to slash costs on a wide range of assembly jobs. Greater 
safety, too—no shock or spark hazard. 


Every tool is precision-built, and is more easily adaptable to your 
specific application. Your ARO Distributor invites you to job-test 
these new cost-saving tools now without obligation! 


J°AIR TOOLS 


Mise Air Weists ... Automation Tools 
THE ARO EQUIPMENT CORPORATION 
Bryan, Ohio 
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Metallographic microscope checks grain structure of stock to be used in 


Bristol socket screws .. 


. typical of the care devoted to every step of their manufacture. 


It makes for sales and resales of Bristol socket screws 








More ways 
Bristol helps distributors 


* One day shipment on urgent 
orders 

* Telephone, telegraph, teletype 
facilities 

* E-Z order form with net prices 
Streamlined order filling 
pricing, stock control 

+ Functional bulk-order 
packaging 

+ Planned distributor promotion 
kit 

* National ads refer inquiries 
to you 

* Publicity, direct mail, trade 
shows, displays and complete 
catalog and sales literature 








STANDS FOR “QUALITY CONTROL"... CONTINUOUS, RIGOROUS, UNRELENTING. (17 SEPARATE PAINSTAKING STEPS.) 


You can’t see it, but customers 

know it’s there, and it does a selling 

job for you. 
It’s built a quality name for Bristol. 
3ristol socket screws are built in the same 
plant as Bristol instruments, by people with 
a heritage of precision workmanship. They 
know that even the best specification must 
be enforced. That’s why Bristol quality con- 
trol was set up—with half a million dollar’s 
worth of gauging and testing equipment. 
“QC” keeps “Bristol” a byword for precision. 
it's built repeat business for Bristol 
Distributors. Big socket screw users, like 


builders of machine tools, appliances, guided 
missiles and support equipment, computers 
and other electronic gear, can’t afford to 
take a chance on a substandard socket screw. 
They buy Bristol because it’s uniformly best, 
thanks to quality control. 

Make sure your prospects get the Bristol 
quality control message. And, put in a word, 
too, about these big Bristol advantages: 
Complete standard hex line plus Bristol- 
originated Multiple-Spline socket; new 
“extra-miniature” button and flat-head 
socket screws; new “Series’60” standard cap 


screws, etc., etc. A.O.1 


Distributorships still open in a few localities. Write: Socket Screw Division, The Bristol Company, Waterbury, 20, Conn. 


Precision socket screw manufacturers since 1913 


i ® Bristol's Hex Socket Screws : 
<> “Sy | 
i y Wf u ce} 


"Made in sizes as small as No. 0 in Alloy Steel and Stainless Steel. Cap screws up to 13s" diameter. 


FC) 


Bristol's Multiple- 


Spine Socket 
+ ‘ 


i 


INDUSTRIAL DISTRIBUTION e JUNE 


THE 


=] i iby pe] & 


COMPANY 


Socket Screw Division 


A Subsidiary of American Chain & Cable Company, Inc 
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COMMUNITY ICE ESCAPADES are 
rinks such as this one in Lewiston, Mair 


Center Rink was built for the Order 


nd 
ntributed by friends 





j 


y, Jj 
LJ 44 
44774 ff 


; 
: 


The Woodland Hills Park in 
stallation required over 914 
miles of pipe and 2,000 welds 


New skating facilities have been added recently in two of Cleveland’s public parks. Both 
rinks have utilized l-inch J&L Jal-Con-Weld pipe. Architect—Damon, Worely, Samuels & 
Assoc. Contractor—Smylie Bros., Inc. Distributor—Clark Goodman Supply Co., Inc 


: i - 
7 ° ’ ’ 


= 


© 





> 


—— 


— 
This cross trench shows arrangement of supply and return headers for 
the Central Maine Youth Center ice rink. Jal-Con-Weld pipe was selected 
because of its successful performance in 


STE E L npany. Distributor 
Eng 


similar installations over the 


Harriman, Inc. Contractor—Jarvis 
& Supply Corp 


America’s Next Ice Age is on the move 


What started it? It started with man-made ice 


past 15 years 
Company 


neering Distributor—Independent Pipe 


Now, every year, more communities are build- 


eae 


and a new awareness of the genuine enjoyment 
to be found in skating. But nationwide interest 
in ice sports really began with the wide-spread 
application of dependable, low-cost refrigeration 
systems of steel pipe. 

Steel piping systems, with their low initial cost 
and low-cost long-term maintenance, have made 
it possible for almost every community in the 
country to build an ice rink, permitting a full 
season of fall and winter skating. 


This Steelmark identifies 
products made of steel 

Place this mark on your 
products. And look for it 
when you buy 


Steel 


ing rinks wisely and economically with steel pipe. 
Many steel pipe rinks have been in operation for 
more than 20 years. 

J&L’s Jal-Con-Weld pipe is being specified for 
many of the new ice rinks. Close production con- 
trol and rigid inspection assure a top quality 
product that will form and weld easily and pro- 
vide dependable service for years. 

Ask your nearby J&L pipe distributor for de- 
tails, or write direct. 


Jones & Laughlin Steel Corporation 


PITTSBURGH, PENNSYLVANIA 


Sy 





SATISFACTION 


for your 


CUSTOMERS 


Orders for YOU 
WITH 


Spartan. 


HACK SAWS-BAND SAWS 


THE RIGHT BLADE FOR EVERY JOB 


We make a full line of Hack Saws and Band Saws for every type of metal 
cutting. Accepted by industry for 4] years. 

We sell only through Distributors, we DON’T OVERLOAD TERRITORIES. 
You don’t find another SPARTAN around the corner. Our men are working 
with and for them on any problems that they may have. 


Advertising is constantly before your trade, bringing out our SPARTANIZED 
advantages, and, that you can furnish from your stock. 


OTHER SPARTANS 
FOR YOU 
HOLE SAWS 
TOOL BITS 
HACK SAW FRAMES 
FLAT GROUND STEEL 


More and more 
plants are finding 
THEY SATISFY. 


AN OPPORTUNITY FOR YOU 
“We have a few open territories. If any Distributor wants to 
to tie up with a proven metal cutting line, write us today.” 


SPARTAN SAW WORKS, INC. SPRINGFIELD 7, MASS. 


SO MUCH SAWING AT SO LITTLE COST 
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rom the ONE COMPLETE LINE of 


Power Transmission 


WORM GEAR 

Precision generated from high 
hardness bronze alloy casting 
High load carrying capacity 


HEAT TREATED 

HELICAL GEARS 

Shaved for full tooth contact 
Pinion integral with input shaft 
Gear locked in position on 
worm shaft extension 


Double Reduction (Heli« 
Primary) Drive Shown 

one of 15 types in 159 sizes 
with centers from 2° to 20 


e 


ADVERTISING TO HELP YOU SELL 
FOOTE BROS. WORM GEAR REDUCERS 
DELIVER DEPENDABLE RIGHT ANGLE POWER 


Gearing is the heart of any drive... 
and because more than 100 years of 
successful gear design and manufac- 
turing experience go into every 
Foote Bros. Worm Gear Drive, they 
have built an unequalled reputation 
for performance, durability, and 
operating economy. Foote Bros. 
Worm Gear Drives are widely used 


in every industry in applications 
where dependability isa primary need. 
If your drive problems involve right 
angle, concentric shaft, parallel 
shaft, or shaft mounted transmission 


of power, check the advantages of 


the complete Foote Bros. Power 
Transmission Line. 


NOW! RATED TO LATEST AGMA STANDARDS 


Foote Bros. Worm Gear Drives are rated to the 
latest AGMA Standards. A new Catalog—HGB— 
just off the press, illustrates and describes Foote 
Bros. Worm Gear Drives. Ask your nearby 
Authorized Foote Bros. Distributor for a copy, 


or write today. 


FOOTE BROS. 


Drives.... 


OVERSIZE BEARINGS 
Taper roller bearings on 
output shaft; Double row, 
matched angular contact ball 
bearings on worm shaft. 


PRECISION ALLOY 
STEEL WORM 

Integral with oversize shaft 
Carefully matched to worm 
gear for quiet, trouble-free 
service 


EXTRA STRONG 

CAST HOUSING 

Provides rigid mounting and 
alignment of caps and bear- 
ings. Made of high quality 
cast iron 








SINGLE REDUCTION DRIVES AVAILABLE 
WITH WORM UNDER OR OVER FOR HORI- 
ZONTAL OR VERTICAL MOUNTINGS. 


FAN-COOLED SINGLE REDUCTION DRIVES 
AVAILABLE FOR HORIZONTAL OR VERTI- 
CAL MOUNTINGS. 





GEAR AND MACHINE CORPORATION 


4561 south Western Boulevard, Chicago 9, Illinois 


POWER TRANSMISSION DRIVES 
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New MODEL 50 


collet chuck equips 
a lot more 


Model 50 
is more accurate 


3/32” to 1-1/16” range—.100” per 
collet... maximum runout .001”, when 
properly mounted. 


eercte 
a 
Model 5 
is easier to operate 


All opening and closing is done at the 
spindle nose. Rubber-Flex collet chang- 
ing, is quick and easy. 


_ Model 50 © : 00 $ 00 
increases lathe capacity 

No draw bar needed. The full diameter 

of the spindle through hole is available 


for chucking larger sizes. for the chuck for the collets 
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world’s most modern 
your lathes to do 
for a lot less! 


Atlas, Clausing, Delta, Logan, Sheldon, and South Bend 
lathes and others of similar power and capacity now give 
top performance when equipped with the new Jacobs 
Model 50. Improve performance of your lathes. Increase 
spindle capacity as much as 42%, Get greater accuracy 
and stronger grip. It’s easy and inexpensive with new 
Model 50 and its companion Rubber-Flex collets. 


CONSIDER THESE FEATURES... 


® Gripping Power 
Model 50 is made for heavy duty turning. It has 
tremendous gripping power. 
Accuracy 


Model 50 is factory tested—maximum runout .001” 
T.LR. at the nose, when properly mounted. 


Thin Walled and Fragile Work 
Always parallel Model 50 Rubber-Flex collet jaws 
permit chucking of tubing and fragile materials 
without crimping or scoring. 

Range 
The 10 Rubber-Flex collets in the 500 Series, de- 
veloped especially for use with Model 50, cover 
a greater bar stock range than 63 old-fashioned 
steel collets. You can chuck any bar between 
3/32” and 1-1/16” with this set of 10 collets. 


Capacity 
Model 50 eliminates capacity-wasting draw bar. 
You can increase spindle capacity up to 42%. 


Adapters 
Model 50 adapters are fully machined for imme- 
diate mounting. Available in all popular threads 
and American Standard LOO taper. 
Price 
Model 50 prices are revolutionary! 
$70.00 for the chuck. 
$65.00 for the complete set of 10 collets. 


MODERNIZE YOUR LATHES WITH JACOBS MODEL 50 
AND RUBBER-FLEX COLLETS. YOU CAN’T AFFORD NOT TO! 


See your Jacobs industrial supply distributor. Give him 
the opportunity to prove these fantastic facts with a 
convincing demonstration at your desk! Call him today. 


CHUCKS 
The Jacobs Manufacturing Co., West Hartford 10, Conn, 


Model 50 
develops more torque 


The Jacobs Rubber-Flex collet has a 
stronger grip...extra long, always 
parallel collet bearing surfaces. 


SHELDON 


Model 50 
mounts directly on spindle 


Model 50 is furnished with mounted 
adapter. No threading necessary. 


' " ee 


Model 50 
is quicker to operate 


Handwheel makes chuck easy to open 
and close. Hex wrench locks fast and 
easy at the nose. 
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Now RBeW simplifies 


makes handling of 


NOW IT’S EASY: 


this is a screw this is a nut 


— | 


* ge a | 


jf AAAAAAK i WA°VVN\V\" 


PPP Prd yy} 


VV VVVNNANN WY 


« New common-sense nomenclature opens way 
for reductions in inventory 


New, CLEARER descriptions have re- 
placed long standing, but confusing, 
names in fastener nomenclature. 
Though it’s a simple step, it’s a major 
one. The new names and descriptions 
will save much time all along the line 
in ordering and checking shipments. 
They’ll help you reduce errors as well 
as stock requirements, by eliminating 
needless duplication. 


The most important clarification lies 
in the terms nut, bolt, screw. Any 
fastener with a head at one end and 
threads at the other is now a screw. 
Nuts are still nuts. A screw furnished 
with a nut is called a bolt. 


Inventory savings and faster turnover 
are possible by ordering a stock of 
hex screws, with separately packaged 
hex nuts. Sell the hex screws where 
you used to sell cap screws; sell them 
with nuts where you sold bolts. What 
could be more to your advantage? 


Part of a continuing program. If 
there’s a way to bring you a better 
product, RB&W adopts it. If there’s 
something to be done to make fas- 
teners more profitable for you, RB&W 
does it. That’s why so many distrib- 
utors prefer to do business with us. 
Russell, Burdsall & Ward Bolt and 
Nut Company, Port Chester, N.Y. 
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fastener names 


fasteners more profitable for you 


together, they make a bolt* 


wAVATATA' 


> renasannn: 


\\\\\\| 


furnished unassembled 





RB&W HEX FASTENERS 
Size Ronge - Pockoges MJ ond Bulk @ 
DIAMETER 
ye" 





115th year 


HEX SCREWS 
@ Pkg or @Bulk 


HEX SCREWS 
@ Pkg. or @ Bulk 


HEX SCREWS 
@ Bulk 
Plants at: Port Chester, N.Y.; Coraopolis, Pa.; Rock Falls, lil.; Los Angeles, 
Calif. Additional sales offices at: Ardmore (Phila.), Pa.; Pittsburgh; 
Detroit; Chicago; Dallas; San Francisco; Sales agents at: Cleveland; Mil- 

woaukee; New Orleans; Denver; Fargo. 


HEX BOLTS 
HEX BOLTS @ Buk 
B Pkg. or @ Bulk 


(See note) 


HEX BOLTS 
@ Bulk 


See note 





UNFINISHED 
HEX SCREWS 


@ Bulk 


MEW REAW FASTEMER NOMENCLATURE 
Effective February, 196 


SCREW & BOLT TERMINOLOGY 





8" 


HEX SCREWSE@® 
HEX BOLTS B@ 
UNFIN. HEX SCREWS @ 





HEX SCREWSEE @ 
HEX BOLTS am 
UNFIN. HEX SCREWS @ 








Al HEX SCREWS furnished coorse or fine threod 
all HEX BOLTS ond UNFINISHED HEX SCREWS furnished coarse threod 








Ce een 
LENGTH C__ 
NOTE: HEX BOLTS V4" through 1" x 6” and shorter 
ore HEX SCREWS with HEX NUTS 
All other HEX BOLTS ore UNFINISHED HEX SCREWS 
with HEX NUTS through 1" diometer; 
with UNFINISHED HEX NUTS over I" 


HIGH STRENGTH HEX SCREWS ovoiloble wherever HEX SCREWS appeer above 





ed 


Sat 

















Chart shows size range of RBaW Hex Screws and Bolts and de- 
fines new package range as well as availability in bulk containers. 


Nomenclature chart shows how new abbreviations (encircled in 
yellow) are shorter than old ones to the right. List is further 
simplified by eliminating duplications, especially in hex-head 
products. Ask RBaW for details. 





IF) Blve Sed 
Book Page # 


Product Mew Abbrevietion Reference 


Old Abbrevietion 
SCREWS ~ Hooded ond Threaded Product furnished Without « Nut 


shed Screw 
faished Basher Faced S 

#1 - #10 Plow Screw 

#1 - 010 High Strength Plow Screw 

Seep Screw 

Square Screw (Fell Sine Body) 

Sqvere Screw (Vedersize Body) 

Hen Screw threaded" Long 


BOL TS - Hooded and Threaded Prodvct Fumtshed With « Mut 
The following products ere fumished with Hem Muts they I Gemeter and Hex Unfinished Nuts 1-1/8" and 1-1/4" 
eters 
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PME Ti 


“Our heavy-duty idler will do it,” says Frank Speaker, going over a belt conveyor proposal with 


Galigher Executive Vice President Harold Wright (center) and President John Potts (right 
1 


Mr. Potts: “That belt you recommended has an excellent wear resistant cover.”’ Frank 


It’ mpact resistant, too 5 


‘Our catalog binder now includes industry’s most comprehensive As Galigher warehouseman Bill Peters and Bill Allison verify a 
belt conveyor idler bi in,” states H-R Field Engineer Bill recent stock shipment of idler brackets, Bill comments: “You 
Allison. In “‘class”’ are to r., back row) Engineer Abe Wheel- fellows are doing a real servicing job for your customers with this 
vright, Frank Speaker, Sales Representative Bob Morris; (front inventory. In addition to these complete assemblies, your bins 
Engineer Bob Wilson, Mr. Wright, Mr. Sandberg. contain one of the largest spare parts stocks in the country.” 
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r the price of none 


Distributor adds two to sales force, 
none to the payroll, with pinch-hitting H-R field men. 


“*T feel like a fellow who went to a sale,”’ says John T. 
Potts, President of The Galigher Company of Salt 
Lake City. 


ment, but they give us a couple of well qualified 


“We not only carry Hewitt-Robins equip- 


technical men, too.” 

The men he means are Frank Speaker and Bill 
Allison, H-R Field Engineers who double in brass as 
sales engineers and back-up men for The Galigher 
Company. As I. L. Sandberg, Galigher Sales Manager, 
put it: “Both Frank and Bill help out on conveyor 


engineering specifications and proposals. They’re 


strong on specific product application recommenda- 


tions, too, for the broad H-R line of bulk materials 
handling systems and equipment.” 

Mr. Potts adds, ‘‘We sell to the milling, steel, phos- 
phate, mining, and chemical fields. Any factory help 
we can get is a real blessing .. . not to mention getting 
two fellows to pitch in. I used to be a Hewitt-Robins 
sales manager myself thirty years ago. The factory 
always knows something you don’t. It’s a real help.” 

If help like this seems unusual to you, you haven’t 
been dealing with the H-R man in your area. Now 
would be a fine time to start. Hewitt-Robins, Stam- 


ford, Connecticut. 


@ HEWITT-ROBINS 


To thaw frozen uranium ore, the H-R infra-red installation at 
Vitro Chemical Company uses sixteen cabinet units and four over- 
head heaters. ‘Under most severe weather conditions, we can 
thaw two cars an hour and unload with the H-R car shakeout,” 
comments Vitro Superintendent Martell Ellis to Bill Allison. 





“This H-R car shakeout has seen several years of service. Have 


you had any prcblems with it?” Bill Allison asks Vitro Assistant 
Superintendent Delbert Hardman (right) as Galigher Salesman 
Bob Morris (center) looks on. ‘‘No, this unit has given us efficient 
operation in all sorts of weather conditions,” answers Mr. Hardman. 
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tOtal t gives yo 


the Superior Solution! 


was the Superior was the Superior 
Solution to this application Solution to this application 
This unique Ramco design, full-circle 360 degree retaining This Ring provides the answer to easy, lightweight, low 
ring opens up unlimited possibilities for improved design cost assembiies and reduced manufacturing costs. Made in 
and economies in thousands of new or present products. a variety of types and sizes for the smaller shaft or housing 
Check these outstanding features: diameters. Check these Circolox features: 
v Uniform wall allows installation with 
minimum clearance. 
Two turn, full-circle design eliminates gaps. 
No special tools needed for installation or removal. { Easily installed or removed. 
No tooling needed for prototypes. 
Develops ‘‘friction lock’’ under load. ; 
Single or multi-turn designs available. Wide choice of finishes available. 
/ Always uniform in quality. Vv Always uniform in quality. 
Special designs for high-speed or tolerance ; 
iechame Gnuidetne. “ . v¥ Meet Government and Industry Standards. 


Vv ‘‘Deep-groove’’ design permits maximum thrust 
with minimum weight. 


Available in a variety of materials, 
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of the 


ING 
TRINING FR 
” MARKET! 


tribe 
<° ois 
Rew ave 


4 by © 
support cing 


epee’ ines. 
weenie! mogetine* 


You may be passing up important performance No other retaining ring manufacturer can offer 
advantages by trying to make one type of retain- you the advantages of the tOtal 2. Only Ramsey 
ing ring do the job of the two modern types. offers the improved die-formed Circolox Ring and 
tOtal 2 means that you have a choice of two rings the unique, coil-wound Spirolox to cover total 
to best fit your particular application ...to give retaining ring application needs. 

you the superior solution to your retaining ring 

problems. The complete tOtal 2 story is contained in the new 


Spirolox-Circolox Engineering Manual and Tech- 
A hl co nical Bulletin Service. Mail the coupon below to 
get your copies without cost or obligation. 
IT TAKES 2 MODERN TYPES OF 


retaining rings 


TO SOLVE ALL YOUR PROBLEMS 


i aanmined daa 


Coane” VOR: 
RAMSEY CORPORATION |=)! 
i Box 513, Dept. V, St. Louis 66, Missouri ee. 

' without cost or obligation, please 


([] Send Free Engineering Manual. 


manufactured b 
Y Enter my name on complimentar 


oO 
i subscription list for Technical Bulletins 
A M f bringing the latest problem-solving 


ideas and applications. 





a subsidiary of | 
Thompson Ramo Wooldridge Inc. avromotive group J S°™Pe"” 
i Address 


City > Zone State... 
8651D ee 








Copyright 1960 Ramsey Corporation 
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THEY READ ABOUT You INTHE POST 


Over 23,000,000 readers saw this advertisement! 


In magazines like THE SATURDAY EVENING POST—and in leading industrial 
magazines—distributor advertisements by Republic Steel are working for you. 


The one at left, appearing in the May 28th issue of the POST and in revised form 
in the May 16th issue of AMERICAN METAL MARKET, was seen by many of 


your key customers and prospects. 


Whether the products involved are steel bars, sheets, tubular goods, or fasteners, 
emphasis is on the quality of your services. Result: increased sales and profit 
for you, the Republic distributor. 


Reprints of Republic's distributor-support advertisements are available at no cost, 
imprinted with your company name. Call your nearest Republic office for details on the 
advantages of stocking Republic Steel products. Mail coupon for product information. 


HOW TO EMPLOY 
THE KNOW-HOW OF 
FASTENER INDUSTRY 


EXPERTS 
ey REPUBLIC 





A REPUBLIC 
REPUBLIC Steel Pipe & MS (wil Pnsshea- Stak Pare 





REPUBLIC Bolts and Nuts - 2D) 


STEEL SHEETS — available in ENDURC STEEL PIPE — for plumbing, heating, and COLD FINISHED BARS 


supplied in FASTENERS—more than 20,000 
Stainless Steel, Electro Paintlok’, air conditioning applications. Also flexible 


rounds, squares, hexes, flats, and spe- types and sizes of standard 
cial sections in standard and special bolts and nuts are supplied in 
steel analyses, 


Continuous Galvanized, and and semi-rigid plastic pipe with all 


Galvannealed. necessary fittings tough, non-spilling packages. 


REPUBLIC STEEL CORPORATION 


REPUBLIC STEEL or ee 


1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


y DY! 7) “4 ; I would like more information on: 
“iL prhits Widen. & WME 


C) Fasteners 02 Steel Pipe 0 Plastic Pipe 
() Cold Finished Bars C— Steel Sheets 
Ly c . f Cai ff TF rr LJ e 
of Shaucle ta. St0eks ata. Sk. YJ1r0AuAG 


Name—— 





Company— 





Addre 66 ...euns 





City . __Zone____ State 








WHATEVER YOUR CHUCKING PROBLEM 


Cushman has the pbuswer 


Cushman, A World Standard for Precision, manufactures a complete line 
of Air and Manually Operated Chucks to meet the work-holding require- 


ments of modern machine tools. 


Whatever your chucking problem, Cushman has the answer . . . it may 
be one of the standard chucks briefly listed below, or a special chuck 
designed and engineered specifically for one or more complex machining 
operations. Cushman has a tremendous background of experience in 
solving chucking problems such as those recently encountered in machin- 
ing jet engine components. This experience is always at industry's service, 
through Cushman's Engineering Department. Consult Cushman for the 


answer to your chucking problem. 


AIR OPERATED 
CHUCKS AND CYLINDERS 


ALUMINUM BODY CHUCKS 

Styles: 2 and 3-jaw. 

Sizes: 6” to 15”. 
ACCRALOCK* SERRATED 
ADJUSTABLE JAW CHUCKS 

Styles: 2, 3 and 2-3 jaw. 

Sizes: 8” to 24”. 
MANUFACTURING CHUCKS 

Styles: 2, 3 and 2-3 jaw. 

Sizes: 8” to 24”. 

SCREW ADJUSTABLE JAW CHUCKS 

Styles: 2 and 3-jaw. 

Sizes: 8” to 24”. 
COMPENSATING JAW CHUCKS 

Styles: 2 and 3-jaw, 

Sizes: 8” to 15”. 

TWO-JAW GIB-TYPE AND 
ROUND BODY CHUCKS 

Sizes: Gib-Type — 8%” to 18”. 

Round Body — 6” only. 
COLLET CHUCKS 

Styles: 3 and 4-jaw. 

Holding capacity: 1%” to 54%”. 
ROTATING AIR CYLINDERS 

Styles: Aluminum Body High 

Speed — sizes 3,” to 14”. 

lron Body — sizes 8” to 20”. 


Also Accessory Equipment for operation 
and control of Air Operated Chucks and 
Cylinders. 
* Reg. T.M. 





CUSHMAN 
JET ENGINE AND 
MISSILE CHUCKS 


A Cushman answer to a_ particularly 
difficult problem, these chucks were de- 
signed for machining jet engine com- 
ponents of small cross section without 
strain or distortion. A typical example 
of Cushman engineering. 


11CS57 





MANUALLY OPERATED 
CHUCKS 


INDEPENDENT CHUCKS 
Styles: 4-jaw Light, Medium and Heavy 
Duty. Sizes: 42” to 36”. 


SELF-CENTERING CHUCKS 
Styles: 2, 3 and 4-jaw. Light, Medium 
and Heavy Duty. 
Sizes: 4” to 28”. 


COMBINATION CHUCKS 
Styles: 3 and 4-jaw, Medium Duty. 
Sizes: 8” to 18”. 
COLLET CHUCKS (Nose Type) 
Collet styles: Round, Hexagonal or 
Square. 
Holding capacity: 1” to 34%”. 
ACCRA-SET CHUCKS 
For ultra-precision chucking. 
Sizes: 6”, 8”, 10”, 3 or 6-jaw. 
AIR-TIGHT CHUCKS 
For wet or dry grinding. 
Sizes: 10” min., 3-jaw. 





THE CUSHMAN 
POWER WRENCH 


For opening and closing jaws on 
heavy chucks . . . constantly exerts 
predetermined uniform pressure. 
Reduces operator fatigue and 
speeds production. Bulletin Nos. 
211D and 216 sent on request. 





Catalogs No. PO-65 and No. 67 
fully describe the chucks listed 
above and will be sent on re- 
quest. 





Special chucks and larger sizes 
on application. 


Accra-Set Chucks 


4-Jaw Independent 
Chucks 


3-Jaw Self-Centering 
Chucks 


Power Wrench 


THE CUSHMAN CHUCK CO. 
806 WINDSOR STREET, HARTFORD 2, CONN. 
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PROFILED 
for precision work 


& 
in more than 3,000 


shapes, sizes 
and cuts. 





INSIST ON THE BEST! Skilled craftsmen do. That’s why 
you'll always find Heller Swiss Pattern Files 


wherever delicate or intricate parts require the 
perfect finishing touch. Their fine-cutting teeth are 
designed to stay sharp longer. So, they speed 

work and cut costs. 

AMERICA'S BROADEST LINE! There’s a size and shape 


o ye . for every corner, curve and cavity in the book. 
Umnwucan -Swtss This preferred line of precision instruments also 


includes needle files and rifflers in handy sets. 


* 
Swiss Patte rn CALL YOUR HELLER DISTRIBUTOR! He’ll gladly tailor his 


inventory to match your needs for prompt delivery 


Files on short notice. Why not make a date with him soon? 


Write today about possible openings in Holler far Haller 


the growing network of Heller Distributors 


; ( America’s Oldest File Manufacturer 
HELLER TOOL CO. NEWCOMERSTOWN, CHIO 
A 5 Subsidiary of Simonds Saw and Stee! Co. 


Branch Offices and Warehouses: Newark, N. J. @ Detroit @ Chicago @ Shreveport @ Los Angeles @ Portland, Oregon 
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Higher profit, 
more turnover than most 
other key lines! 


Everyone you do 
business with is a prospect 
for Permacel tape! 


Sold only 
through jobbers! 


Pre-sold by heavy 
national advertising! 


Backed by extensive 
national warehousing and 


sales organization! TAPES FOR 
EVERY PURPOSE 


PERMACEL 


NEW BRUNSWICK, NEW JERSEY « TAPES+ ELECTRICAL INSULATING MATERIALS «+ ADHESIVES 








a century 


118A9 


es 


| omoTION 


| IN DEPTH --- 


L-R national 
advertising 
direct maul 
folders and 
catalogs 
help direct 
sales to you 


the small pump... 


with big pump quality 


Here is a line of compact, multi-purpose Motorpumps designed with 
all the quality and performance characteristics that are built into 
the largest Ingersoll-Rand pumps...the ‘‘K’’ line of Motorpumps. 


2O sizes 


You have a full range of off-the-shelf sizes to meet any selection 
from |4 through 25 hp for heads to 190 ft., capacities to 775 gpm. 


easier selling 


“K"’ line Motorpumps sell easier and faster. Each one is specially 
boxed and clearly labeled—ready to hook-up and run. 


Get complete details on how you can increase pump sales and 
profits by becoming an Ingersoll-Rand distributor. Write today 
to Manager, Merchandising Division, Ingersoll-Rand Company, 
ll Broadway, New York 4, N. Y. 


of pump progress 
from the leading manufacturer 


Ingersoll-Rand 


Merchandising Division 
11 Broadway. New York 4, N.Y. 


Other Ingersoll-Rand pumps available 
to you to meet any pumping condition. 


Motorpumps [| Cradie-Mounted 


Pumps 


Self-Priming 
Pumps 


Horizontally Split 
Pumps 
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1. “Got a great idea for you, Sully. Save 2. “Okay, so I make a buck on it. Wanna 


3. “You're in trouble when you need a gauge 
you money. Keep you out of trouble.” hear how it works?” 


glass quick. Gotta call me. Right?” 


4. “So don’t buy just one. Get three. One 5. “Why sure, Sully. You want Pyrex® Red Line. The no-stoop, no-squat kind. Right, I'll 
for the gauge an’ two for the shelf.” send you a package. Thanks for the order. "Bye now.” 


Every time YOU get a gauge glass customer on the phone, for Pete’s sake give him the same 


treatment. (Tell him to order at least three instead of one. And trade him up to the Red 


Line.) It’s a sensible way to solve his problems and triple your unit-sale profits. . . . It makes 


friends, too, when you keep CORNING GLASS WORK 


customers out of trouble. CORNING MEANS RESEARCH IN GLAS: 


t > Oo 
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To meet the challenge of the 60s 





til 
TLL 








Lda d 





new /eader in precision too/s/ 








YOU GETEDF KIN LEADERSHIP IN 


RESEARCH ... that pays off in finer tools... DESIGNS ... that create a greater demand... 





Lufkin leadership in precision Armed with intimate knowl- 


tools has been obtained and : edge of the needs and frustra- 


maintained through research \ . tions of craftsmen, Lufkin’s 





ind engineering skills devoted tool-design experts have cre- 


xclusively to measuring in ated tools that are handier to 





truments and tools [his re- ‘ use easier to read set 


search has reached beyond new standards in accuracy 





analysis of metals and mate- And these precision tools have 





ils. It has looked over the y won the respect and enthusi- 





asm of pertectionists every- 





shoulders of master machin- 





ts and has determined more where. On the drawing boards 


precisely the best solutions at Lufkin ‘today are the pre- 
cision tools of fomorroz 


to their measuring problems 


the Fabuloug GO tour souteM DECADE 


MICROMETERS 


Look to Lufkin for leadership in micrometer 
design. Lufkin Chrome Clad® Non-Glare Fin- 
ish Micrometers have 5 to 7 fewer part black- 
filled graduations and figures on large barrels for 
easiest reading ne-prece frame and hub tor 


rigidity. Simplified wear adjustment 





RESEARCH, DESIGN AND CRAFTSMANSH/P 


CRAFTSMANSHIP... thar se//s the complete line and a WARRANTY second to none 


Years of experience and skill \ Quality control is so rigidly 





in fine toolmaking go into y | maintained that Lufkin makes 
every Lufkin tool. Constant - - . without reservation, this state- 
inspection is maintained wit! \ 7 ment All Lufkin products 


the most modern equipment are guaranteed against defects 





and methods, starting with n workmanship and materials 





the raw material throughevery f any product is found un- 





phase of manutacture to the = t I ry, it may be returned 











finished tool. Only highest I o the factory for inspection 





quality materials are used, and on. Any item 








every tool is built to an exact ound to be defective in work- 











ing precision standard be manship or material will be re- 





fore the Lufkin name goes on it placed I could be fairer 


More than ever, the craftsman will come into his man will be in greater demand . . . and his need 
own in the fabulous ‘60s just ahead . . . an era for better, more accurate precision tools will be 
that will see more technological advances than greater. Stock up now with Lufkin, world’s new 
the world has ever seen before. The skilled crafts- leader in precision tools for the perfectionist! 


’ PRECISION TOOLS FOR THE PERFECTION/ST 


INDICATORS 


< to Lufkin for the 

sal Dial Indicators 

gn. Precision built f 
eweled or plain bearings. Shi 
vailable No die castings for 
parts. Pivots, gears, rack and 


stainless steel for wear resistance 





yOU GET JUWF KIN LEADERSHIP IN 


RESEARCH ... that pays Off in finer tools DESIGNS 


that create a greater demand 





Lufkin leadership in precision Armed with intimate knowl- 
tools has been obtained and edge of the needs and frustra- 
maintained through research tuons ol! craitsmen Lufkin’s 








ind engineering skills devoted 





tool-design experts have cre- 
clusively to me ated tools that are handier to 





truments and tools. This 1 use easier to read set 
earch has reached be new standards in accuracy 
inalysis Of metals and n 





And these precision tools have 


als. It has looked over the won the respect and enthusi 





yulders of master machin- 





ism of perfectionists every- 








and has determined more where. On the drawing boards 
precisely the best solutio at Lufkin today are the pre 
to their measuring problems cision tools of lon 


the Fabuloue BO¢ ur ecttEN DECADE 


Look to Lufkin for machine-divided steel rules 
and squares most complete line on the 
market with “V’’-shaped graduations cut 
vith diamonds. Every type of scale, including 
the new decimal graduation adopted by the 


electronics and aircraft industries 











RESEARCH, DES/GN AND CRAFTSMANSH/P 


CRAFTSMANSHIP... thar se//s the complete line and a WARRANTY second to none 


ears of experience and skill \ Quality control is so rigidly 


fine toolmaking go int maintained that Lufkin makes 


very Lufkin tool. Constant ut reservation, this state- 


inspection is maintained wit! me All I in products 
the most modern equipment laranteeda against detects 
and methods, starting with 


in workmanship and materials 





the raw material throughevery product is found un- 


phase of manufacture to the Se | —_ satisfz ry, it may be returned 
finished tool. Only highes = he f ) for inspection 
quality materials are used 1d 1d disposi Ar 

















item 


every tool is built to an ex | found to be defective in work- 
yY ; ; } ry , r r ry ‘ ¥ ‘ " 
ing precision standard Y +t mans or! alwilit re- 


7 . 




















| 
fore the Lufkin name goes on py 


lee 


More than ever, the craftsman will come into his man will be in greater demand . . . and his need 
own in the fabulous ‘60s just ahead . . . an era for better, more accurate precision tools will be 
that will see more technological advances than greater. Stock up now with Lufkin, world’s new 
the world has ever seen before. The skilled crafts- leader in precision tools for the perfectionist! 


PRECISION TOOLS FOR THE PERFECTION/ST 


VERNIERS and GAGES MITI-MITES” 


Look to Lufkin for leadership in exclusive 


Look to Lufkin for leadership in making pre- 
features that sell. The No. 701 Vernier Caliper 


cision work easier. Miti- Mites® do just that 
for instance, has a vernier plate adjustment for Permanent base magnets cling to work surfaces 
continued accuracy despite wear, or resurfac- Insulated. No keepers necessary. 
ing of the jaws. The No. C800 Height Gage 
has graduations that read twice as easy and 


direct all the way down to zer 








YOU GET JU F KIN LEADERSHIP IN 


RESEARCH ... that pays off in finer tools... DESIGNS ... thar create a greater demand 





Lufkin leadershi isior ¢ \rmed with intimate know!]- 


OIS 


tools has been obtained and , edge of the needs and frustra- 


maintained through 1 I , ’ tions of craftsmen, Lufkin’s 





ind engineering skills devoted : of = tool-design experts have cre- 
lusivel 


x« ly to measuring i » ated tools that are handier to 





struments and tools his 1 ise easier to read set 


earch has _ reachec I ) - new standards in accuracy 





ilysis of metals d } ‘ \nd these precision tools have 





won the respect and enthusi 





master machin ism of perfectionists every- 


letermined 








more q : where. On the drawing boards 
st solutions j : at Lufkin today are the pre 


yproblems cision tools of 


| 
tne Fabulous GO; SSS. 


TAPES and RULES 
Look to Lufkin for leadership in quality tapes Look to Lufkin for leadership in gage design 
and rules that can be read at a glance. The and craftsmanship, whether it’s a small-hole 
Chrome Clad® Mezurall®, for example, has gage, telescoping gage, screw pitch, radius or 
et-black markings that stand out sharply thickness gage. Lufkin makes all kinds, and 
against soft, nonglare chrome. And the Chrome pioneered many of their outstanding features. 
Clad blade can’t rust, chip or peel 














RESEARCH, DES/GN AND CRAFTSMANSHIP 


CRAFTSMANSHIP... thar se//s the complete sine and a WARRANTY second to none 


s of experience and skill \ Quality control is so rigidly 

fine toolmaking go int / | maintained that Lufkin makes 
very Lufkin tool. Constant 4 4 without reservation, this state- 
inspection is maintained wit! \ J ment All Lufkin products 
the most modern equipment ire guaranteed against defects 
and methods, starting with in workmanship and materials 
the raw material throughevery ly pre is found un- 





phase of manufacture to the nt satisfi ry, it may be returned 
finished tool. Only highest o tl f ory for inspection 
quality materials are used, and d dispositio Any item 


s built to an exa r found t detective in work 


More than ever, the craftsman will come into his man will be in greater demand . . . and his need 
own in the fabulous ‘60s just ahead . . . an era for better, more accurate precision tools will be 
that will see more technological advances than greater. Stock up now with Lufkin, world’s new 
the world has ever seen before. The skilled crafts- leader in precision tools for the perfectionist! 


a OO) LOO) RM a Ol Me Ne | ad el 3 LOL 


...and here are still more examples... 


Lufkin’s leadership in design and craftsmanship is also reflected in these fine 
tools. Each is designed for the perfectionist. I leads the industry with 
new and improved designs for precision tools Your best customers know it 


Ihey prefer Lufkin because they want the tools that help them most 








xz 2ae> 





L/, F KK IN leadership in 


merchandising aids pays 


Off in greater sales! 








GRAPHITED 


BRONZE GENERAL PURPOSE 


BRONZE BARS 


SELF-LUBRICATING 


Distributors find greater 
sales opportunities with 2300 
types and sizes of Johnson 
stock bearings and bars 


ELECTRIC , * 4° m eS : ‘ » 10 
MOTOR Johnson distributors and their salesmen find that the 1900 


BEARINGS types and sizes of standard stock sleeve bearings and over 
100 sizes of bronze bars in the Johnson line give them a 
distinct sales advantage. It means that on every call they 
can offer standard stock GP bearings, bars, self-lubricating 
bearings, graphited bearings and electric motor bearings. 
This leads to larger orders, increased profits. 

If you are not enjoying the advantages of the full 
Johnson line of standard bearings and bars and would like 
to know more about them, call, write or wire Johnson 
Bronze Company. 





Johnson Bronze Company 


New Castle, Pa. 
West Coast Plant: Oakland 8, Calif. 
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WHEN 
YOUR CUSTOMERS 
NEED... 


® Quick Action 
® Leak-Proof Seal 
® Minimum Pressure Drop 


® Straight-through full tlow 


» 


® Vaives that cannot wedge or jam 


EVERLASTIN 
A .) 


Less than 


VALVE 
ERSEY ciTy 


r S Y, turn 


® Self-grinding rotating disc 


SPECIFY 
EVERLASTING 
VALVES 


opens or closes 





BOILER BLOW-OFF 
Quick acting, 
also handwheel 
operated “Y” and 
angle types. 
For pressures 
up to 600 psi. 





GENERAL SERVICE 

Where drop-tight 

seal and full flow 
is essential. 








CYLINDER OPERATED 
Can be remotely 
controlled, 
electrically or 
manually. 


STEAM JACKETED 
Assures free 
flow of viscous 
materials. 








Everlasting 


VAWES - 


§ 
For more information write for these bulletins + ‘ 


VALVES 


EVERLASTING VALVE CO., 63 FISK STREET, JERSEY CITY 5, N. J. 
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WEIGHT-OPERATED 
For automatic 
drains or emergency 
shut off. 


EVERLASTING VALVES 
FOR FIRE PROTECTION 


viscous 
MATERIALS 


EVERLASTING 


Boiler 
Service 
Valves (£ ° 
CAR 
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Built-in Lubrication at 
these 3 Critical Areas 


Critical Area 1: 


PIN—Protective oil film lubricates live 
bearing area between pin and bushing, 
minimizing wear by reducing metal-to- 
metal contact 


Critical Area 2: 


PLATES—Oil-impregnated Sintered 
Steel Bushings extend beyond surface 
of inside plates to: act as lubricated 
thrust bearings, control clearance, and 
provide an oil cushion between plates, 
eliminating plate galling and seizing 
frequently caused by misalignment of 
sprockets 


Critical Area 3: 


SPROCKET ENGAGEMENT—Oi! film on 
MSL Bushing exterior provides constant 
lubrication between sprocket teeth 
and chain. Whitney MSL Chain requires 
no rollers, as the tough oil film on the 
bushing surface provides smooth 
sprocket engagement, cushions impact 
and reduces drive wear. 


THE WHITNEY 


a subsidiary of FOOTE BROS. 


WHITNEY MSL* 


SELF-LUBRICATING 


CHAIN dB 
yas Law 
olla 


For POWER-(@LA aaa. 
CONVEYORS 


Power Curve’s Bag and Package Loader 
works like a mechanical stevedore in high 
speed loading of box cars and trucks. The 
chain drives which shuttle and power this 
flexible conveyor must have plenty of stam- 
ina to withstand continuous shock loads from 
delivering chutes, and to propel loads in and 
out of cars. 

To provide greater drive chain durability, 
Power-Curve engineers rely exclusively on 
Whitney MSL Self-Lubricating Chain. 

The basic problem in chain operation has 
always been that more damage is caused by 
faulty chain lubrication at the 3 critical areas, 
than by years of normal service. Whitney 
Research has solved this problem through the 
development of a lubricated-for-life chain 
that outlasts ordinary chain as much as 5 tol. 

Oil-impregnated, Sintered Steel Bushings 
release a constant supply of lubricant under 
pressure and heat... re-absorb the oil when 
the drive stops...insure a permanent oil 
supply for the life of the chain. 

For exceptional drive chain performance, 
long life, and for sure resistance to dust, dirt 
and other abrasives, specify and use Whitney 
MSL Chain. All essential dimensions conform 
fully to ASA Standards for complete inter- 
changeability with any similar pitch chain. 

Your Whitney Chain Distributor has a complete 
stock on hand, ready for immediate delivery. 


Consult him today. 


* Maximum Service Life 


CHAIN COMPANY 


4561S. Western Bivd., Chicago 9, til. 
GEAR AND MACHINE CORPORATION 


POWER TRANSMISSION DRIVES 
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Add profitable volume to your operations with these 
famous Pittsburgh brushing tools. They’ve been de- 
signed for long wear . . . with long profits for you men 


who handle them. 


e It’s a most complete line, comprising both power driven 


and hand operated brushes for any job in any industry. 


e Write for full details. Pittsburgh Plate Glass Company, 
Brush Division, 3221 Frederick Ave., Baltimore 29, Md. 


PITTSBURGH 
BRUSHES 


PITTSOURGH PLATE GLASS: COMPANY 


/ 


IN CANADA: CANADIAN INDUSTRIES LIMITED 
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Card’s specialty 


makes you a specialist 





and gages, CARD 

sic tools to industry 

y specializing in 

handling the finest taps, jages and screwplates made by quick deliveries 

to all your customers throug! leliveries to you from ¢ ation-wide ware- 

house network ind by the expert t al aid available to all your area 

through nearby CAR 

Card Warehous¢s Atlanta, Chicago, Detroit, Fort Worth, Los Angeles, New 

York City, San Francisco. S. W DIVISION, Mansfield, Mass 





DIVISION OF UNION TWIST DRILL COMPANY 
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Thor 


Everything you want in 
Electric Tools...and more! 


Sixty-five years in the tool business has taught us 
everything about building quality into our whole 


range of products—drills, impact wrenches, grind- 
ers, screwdrivers and nut setters and saws. We 
make tools better and service them better through 


a network of twenty-three branch offices and 
qualified distributors, 


Thor 


Everything you want 
in Electric Drills... 


and mow! 


Thor’s series of universal electric drills have 
earned an enviable reputation for high qual- 
ity and outstanding performance. Stand- 
outs wherever quality and reserve power 
are needed. All ball-bearing construction 
and Thor-built motors assure long, trou- 
ble-free life on the job. In 44” to 14” 
capacities. Complete range of speeds, 
angle attachments and accessories. 
Thor Power Tool Company, Aurora, 


Illinois. Branches in all principal cities. 
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A skilled Bower sales engineer is always available 
to help Bearing Specialists boost profits! 


A Bower sales engineer will gladly assist 
salesmen in closing special deals and boosting volume 
on regular accounts 


The Bearing Specialist with the Bower line has a distinct 
advantage by having capable support of the sales engineer 
assigned to his marketing area. This man is equipped with a 
wealth of product information and application skill to handle 
any sales problem. And, he’s available to make calls for the 
Bearing Specialist or with his salesmen, whenever needed. 


The Bower line is an unusually complete line with two most 
productive types of quality bearings . . . Spher-O-Honed 
tapered and straight roller bearings in types and sizes 
which let the Specialist build big volume profits. For the 
complete story, contact Federal-Mogul Service . . . today. 


BOWER ROLLER BEARINGS (ccc 


FEDERAL-MOGUL SERVICE 
DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. » DETROIT 13, MICHIGAN 
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Cleveland—your best single source 
for threaded fasteners 


Complete stocks of hexagon 

head cap screws, socket 

screws, machine bolts, and ae 
hex and square nuts 

for immediate delivery 


Cleveland’s line of threaded fasteners includes a com- 
plete selection of hex head cap screws, socket screws, 
machine bolts, and hex and square nuts. And because 
we have the widest range of Boltmakers in the world, 
we can furnish many of these products cold forged. This 
assures finer finish and uninterrupted grain flow in 
heads, threads and fillets, resulting in greater fatigue 
and tensile strength. 


es “Ve ‘ . og > > 14 
By combining your orders for package, keg, truck or Cleveland standard hexagon head cap screws up to 24% in. 

, Pad a diameter are stocked for immediate delivery in bright, quenched 
carioad quantities, you can reduce paperwork, freight 


: : and tempered steels (alloy steels available on short notice). 
and handling charges, give customers better service. We specialize in extra-large diameters and long lengths 


7 


Wy 


; 


Cleveland socket head products include cap screws, set screws, Standard hex screws and square head machine bolts to 30 in., 
flat heads, button heads, shoulder screws, dowel pins, and carriage bolts to 20 in., lag screws to 16 in., plow bolts to 3% in. 
pressure plugs—in a wide range of sizes, including miniatures Larger diameters, longer lengths to order. Also high-carbon 
Available in both heat-treated alloy steel and stainless. and alloy steel. Complete line of hex and square nuts. 


Cleveland hexagon head cap screws and socket screw prod- 
ucts can be supplied with the Nylok* self-locking feature 
*T. M. Reg. U. S. Pat. Off., The Nylok Corporation 


ee) THE CLEVELAND CAP SCREW COMPANY 4444-15 Lee Road, Cleveland 28, Ohio 


WAREHOUSES: Chicago « Philadelphia « New York e Los Angeles « San Francisco e Atlanta 
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hundreds 

of salesmen 
working 

for YOU 

AT NO COST! 


Now, month, after month, consistently, you can “call 
on” every one of your prospective customers for fire 
protection equipment with a professionally prepared 
direct-by-mail “salesman” folder! 

The folder is especially prepared for you. One side 
promotes your distributorship exclusively. It’s com- 
pletely personalized, using pictures of your sales and 
service facilities, delivery fleet, etc., plus your name, 
address and phone number. The other side features 
a monthly product sales message of your choice . . 
it intelligently and thoroughly tells each product story, 
and, all this costs you absolutely nothing, except 
postage. You pay only the small cost of running the 
folders through your addressograph and postage meter 
If you have no addressing set-up and can qualify 
saleswise, we'll make your mailings for you! 


SS 
Many Pyrene C-O-Two distributors are already vour nearby ————————— 


participating in this program and their increased sales Gyre, COMPLETA 
~Co-w PROTE\ 





are directly traceable to it! Let’s get started on your 
program now. Write to The Fyr-Fyter Company, 
Dayton 1, Ohio 

















1. Folder as it is received by prospect. 2. Front promotes distributor's name, 


products of THE FYR-FYTER COMPANY facilities and services. 3. Back features thly sales ge... you choose 
topics from wide selection available. 





Branches: Atlanta, Baltimore, Boston, Chicago, Dallas, Dayton 
Detroit, Los Angeles, New York. Newark, Philadelphia, Pittsburgh 
Portland, Rochester, San Francisco, Toronto (Ontario). Representa 
tives and Distributors in all principal cities 





“ APEWELL 


is the originator and 


developer of the 


revolutionary new 


“o™ SPEED-BAND 


double carbide 


Band Saws 


“APEWELL 


Distributors 
can sell them! 


THE CAPEWELL MFG. CO., 
HARTFORD 2, CONN. 
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DECISIONS ! ! ! —The distributors who took part 
in the marketing decision simulation at the Franklin 
Institute (see page 115) and starred in the convention 
movie might understand why the orange picker, whose 
job was to separate the good ones from the bad ones 
on the end of a conveyor, was shedding copious tears. 
When asked by his foreman why the lachrymal out 
pouring, he answered, “All day long, one decision after 
another!” 


THE SOUPY 60’s—That’s what Elmer Grantvedt, 
ID’s western district manager thinks they'll be for 
some businesses unless Grant and Frank O’Laugh- 
lin, Commander Mfg. Co., were impressed by Dayton 
Industrial Products Co.'s approach to the next decade. 
[his was expressed by “1960—The beginning of the 
Profitable 60's if we remember the value of our Cus 
tomers.” At Dayton’s open house in the new offices 
and plant in Melrose Park, Ill., the legend was posted 
all over the place 


BLUE EAGLE, HOW!—Wandering through Ari- 
zona, our peripatetic Van Ness Philip became aware 
of the popularity of Thunderbird as a name. The 
popularity is not because of the sports car you wish 
you could afford: that’s what youngsters would think. 
Van cited the Phoenix industrial supply firm, Thun- 
derbird Sales Corp., headed by Victor Hugo Schulze, 
as a sample. Any distributor who enjoyed the brief 
period when price cutting was “illegal” in the depres 
sive 30's will tell you that the Thunderbird was the 
original model for the NIRA Blue Eagle. ‘Those 
were the days! Of course, a zoologist would tell you 
that the Thunderbird is an Australian thickhead 
(pachycephala pectoralis) and an anthropologist would 
tell you that, among some American Indians, it was 
a supernatural eagle regarded as the spirit or god of 
thunder. But among American Indians in general, 
the Thunderbird was nothing but a conventional 
design for any bird. 


MORE EXPORT-—Industrial supply and equipment 
personages were among some 160 businessmen who 
heard Secretary of Commerce Frederick H. Mueller 


outline a proposed program to expand exports to 
offset huge expenditures abroad. In Business Week's 
report of the meeting, Frank Cruger, Indiana Mfrs. 
Supply, Indianapolis, and William Neilson, Green- 
field Tap & Die, were photo’ed talking to Wilfred 
White, Small Business Administration, and James E. 
Burke, Stewart-Warner Corp. talking to George 
Kemp, Armour & Co. 


STILL AT IT-R. C. “Jim” Sinden, Viking Pump 
Co., received his 40-year service pin from R. C. Wyth, 
president, recently. Sinden started as lead man in 
the machine shop when Viking was only eight years 
old. He became Cleveland district manager in 1930 
and is still on the job. 


TELLING A STORY—A 28-page brochure describ- 
ing Schnitzer Industries’ operations based in Portland, 
Ore., but extending to Guam, Japan, Germany and 
Canada, has just been received from Glen Ede, gen- 
cral manager of Woodbury & Co., the industrial 
supplies and steel products unit. Besides distribution 
of industrial products, Woodbury’s other specialty is 
given as “maintaining the best possible customer rela- 
tions’’—the tangible and intangible. Thanks, Glen. 


HERE’S A SWITCH-—An Arizona distributor, Gene 
Hauser, general manager of Complete Industrial Sup- 
ply Co., Phoenix, is in the unique position of collect- 
ing money from buyers, including his customers, to 
play host to his competitors and their salesmen! How 
come? Gene is treasurer of the Purchasing Agents 
\ssociation of Phoenix which is host, each May, to 
some 600 local vendors, many of them distributor 
salesmen, at a get-together. Costs the buvers $15 
each to qualify as hosts. 


FOLLOWS BOUNCING BALL—George Robuck, 
Williams & Co., Pittsburgh, is a devotee of the cagers. 
He’s a member of the Interscholastic Athletic Asso- 
ciation and of the International Association of Ap- 


proved Basketball Officials. J.A.W. 
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JOB-PROFIT TOOLING IDEAS FROM: GREENLEE in powerful spread 
advertisements like this regularly reach your key customers and prospects . . . create extra tool sales oppor- 
tunities for you. Tie in your selling efforts with Greenlee Job-Profit Tooling . . . the complete line of timesaving 
tools, all from a single source! 


4 


“Greenlee tools 

helped us 
streamline our 
operations and 


outbid competition 


on a tough contract” 


says Mr. Art Myers, owner 
MYERS ELECTRIC 


“We have found that Greenlee tools mechanize much of our work 
and substantially reduce labor and material costs,” says Art 
Myers, Rockford, Illinois, contractor. “The savings we realize 
are passed on to our customers. On this job (an addition to a 
large church) the increased efficiency of Greenlee tools played 
a big part in our getting the contract and being able to do the 
job at a satisfactory profit.” 


Art Myers went on to explain that the contract 
for the church addition posed many installation 
problems which could have run costs well over 
the bid figure. For example, 800-amp service 
had to be brought underground from a pole 
transformer located across a busy one-way 
street. Laying the conduit by old-fashioned 
methods meant trenching, laying the conduit, 
then filling and repaving. 


Myers solved this problem economically with 
a Greenlee No. 790 pipe pusher (right). The 
only digging necessary was a narrow trench 
for the pusher and a shallow ditch at the base 
of the utility pole. Pusher setup time was less 
than one hour . . . actual pushing time less 
than three hours for the complete job. Pushing 
the conduit underground,’ Myers reduced in 
stallation time 75% ... and saved $500 by 
eliminating street repair costs 


Other time and cost savings made possible by 
Greenlee tools are outlined on facing page. 





Idea for making accurate 
conduit bends on the job 

Art Myers reports that his men 
make conduit bends and offsets 
more quickly and uniformly since a 
Greenlee No. 884 hydraulic conduit 
bender and a Greenlee No. 798 
power pump were added to equip- 
ment inventory. Myers drives the 
No. 884 with a Greenlee No. 798 
power pump. With this combination 
one man can bend 4” conduit 90 
degrees in 4 minutes . . . with one 
setup, one shot. Also, bending off- 
sets on the job rather than buying 
manufactured bends and fittings has 
reduced material costs and cut in- 
stallation time. Offsets made on the 
Greenlee bender reduced the number 
of fittings and connections .. . 
simplified cable pulling. Greenlee 
lightweight hydraulic benders are 
available for 14” - 4” steel or alumi- 
num conduit. Attachments available 
for bending E.M.T., bus bars, and 
tubing. All models are completely 
portable . . . one man can transport 
benders from job to job. 


Idea for boosting operat- 
ing speed on pipe pushers 
and benders — Myers has dis- 
covered — along with many con- 
tractors throughout the country 

that converting from hand opera- 
tions to Greenlee power pumps 
provides an additional time saving 
on nearly every job. To power the 


GREENLEE TOOL CO. 


TOOLS FOR CRAFTSMEN 


pipe pusher, Art Myers selected a 
Greenlee No. 797 hydraulic power 
pump to push pipe underground at 
2 ft per minute. A Greenlee No. 798 
high-pressure, two-speed hydraulic 
power pump was purchased to in- 
crease operating speed on their No. 
884 bender and No. 1732 one-shot 


pe | ll 


knockout punch driver. Greenlee 
power pumps range in size from 
compact units like the No. 798 to 
the No. 797 that delivers up to 106 
cu. in. per minute at 10,000 psi. 


Idea for making conduit 
openings ... in seconds — 
Greenlee one-shot knockout punch 
drivers prove real time- and money- 
savers when it comes to preparing 
distribution boxes for conduit. On 
the church addition, both the 
Greenlee No. 1731 (shown) and 
1732 one-shot drivers were used. 


Fast, lightweight, and powerful, 
these compact drivers are set up and 
operated by one man. Punches cut 
through 10-gauge metal with a few 
strokes of the hydraulic pump.. . 
a power pump provides even faster 
operation. Two sizes: No. 1732 for 
punching 14.” - 4” conduit holes; No. 
1731 for 14”, 34”, 1” conduit open- 
ings. Greenlee knockout punches 
are available for conduit from ¥2” - 
5” . . . with wrench, ratchet, or 
hydraulic drive. 


Idea for fast cable pulling 
— Getting electrical service into the 
church addition required pulling 
eight 500 MCM primary cables — 
four to a conduit— from a pole 
transformer, under the street, to a 
meter cabinet in the church base- 
ment. To speed this and other pull- 
ing jobs, Art Myers used a Greenlee 
No. 765 cable puller. This versatile 
puller clamps directly to exposed or 
concealed conduit... pulls from any 
angle or position with any needed 
force up to 7,500 pounds. .. without 
straining hangers or conduit. 


To get complete information on 
GREENLEE JOB-PROFIT TOOL- 
ING write for fully illustrated, 
quick-reference Bulletin E-240. 


2022 Columbia Avenue, Rockford, Illinois 


GREENLEE JOB-PROFIT TOOLING 


-.- cost control for contractors 








REPUBLIC'S 
5-POINT SALES POLICY 


A LINE of rubber items sufficiently 
complete to permit effectively supply- 
ing the requirements of the trade 
solicited. 


A QUALITY of product uniformly good 
and capable of delivering service re- 
sults that should reasonably be 
expected. 


A PRICE basis inducing and making 
possible aggresive competition with 
reasonable profit return 


FREEDOM from competition from his 
source of supply. either direct or in 
direct, among the trade covered by 
his day-to-day solicitations. 


SELLING helps of reasonable amounts 
so that his sales force may be given 
the advantage of specialized training 
and a knowledge of the product sold. 


Wee, & 7 


Spec. E-518, Sand Suction Hose. 32” I.D. 7/8” abrasion 
resistant tube 3/16” neoprene cover —oil, salt water and 


weather resistant. Built-in 3/4” thick high carbon 


nipples. Length of hose — 14 ft. Overall length— 16 ft. 


By A Republic Rubber Distributor 


Every time a salesman fails to mention rubber hose, 
belting or packing on a sales call, he loses a chance 
to make a sale. 

Why? 

Simply because most every plant in the country buys 
these products regularly. If they don’t buy from 
your man, they will buy from the competitor’s man. 


The distributor who sold this 32” Suction Hose 
instructs his men to talk rubber belting, hose and 
packing on every call. 

If you are interested in a Republic Distributor 
Franchise, write to J. A. MaclIntire, Jr., General 
Sales Manager, Republic Rubber Division, Youngs- 
town 1, Ohio. 


INDUSTRIAL RUBBER PRODUCTS 


LEE RUBBER A&A TIRE CORPORATION, YOUNGSTOWN 1. OHIO 


_ REPUBLIC RUBBER DIVISION 
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Industrial iia 
Distribution 
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Decisions, Decisions, Decistons! 


ECISION-MAKING is pretty old stuff to most of you, because you do so much of 
D it every day. You and your associates are making decisions on every phase 
of your business operations. Most of the time you make the night decision, 
sometimes you make the wrong one, sometimes you shelve a decision. 

If you were asked to explain exactly how you arrived at a particular decision, 
you might be at a loss for an answer—might as well ask a golfer to explain exactly 
how he made a shot. After all, isn’t a decision or a golf shot just a mystifying 
compound of savvy, timing, instinct, luck, all of it leavened with common sense? 
sometimes you make the wrong one, sometimes you shelve a decision. 

Not necessarily. 


A good golf swing is the result of physical and mental coordination. But a 
business decision is based on the analysis and use of cold, hard facts. That’s why, 
as business has grown more complex and competitive, there’s been a need to look 
more closely into the true nature of decision-making. The feeling has grown, 
consequently, that decision-making is much more than an intuitive mystery. It’s 
a conscious action, composed of these elements: 

1, The problem is identified—you gather or ask for facts to establish if a prob- 
lem exists; on the basis of these facts, the problem is then isolated. 

2. Set your sights—once a problem is known to exist, you can relate the possible 
solutions to the objectives you have in mind. 

3. Alternative approaches are considered—you consider each of several ways of 
attaining your purposes, and evaluate the consequences of each. 


4. One approach is chosen—on the basis of all the facts, you narrow your choice 
down to one course of action. 


5. The decision is made. 

6. Action is taken. 

What I’m suggesting is this: decision-making isn’t entirely an inborn talent, 
but an ability which can, through training be improved. For the newest technique 
in training executives to improve their decision-making, turn to “Decisions, Deci- 


sions, Decisions!” on page 115. 
+ a 
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ASMMA PRESIDENT says: “Late last year, manufactur- 
ers of industrial supplies confidently expected that 
1960 would exceed 1959 in both sales and profits. Now 
we realize that we must hustle to make it a fact. 

“It is at a time like this that we, whe have chosen 
to sell through the industrial distributor, fully realize 
the value of this great merchandising medium. Thou- 
sands of salesmen work for us daily, giving us ‘on the 
spot’ coverage and greater opportunity to secure the 
purchase order than we would have had had we de- 
cided to seli ‘direct’. 

A major objective of ASMMA is to help our mem- 
bers to sell through distributors and to bring distribu- 
tors and their suppliers closer together. 

Toward this end, the Board and new Officers of 
ASMMA will cooperate fully in projects to strengthen 
the Manufacturer-Distributor relationship.” —SAMUEL 
D. CONANT, Jacobs Mfg. Co., West Hartford, Conn. 


SIDA PRESIDENT says: ‘Perhaps the major problem faced by dis- 
tributors today is maintaining the profit margin provided by 
manufacturers—a problem which is aggravated by small oper- 
ators who have practically no investment in stock and aren‘t 
equipped to provide the type of service expected of an industrial 
distributor. The only incentive this type of operator can offer is 
price because of his low operating costs. This disturbs the market 
and makes it very difficult for stocking distributors, with normal 
operating expenses, to make a profit. 

“To allow stocking distributors to maintain the margins pro- 
vided, a manufacturer must use extreme care in selecting outlets 
and adhere to a well planned, selective distributor policy—one 
that will assure the distributor the profit margin provided in his 
franchise. And distributors who intend to stay in business must 
concentrate selling effort on profitable lines. 

‘Suppliers who provide market stability for their products will 
get creative selling from their distributors.”—JOHN PYE, Pye- 
Barker Supply Co., Atlanta, Ga. 
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CHICAGO CONVENTION 


NIDA, SIDA, and ASMMA convene in force in the Midwest ® Distributors’ awards 


presented for manufacturers’ advertising * Conference Booth Program fills Chi- 


cago Amphitheatre * Beckman outlines progress of distribution research * ID 


movie on decision-making “stars” 48 distributor executives * Porter Henry gives 


preview of sales seminars * New presidents take gavel for the coming year 
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“American industry is spending 
millions on research every 


Distributors must alert 


NIDA PRESIDENT says: ‘‘There 
in our industry which must bs 
ogy of support of destructiv 
fanned by investigations 
clean bills 
hunger’, and efforts made to 
dustry inherently 
This situation is compe 
distributors find 


or how we want it—an 


vendors no less than we. Further 


tality and compulsory retiren 


whose experience and maturity reache 


lar circumstances in our economic 


We distributors must den 
Stability today to the 


rective and stabilizing and worth s 


STRAY, Charles A. Templetor 


Wash nator 
of health are overshadowed by 
labe 
rooked and ‘profit’ a nasty word. 
ndea by the ta 
t hard to agree 
attitude 


mor 


nd that ot 


year. 


themselves to see the significance 


sic troubles 
A psychol 
has been 
which 
headline 

t ness and in- 


t that we 
on what we want 
which confuses our 
'e) througn mor- 

ng many 
back to sim 


we are 


maturity and 
S cor- 
MILES | 


Conn 


of this research effort, and be 


ready to supply all the new 


things industry is going to need 
to produce new things’”— 


H. H. KUHN, keynoter 


LOOKS TO THE FUTURE 


HICAGO, “city of the big 
ders,” bulged a little last mor 
] ; 


as ciose to Z.9U0U 


+] 


manufacturers shouldered each other 


during the three-day 
trial 
gathering is sponsored by the Na 
tional and Southern Industrial Dis 


tributors’ 


riple Indus 


Supph Convention Ihe 


Associations and_ the 

American Supply & Machiner 

Manufacturers’ Association 
\ “grand opening session” 


Hilton Hotel 


at the 


Conrad started the 


distributors and 


ling, with Hesket H 
& Supply Co., 


O., sounding the keynote 


llardware 


ving day, distributors and 
idjourned to the famous 

ce Booth Program, spend 

ng a straight eight hours in pet 
il contacts 


I ler 


> Porter Henrv, sales consultant, 


ire some other highlights: 
outlined plans for a series of regional 
sales management seminars begin 


ning in the fall. 


P I1)’s 
Walter | 


motion 


editor and __ publisher, 


Crowder, introduced a 
titled 
Decisions, Decisions,” produced by 
Remington Rand Corp. and depict 


ing a full-scale “management deci 


picture “Decisions, 


sion-making simulation” sponsored 
in Philadelphia in February by ID 
Pm Eric internationally 


known as spokesman for the motion 


Johnston, 
picture industry, addressed the clos 
ing luncheon on “putting your best 


mind forward,” 


More Convention Highlights > 





SOSC \ 


Wilson P. Chatfield asked that distributor 


’ , 
il ndustrial distri tol graduat 


Education, “SOSCA”, Decision-Making, Catalogs .. . 


> A new code of ethics was pro 
posed by NIDA-SIDA’s joint activi 
tics planning committec¢ 

© Ohio State University’s research 
dis 
Beckman 

W.M 


( leveland 


on distributor functions 
u sed by iB): | heodore 
Wallace Pattison, 


ind by 
Pattison Supply Co., 


Was 


Keynote: Face the Mirror 


Kevynoting the objective of 
mvention, Hl. H. Kuhn 
ind distributors to 
vork actively in improving. theit 
marketing Distribu 


hould be imbued with 


the 
idvised 


manutacturer 


relationship 
ors, he said 


the idea of 


building a business of 
vhich they 
that wav could they provide a strong 
marketing right arm to their manu 
facturers. Tle advis 


upport the manufa 


in be proud. Only in 


d them, also, to 


they rep 


fiir 
CurCI ] 


resent 

Kul 

VC b revicwlhg the 
d= problems 


ribed 


manufacturers 


m put his remarks im perspec 


t industrv’s 
the 
both dis 
had 


know ledge 


OVCT 
how 
tributors and 
gTrOWn Im management 
ind sophistication as a result of their 
expericnce through years marked by 


war, depression, spiralling prosperity 
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“Now, 


threshold of the soaring sixties 


“we stand on the 


but 
The 


reason the decade's promise is being 


he said, 


we haven't begun to soar.” 
delaved for distributors particularly, 
that 


distributors who are responsible for 


he asserted, is “there are those 
making an 


their invest 


other distributors not 


adequate return on 
ment 
ind honest with the guy 


Don t 


‘Be fan 


in the mirror,” he counseled 


Eric Johnston, president of Motion Picture 


lation, Was speaker at osing lunch 
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for 


view of 


cut a price temporary advan 


the 
some distributors, he asked 


tage.” In behavior of 
“Why 
not a distributor sales policy?’ 


Kuhn 


dustrial frontiers to be crossed 


Looking ahead, listed in 
elec 
tronics, synthetics and plastics, new 
plant expansion, etc.—and wondered 
if distributors were equal to thesc 
he likelihood of 
business declines in the coming pc 
he thought, 


the same old problems unless dis 


opportunities, 


riod would, resurrect 
tributors worked diligently to 
thei 


Distributors are not hiring enough 


rais¢ 
sights and their standards 

graduates of industrial distribution 
stated Wilson P. Chatfield, 
F. Hallock & Co., Derby, Conn 
Reporting for the joint educational 
uds committee, Chatfield said that 


distributors are 


OUTSCS, 


going to have an 
increasing need for better class em 
plovees—otherwise they won't be 
ible to keep up with industry's tech 
nological march forward. So far, he 
said, nearly all graduates have been 
hired by manufacturers. 
“IT realize,” he “that the 


starting salary asked by these grad 


said, 


uates is a problem for most distribu 
He« 


tributors could help the educational 


tors.” felt, however, that dis 





stu 
dents summer work to give them a 


cause considerably by offering 


better acquaintance with the supply 
Hle asked, also that 


tributors give morc support 


business. dis 
ictivec 
to universities offering industrial dis 
tribution courses 

Chatfield reported that the third 
Harvard Business School course for 
industrial distributors slated for July 
has +7 members signed up. 

“We ar 
managers, 


like 


Ls¢ ideas 


entering the age of the 


Chatfield 


) ] 
wil needa mci 


said 


ill business, 
Decision-Making Discussed 
Keatured during th« 


SIDA 


dav was the 


joint NIDA 


ifternoon session on op 
| 


hilly 
sound film “Decisions, 
Decisions, Decisions,’ produced by 
ID with Remington Rand Univa 
Ihe film portrayed the dé 
making simulation held in Februar 
page 115), 
was prefaced by a slide presentation 
by Walter F. Crowder, ID’s editor 


] 


ind publisher, explaining the el 


sion 


in Philadelphia (sec and 


ments of decision-making and the 


mechanics of a simulation 
Joel Kibbec 


manager of customer education, told 


1G 


Remington Rand 


the meeting how distributors could 
contact the Remington 
Rand ofhce for help in organizing 


nearest 


a similar session in their own arca 


The Catalog Project 


“Nlerchandising 
catalog’ 
of the joint 
tee on catalogs givei 
Geo. C. Lukens, Nashville Machin« 
& Supply Co., Nashville, Venn. He 


listed the benefits of the offset cata 


with a 
title of the 
NIDA-SIDA 


hy 
1 Dp 


mod Tl 
Wads the report 
omit 


hairman 


log developed by the committee in 
cooperation with many manufactur 
He asked distributors contem 
the 
offset method, and offered the com 


crs. 
plating a new catalog to study 


mittee’s help in their 


msSWwCTIng 
questions. 

“SOSCA,” standing for “simpli 
fied operating statement cost analy 
sis”, was explained in detail by E. R. 


Ir.. Svracuse Co 


istrating his talk with slides show 


Supply 


irious documents and work 
olved, ¢ 


tep how any distributor can 


irson explained 


this method to obtain a cost 
n his 
ig convention opened with 
tion on Sunday, 
1 luncheon on Wednesday 
Johnston, 


n Picture 


1 


product lines 
ind closed 


president of 


Association of 


spoke on the vast intel 


il] 


enge facing America 


Geo. C. Luken reported as chairman of 
joint NIDA-SIDA committee on catalogs 
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marking 15 years 
ind W 


( ampbe \] 


On ‘Tuesday following 


the conference booth program, the 


evening, 


members of the three associations 
were entertained at a reception. 

\ luncheon and fashion show fot 
ladies attending the convention was 
held the same day. 

At the closing luncheon, Wallace 
Campbell, NIDA president, and 
Fred C ASMMA 


ident, joined in presenting gifts of 


I.merson, pres- 


appreciation to the executive sec 
retary emeritus of SIDA, E. R. Pugh 
and Mrs. Pugh. 


Warren L. Foss presented plaques recog- 
nizing manufacturers’ advertising support. 
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Two Receive 


Silver Plaques For 
1959 Advertising 


Silver Plaques for overall excellence in all categories / 
of advertising were awarded to Lufkin Rule Co., and 5 ho epted the awards at the Triple Convention were 
6 a: rk. Ohio Brass Ci rc iblic Stec 
The Henry G. Thompson & Son Co., for their out tk, Ohio Brass Co.; J. D. Cavan, Republic Steel 
é rl ston Gear W orks; 
standing 1959 advertising and promotional material, 
by Warren L. Foss, Chairman of the Advertising and 
\wards Committec 
Bronze Plaques were awarded to ten manufacturers 
1] 


for their excellence in single categories of advertising 


ind promotional efforts. For the first time, adver 


ies were mentioned 





Manufacturers whose 1959 advertising and promotional material 
featured the industrial distributor as a source of supply for 
their products were honored by the Joint Advertising & Awards 
Committee of the National and Southern Inudustrial Distributors 
Associations. Listed below are the plaque winners, and honor 


wne Mfg. Co.; J. Wallac« 


Barnard, Jr.; ifkin R 


NINTH ANNUAL ADVERTISING AWARDS 
| 
| 


able mentions 


SILVER PLAQUES HONORABLE MENTIONS 


Overall Excellence Magazine Advertising 
Lufkin Rule Cc Black & Decker Mfg. Co 
Farer, Smtn G hes Capewell Mfg. Co 
Henry G. Thompson & Son Co Dumore Co 
ne oe SR ae eS Faultless Caster Corp 
B. F. Goodrich Industrial 
Products Co 
Goodyear Tire & Rubber Co 
Magazine Advertising Parker-Kalon Division 
Jacobs Mfa. Co Threadwell Tao & Die Co 
Wilson, Haight, Welch & Grover Youngstown Sheet & Tube Co 
Lamson & Sessions Co 
Griswold-Eshieman Co Direct Mail 
Republic Steel Corp Boston Gear Works 
Meldrum & Fewsmith Faultless Caster Corp 
Heller Tool Co 
Direct Mail Imperial Brass Mfg. Co 
Lunkenheimer Co Thor Power Tool Co 
Norman Malone Associate Threadwell Tap & Die Co 
Ohio Brass C Union Wire Rope Corp 
Howard Swink Adv Veeder-Root. Inc 
Yale & Towne Mfg. Co 


BRONZE PLAQUES 


Catalogs 
Black & Decker Mfg. Co Catalogs 
Van Sant, Dugdale & Co Allen Mfg Co 
Columbian Vise & Mfg. Cc Capewell Mfg. Co 
Paim, Pattersor 
7 ‘ ny rw Mfo. C Hodell Chain Co 
ale & Towne Mfg. Co 
\ 
Erwin Wasey, Ruthrauff & Ryan Illinois Tool Works 
Mac-It Parts Co 
L. S. Starrett Co 


Unique Use Of Emblem 
— Threadwell Tap & Die Co. 


3oston Gear Work 


| Noyes & Co 
| ; , . Unique Use Of Emblem 
Capewell Mfg. Co 


| Charles Palm & Co Standard Pressed Steel Co as 
D. C. Swander Jr., Columbian Vise & Mfg. Co.; G. H. Treslar, 
Black & Decker Co. and M. W. Pauly, Lunkenheimer Co 
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ASMMaA Sees Sales Rise 


Launching its annu 
breakfast in the main ba 


Chicago’s Conrad Hilton Hot 


American Supply & Ma 

Manufacturers’ A 

up an all-time at 

Congratulating — th 

their turnout, Pre 

I.merson 

In 

quarter busing prosp 
very promise of being 

the third quarter—and 

SUTPTIS( Ome ¢ MIO! 
Ihe big gath 
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> “Supermarket for 


l4¢-minute sound film produ 


ASMIMA with the Nationa 

ciation of Manufactut 

shown on ‘T'V sta 

winning “Industri 

ries, the film depict 

tributors’ importance a 

suppl for U.S. industn 
Distribution Analvsis 
lam K. Downey (Skil Corp 


ASMIMIA’s) od 


] 


man of 


analvsis committee, explain 


marketing importance of the 


ASMMA’s distribution anal 
chairman, William K. Downe 


wider member participation in assi 
ya . 
annual survey of sales through distributors 


tribution of 


room 


el the 
hiner O1 four-point 


It h 


oa 
Nalke 


vhich 


w members 


( iit 
idom Bx Iy-W ( 


R. Burkardt 


Industrial Sup 
bi the ASSO 
he elaborated 
nefits of this 
manufacture! 
it enable: 
realistic goals 
helps them 
distributors 


1 stand 


Wec'e¢ 


ive commiuttec 


les Corp Id 


p.), 
Hi. Walliams 


[L.. Jackson (Aro Equip 
J. Ff. Whitcomb (Min 
& Mfg. Co.), J. I 

\l 


| 
Il 


ixwell & Moor 


] 


ravel of office 


president, Samucl 


introduced 


Ni fg WO I'red 


] 
sidency of 


National 


l4+¢ new mem 


lhomas sub 


ASMIMA’s busi 


mit New officers of ASMMA elected in Chi 


isked for v), treasurer; Pa 
iation’s Jacobs Mfg. Co.), pre 
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dent; Lewis Barnard, ] 


\. Johnson (Dak 
sident; Gec 


] 
GuTIng 


+ 


ree H. Woodland (€ 
Lufkin Rule Co 


Ferrv ¢ ap & Set 


; Samucl D. Conant 


, second vice presi- 
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lation s 


nd ‘T' 


8395 2837 


SOUTHERN INDUSTRIAL DISTRIBUTORS Assn 
Atlanta, Ga 


new president 
m M. Nelm 
neeting \ 


thy 
il 


SIDA Looks Ahead 


Line profitability studies are an “ab 
D 
outgoing president of the Southern 
rial Distributors 
the SIDA 
meeting in Chicago 


that 


solute essitv,” I Montague, 


net 


Indust Association, 


told l'riple Convention 


He als 


uppliers would race 


» warned 
ot 


their best distribution outlets unless 


loss 


thev too devote more effort to help 


ing the industry's top performing 


1 
supply firms hne n answer to the 
profit problem 


Montague, who heads B. I 
tacue Co. Sumter. S. ¢ 


Mon 
, keynoted 
Operations 
I‘his is the 


informal 


a program based on the 
cis 
title 


Bootstrap them 


tributor associations 
for their self-help efforts 


More “Bootstrap” Projects 


Lhe 


1 SCTICS 


newest 
ot 


Mars, Was 


Bootstrap” project, 
sales management sem 
outlined for SIDA mem 
bers by J. Porter Het 


nry, sales man 
igement ¢ 


onsultant, who will direct 
the training s¢ 

SIDA’s new slat« 
John (¢ 
Barker Supply Co., 


$s10nl 
of officers were 
Pyc ot 


Atlanta, succeeds 


installed Pve 
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Monta Rufus K 
\llison, Industrial & ‘Textile Supply 
Co., Charlotte, N. C., was elected 
first vice president. ‘tom M. Nelms, 
Wessendorff, Nelms & Co., is se 


ond vice president 


ue as president 


| hree 


SIDA’s 
ted 


new members of 


ommittee were cle 


Keynote! 
dent, stress 


Montague 
urgency of profit problem 


outgoing presi 
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George W. Anderson, Gastonia 
Mill Supply Co., Gastomia, N. C.; 
Bert B. Lowe, Bert Lowe Supply 
Co., Tampa, Fla., and John A. Mac 
Laren, of Oliver H. Van Horn Co 
of Fort Worth. ‘This marks the 
expansion of SIDA’s executive com 
mittee to eight members, following 
re-organization of SIDA into six 
areas 

Montague, in his keynote address, 
termed the past vear one of major 
accomplishment because SIDA and 
NIDA distributors 


accepted the idea that joint efforts 


appear to have 


on several levels of interest are es 


sential. Besides profitability an 


“Value Ad 


ded” project as one of critical im 


alysis, he stressed the 


portance to educate suppliers and 
customers on distributors’ vital role 
Montague of the 


supply industry who overstress_ its 


scored critics 


weaknesses. “For years we've been 
told what is wrong with us, so often 
that we almost got a king-sized com 
No distributor, he said, 
pects others to cover up for his 
but 
reach the point where further cost 
As for self 
improvement, he noted that distrib 


utors had come a long way in the 


plex ex 


deficiencies, anv business will 


reduction is impossible 


past few vears in re-organizing for 


better operations They now de 


served cooperation and support. 


Plan to Help Sales Managers 


Porter Henry, whose firm, Porter 
Henry & Co., of New York, has been 
by NIDA-SIDA’s Joint 
Aids for 
the sales management seminars, told 
the “Your 
not stupid and they are not lazy 
But a better job if 


trained in the recognized and proven 


engaged 
Educational Committec 


meeting salesmen are 


they could do 

sales techniques.” 
Purpose of the sessions will be to 

that is, 


duce sales managers to techniques 


“train the trainers” intro 
for holding exercises and meetings 
that they can apply in their com 
panies themselves. Stress will be on 
the 


such as role playing and the confer 


“participation” type exercise 


ence method. 





Reports on past developments and 
ruture plans of association commit 
the 55th an 
the National In 
Distributors’ Association 
talks by NIDA 
Robert Fernley 
on “Achievement Through Coop 
\ctivit NIDA. President 
Wallace Campbell on “OUR Sum 
Sales Consultant 


Henry on plans for a 


tees were featured at 
nual meeting of 
dustrial 
\lso featured werc 
Iixecutive Secretary 


crative 


Issues 
Porter 


mit and 
SCTi( 
of regional seminars next fall for 
sales managers 


Meeting highlights in 


following 


uded th 


© Robert Fernliey related indu 
trends over th« past ten veal ris 
shrinking 
to the 
know 


pro ( 


osts, proht lowe! 


turnover et need for di 
tributors to their true 
ind IN prove dures 


PF Wallace 


IhajOr 


ussed 
distributor infla 
osts, the price 
and stated that the 
distributor 
banker 
honest prices, ind 
true costs through line analysis and 


Campbell — dis 
problems 
tion, high “chaotic 
Situation etc 
must be a 


successful 


“shrewd must maintain 


must realize his 
market studies 
Committee reports were made by 
the following 
Relative profitability of lines com- 
mittee: Robert Fridrich, On 
Co. Evansville, 
~ased 
making ¢ 


the 


Ind., urged 
member pation 


ost studies idded that 


i 


will ass member 


ommiuttec 


+} 


2 ; 
n the analyses of lines ustomers 


ind territories 

Research Committee: Wallac« 
Pattison, W. M. Pattison Supply 
Co., Cleveland, discussed th« 
icance of the Ohio State 
\dded by Distribution 
outlined plans for future studies on 
the 
ind suppliers to distributors. 

Modem Methods Committee: 
Joseph Van Blooys, A. L. Holcomb 
Co., Grand Rapids, Mich., disclosed 
plans to enlist distributor support 
the 
standard chart of accounts and con 


signit 
“Value 


study, and 


reaction of purchasing agents 


in analyzing and modifying 
ducting regional seminars in put 


chasing procedures and inventory 


NIDA Plans 


+r ; 


on hniqgues 

Joint Activities Planning Com- 
mittee: Alfred Riecken, Orr Iron 
Evansville, announced plans to 
five-vear program of com 

tivities 
Industry Committee: 
Norris, ‘Tracy, 
Co., Hartford, com 
effect of the Parke 
nion on statements in the 
Market Stability and the 
sailed to all NIDA, SIDA 
\S\IA members. Mr. Norris 


that opinion doesn’t 


Joint 
Th lid 
nd Will 


on the 


Robinson 


1d 


this 
ange the interpretation set forth 
1 the pamp!l 
Joint 

Chairman Curran Cavanagh, 
Co., 


called for the support of 


} 


, 
ict 


Committee on Catalogs: 


mt Supply Fairmont, 
Va.., 


who have prepared theit 


+ 


] ] 
italogs in developing im 


proved procedures for preparing 


italog 

Committee: Chai 
man HH. H. Kuhn, ‘The Hardware & 
Supply Co., Akron, Ohio, received 
membership approval of resolutions 
to 


| Oppose dan 


Resolutions 


the 
minimum wage and extension of the 


increase in 
act as inflationary and discriminatory 
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For Future 


to small businessmen and 


the 


~ 


2. accept new distributor 


code of ethics 
Mr. Kuhn 


ment of silence to honor the mem- 


also called for a mo 
ory of NIDA members who passed 
away during the year. Special tribute 
was paid to three past presidents 
Marsena Butts, Butts & 
Ordway, Cambridge, Mass.; Charles 
I. Curtis, Western Iron Stores Co., 
Milwaukee; Percy Ridings, Syracuse 
Supply Co., East New 
York 

Before adjournment, the follow- 
ofhcers of the 


were announced 


who died: I 


Syracuse, 


ing new Association 
Stray, Charles 


Waterbury, 


President: Miles | 
\. Templeton, Inc 
Conn. 

First vice president: John D. Wil 
liams, Mau-Sherwood Supply Ca., 
Cleveland, Ohio. 

Second vice president: Warren L. 
M. L. Foss 
Colorado. 

Elected to the Gov- 
ernors for two year terms were 
David B. Voorhees, R. C. Neal Co., 
Buffalo; Paul D. Rickman, Bard 
ool and Equipment Co., Kalama- 
zoo, Mich., and Elbert R. Gilbert, 
Pratt-Gilbert, Phoenix, Ariz. 


Foss. Inc., Denver, 


Board of 





Next Project: Cost of Channels 


Research on alternative channels of 
distribution is next on the agenda 
for Ohio State University’s “Value 
\dded” project, Professor ‘heodore 
N. Beckman reported to the ‘Tripk 
Convention 

Why suppliers use or do not usc 
distributors will be one of the ques 
to 


pinpointing 


will try 
by 


of different distri 


tions the new study an 


swer, “if possible’ 


the relative COSTS 


bution channels. Qualitative com 


parisons will also be obtained 


The project is the second to be 


For Distribution’s Friends and Critics 


Can 


when 


critics 
distributors 


you 
they 
are superfluous? 
Are your 
businessmen 


answer 
say 


and 
acquaintances 
aware of what industrial dis- 
tributors really do? 
These and other 
mental questions on 
trial distribution 


customers 


funda- 
indus- 
are docu- 
mented with facts and figures 
in a hard-cover book, 
“Value Added by Industrial 
Distributors and Their Pro- 
ductivity,”’* by Assistant Pro- 
fessor Robert D. Buzzell, of 
Ohio State University. 

The 100-page report is the 
result of the first Ohio State 
and NIDA-SIDA research proj- 
ect Value Added,” for 
which the distributor associa- 
tions supplied a $5,000 grant- 
in-aid in 1958. 

It covers, 


new 


on 


among other 


things: 

P Definition of the industrial 
distributor, and descrip- 
Bureau of Re- 

search, Ohio State University, 

Columbus. $5.00 ($3.50 for 

NIDA and SIDA 

from NIDA-SIDA Research 

1900 Arch St., 

Pa.). 


Business 


members, 


Committee, 


Philadelphia 3, 


tion of different distributor 

types. 

Functions and services dis- 

tributors perform. 

Gross margins and value 

added by general-line dis- 

tributors. 

Productivity and efficiency 

measured by Value Added. 

Figures used are from a 
survey of 155 distributor 
firms in 1958. 

The value added calcula- 
tion is a way of measuring 
distributors’ contribution to 
the economy by subtracting 
contract services (like hired 
trucking) from gross margin. 

Value of functions per- 
formed by 118 surveyed gen- 
eral line distributors ranged 
from 12% to 33.9% of sales, 
the book reveals. Productivity 
showed wide variations: value 
added per man hour, from 
$2.30 to $8.40; per square 
foot of warehouse space, 
from $3.00 to $70.00. 

Comparison of industrial 
distributors with drug and 
hardware wholesalers _ re- 
vealed them _— substantially 
more productive per man 
hour, and about on a par in 
capital productivity. 


—— 


undertaken by Ohio State research 
under Dr. Beckman’s direction, 
the Value Added Distribu 

\ third study, also in process, 
ot of 


Industrial Purchasing 


CTS, 
on by 
fion 
Sources 


is entitled “Choice 


Supply — by 

\gents.” 
Ihe first project 

“Value Added by 


[heir Productivity” 


the 
Distributors and 


1) SCTICS, 


see box), was 
completed earlier this year, with a 
grant-in-aid from the two distrib 
utor associations 

Purpose of all three projects, and 


others that may follow, is to throw 
light on industrial distributors’ place 
in the economy and their true valuc 
to suppliers and customers 
Speaking at a joint of 
NIDA and SIDA, Dr. Beckman told 
Studies of this 


natur¢ not only 


mecting 


conventioncers 
fundamental will 
make for a more efficient system and 
a better understanding of such a 
system in its entirety, but will pave 
. a more substantial 

the 


tributor to our ever growing econ 


the way for. . 
contribution by industrial dis 
omy.” 

He said basic research in distribu 
tion is needed to produce “scientific 
capital” on which businessmen can 
draw to solve problems 

He termed the Value Added r 
port, recently published by Ohio 
State, a pioneering work in its field 
because it both defines distributors’ 
functions and measures their output. 


Ihe 


said, 


Alternative Channels study, 


he will deal with margins 
allowed distributors as well as sup 
pliers’ reasons for choice of outlets. 
Questionnaires based on depth in 
terviews with 47 
in the Federal 
District the State 


Michigan are now being mailed. 


supplier-manufac 
Fourth Re 


and of 


turers 


SCTVC 


Ihe Choice of Sources project, 
the the 
buying motives of distributors’ cus 


on other hand, concerns 
tomers; differences in purchasing 
patterns by products, and use of 
distributors versus agents or direct 


channels. 


Page numbers 105-114 have been omitted, next page number will be 115. 





peg ADELPHIA’S cel 

lin Institute recenth 
stride into the futur 
48 shirtsleeved 
tives 

Grouped around tables 
with operating statements, 
coffe cups, scribbled notes, discarded 
lunch boxes, and overflowing ash 
trays, the distributors spent a full 
day piloting seven ompanies” 
through nine “months” of intens¢ 
competition. Hour on hour, they 
made scores of decisions critical to 
sales and profits—setting prices, hit 
ing and training salesmen, deter 
mining advertising outlays, purchas 


ing policy, commission rates 


DECISIONS 
DECISIONS! 


} 


1 their companies existed 
paper, the distributors’ con 
decision-making de 
ned as the day wore on 
s, they spelled off to wait 
is a massive “Univac I” 
whipped out yards of new 
statements showing the 
of their decisions. 

it was back to the tables 
the charts, the coffee, and the ash 
travs for more discussing, debating, 

weighing . and deciding. 

This was INpustriAL DistTrRiBvu- 
r1on’s “Marketing Decision-Making 
Simulation,” staged February 24 
ind 25 with the cooperation of Rem- 
ington Rand’s Univac Division. At 


By Don McGill, 


Associate Editor 


48 distributors 

take part in 

newest management- 
training technique: 
“decision-making 
simulation” 
sponsored by ID 

at Philadelphia's 
famed Franklin 


Institute 


What Was Learned? © 





‘s 
SAECISIONS 





Distributors Who Participated 


Ace Products Co. M. |. Stray, treas G. W. Levering, Jr., 
G. W. Anderson y sal ty a Inc anearng 
Gastonia M Supply ( aterDury, Con ailas 
Gastonia. N -_ W. D. Valentine, gen. mer L. P. Ru 
R. M. Cole. sales mer C. L. Gransden & Co. 
( . j P Detroit 
Jiiver H. Van Horn ( 
Fort Worth, Tex Champion Co. 
J. N. Failing la J. P. Van Blooys, pre 

A. L. Holcomb Co 

Grand Rapids, Mich 

G. H. Booth, pres 

Carolina Machy. & Supply Co 

Rocky Mount, N. C 

George Needham, Jr v.p WwW. P 
Biggs Pump & Supply, inc. F. Ha 
Lafayette, Ind Derby 

( 


Pye’ pres 1B pres 


pres. 


Sterling Gordon, vice-pres. 
Supply Co 


Sterling Supply Co. 
Ferndale, Mich 
son, sales mgr R. R. Miller, vice-pres. 
Vonnegut Hardware Co A. L. Holcomb 
Indianapo nd Grand Rapids, Mich. 
R. H. Stine, vice-pres. J, W. Pitts, pres. 
Harry P. Leu, Inc Brown-Roberts Hdwe. & Supply Co. 
Orlando, Fla Alexandria, La. 
R. B. Talbott, vice-pres C. T. Price, pres. 
Fairmont Supply Co Knapp Supply Co. 
Washington, Pa Muncie, Ind 
Ezee-Use Co. E. C. Roser, vice-pres 
. eal eld Abrasive Machine & Supply Co., 

. kg Co Newark, N. J 

+ sat li Peter E. Voss, Jr., 
Re Northeastern, Inc 
Churton 


exec 


pres 
pres. 


Best Product Co 


Blue Ridge Hdwre 
Bassett, Va 
C. W. Haye 

Tor 


Banks-Miller Supply Co 
Huntington, W. Va 
S. H. Clark, pre 


r Supply C 


0 De-Lite Corporation 
re J. H. Behn, trea 


Fa 


H. J. Behn & Co 


Conr 


W. S. Ehrenfeid 
Ehrenfe 


Y 
P 


rar 


Flint. Mic 


rk, Pa 
A. Ha 


Fair Price Co 
MeNonaid 

VICL 2:0 
gan Hdwe 


Hun tan 
duntine 


Canton, 0 


Gigantic Co. 

K. |. Fitzer, vice-pres 
A. N. Nelson, Inc 
Brooklyn, N 

L. E. Kraatz, office mgr 
Reichie Supply Co 
Saginaw, Mich 

W. A. Lindfors, vice-pres 
W. S. Nott Co 
Minneapolis, Minn 
Lloyd B. Mize, pres 
Industrial Supply C 
Richmond, Va 

L. A. Wiley, secy 
Wiley-Hughes Supply C 
Trenton J 

p 


>. W. Wuerthie, pres 


Frick & Lindsay Co 
Pittsburgh 








[D's distributor ex 
l’exas, Florida, New 
South, the Midwest 


own expenses to partici 


invitation, 48 
ecutives from 
England, the 
paid theit 
brand-new 


pate in a management 


technique sweeping the 
business world 
the 


Rand, 


courtesy of Rem 
the and 
meeting-room facilities of Franklin 
Institute for 
first industry-wide simulation. 


Remington Rand provided, also, the 


Through 
ington computer 


were made available 


this 


services of Frank Cable, manager of 


program maintenance, to instruct 
the 


supervise the simulation itself. The 


distributors participating and 
big business machine manufacturer's 
visual aids department filmed a mo 
the 


Priple 


tion picture of simulation fot 
the 
Supply convention in Chicago. Rob 
ert Fernley and Robert Clifton of 
the National Industrial Distributors’ 
Association and Allen Hill of SIDA 
helped with organizing details. 

lhe 
from their day-long decision-making 
disappointed. Commented C. R. 
Dent, Blue Ridge Hardware & Sup- 


showing at Industrial 


distributors didn’t go away 


116 


ply, Bassett, Va The simulation 
opened our eyes to some phases of 
marketing in our business which we 
are prone to disregard.” In line with 
this comment, here are some of the 
more obvious business truths driven 


home by the simulation: 


® i ffective sales training isn’t a 


one-shot affair, but must be con- 


ducted continuously. 


> Top management must be pre- 
pared to spend more of its time on 
purchasing and inventory control. 


> Well-planned, long-range, bud- 
geted advertising exerts a strong 
leverage on sales. 


> Alert cannot af- 
ford to ignore market research as a 


management 
powerful selling weapon. 


> Share of the market is not a re- 
liable indicator of a company’s sales 
and profit performance. 


Other distributors who took part 
echoed Dent’s enthusiasm: 
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Llovd Mize: “It 


imazing how seriously all the men 


vas positively 


assumed their responsibilities, how 


deeply interested they were, and 
how little horse-play and foolish- 
ness developed during the day.” 
Lee A. Wiley: “The simulation in 
Philadelphia was a marvelous expe- 
rience . . . will do us a lot of good.” 
Sterling Gordon: “I have at- 
tempted to draw certain ‘benefit’ 
conclusions . . . (1 


train sales personnel, 


train and re- 
(2) analyze 
and control purchasing, (3) accu- 
rately forecast seasonal trends.” 
Peter F. Voss, Jr.: “The main 
thought I was able to take back 
to my company was that no one 
can make a 
profitable operation, but there must 
be a planned, integrated program. 
C. McD. England: “Perhaps the 
title for your story might be “Value 
Added to Industrial Distributors.’ ’ 
Miles I. Stray: “This simulation 
project was certainly a knockout. 
... Frankly, I suspect that everyone 
in attendance did more concentrat- 
ing and for a greater time than has 
been recorded for years.” 


particular segment 





Distributors Are Briefed for Competition 


i) ISION-MAKING SIMULATION” 


is one of the most advanced 


management training methods to 


ippear in decades. Born of the 


electronics-in-business era, it pel 


mits a participant to sce immeé 


diately the results of his approach 
to a realistic business problem 


[his fast “feedback” gives 


simu 


OvVCI class 


on-the-job 


lation several advantages 


room ise-stud\ ind 


training. In case-study, a student 


in never know the exact 
quences of any solution 
ited situation 
training expose 


; 


o rigorous daily experience 


tual operating 


problems, it 


ume month 


ippreciate ru 
I 


game of 
l ould be 


simulation when he 


released birds to study flight prin- 
Ipic 

\ modern physical analogy to 
management simulation is the new 
Link trainer for jet pilots. ‘This de 
vice is essentially a computer with 
the student pilot sitting inside. It 
imulates certain airborne condi 
tions, such as side-slip, and instantly 
feeds back to the student the results 

efforts to correct condition. 
simulation on 
ile of that staged by ID in 
had to wait for the 


f electronic computers big 


] 
islOn-Making 
phia 


gh and fast enough to manipu 
innumerable data involved 
ituation. Such 


Institute 


} 


business 
Franklin 

It can store, in mathemat 
ne many rules 


One 


governing 
such rule 


’ . ] 
trained 


salesman 
untrained sale 
ipant’s dé 

sman t tral 

ved into the computer, 

he computer begins auto 
that 

] 


sales 


rediting salesman 
unit 


] ] 
CXallpic¢ GOeCS 


to assembled distributors in Franklin Institute’s “Univac 
while simulation 


ipied late afternoon of one day, 


of course, begin to explain all that 
goes on inside a big computer dur- 
But it suggests 
that, by playing several participants’ 
decisions off against one another 
and against the rules embodying a 


ing a simulation. 


business environment, the computer 
is acting as the “marketplace.” 
Beyond this role, the computer 
is of no further concern to partic- 
Their 
entire attention can be riveted, con- 


ipants during a simulation. 


sequently, to the business manage 
ment problem at hand. 

\ simulation entails dividing a 
group of participants into a number 
of competing teams, furnishing each 
+ 


team with identical operating data 


covering a base period (“Decem- 


ber’ ind requiring each team to 
make decisions for the next period 

January [he computer prints 
out results of these decisions, and 
team 
makes decisions for “February.” 

[his POCS 
until the 
1 halt. 


told in what period the simulation 


using the new data, each 
on period after period 
simulation director calls 


he participants are never 


will end, thereby preventing “liq 


which would destroy the 


uidations” 


Theatre.” Briefing session 


proper took all of the next day 


The Briefing’s Details 











REMINGTON RAND UNI VAC 
SALES MANAGEMENT ANC MARKETING SIMULATION 
RATIONAL INDUSTRI AI CISTRIPUTORS aSSOCI ATION 


CHAMPION CO- PERIOD OC 
Y s 


12+070 


ue 
acCUM NET 6 32+070 


OcTIVITY REPORT 
/_\ PONS TevEnToRy 
} ) sacs 
} $T0cx-ouTs 


\_/ aUGLIveD Last bay 
OPENING NEY MONTH 


BRANCH & 
TOTAL 
19300 

ose 


< a+i8iD 


COST AmAL YSIS ON SALES OF ~- 


OR ANCH A 
TOTAL UNIT 
1+400 30.00 

798 


BRANCH C 
TOTAL vatT 


1.500 
e72 


UNIT 
3€.00 


30.00 
30-00 


900 
39402 


36.00 
30.00 


1+200 
4-726 


es9 UNITS 


278 


708 UNITS @72 UNITS 
SMES MEVEME s 
COST OF 0008S SOLC 
SHIprP ina cosTs 
CamAyING COSTS 
MARKETING COSTS 
CIMECT male 

SMES ASSISTANCE 
MARKET RESEARCH 
PEASONMEL CHARGES 
SOLAR ES ANC EXP 
TOT COMMISSIONS 


57-553 
25+770 
3+000 
642 


51+a70 
234940 
14800 
460 


65.00 
30.00 
2.25 
+82 


64,152 

y 29-160 
2 2,400 
608 
€.98 
7.76 


61000 
6+467 


7.$1 
6.55 
ie) 


64000 
6+067 

° 
2-500 
5.as0 
S152 


1] 
2+000 
3+150 
4150 


2.5¢ 
3.94 
5.20 
NET PROFIT = MONTH 36555 


4.43 5-661 


PERSONWEL REPORT AVG EFF PERS avG EFF PERS 
OPENING TOTAL 3 
IN TRAINING 

ACTIVESELLING 

WES HIRES 

RESIGNATIONS 

TERMINATIONS 

TRANSFERS IN 


TRANSFERS OUT 


o 


3-9 


. 
- 


is 

1 

12 

c ie} 
o 

i} 

1 

io} 


e@ cCo0oreesn 


OPENING NEW MONTH 


= 
as 


a2 i4 


COMMISSION RATE 


MARKETING COSTS 
WEXT MONTH 
CIRECT MAIL 
SALES ASSIST 


PERFORMANCE 


(4) 


SHARE OF MARKET 16.38 18.38 
TOTAL MARKET 5+57¢@ UNITS 6.797 UNITS 




















listed 
th or profit shown 
expense is shown also as a per unit 
above i The selling price of the 
All shown in the unit column opposite sal 
with the revenue for each branch ($67 for Branch 
they had Ihe product’s cost $31 
‘“Janu- = sho immediately 
upward if the 


omes errati 


onth’s sales 


resulting loss 


of 
ommiussion 


revenue ar number 


salesmen, sal ind 
rate vailing 
“Personnel Report 
is the status of the 
all three branches The 
tatement shows, at Branch 
i training, leaving 14 men a 
One man has been transfert 
be C, so that total sale 
Ihe commission rate fort 
omputed as carloads is 8° 
ire ordered from factory or transshipped 4 
ym another branch. Carrying costs repré 
ent fixed percentage of value of month’s 
iv¢ 


pants Each 
cost 3 
+} 


IC] pre 
period or 
for 


seven 


detailed 
at 
starting 
man in 
elling. 
Branch 
14. 


branches 


month 
Period 


mpan 


produ t ompany s forces 


pt riod 
simulation 


When 
ions for Period 01 


nt 


informat 


made th bel 


company’s hasing smen 


Shipping costs ar ] 


"—~This shows the 
H 


1 market ft 


“Performanc« 
pany’s share of the market 
\ has a 14.3% of 
rage inventory 6,VU0 units 
Marketing costs (direct mail sales On the page opposite, Gigantic Co.'s 
issistance) show the company de form shows the 
tions for one-month or three-month for January (Period 01 above 
Either direct mail or sales data. Gigantic lowered the price at Branch 
sales clinic, open house, et col A, 13 men from all branches into 
ye set Up On a one- or It raised rates at 
The Branches A and C in the hope of hiring 
the greater leverage on sales volum«e “best man available.” All advertising, it 
Market research of money — will be noticed, has been appropriated on 
spent for specific research reports (see page a 3-month Carloads wet 
12( direct from factory; none 
in training shipped between br nches 
Gigantic’s initial decisions are good ex- 
ample of long-range planning (heavy train- 
ing program, 3-month advertising) which 
simulation is intended to cultivate 


com- 
Branch 
share talling 
and 


ision decisions made 
using th 
paigns 
INCE sent 
three-month 


outlay had, however, 


training commission 


three-month 
costs consist 
basis ordered 


Personnel charges are for salesmen trans 
in the Branch A 
harged $1,500 for one man in training 


1 
hool 


above ase, 


tal 
in relation to 


Salaries and expenses and t 
osts worked out 


comm 
ons are 
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simulation’s whole purpose 
A “briefing” precedes the actual 
simulation, and here the problem is 
fully explained to the participants. 
A “critique” following the simula 
tion gives the teams a chance to dis 
cuss their policies and decisions. 
Remington Rand’s Frank Cable, 
who conducted ID’s marketing sim 
ulation, spent more than two hours 
on the late afternoon of February 
24 briefing the 48 distributor partic- 
ipants. ‘The simulation’s main pur 
pose, he said, was to provide train 
ing in four areas: sales management, 
product pricing, advertising and 
sales promotion, inventory manage- 
ment He the 


described simula- 


tion’s overall framework 

~The distributor participants 
would be grouped into seven teams, 
each team representing the execu 
industrial 


tive complement of an 


supply company. 

> Each company would consist of 
office warehouse and 
two stocking branches in 


a main and 
separate 


towns in a large industrial area 


> Each company would be selling 
a similar product line. To keep 
everyone's attention firmly fixed on 
marketing principles, the product 
line was not specified. The partici 
pants knew only that it was an estab- 
lished industrial line for which new 
applications had lately been found. 
It needed, therefore, aggressive sell 


ing to earn it a place in the market. 


© The general objective of each 
company would be to secure for it 
self the best possible financial and 
competitive position 

Cable explained that the simula 
tion “model” (the rules stored in 
the computer) rewarded long-range 
planning, penalized hand-to-mouth 
decisions. He discouraged the dis- 
tributors from groping for a “get- 
rich-quick gimmick,’ there 
lo reap optimum re- 
wards, therefore, a company had to 
keep these two dominant deter- 
minants of sales in balance: 


since 


wasn’t any. 
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This is the form on which each company 


indicated its decisions for each period or 
month. The coding is very simple and 
mpletely numeric for quick input to 
and calculation by the computer. These 
are Gigantic Co.'s decisions for month No. 
01 (January), which was the first decision- 
Compare the company’s 


making period 
with the corresponding 


various decisions 


Product marketability. 


Sales force effectiveness. 

Product marketability depended 
on these factors: 

Direct mail and sales assistance— 
Companies could spend for either 
or both of these on a three-month 
or monthly basis. The three-month 
package usually returned greater 
value per dollar spent. Of the two, 
sales assistance (open house, sales 
clinic, outside consultant hired to 
conduct clinics or meetings) had 


factors on the operating statement oppo- 
site to see the steps Gigantic was taking 
to (a) build and train its sales force and 
b) implement long-range advertising in 
readiness for a seasonal sales peak expected 
in April. All companies, Gigantic among 
them, suffered heavy losses in first month 
or two due to training and advertising, but 
soon picked up (see chart, page 126). 


the more powerful leverage on sales. 

Price—Companies were free to 
manipulate the price of the product 
up or down with customary results 
—1.e., immediate resistance to a 


price increase, then diminishing 
over time. 

Inventory control—All inventory 
was purchased from a central fac- 
tory; there was a 30-day lag until 


delivery. Merchandise could be 
transshipped between _ branches. 
Companies were penalized through 
higher cost of goods for erratic buy- 
ing, through higher carrying charges 


Sales Effectiveness > 
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Scale of Charges 


Personnel Charges 


dire trained 


Salaries & Expenses 


nthly charge 








Shipping Charges 
)O units per i 


Cost 


ted a 


Carrying 
nonth aver 
Factory Charges 


Market Research Reports 
mpetitive personne 


ror an 
low 


yeriod (see Scale of Charges be- 
A fourth re port, showing numbers of 
and available 
each period Few bought 1 


salesmen prices, was free 


for and 


through lost sales for minor stock- 


eXCCSssIve inventories, 
outs. A major stockout not only 
cost a company lost sales, but jeop 
ardized its future sales prospects. 
Sales force effectiveness was deter- 
mined by: 
Incentive—Commission rates for 
salesmen could be raised or lowered 
quarterly by each company. It was 
pointed out that a high commission 
the 


salesman to leave one company and 


wasn’t only inducement for a 
He must also be at- 
the 


higher volume of dollar sales. 


join another. 


tracted by new company’s 

l'raining—The better trained a 
company’s salesmen, the higher its 
efficiency, and hence its sales per- 
Each could 
assign any number of its salesmen 
to training school, mindful that this 
removed that number of active, pro- 


ducing salesmen from its force for 


formance. company 
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an entire period or month. ‘The 
ability of a sales force could be suc 
cessively improved by re-assigning 
men to training school. 

Number of active In 
any one period, this was the total 
number 


salesmen 
of salesmen less those as 
signed to training school. A com 
pany could augment its sales force 
by hiring “experienced” men or 
“best man available.” If the 
pany offered the best incentive 
high commission combined with 
high dollar sales volume), it could 
obtain an experienced man. Failing 
that, it the best man 
iailable, which was equivalent to 
running a want ad in the local paper 
ind hiring 
off the ould 
also transfer salesmen between their 
own branches and, of 


om 


could hire 


an inexperienced man 


street Companies 


course, fire 
men, if necessary. 


Share of the Market 


A third determinant of sales was 
“share of the market.” Participants 
were warned, however, to treat this 
factor cautiously. Reckless pursuit 
of an inordinately large share of the 
market could be expensive, if not 
damaging, to a company 

To draw a better bead the 
competitive market, each company 
could buy for any period three kinds 
of “market research reports.” 


on 


\ per 
report the 
number and efficiency level of sales 
men emploved by competitors. A 
direct 


sonnel status detailed 


mail and sales assistance re 


port estimated how much ompeti 
tors were spending in these cate 
And a performance report 
listed competitors’ unit sales and 
respective shares of the market; it 


showed, had 


gories 


which firms 
stocked out during the period 

At the end of the briefing. the 
various teams, which had been made 
up beforehand by ID, met individ 
ually to printed materials, 
decide on objectives and strategies, 
and set up their organization. Most 
of them talked until well past the 
dinner hour. They knew tomorrow 
would be a decisive day, and they 
wanted to be ready. 


also, 


study 
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The Companies Organized Themselves in Different Ways 
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They Were Off and Running Hard 


- SIMULATION STEEPLECHASE be 
gan at 8:30 a.m. on February 25 


Seven companies broke from the 


post, headed 


toward the indeterminate 


month of decision-making. All got 


mired at the water obstacle (defi 


cits), some cleared the high hurdle 


threv 
backstretch oding 
stayed to finish strong 
By 4:30 in the had 


made the finish line, most of them 


inventory control), and one 
a shoe on the 
error) but 


] 


afternoon, all 


with stamina to spare, only a couple 
really winded 

If cumulative net profit were a 
criterion for swiftness, the race went 
Co. ($z7 


5.000 


to Gigantic with 


De-Lite on its heels. But using 
total unit sales as a criterion, one 
could say Champion Co. won by a 
head (37,900 units) over Best Prod 
ucts Co. (37,000 units 


was several 


Gigantic 
lengths behind with 
31,500 units. 

But marketing simulation is more 
than a race. It’s a subtle competi 
tion involving the welfare of several 
business organizations. In the ID 
Marketing Simulation, the ruling 
criterion as Frank Cable in 
sisted, “balance” between (a 


was, 
prod- 
uct marketability and (b) sales force 
effectiveness. 


down _ the yurse 


assigned ti pe 


WaS HO WI1NTCT as such, simulation 


Succ eeded In showing 


the criterion of balance ap how many varving balances between 
plied differently to each company. the two big factors are possible with 
seven groups of 48 minds at work 


on a single problem 


Champion Co., for example, sold 


; 


than the others, but had 


OTe il 


tently higher demand 


forecast (chart, page 124), the simu- 


unit costs due As delineated by the 


to uneven purchasing. Fair Price 


Co. had not 


but a 


only the most salesmen, _lation’s nine months spanned three 
main periods 


and l. 


Consequently, in 


so the least eficient salesmen, 


vet finished fourth in sales January to April—a swift, four 


cumulative net month build-up to a seasonal sales 


stead of wreathing a winner, the 


ACE PRODUCTS CO.: (clockwise from 1.): J. D. Williams (president), J. E. Mueller 


purchasing), H. F. G 
advertising), and G 


Hinson (purchasing), J. N 
W. Anderson (personnel 
rsonnel with Mr. Anderson 


Failing (advertising), R. M. Cole 
Benton H. Rosen, not in picture, was 


Group decided price for all branches 


The First Decisions © 





BES! 


manager 


PRODUCT CO. 
Branch (¢ W. D. Valentine (sales 
manager, Branch B), M. I. Strav 
Branch B). P. J. Stin 


ckwise from left): Darrell Manley (president), W. J. Iber 
manager, Branch C), C. R. Dent (sal 


manager, Branch B), C. W. Haves (sales manager 


manager Branch A of branches wer 


Operations 


iil 


CHAMPION CO. (clockwise from left): J. P. Van Blooys (manager, Branch ¢ John 
C. Pye (general sales manager), Wm, T. Ryan Branch B), C. H. Weston 
rchasing director), W. \ 
und George H. Booth 


manager, 


omptroller). Organization chart is shown on page 121 
DE-LITE CORP.: (clockwise from left): Walter S. Ehrenfeld, L. P. Russon, R. B 
Talbott (president), Robert H. Stine, J. H Behn, and G. W. Levering. Not in pictur 
P. A. Hall. This company was organized with two men in charge of each of three 
ranches. All company members, however, discussed major decision-making factors 


~ 
- * e 
ae — 


Sprenger (manager, Branch A), George Needham (presi- 


2. May to July—a slight sliding 
off ending in midsummer 

3. August to September—another 
seasonal upswing 
September. 

Girding themselves for the April 
peak, all companies set about in 
January organizing themselves, plan- 
ning adequate 


culminating in 


advertising, and 


strengthening their sales forces 
How They Organized 


Ihe “management team” type of 
organization was favored by Ace, 
E:zee-Use, and Gigantic, with all 
team members contributing to de 
cisions on all factors. Best’s organi- 
zation gave the three branches com- 
plete autonomy Co. 
was strongly controlled at the cen 


ter, while Fair Price organized ac 


Champion 


cording to functions (see charts). 

Some companies approached sales 
training conservatively, others 
boldly. Fair Price and Gigantic, for 
example, sent all men to training 
school within the first three months. 
Champion sent half its men. The 
others planned to spread training 
over a longer period. 

\ll_ companies projected direct 
mail and sales assistance outlays in 
the pre-April period largely on a 
three-month basis, supplementing 
them with monthly expenditures. 
Best’s healthy $186,000 spent over 
the four months put it ahead of 
everyone in cumulative unit sales. 
But Gigantic Co.’s big direct mail 
push in April netted it a 20% share 
of the market in that month. 

Because of their January expendi- 
tures for training and advertising, 
all companies showed losses in Feb- 
ruary, and some ran deficits in 
March. All shot into the black in 
April, thanks to the seasonal boom. 

Nevertheless, all but three of the 
companies oversold themselves in 
the first four months. Ace, Best, 
De-Lite, and Ezee-Use hit April’s 
high with insufficient inventories at 
two or more branches. As a result, 
they lost sales and (in the case of 
major stockouts) affected their fu- 
ture sales performance. 

The post-April period was spent 





in exerting continued sales pressure 
through direct mail and sales assist- 
ance, training and retraining sales- 
men, endeavoring to expand sales 
forces, and correcting inventory con 
trol errors of the preceding months. 
‘his was the race in the backstretch, 
everyone marshalling strength and 
speed for the seasonal hurdle be 
ginning in August. 

Then Ezee-Use threw a shoe. 

Through a singular breakdown in 
“internal communications in May, 
Ezee-Use splurged $100,000 on di- 
rect mail and sales assistance for 
ill branches (see page 125 for de 
tails). The company was left hob- 
bling behind the whole field, with 
a $107,000 loss for May. Having 
stocked out in \pril, it had no in- 
ventory to meet the demand it cre 
ited in May. 

But Ezee-Use's largesse levelled 
out the seasonal dip for the other 
companies, illustrating the competi- 
tive aspect of the simulation 

By aggressive action, Ezee-Use 
quickly remounted and caught up 
with the field in August 

In September—final month of the 
simulation—nearly all companies 
collided with the inventory hurdle 
Again, thev had oversold the mar 
ket and failed to anticipate the 
strength of their respective selling 
efforts. One or more branches of 
every company (except Best and 
Fair Price) suffered stockouts or 
near-stockouts. Had the simulation 
continued another month or so, 
most of these companies might have 
paid dearly for their miscalculation 


A Simulation’s Insight 


A transcendent virtue of simula 
tion is the glimpse it affords into 
the mind and motivations of a par 
ticular group of participants. In re 
gard to each of the main decision 
making factors, the ID Marketing 
Simulation sharply outlined consan 
guineous characteristics of distribu 
tors: 

Price—There was little manipula 
tion of price by any company 
throughout the nine months. In 
May, Ezee-Use jumped prices, but 
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Co. (clockwise from left): Samuel H. Clark, W. P. Chatfield, Henry B 
B. Churton (chairman), Craig Meade, William Ryan (president), | M 


Phi mpany was organ 


d as a “management team,” with a chairman 


ill members shared in decisions on all factors in companys operations 
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advertising and 


notion manager), R. R. Miller (controller), C. T. Price (inventory control] man- 
I 


Pitts (president), C. Roser (secretary), Sterling Gordon (sales manager). 


Peter E. Voss, Jr. (pricing manager). See organization chart on page 121. 


GIGANTIC CO. was organized as a “management team,’’ with all members sharing in 


ision-making on all factors. (Clockwise from left): Lee A. Wiley, Lloyd Mize, George 
Ww. W 


W. A. Lindfors, L. E. Kraatz. Not in picture is K. I. Fitzer. This team 
thers in cumulative net profit at the end of the simulation—$274,000. 
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Talbott and Stine plot month’s progress 
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the effect of this move was obscured 
by the company’s $100,000 error in 
coding advertising outlays; it re 
stored lower prices in June. 

Frank Cable, Remington Rand's 
simulation that 
there was much less price manipu- 
lation by distributors than by other 
groups participating in this same 
simulation. from the 
consumer products field, for exam 
ple, were strongly price-competitive. 

Direct Mail, Sales Assistance—Al] 
though these factors exerted more 
influence the simulation than 
do the industrial 
supply business, the participating 


director, observes 


Executives 


in 
they usually in 
distributors recognized their impor- 
tance in long-range planning. Only 
one company (Champion), however, 
ittempted to establish a month-by- 
month budget for advertising; com- 
pany piled up highest unit sales. 
Inventory Control—This was the 
highest hurdle to all companies. 
Best, whose sales-minded organiza- 
tion (chart, page 121) had no one in 
charge of purchasing, stocked out 
at the April peak. Champion’s 
erratic purchasing after April sad- 
dled it with high unit cost of goods 


INDUSTRIAL DISTRIBUTION ¢ JUNE, 1960 


sold. Fair Price, with centralized 
purchasing, held tight control over 
inventory and also unit costs 

Sales Training—Among all com 
panies, there was an acute 


of 


assigned 


awareness 
training’s importance. 
their to 


school, however, not all companies 


Having 
men training 
re-assigned them to increase further 
their efficiency. Fair Price, for ex- 
ample, had trained all its salesmen 
prior to April, and allowed their 
eficiency to languish after 
high 


Che 
caused most 
companies to spread training over as 
many months as was prudent. 
Salesmen’s Commissions—Charac 
teristic conservatism ruled. Although 
all but one company raised commis- 


relatively cost 


sions from the original 8% level to 
10% and 12%, only two (Best, Fair 
Price) raised them further to attract 
new salesmen. Gigantic persisted 
with a low commission rate (8 to 
9%), and not only lost men steadily 
in the post-April period, but was 
unable to hire replacements. Re- 
membering Gigantic’s extensive 
training program, this meant it was 
training men for other companies. 


Number of Salesmen—Distribu 
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tors’ characteristic sales-mindedness 


showed up in the companies’ at 


tempts to augment sales forces 


This occurred mostly after April, in 
preparation for the September peak 
Fair 


Price, paying high commis 


built the largest sales force, 
followed by Best 


Characteristically, 


SIONS, 
ind Ezee-Us« 
iain, the com 
panies usually specified experienced 
men when hiring. 

Market Research Reports—Littl¢ 
ittention was paid to competitors’ 
ictivities. While there was curiosity 


ibout 


competitors, it remained 


largely latent, six companies spend- 
ing for scattered reports and two 
companies spending nothing 

Share of the Market—Sales-mind- 
efforts 
companies to capture a 


market Ace, 


for example, named a 20% share 


edness manifested itself in 
by some 
certain share of the 
as a long-range objective, and ended 
up with less than 15%. Gigantic, 
latterly, steered for a major market 


As Cable 


pointed out in the briefing, this fac 


share, then stocked out. 


tor is highly misleading, can throw 
a company’s operations off balance 
and be expensive, if not damaging 


pile, 








Fair Price management members pore over latest operating statement. 
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The Diary of Decisions—Company by Company 


Hq" in summary, is how each 
company fared over the simula- 
tion’s nine months. 


Each com- 


pany’s performance is analyzed 
briefly in two broad periods: Jan 
uary to the seasonal peak in April, 


The 


“sum-up” in each case constitutes 


ind the post-April months. 


ID’s evaluation of the company’s 
performance; for the participant’s 
the 
critique session, see pages 15 and 16 


own opinions voiced during 


Ace Products Co. 


Organization: President, with two 
men each in charge of personnel, 
idvertising, and purchasing for each 
branch. Whole group made deci- 
sions on price and market research 
for all branches 

Long-Range Objective: Increase 
share of the market 

In January-April period, 14 men 
from all branches assigned to train- 
ing, and two men transferred from 
Branch C to Branch A’s 


ictive Salesmen’s com- 


bolster 
sales force 


missions raised to 9%. High three 
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month outlays on direct mail and 


sales 


assistance, shifting to monthly 
outlays for April. Branch B stocked 
out in April; nevertheless company 
$89,000 net, 
13,000 cumulative unit sales at end 
of April. 

\fter April, continued direct mail 
on monthly basis, reduced sales as 


showed cumulative 


sistance. Added to sales force, and 
continued training. In July, reduced 
price from $65 to $62 “to test mar 
ket,” but restored price in August. 
\s company entered seasonal up 
swing, close attention given to put 
chasing to avoid further stockouts. 

Sum-Up: Paying too much atten 
tion to share of market objective 
which it didn’t achieve) company 
management judged its profit show 


ing unsatisfactory. 


Best Product Co. 


with 
manager and sales manager of each 
Branch manager decided 
price and purchasing policy on basis 


Sales 


Organization: President, 
branch. 


of sales manager's forecast. 
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manager in charge of personnel 

Long-Range Objective: “Aggres- 
sive, conservative approach” aimed 
at capturing 20% of market in each 
branch area. 

In January-Apnl period, 17 men 
from all branches assigned to train- 
Company's total outlay on ad- 
vertising ($186,000) largest of all 
Commissions raised to 
11% at Branches A and B, to 12% 
at Branch C. By April, total unit 
sales highest of all companies (15,- 
000), and cumulative net $90,000— 
despite stocking out by all three 
branches in April. 


ne 
ing. 


Companies. 


\fter April, training continued, 
but efficiency only fair. But rising 
commission rate enabled company 
to augment sales force (eight men 
added by September). Best ended 
September in second place in total 
unit sales (37,000) and third place 
in cumulative net ($252,000). Pur- 
chasing ran far ahead of sales. 

Sum-Up: Company’s month-by- 
month operations struck good bal- 
ance between product marketability 
and sales force effectiveness—except 








for too-~« 
lack of proper 


training 


onservative 


mventor\ 


Champion Co. 


Organization: President, pur 
ing director, comptroller, and 
Latter w 


direct charge of three branches 


eral sales manager 


branch headed by manager 
Objective: 
] 


sales organization with po 


Long-Range Build 
healthy 
tential to produ e proht 

Ihe January-April decision-mak 
ing concentrated on extensive sales 
high sal 


training and 


expenditures (much higher in 


tion to direct mail than other 


panies Commissions 
slightly, but no changes 
though Bi 
stocked out at April peak, ci 


pricc¢ ven 


| 
ympany 
14,001 
and $90,000 cumulative net profit 
\fter April, in keeping with plan 


to budget advertising at 


managed high unit sales 


$15 per 
unit, company stepped up this ap 
\ttempts to 


largely 


propriation idd sales 
unsuccessful be 


VW hile 


continued training paid off in efh 


men were 


cause of low commission rate 


cient sales force, company’s share 


of market fell off persistently from 
\lay to September 
Sum-Up: 


ind trained sales force gave company 


Budgeted advertising 


id in total unit sales (37,900), but 
crrafi 


which in turn impaired profit show 


costs 


purchasing raised unit 


ing. Company was in second to last 


place with $177,000 cumulative net. 


De-Lite Corporation 


Organization: President, with two 
men in charge of each branch, all 


members of the team sharing in 


i 


Lo 


ig-Range Objective: Increased 


higher net profits 

the January-April period, 19 
issigned_ to 
Over the 


QUO was 


WCTC 


training 
four months, 
ppropriated for di 
iail and sales assistance, most 
mn a three-month basis. Prices 
were lowered at all three branches in 
January, but restored in April when 
the effect on sales 


\t the April peak, 


10,500 


} 


] Vas decided 
is negligible 
sales were dis 


Branch B stocked out 


while unit 
ippointing 
umulative net profit was a high 


7 16 VVUU 


perating statements with d 


\fter April, the company pushed 
its training program, but failed to 
ittract 
wanted. 


as many new salesmen as it 

Direct mail and sales as- 
sistance were continued on a three 
monthly basis. Although purchas 
ing was consistent enough to avoid 
cost increases, inventories at some 
branches came perilously close to 
Branch C stocked 
out from July to September 


Sum-Up: While company ended 


stockout point 


September in fifth place with unit 
28.000. it second in 


58.000 


sales of was 


+ 


cumulative net ($2 


indicat 
ing careful control over costs. 


Ezee-Use Co. 


Organization: Management team, 
with a president and chairman; all 
members made decisions on all op 
erating factors 

Long-Range Objective: Profitable 
share of the market. 

From January to April, the com 
pany followed cautious policy on 
sales training and advertising. Six 
teen men from all branches were as 
signed to school. Only $98,000 total 
was spent on direct mail and sales as 
sistance. Caution, too, marked pur- 


The Critique 
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Participants wat h Remington 


Rand pr 


chasing; all three branches stocked 
out at April peak 
sales (8,500 
$61,000 


Four-month unit 
and cumulative 


were lowest of all 


net 
corm 
panies, 

In May, 
munications,” 
ing of “6” 


$25.000 


faulty “internal com 


$6,000, or decision code 
idvertising package)  re- 
sulted in $100,000 splurge on direct 
sales assistance in 


mail and 


one 
month. And no inventory! 


Company made swift recovery 
from $107,000 loss, raising commis 
sions, enlarging sales force, build- 
ing up inventories. By September, 
share of market was highest of any 


company. 
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1 
grammer Key 


confusion over mean- 


oded decisions into Univa 


Sum-Up: Company ended in last 
place in total unit sales and cumu 


lative net. Efficiency of large sales 


force low Recovery from 


NI IV's 


concerted 


Was 


revealed 


bal- 


mistake, however, 


attempt to restore 


ance, 


Fair Price Co. 


Organization: President, control- 
ler, sales manager, advertising and 
sales promotion manager, secretary, 
product pricing manager, inventory 
control manager. 

Long-Range Objective: Maintain 
price, increase profits 

January to April, company 
launched extensive 


training pro- 
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gram, assigning all salesmen (38) to 
school in first two months. Outlay 
of $137,000 on direct mail and sales 
assistance divided between three- 
month and monthly packages. Com- 
mission rate jumped from eight to 
12% by April; nine men hired. At 
April peak, unit sales totalled 14,- 
000, cumulative net $80,000. 
of market 20% in March. 
Post-April decision-making cen- 
tered on retraining salesmen and 
adding further to sales force. Ad- 
vertising 


Share 


modest, mainly in 


monthly packages. 


was 
Price was main- 
tained throughout nine months. No 
stockouts occurred, and unit costs 
were kept to minimum. 

Sum-Up: Company's overall per- 
formance suffered from failure to 
maintain training program at pitch 
established before April, and also 
to advertise sufficiently to capitalize 
on August-September market rise 


Gigantic Co. 


Organization: Management team, 
with president and all members 
making decisions on all factors. 

Long-Range Objective: 
sales and net profit 

From January to April, company 
focused 


Increase 


decision-making attention 


on salesmen (41). by 
March in readiness for April peak. 
Direct mail and sales assistance were 
appropriated entirely on_ three- 
month basis from January to March; 
in April, large direct mail outlay was 
made. 


training all 


l'otal unit sales were 12,000 
by April, cumulative net $93,000. 

After April, company attempted 
to pare expenses, but kept up train- 
ing with result it had sales force with 
highest efficiency rating by Sep- 
tember. Company kept losing these 
men to competitors (low commis- 
sion rate), and was unable to add 
new men after April. Price was 
lowered through post-April period. 

Sum-Up: Company proved effi- 
cacy of training and retraining men, 
thus maintained good share of mar- 
ket throughout nine months. Its 
final showing might have been bet- 
ter had it not stocked out at Sep- 
tember’s peak. 





DECISIO 


Critique: A Time for Hindsight and Insight 


HI ritique’ session following a 
Wimsstetien is tantamount to a “re 
port to the board of directors.” The 
presidents of the various companies 
their decision- 


give an account of 


making, thus enabling everyone to 
hindsight 


some further insight into 


indulge in some salutar\ 
ind obtain 
of business 

\s president of Ace Products ¢ 


John D. Williams enumerated some 


the art 


deci making misfires during the 


nine-month period 


FP rd 
im didnt use graphs to 


; month-by 


mpan' month 
Instead, it Kept sets of 


monthiv figures Wi 


done bet 


might've 
r planning and been more 
ome charts.” 


should 


obic ive if we'd used 
expenditures 
] 


have been more closely geared to 


potential. For example, too much 


vas spent in Branch B’s Ompata 


; 1 1 ] ] ‘ ' 
Lively iOW-VOIUMe WlarKCt darCa 


Too much decision-making atten 
tion was concentrated on Branch A 
at the expense of Branches B and (¢ 
It was a mistake, for example, to 
transfer at the outset two men from 
Branch C to Branch A to bolster 
\’s sales force which had been de- 
pleted by assigning men to training 

Williams declared that both he 
ind his teammates “learned a great 
deal that can be used in our busi 
ness.” 

The review of Best Product’s op 
erations by its president, Darrell 
Manley, emphasized the importance 
Because 


of organization structure. 


its organization was completely 
sales-oriented, with no firm super- 


vision of purchasing (see chart, page 


21), Best’s three branches stocked 

out at the height of the April boom 

hould have had a strong cen- 

tral purchasing department,” Man 
Icy remarked 

He felt, 


hould have 


ilso, that the company 
bought at 


report 


least one 


markct research 


showing 


ympetitors idvertising expendi 


cure 

Champion Co., according to 
Needham, 

] 


hieved some consistent perform 


president, George 


through (a) paving close at 

to the market forecast, and 
idvertising 

on the 


strongly 


rorecast Lhe 
yMpany’s centralized o1 
ganization helped it maintain ade 

quate inventories, although on« 

vas made resulting 

time, Champion 

of the market. 

De-Lite Corp.'s president, R. B 
Talbott 


pany 


was pleased with his com 
consistent” 
ind stated that a 


unit wa 


performance 
good” profit per 
achieved. The company’s 
share of the market was, however, 
disappointing.” 

Regarding advertising as a deci- 
sion-making factor, Talbott believed 
it overshadowed sales to a greater 
in the that it 
normally in the distribution 


simulation 


extent 
would 
business 

Although the reached 
its objectives as far as training sales- 
“lost its 
touch in hiring experienced men.” 
\ speaker from the floor pointed 
out that De-Lite’s commission rate 


company 


men was concerned, it 


Simulation’s Main Merits® 


President 


( ompani¢ 


report t i9s¢ 
simulation 
on their policx 


part 


ind decision 


Darrell Manley 
Best Product ( 


George Needham 
Champion Co 


mbDied 


; 


pants 


R. B. Talbott 
De-Lite Corp 


a 
ms 
S. H. Clark 
Ezee-Use Co. 


J. W. Pitts 
Fair Price Co 


Lloyd B. Mize 
Gigantic Co 





* 


ECISIONS 








Seven Main Merits of Simulation 


| “Decision-making simulation” emphasizes the key 
factors which are important to decision-making in a given 
business situation. These factors are often obscured under 
on-the-job conditions. 


2 Simulation participants learn to use analytic data 
significant to decision-making—for instance, cost analysis, 
sales analysis, market research information, etc. Many 
executives in real life make crucial decisions with much 
less information than that furnished in a simulation. 


3 A simulation brings out personal characteristics of 
participants. The ID Simulation, for example, revealed 
motives and approaches which are characteristic of in- 
dustrial distributors as a class of businessmen. Gaining 
such insight from a simulation, a participant gains better 
knowledge of his competitors. 


4 Because of the computer, a simulation can depict a 
relatively complex, and therefore realistic, business en- 
vironment. Participants can deal with a large number of 
variables, just as he does in real-life, and see the interplay 
of these variables on one another. 


5 A simulation compresses a great deal of decision-mak- 
ing into a few hours. A participant might have to spend 
years on an actual job before he could gain the same 
decision-making experience. 


6 Simulation focuses participant's attention on long-range 
planning and policy-making, a function reserved to top 
management. Younger executives, spending their formative 
years “putting out fires,” rarely get this opportunity. 


] Participants become highly involved in a simulation, 
acting as if the problem were real-life situation. Thus, 
they learn more than from usual case-study in which 
a solution is often regarded as a one-time decision. 
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was generally lower at all three 
branches than that prevailing. 

“The only thing we lacked,” said 
Talbott, “was three more days at 
this thing.” 

“No comment,” was the burden 
of Ezee-Use’s president, Sam Clark, 
critique report. He stated, how- 
ever, that the firm had managed to 
make a creditable recovery after its 
sad error in May. Asked if there 
was anything his company would 
have done differently, he said wrvly: 
‘Yes, a couple of things.” 

Fair Price Co., according to pres- 
ident Joe Pitts, achieved many of 
its original objectives, and in addi- 
tion managed to show a 12% return 
on sales. The company maintained 
prices throughout the nine-month 
period, and also an upward profit 
trend. “If we made any mistake,” 
said Pitts, “it was in trving to buck 
the market.” 


Early Loss, Later Gain 


“We started out on the premise 
of losing money in the first quarter 
of operations to achieve sales quality 
and not mere quantity,” declared 
Lloyd Mize, president of Gigantic. 
\ccordingly, the company spent 
heavily on training and retraining its 
salesmen. 

“We didn’t believe in raising 
commissions unduly,” Mize said, 
so this resulted in our losing men— 
four during the nine months. 

“But perhaps our commission rate 
was too low,” said Mize. “Our 
only raise was from eight to nine 
percent. This resulted in our los- 
ing men.” 

Mize paid a tribute to his fellow 
executives of Gigantic Co.: “Most 
of these gentlemen I had never 
met before, but I was agreeably sur- 
prised by their experience and 
shrewdness in business areas.” 

\s the distributors gathered up 
hats and coats and briefcases in a 
general rush to keep plane and train 
schedules, Remington Rand’s pro- 
grammers had put Univac to sleep 
with its final instruction: “Dixie,” 
denoting “end of run.” 





Y% to 2-ton capacities 


The most your money can buy in electric 
hoist quality and performance—this is it, 
wrapped up in the tough, Chester Model E 
Electric Hoist package. 

How tough? Enough to stand the hardest 
use. Take the high-torque motor, for instance. 
It’s not adapted for hoist use—it’s especially 
designed for it. Result: a motor that can be 
run under full load for 30 minutes with no 
more than a 55°C. temperature increase—top 


rating for any hoist in this class. 

Find out why Model E Hoists run cooler, 
operate smoother, last longer and require 
less maintenance. Complete data on the 
Model E and EC Electric Hoist lines as well 
as full specifications on the entire Chester 
line of hand hoists and overhead I-beam 
trolleys is available in the new Chester 
Hoist catalog. 

Write for your copy, today. 


CHESTER HOIST DIVISION, The National Screw & Mfg. Co. 
LISBON, OHIO 





National 


) — 
Fasteners d/. Hodeli Chains 


Chester Hoists 
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U.S. TOTALS 


March 1960 
Compared with 


February 1960 





__ 








March 1960 
Compared with 


March 1959 











First 3 Mos. 1960 
Compared with 


First 3 Mos. 1959 














CoMPILED BY INDUSTRIAL DISTRIBUTION 





+1 % 


+0% 


+$% 





Supply Sales Trend 


Final Figures for March 1960 








March 1960 
Compared with 


February 1960 


March 1960 
Compared with 


March 1959 


First 3 Mos. 1960 
Compared with 


First 3 Mos. 1959 





NEW ENGLAND: 
Conn., Me., Mass., 


N. H., R. I., Vt. (27*) 


Bridgeport-Hartford-Spring- 
field Area 


MIDDLE ATLANTIC: 
N. J., N. Y., Pa. (37) 


Metropolitan New York- 
northern New Jersey 


Western New York; Buffalo- 
Rochester-Syracuse-Bing- 
hamton 


Philadelphia-Trenton-Wil- 
mington Area 


Pittsburgh-W heeling 
Youngstown Area 


+ 9% 


+ 9% 
+ 1% 
+17% 
+ 1% 
+12% 


+ 1% 





+13% 


+11% 
+15% 
+14% 
+12% 
+25% 


+19% 








+14% 
12% 

+15% 
+ 9% 
+11% 
+25% 


+23% 





* Number reporting 
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“We agree... for profit, for sales, 
Yarway Is a great line to handle” 


Q. Mr. Foote and Mr. Kindelan, as 


Vice Presidents of Braman, Dow 
& Co., tell us straight from the 
shoulder your opinion of the 
Yarway Impulse Steam Trap line. 


(Mr. Foote) In the first place, we 
asked to handle the Yarway line— 
over 20 years ago after we'd seen 
the Yarway Trap advertised in 
magazines. We’ve never regretted 
it—one big reason being the excel- 
lent profit margin. 


(Mr. Kindelan) Besides that it’s a 


fine line to sell. Yarway is the 
steam trap of tomorrow—for 
modern plants. Customers want 
Yarway. This gives us a real ad- 
vantage. Right now all our busi- 
ness is increasing, but Yarway is 
increasing at a higher rate than 
our overallaverage. I’dsay Yarway 
Traps and Strainers are one of our 


most important lines. 
(Mr. Foote) I'll agree to that, too. 


YARNALL-WARING COMPANY 
111 Mermaid Avenue 
Philadelphia 18, Pa. 





David S. Foote (1) Vice 
President, Purchasing, 
and Stephen E. Kindelan 
(r) Vice President, Sales, 
Braman, Dow & Co., 
Boston, one of the oldest 
a 1848) and 
argest Industrial 
Distributors in New 
England 


Through these doors 
pass some of the best 
steam trap orders in 
New England 


OVER 1,300,000 YARWAY IMPULSE STEAM TRAPS ALREADY SOLD. 


INDUSTRIAL DISTRIBUTION © JUNE, 1960 











March 1960 
Compared with 
February 1960 


March 1960 
Compared with 
March 1959 


First 3 Mos. 1960 
Compared with 
First 3 Mos. 1959 








EAST NORTH CENTRAL: 
Hl., Ind., Mich., 
O., Wis. (67) 


Indiana 

Wisconsin 

Chicago Metropolitan Area 
Detroit-Toledo Area 
Cleveland-Akron-Erie Area 
WEST NORTH CENTRAL: 


la... Kans., Minn., 
Mo., Neb., N. D., S. D. (19) 


Kansas-Western Missouri 


SOUTH ATLANTIC: 
Del., D. C., Fla., Ga., 
ee Se Se a 
W. Va. (26) 


EAST SOUTH CENTRAL: 
Ala., Ky., Miss., 
Tenn. (9) 

WEST SOUTH CENTRAL: 
Ark., La., Okla., 
Tex. (28) 


Houston 


Dallas-Fort Worth 
MOUNTAIN: 
Ariz.. Colo., Id., 


Mont., Nev., N. M.., 
Ut., Wyo. (9) 


PACIFIC: 
Cal., Ore., 
Wash. (32) 


Los Angeles-San Diego Area 
Oregon 


Washington 








+10% 
+11% 
+13% 
+13% 
+11% 
+ 1% 


+ 8% 


+ 4% 


+ 4% 
+ 2% 
- 3% 


+14% 
+ 5% 


+26% 


+11% 


+ 6% 
+18% 


+20% 








+14% 
+ 1% 
+17% 
+ 1% 
+31% 
+12% 


- 1% 


-17% 
+ 3% 


- 8% 
- % 


+ 7% 
+ 1% 


+18% 


- 3% 


— 4% 
— 1% 


+ 2% 





+17% 


+ 8% 
+16% 
+10% 
+30% 
+15% 


+ 4% 
— 8% 
+ 4% 


™ 2% 
+ 1% 


+ 3% 
+ 7% 


+10% 


~ 2% 
— 4% 
+ 2% 
+ 6% 
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... Up the creek 
without a paddle ? 


Can‘t fulfill your customers’ 
requirements? Losing them because 
of it?) Well friend, tell you what 
you should do. If cutting tools 

are your problem, look no 


further, just call: 





Yes sir, look no further for Tantung, carbide and 
ceramic . and VR-65 the first of a new generation of 
cemented carbides for high speed machining on all types 
of steel. You'll sell V-R QUALITY cutting tools 

inserts, blanks, single point tools, toolholders and 

face mill cutters. 

What’s more, all V-R distributors are backed by 
national advertising, direct mail literature, quick 
service, large factory stocks and plenty of sales aids. 
V-R’s trained servicemen help you to analyze cutting 
tool problems to build your sales. 

Yes, sir, you can forget the paddle, here’s a powerful 


motor to speed you along. Just call... or write: 


CREATING THE METALS THAT SHAPE THE FUTURE 


Ws‘ ) VASCOLOY-RAMET 


886 MARKET STREET 


WAUKEGAN ILLINOIS 


TOOLHOLDERS 


- : FACE MILL 
SOLID TOOL BITS ‘S S SOLID BASE 4 = CUTTERS 
CUT-OFF BLADES Nya AND ' WITH 
TIPPED TOOLS | a le ELEVATOR , : THROW-AWAY 
CAST-TO-FORM q , TYPE ; INSERTS 

Ni 7” 


TANTUNG 


— 


. 
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The Outlook for Business 


By The Economics Department, McGraw-Hill Publishing Company 


Spending Hits All-Time Hig 





What Business Expects to Spend on New Plants and Equipment 


(MILLIONS OF DOLLARS) 





INDUSTRY 


1959 
Actual* 


1960 
Planned 


Sales % 
Forecast 
1959-60 

(% change, 
physical vol.) 


1959-60 
Percent 
Change 


1961 
Planned 
and 


of 1960 
Spending For 
Machinery 


Equipment 





Manufacturing 

Iron and Steel 
Nonferrous Metals 
Machinery . 

Electrical Machinery 
Autos, Trucks and Parts 
Transportation Equipment 
Other Metalworking 
Chemicals 

Paper and Pulp 
Rubber 

Stone, Clay and Glass 
Petroleum Refining 
Food and Beverages 
Textiles 


Misc. Manufacturing 


825 
412 


1,071 





874 


480 


1,069 





Manufacturing Totals 


$12,067 


$15,243 








Mining 


Railroads 


Other Trans. and Comm 


Electric and Gas Utilities 


Commercial (1) 


$987 


923 


4,689 


5,667 





8,210 


$1,007 
1,071 
5,168 
6,207 


9,172 


975 


4,657 


5,545 


8,410 








All Business 


** Excludes gas utilities 


n.a. Not available 





$32,543 


$37, 868 








+ 16% | $34,763 








*U. S. Department of Commerce, Securities and Exchange Commission 


(1) Figure based on large chain, mail order and department stores, insurance companies and banks 
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Mery SPENDING for new plants 
and equipment by American 
business will hit a new high this 
year. The $37.9 billion total repre 
sents a 16% rise, or $5.3 billion, 
over the $32.5 billion outlay in 1959. 
What's more, industry plans to 
maintain a high level of investment 
right through 1961, 1962, and 1963. 
This cheerful news highlights 
McGraw-Hill’s 13th Annual Survey 
of capital spending by U.S. busi- 
ness. Every major segment of the 
American economy expects to in- 
crease its spending this year over 
1959 levels by sizable amounts in 
sharp contrast to last year’s far 
Manu- 
facturing expenditures alone will 
run 26% higher this vear, com 
pared with the 7% gain expected 
this time last year over 1958 figures. 
With the 1957-58 recession now 
well behind us, the survey 
optimism on all sides. 


more modest expectations 


reveals 
For ex 
ample, railroads, which experienced 
a 43% drop in the 1957-58 period, 
plan to spend 16% more in 1960 
than they did last year, matching 
the total overall rate of increase. 

However, while planned 1960 ex 
penditures are greater than ever, 
two-thirds of the huge sum are for 
modernization of existing plants 
and equipment, rather than for out 
right expansion. ‘This ratio holds 
for the new spending totals of both 
manufacturing and all business. 
Thus, the present emphasis on eff- 
ciency with new tools and produc 
tion processes will continue. 

This is of special significance to 
distributors. ‘The market potential 
is now in the modernization and re 
placement needs of business rather 
than for expansion requirements. 

(Continued on page 266) 





PACKINGS 


STEP DOWN INVENTORIES... 
U.S. ‘Preferred Eleven’”’ Line 


CHandies 90% of all packing needs) 


U.S. Rainbow® Sheet Packing—The Original Red 
Rubber Sheet. For service on flanges and other 
parallel surfaces, against hot and cold water, 
air and saturated steam to 150 pounds 


U.S. 899 F.0.P. Compressed Asbestos Sheet Pack- 
ing—Piain or Graphited. Most effective gasket 
material for superheated or saturated steam, air, 
ammonia, gases, oil, gasoline, water, some acids 


alkaline solutions and other chemicals up t 
750 deg. F. 


s 


U. $. Diaphragm Sheet Packing. For pressure regu- 
lators, pressure switches, motor valves, control 
ling a wide variety of fluids or gases. Available 
to handle a broad range of pressure differential 


U.S. Centrifugal Pump Packing. For centrifugal 
pumps, rotating or oscillating rods or shafts 
Handles hot or cold, fresh or salt water, oil, 
brine, weak acids, weak caustic solutions and 
ammonia. 


U.S. Special Blue Asbestos Acid Packing. Designed 
for use on centrifugal pumps handling hot or 
cold acids, chemicals and strong caustic solu- 
tions. Thoroughly graphited and treated with 
Special acid-resisting lubricant 


Distributors find that the U.S. “Pre- 
ferred Eleven” Line cuts to a mini- 
mum the number of packings 
required to service your customers. 


When you stock this line you find: 
e Simplified inventories 
¢ Savings in storage and shelf space 


Look at the Preferred Eleven Line on 
this page Note how it answers a very 
wide range of packing needs. When 
you stock this line, you know you can 
put your finger instantly on the right 
packing for the particular job. Call 
your local U.S. Branch Office. Or 
write us at Rockefeller Center, New 
York 20, N. Y. In Canada, Dominion 
Rubber Co., Ltd. 


P.S.U §S. Rubber will also provide 
you with packings and engineer- 
ing assistance to fill the few re- 
maining requirements not 
covered by the U.S. Preferred 
Eleven Line. 


. Rain-Besto® Rod and Plunger Packing—for 
procating or oscillating rods and plungers. 
ntrols against high-pressure steam, air and gas 
o 500 degrees F (available in spiral, coil and 
n). Made of selected asbestos cloth woven 
tightly twisted yarn with non-hardening 

n (treated with heat-resistant lubricants 

1 preservatives and with a graphite finish). 


Mechanical Goods Division 


United States Rubber 


WORLD'S LARGEST MANUFACTURER OF INDUSTRIAL RUBBER PROOUCTS 


Rockefeller Center, New York 20, N.Y. 
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U.S. Wizard Round Braided Asbestos Packing. For 
valve stems, reciprocating rods, plungers, cen- 
trifugal pumps handling steam, air, hot water, 
ammonia, oil, chemicals and some acids. 


eZ 


U.S. Peerless® Canvas Pump Packing. Top service 
for cold water on inside packed pumps. Fine 
for end rings in hydraulic sets where U.S. Royal 
Long-Line Flax Packing is used as center rings. 


U.S. Peerless Cross Expansion Packing. For re 
ciprocating rods and plungers, for mediume or 
low-pressure steam, hot or cold water, ammonia, 
alcohol, light and mineral seal oils. 


1 


U.S. Flexible Metallic Packing. For centrifugal 
and reciprocating rods, shafts and plungers; and 
on equipment handling acids, caustics, oil, gas, 
Steam, air and many other fluids and gases at 
temperatures up to 1500 deg. F—at unlimited 
pressures. 


U. S. NO. 414 Solvent Packing. For centrifugal 
pumps handling aromatic (coal tar) and petro 
leum base solvents. A good acid-resistant pack 
ing and recommended for withstanding mixtures 
of acids, caustics and solvents. 


In Canada: Dominion Rubber Company, Ltd. 
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Flexonics PMS" Program Pools 


Marketing, Merchandising Efforts 


A’ \ RESULT Of reevaluating its 
sales program, Flexonics Corp., 
Mavwood, IIl., 


ompletely reorganized 


announced a 
and 
dated marketing approach to the 


has 
up 


ile of its metal hose line to indus- 
try. Called “PMS” for Pipe Motion 
Specialists, the program is based on 
tudies conducted with distributors 


ll} key 


opportunity and need for a broader, 


markets which indicated the 


more intensive penetration of indus 
trial applications for metal hose. 
Under the program, according to 
the company, distributors will be 
equipped to weld and braze locally, 
thereby reducing the delivery time 
Distribu 
carry a broad inventory of 
hose and fittings 
\ccording to 
men, the 


for complete assemblies 


tors will 


( ompany spokes 


program is designed to 


I 


138 


help the industrial distributor realize 
his full capability for creative sales. 
Under the program, Flexonics sales 
engineers will help to train distribu 
tor salesmen as “pipe motion spe 
cialists”, capable of recognizing and 
for flexible 
metal piping. His efforts will center 
around correcting for piping mis 
alignment, vibration, shock, thermal 
growth, space problems and random 


solving requirements 


and reciprocating motion. 


Promotion Behind Program 


Flexonics has completed plans 
for intensive promotional back-up 
PMS 


Promotion materia! 


of authorized distributors. 
includes: 

>» Two page spreads and pages in 
color scheduled to appear regularly 
in sclected industrial magazines. 
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P Direct mail, personalized in the 
distributor's name, which empha 
size the ability of trained “pipe mo 
tion specialists” to analyze pipe 
motion problems and make recom 
mendations. 

> Catalogs which are “customer 
oriented” toward applications for, 
and selection of, flexible metal 
piping. 

> “Trading Area Reports”, based 
on market studies, which analyze 
for the distributor the potential and 
makeup of his market for flexible 
metal piping. 

P Ad mats designed to identify 
the Flexonics distributor in his local 
market. 

\ll promotional material is geared 
toward promoting the capabilities 
of the PMS distributor to solve pip 
ing problems. 





MARKETING | trnis a 
sales aids 


Sales Kit Shows Entire Parker Kalon Line 


* 





Walworth Introduces 
New Packaging Design 


The Walworth Co., New York, 
has instituted a new 2-color package 
design to give its products greater 
protection, identification, and ad 
vertising while in transit and stor 
age. ‘The new cartons, which are 
now in use for bronze valves pro 
duced in the company’s Braintree, 
Mass. plant, will eventually be ex 
tended to all products capable of 
being packaged in boxes. 

\n unusual feature of the new 
boxes—which are made of eggshell 
corrugated fiberboard for toughness 

is the use of a red and black illus 


; Sales Kit, introduced by Parker-Kalon, Clifton, N. J., consists of samples of every type 
tration on the carton tops to depict 


of P-K fastener, skin packed to a series of cardboard panels. Each panel describes the 
several design advantages of the functions and advantages of the fasteners shown. All of the panel boards are assem- 


valves within. The drawings are led into a carrying case, providing P-K distributors with amples and sales points 
used as “call-outs” for a half-silhou 
ette, half-cutaway rendering of a 
valve he Walworth logotype, 
trademark, and the words “Bronze 
Valves” complete the design of the 
new box top. 


product line are 3M Brand Drywall Solvent and Water Base Contact 
Adhesives, Insulation Adhesives, Adhesives for bonding decorative 
Duct Seam Sealers, Cove Base Ad- laminates, “Coro-Gard 1706” Brand 
hesives, Vinyl and Rubber Tile Protective Coating for protection of 

, Adhesives, Ceramic Tile Adhesives, metal, wood and concrete against 
wonaneng, tS company spots Wood Black Flooring Adhesives, corrosion, abrasion and weathering, 
Wallboard Adhesives and Carpet and “Weatherban” Brand Sealers 
Strip Adhesives. Other products in for sealing curtain wall construc- 


men, one key advantage of the new 
design is ease of keeping accurate 
inventories. A given box contains 
a definite number of valves as indi 
cated by an end label. The boxes 
can, therefore, be easily counted on ‘ . 

the shelf, avoiding the necesity of  Allis-Chalmers Has New Promotion Package 


handling each valve in stock 


the line include “Roltite’ Brand _ tions in newly-constructed buildings. 


Sales Reorganized 
By Minnesota Mining 


A new, nationwide sales and dis 

tributor organization to merchan 

dise a complete line of adhesives, 

coatings and sealers for residential, 

commercial and industrial building 

applications has been announced by 

Minnesota Mining and Mfg. Co. 

“This new organization will facili- 

tate procurement for architects, 

builders and contractors by making 

these products available from one fs : 

source”, said D. W. Maher, mar- ei, Sy) 

keting manager for 3M’s Adhesives, F ; 

Coatines and Sealers division. AllisSChalmers is distributing a 14 by 30 inch simulated die-cut wallet of tan leatherette 
: 5 containing advertising and selling aids. The company statcs the purpose of this promo 
Representatives will call on dis tion package is to “encourage its motor distributors to think big in terms of new 

tributors to familiarize them with _ business in 1960’. The cover of the billfold carries the line “‘lhere’s big money in it!”, 


oe mee ° Mal ind inside a large, simulated dollar bill makes reference to promotion aids available 
the new program, Maher sai Ih include six new direct mail pieces, ad reprints and product photographs, a listing 


Included in the building trade of advertising cuts, sample shipping tag, and order blank 


MORE MARKETING TRENDS ON NEXT PAGE 
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New 30,000-sq. ft. Netherlands plant 


is supply source for European distributors 


Rust-Oleum Names European 
Distributors in 15 Countries 


A 16man “task force” from Rust- 
Oleum Corp., Evanston, IIl., leaves 
for Europe this month to spend four 
months working with industrial dis 
tributors in 15 European countries. 
The coincides with the 
opening of the company’s new 
30,000 sq. ft. manufacturing plant 
in Haarlem, The Netherlands, 
which started shipments of the rust 
preventive last month. 

Robert A. Fergusson, president, 
that the 
started two ago. 


mission 


mission 


He 


says planning 


years com 


Rust-Oleum technical literature available 
in six languages for European market 
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ments, “For 35 years, our industrial 
sales backbone has been the indus 
trial the 
U.S. When European Common 
Market thinking began to jell and 
it looked like the European coun 


distributor throughout 


tries were going to form one or per 
haps two economic communities to 
stimulate free trade, we made our 
plans to be there at the right time 
with the right marketing strategies 
to tie in with the new industrialized 
growth-minded Europe.” 

the Rust-Oleum’s 
management that the 
deserved 
“The day of 
foreign selling 
efforts as a poor cousin is over.” The 


From outset, 
concluded 
market 
“first-team” treatment 


huge European 


viewing industrial 
Western Europe market, combining 
the six-nation Common Market and 
the “Outer Seven” countries, em- 
braces 250 million people, 400 pri- 
mary marketing centers of 50,000 
population or more, and 500,000 
manufacturing establishments. 

The 16 Rust-Oleum marketing 
experts will work with distributor 
management on company policy, 
profit structure, product knowledge, 
and selling techniques, just as in the 
U.S 


certain 


Each man has been assigned 


distributors in specified 
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countries with whom he will work, 
and has studied the native language 
and industrial aspects of the coun- 
tries in which he will be located. 
While the primary mission of the 
task force is described as “dovetail 
ing our selling techniques with 
those of European distributors,” the 
company has “gone all-out in an 
effort to provide the European dis- 
tributors with the same selling tools 
American 
I'he company’s vari 


as those used by their 
counterparts.” 
ous color-chip catalogs have been 
prepared in six languages, and com 
plete demonstration kits are pro 
each European distributor 
In addition, Rust-Oleum 
is giving their European distributors 
maximum assistance in promotional 
support. The company is advertis 
ing in 20 native-language business 
publications as an aid in reaching 
the European industrial market. 
The task force will work in the 
countries which are also to be ser 
Rust-Oleum’s Holland 
plant. These are the Common Mar- 
ket countries of France, Italy, West- 
Holland, Belgium 
and Luxumbourg, and the “Outer 
Seven,” comprised of the United 
Kingdom, Denmark, Norway, Por 


vided 
salesman. 


iced from 


ern Germany, 


tugal, Austria, Sweden and Switzer- 
land. 





Oster Releases 
New Pipe Machine Film 


“Silver Threads Amass the Gold,” 
a new 16MM « sound movie in color, 
has just been released by The Oster 
Manufacturing Co., Wickliffe, Ohio. 
The film features the complete 
Oster line of heavy-duty floor-type 
machines, and includes correct ma- 
chine operation. 

With a running time of 25 min- 
utes, “Silver Threads” is available 
at no cost to trade associations, voca- 
tional classes, foreman groups, con 
tractors, similar 
should be 
made well in advance since bookings 


engineers and 


groups. Reservations 
are on a first come, first served basis 


(Continued on page 276) 
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* NEWS « 


Transmission Group Sets Convention Date 


[he recently-formed Mechanical | now reads: “Specialists in mechan- 


l'ransmission 
Distributors’ will 
its first annual convention in Chi 
24, at 
Hotel. R. J. 
Co., 
has been appointed 


Power 
Association 
cago on September 22, 23, 
the Pick-Congress 
Johnston, 


Johnston Bearing 


| louston, | Oe 
chairman 


of \pril 


convention commiuttee 


In the latter part 


MPTEDA’s board of directors held | 


1 three-day meeting in New Orleans 
to discuss future policy and plans 


Ihe 


chairmanned 


for the group industry rela 
tions 


R. | 


Inc . 


committee, by 


Blair, Power 
Wallingford 


mended to th« 


Conn recom 
board that the asso 
ciation drop its “50%” 
that is, a distributor 


must have 50% or more of his sales 


requirement 


volume in power transmission equip 
ment to be eligible 


Che 


membership requirement 


Indiana Distributors 
Rejoin CSIDA 


I'he Industrial Distrib 
utors Association has again rejoined 
Central States Dis 
tributors Association 


Indiana 


the Industrial 


[he application of the Indiana 
group was approved at a mecting 
of the board of directors of CSIDA 
in Chicago recentl\ 


Porter Appoints Nicholson 
Assistant To Sales Head 


Charles V. Nicholson ap 
pointed assistant to the vice pres 
ident of sales of H. K. Porter Com 
pany, Inc 

Before joining Porter, Mr. Nichol 
son was with Embhart 
Mfg. Co., as general sales manager 
of the h 


Pack 
SLO 


was 


associated 


wing machinery divi 
Prior to that, he was general 
manager of product sales 
int to the vice pre 


| J Stokes Corp 


ind as 
ident of 


s1St 


sales of 


142 


l'‘ransmission, | 


membership | 





| products 


| 
I.quipment | ical power transmission equipment, 


hold 


or we have a specialized power trans- 
mission equipment department in 
our organization.” ‘The stock-carry- 
ing requirement remains the same: 
four of gears, 


plings, clutches, belting, chain, bear- 


lines or more cou- 


ings, sprockets, gear motors, speed 


reducers, belts, 


pulleys, timing 
drives, sheaves. 


Che till 
September any action on associate 


board decided to defer 


or allied membership for power 


transmission equipment manufac: 
It felt the association should 
first build up its membership. Cur 


rently, 


turers. 


membership stands at 37 
Che board of directors studied the 
development of the following asso 
ciation programs: cost-of-doing-busi 
ness life 


salesmen’s compensation survey, as 


survey, insurance, 


group 
sociation newsletter, national power 
transmission 
An association emblem—a 
gear criss-crossed with the 
MPTDEA—was adopted. 
Don McGill, associate editor of 
INDUSTRIAL DisTRIBUTION, addressed 


show, catalog pro 
oram 


letters 


a board of directors luncheon 
manufacturer-distributor relations. 
He pointed out that the improve 
ment of these relations can 


on 


be a 
of the associa- 
tion to the whole industry. 


major contribution 
Citing 
the experience of the National and 
Southern Industrial Distributors’ 
Associations in this field, he said the 
MPTEDA could do much to per 
suade manufacturers to look upon 
distributors as “marketing partners” 
rather than mere customers 

McGill stated, also, that the for 
mation of the association is in step 
with the trend towards specializa 
tion in the distribution of industrial 
He warned, however, that 
the association must offer an “am 
hitious, farseeing program” if it 
to 


mong industrial distributors 


recruit 


hoped 


members from 
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Walter W. Ethier 

Ethier Named President 
Of Western Iron Stores 

Walter W. Ethier 
president of Western 
Co., Milwaukee, 
ceeding Charles E. Curtis who died 
March 6. 

C. Morgan Curtis, who had been 


elected 
Stores 
Wisconsin, 


was 
Iron 


suc 


secretary and treasurer was elected 
He 


firm 


vice president and treasurer 
has been associated with the 
for twenty-six years. 

Mr. Ethier has been with the firm 
since it was founded in 1909. Most 
recently he was vice president and 
general manager. 





American Pulley Becomes 
Van Norman Division 


American Pulley Co., including 
its Hubbard Spool Division has been 
merged into Van Norman Indus 
tries, effective April 30, 1960. 

The merger involves the issuance 
of two shares of Van Norman com 
mon stock for each share of Amer 
ican Pulley capital stock. 
Pulley 
vised to forward their shares for ex 
change to the Morgan 
rust Co., New York City. 


American Pulley, founded in 1895 


American 
shareholders are being ad 


Security 








is a pioneer in the power transmis 


sion ficld. and also manufactures 


| material building equipment. 





Black & Decker Buys 
Dewalt Div. Of American 
Machine & Foundry 


Ihe Black & 


and 


Decker 
American Machine & 


Mfg. Co., 


Foundry 


agreed that the entire capital stock 


of DeWalt, 
subsidiary of 
ferred to Black & 
hares of B&D 
[his 


Inc — 


ttt} 


combination 


wholly-owned 
AME, is to be trans 
Decker for 120, 
tock 


IS 


conside red 


both compamies to be an effec 


+ 
Ll\ 


ot 
th« 
fol 


means 
strengths of 
saws 


Shop 
] 


shop and 


the 


Glen M. Ede 


Ede Named Vice President 


Of Woodbury & Co. 


M hide Was named 
president of Woodbury & Co., 
F Woodbury 1S 


, 
distribut 


DeWalt will operate 
subsidiary of 
DeWalt’s poli 1eS 


) (rll 
Port- | Gs 


dll il i 


pe ndent 
Glen VICK 


ind, Oregon 


dustrial supply and steel 
Ing firm 
Mr. Ede 


manager, a post he had held 


will continue as 
3) 
istant to the 


H.M Harper Co 
\I 


Robert 
joing the firm in 1957 


W oodbur 


president 


Prior to Mir 
ind SA ICS 
I'ruck Co. o poimted 


Mii 


joining 
kde was vice Robert 
lransitier 
He had 
general purchasing agent for Hyster 
Co Portland and of 
IIivster’s Seattle branch 

Mr. Ede is a past president of the 
Agents Asso of 


an ex-director of the she 


\ 


manager ot 


Portland previously been cer luttle 


inl Thanager 


Purchasing iation Kdgar \ 


Oregon and 


purchasing agents’ national organ 


) } . ’ 
ization Robert G. Emerson, Jt 


combining 
DeWalt 
home 


its industrial s 


ind 


Harper Appoints Aide 


luttle was 


Hausheer 


, WaS 


the 
“Powe! 


work 


aws with the 


B&D line of portable powel tool 


in inde 
B&D, 


method 


iS 
ns 
and 


of 


ution will not be changed 


To Sales Vice President 


appointed 


sales vice president 


Was ap 


marketing manager to su 


Rankin was appointed 
president, William R 


Was appointed general manager and | 


named 


issistant general manager of Boston 


Service Supply Co. Opens Company of ‘Texas, Inc 


Branch in Fort Wayne Mr. Rankin former!) 


Service Supply Co., Inc., Indian | 
apolis, opened a branch warehous¢ 
at 1220 East Pontiac Street, Fort | 
Wayne, Indiana 
e>. &. 
Fort Wayne operation, which is the 
firm’s first branch operation. The 
new outlet has 2,400 sq. ft. of office 


and warehouse space. 


Anderson will manage the 


Mr. Anderson was formerly a rep 
resentative for Service Supply Co. in 
northeastern Indiana. 

Service Supply serves all of In 
diana and two-thirds of I]linois. Edgar V. Rankin 
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Gear Works Division, ‘The Murray 


s general 


William 


e JUNE, 1960 


Kunkel | 


| 


A <i 


Passarelli 

} ; - 

| Cox Names Passarelli 
Sales Manager 

A. A 

sales manager of Cox Sales & Engi 


Detroit, Michigan, Di 
of Cox Engineering Co., 


Passarelli was appointed 


neering Co., 
vision Inc. 


Nir 


neer for the past six years. 


Passarelli has been sales engi 


Cox Sales and Engineering Co 


tributors, engineers and con 


are dls 
tractors for hydraulic pneumatic and 
lubrication equipment for the State 
of Michigan 1944, 
innual sales to one million 


] 1 
ao 


Established in 
arc close 


LaTS 





Boston Gear Advances Rankin, Kunkel, Emerson 


having served 
g 
1952. Mr. 


Kunkel, who was made assistant gen 


| manager of the firm, 


in this capacity since 


| 


eral manager in 1952, was formerly 


general sales manager. 
Nii 


retary 


I’merson 
to the secretary of the Mur 
ra\ Company of ‘Texas, Inc. 


was assistant sec 


R. Kunkel Robert G. Emerson, Jr. 
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Crowder Elected To Clarkson Honor Society 


Left to right are students Donald H 
and Dr. Walter F. Crowder 
LION. Presenting the rtificate 


Dr. Walter I 


and publisher of INDUSTRIAL DistTRI 


Crowder, editor | 
BUTION Magazine was initiated into 
l'au Iota, the industrial dis 
tribution honor society at Clarkson 


College of Technology, as an hon 


Sigma 


orary member. 

lhe citation read \s a small 
token of our appreciation for the 
the formation and 
of the Dis 
tribution program, it is my pleasure 


have made in 


continuance Industrial 


to announce your election to hon 


OTary 


membership in Sigma ‘Tau 


Finsthwait, Keith Klafehn, Melvin D 
, Editor and Publisher of INDUSTRIAL DISTRIBI 
Robert Holton president of Sigma ‘Tau lota 





lota, the honorary fraternity of the 


l'omalty, 


industrial distribution 


program. 


Clarkson 


juniors who were initiated as active 


Looking on are three 
members. ‘Thev are, left to right, 
Donald M._ Finsthwait, Keith 
Klafehn, and Melvin D. ‘Tomalty. 

Dr 


support 


Crowder has given special 
to Clarkson's 


pronecrilg 


| course in industrial distribution. He 
splendid work and contributions you 


serves on the Visitation Committee 
for the 
partment 


Industrial distribution de 


and has been a guest 
speaker for the senior industrial dis 
tribution seminar. 

Following the initiation, a ban 


quet was held in Massena, N. Y. 





William J. Greene, L. S. 


William J]. Greene, retired vice 
president and director of sales, L. S 
Starrett Co., died April 26 

Mr started work with 


Ihe L. S. Starrett Co., in 1914 as 


Greene 





William J. Greene 


Starrett Co., Dies 


a salesman in the New York office 
and, except for service in World 
War I as an aviation captain, de 
voted his entire career to the firm. 
He served ten years as a branch 
manager in New York and twelve 
In 
1935 he was elected a director and 
in 1940 came to Athol as general 
1946 


named vice president and director 


vears as Eastern sales manager. 


sales manager. In he was 
of sales and remained in that post 
until his retirement in 1956. 

Mr. Greene was very active in the 
American Supply and Machinery 
Manufacturers’ Association and was 
well known among industrial dis 
tributors. 

Mr. Greene is survived. by his 
Mrs. Louise N. 


brother and three sisters. 


wife, Greene; a 
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Richard L. Acton Named 
industrial Sales Manager 
For General Trading Co. 


Richard L. Acton was appointed 
industrial sales manager for General 
l'rading Co., Los Angeles, division 
of H & B American Corp. 

J. Weaver Welch, president, said 
that Mr. Acton’s appointment is 
“the first step in the intensified ex 
pansion program of our industrial 
sales division.” 

Mr. Acton has been in engincet 
ing and sales for industrial equip 
ment firms for nearly 30 vears. 

Prior to joining General ‘Trading, 
he was a representative of equip 
ment manufacturers handling lines 
made by Union Chain & Mfg. Co. 
Moline Malleable Co. 


others 


Iron and 
to that he had been assuv 
ciated with Whitney Chain Co., 
U. S. Rubber Co., J. E. Roads & 
Sons and Chrysler Corp 


Prior 





Ingersoll-Rand Appoints 
General Manager Of Sales 
Joseph A. Wiendl was appointed 
general manager of sales for Inge1 
soll-Rand Co. 


ant general manager of sales 


He had been assist 


Mr. Wiendl, a registered profes 
sional engineer in Pennsylvania, 
started with Ingersoll-Rand in 1941 
In 1948 he was promoted to the 
rock drill department in New York. 
He was later appointed manager of 
that department in 1957 and assist 
ant general manager of sales in Feb 
ruary, 1959. 


Joseph A. Wiendl 





Coastal Plains Supply Co. 
Is Reorganized 
Into Two New Companies 


Coastal Plains Supply Co., Dallas 
has two new 
firms, Coastal Plains, Inc., of Dallas 
and E] Dorado, Ark., and Coastal 
Plains Concrete Co., Shreveport, 
Louisiana, with P. W. Gifford as 
president of both companics. 

Coastal Plains, 


bearings 


been formed into 


Inc., will handle 


and power transmission 
equipment and contractors’ and in 


W. R. Haugh 


ton will serve as vice president and 


dustrial machinery. 


general manager for this company 

The other new company, Coastal 
Plains Concrete Co., will expand its 
present line of ready-mixed concrete, 
building materials and concrete ac 
Charles G. 


Shreveport will serve as vice pres 


cessories. lhompson of 


ident and general manager. 





Esther Klaren Elected Head 
Of Jonathan Handy Co. 


Mrs. Esther B. Klaren, was elected 
president of Jonathan Handy Co., 
Inc., following the recent death of 
Thornton P. Klaren, 
grandson of the company’s founder 

Mrs. Klaren intends to continue 


the business with the view that her 


her husband 


two sons, now in the armed services, 


will eventually come into the firm 
and carry on the business founded 
120 years ago. 
Mrs. Klaren 
lished an office on the premises and 
has of company 


policies and financial direction. She 


has already estab 


assumed control 
anticipates no changes in the present 
personnel. 

Mrs. Klaren will continue to hold 
the position of treasurer in addition 
to her new duties. 


New General Manager 

Brydson Sharples, who has been 
actively connected with the firm for 
the past 21] 


general manager, succeeding 


years, has been chosen 
Mri 
Klaren in this position. He will con 
tinue in an executive capacity in 
direct control of the sales program 
and in supervising the details of the 
corporation's activities, 








Richard M. Chewing 


H. J. Bedell 


Republic Supply Promotes 
Chewing and Bedell 


Richard M. Chewing was named 
vice president and general sales man 
igecr of The Republic Supply Co., 
Los Angeles, and H. J]. Bedell was 
ippointed manager of the firm’s new 
specialty metals division, which will 
serve the industrial, missile and air- 
craft markets 

Mr. Chewing, who has been with 
Republic for eighteen years, was vice 
president in charge of the company’s 
Southern Division. 

Mr. Bedell has over sixteen years 
of administra 
tive experience in metals warehous- 
ing and sales. He will operate from 
1 one-million-dollar facility to 


organizational and 


be 
completed this year. 

Republic Supply Company is a 
West Coast distributor of metals 
industrial and water works supplies 
and oil field equipment. 
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New York Area Group 
Hears NIDA Officials 
On Association Activities 


A resume of National Industrial 
Distributors Association activities 
was presented to a group from 19 
member companies at a luncheon 
meeting recently. After the report 
by John M. Garvin, Sager-Spuck 
Supply Co., Inc., Albany, N. Y., 
NIDA and SIDA Joint Educational 
Aids Committee, and Robert Fern- 
ley, executive secretary of NIDA, 
unanimous endorsement of associa- 
tion activities was voted. 

Possibilities of forming a New 
York Metropolitan distributors 
group was discussed and John E. 
Madsen, Madsen & Howell, Inc., 
Perth Amboy, N. J., volunteered to 
head organization activities. Mr. 
Madsen also arranged the meeting 
to hear the NIDA representatives. 

Others in attendance were: 

Andrew A. Jackson, Neal & 
Brinker Co., New York; Ralph M. 
Langsam and Stuart Most, Mas- 
back, Inc., New York; Ad Smith 
and Marty Lipton, The Airoyal Co., 
Maplewood, N. J.; Alfred Tyrrell, 
Elizabeth Hdwe. & Supply Co., 
Elizabeth, N. J.; H. Milchman, 
Carter, Milchman & Frank, Inc., 


Long Island City; E. L. Frick and 
| G. Treacy, Mid-Island Supply Co., 


Long Island City; Paul Mamet, 
\. N. Nelson, Inc., Brooklyn; Ira 
Zippert and Morris Abrams, Mor- 
ris Abrams, Inc., New York; Robert 
Bernstein, Bernstein Brothers, Pater- 
son, N. J.; Frank Biller, Mahoney- 
Clerke, Inc. New York; Jack 
Wertis, INpustR1AL DisTRIBUTION 
magazine; Charles O. Hoeni, Acme- 
Danneman Co., Inc., New York; 
John Roggio and Larry Gandolfo, 
C. Muzzi & Co., Hoboken, N. J.; 
Aaron Levine and Herbert H. 
Straut, N. J. Engineering Co., Pas- 
saic, N. J.; Jim E. Seaman, W. L. 
Smith Co., Newburgh, N. Y.; Jim 
Bosted, Seither & Ellis, Inc., New- 
ark, N. J.; Craig Meade, Wiley- 
Hughes Supply Co., Trenton, N. J.; 
John E. Mueller, Manufacturers 
Selling Co., Trenton, N. J., and 
Bernard J. Murphy, Sager-Spuck 
Supply Co., Albany, N. Y. 





Pratt & Whitney Celebrates 
100th Year in Business 
May 7-18 

Pratt 
LOOth 


& Whitney celebrated its 
last with a 
series Of special events that started 
May 7 and culminated May 18 with 
1 Centennial State Dinner at the 
Bond Hotel in Hartford. 

Ihe 


nore 


birthday month 


brought 


300 ot 


dinner together 


than Connecticut's 
business and industrial lead 
Heading the list Gov 
\braham Rubicoff, who the 
main address 


he 


hrm 


CIVIC 
CTs Was 

gave 
century-old manufacturing 
Hartford by 
Pratt and 


founded in 


Irancis A 


was 
the late 
Whitney 


Calendar of Events 


| he 
May 7 


official 
when veteran Pratt & Whit 


observance 


began | 
| agents, 





Amos | 


ney employees, the 597 members of 


the Quarter Club, held 
their annual banquet at the Hart 
ford Club 

On May 1], the plant opened its 
doors to all the West 


Hartford schools. They toured the 


Century 


teachers of 


demonstrate equipment 
On May 12, 


dedication ceremo 


Noland Company Holds Industrial Supply Show 


Metal lathe 
ght ar¢ 
(,overno! 


More 


500 


than 


industrialists and procure 


ment people from Maryland and | 


surrounding states attended the two 


| day industrial supply exhibit spon 


nies were held in Centennial Hall at | 


the West Hartford plant, establish 


ing it as a permanent exhibition 


| govermor of 


| opened the exhibit for Noland Co 


hall of Pratt & Whitney products, | 


containing mementos of the firm’s 


history \lso a press 
was held on May 12 
On Saturday, May 14, the firm 
“100th Birthday Party” for 
its employees and their families 
\bout 10,000 persons attended. 
On May 
Rubicoft 


Graham R 


the Connecticut Development Com 


conference 


held a 


18, in addition to Gov. 


other speakers were 


l'readway, chairman of 


mission, president Jaeger, and David 
Karr, president of the Fairbanks 
Whitney Corp., parent 
Pratt & Whitney since 
the the the 
ompany was host to visiting repr 
sentatives of many major U. S. In 


dustries that use P&W products. 


1959 


For rest of month, 


146 


| displays in 15 categories. <A 
plant and key P&W personnel were | = 


| motel was used as the site for the 
on hand to answer questions and | 


| show, with the displays setup around 





company of | 


sored by the industrial department 
of the Hagerstown, Md., branch of 
Noland Co., Newport News, Va 


new 


three sides and the center of a ball 
room 
William 


former 


( fficially 


Lane, 
Maryland, 


Preston 


Mr. Lane, who is publisher of the 
Herald-Mail, is now 
to raise $200,000 


Hagerstown 


heading a drive 


One 


operations are watched intently at the Noland Industrial F-xhibit 
Edward Mosbach, Sheldon Machine Cx 
of Marvland and Lloyd N. Noland, Jr 


purchasing | 





Left 
: William Preston Lane, former 
hairman of Noland Ci 


for 


county's 


he 
development 
group was an exhibitor at the show. 

Chairman for the 
Francis E. Cavanaugh, manager of 


industrial development 


CCOononmlec 
event was 


the industrial supply department of 


Noland’s Hagerstown branch. Ray 


| Enders manager and Howard Hin 
lhirty-one manufacturers featured 


son head of Noland’s industrial de 
partment participated. 

lop management attending the 
regional exhibition with Mr. Noland 
included John E. Sommers, Noland’s 
president; Gardner Smith, executive 
vice president and R. F’, Ourednick, 
personnel manager. 

Buffet luncheons were served to 
all who attended and radio tapes 
were made on the exhibit floor for 
rebroadcast at other times. 


omer of the Noland Industrial Exhibit which featured displays by 31 suppliers. 
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Lifting and pulling jobs are sud- 
denly made easy when this Yale 
Pul-Lift is applied. In capacities 
to 3 tons, link chain, and to 15 | 


— 


i—Z—» 
>t 
« a . 
& tae 


tons, roller chain, the Yale Pul- 


Lift gives a man the power he | 


needs to lift and pull heavy loads 


—= 
, —— oe 


with minimum effort and maxi- | 


mum efficiency. The Pul-Lift is 


<3 


i= 


especially useful in factories, 
maintenance shops and garages 
—altogether one of the most 


_ os 
4 


versatile tools available. Special 
features include non-fracturing 


= 


—_ 


safety hooks, a self-actuating 


> 
rS 


load brake, and rugged super- 


S an 
ee 


tough chain links. 
And Yale backs up its distributor 
salesmen with informative, use- 


. ——— 
——— 


iY 


ful literature, sales training pro- 
grams, and products that live 
up to Yale’s century-old standard 
of safety, performance and relia- 


6 1, bility. Remember —if it's Yale, 


Pra it sells best! 


FITS YALE. 





YALE 


INDUSTRIAL LIFT TRUCKS 
6 TRACTOR SHOVELS - HOISTS 
The Yale & Towne Manufacturing Co., Philadelphia 15, Pa. — Hand, air, and electric hoists; hand- and motor-driven trolleys YA LE & TOW N a 
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Price Index for 19 Product Classes 


(1947-49— 100) 
© Change 
NAME OF PRODUCT CLASS _ = B34 ante 
\ preliminary 
Abrasive Products 143.2 143.2 146. 2.2 
Cutting Tools 174. 174.4 160. + $.9 
Fans and Blowers 182.: 182.5 1$2.: 
Fasteners 198. 198.7 200. 
Incandescent Lamps 190.0 190.0 159.6 
Industrial Rubber Products 152.7 152.9 149.4 


Lubricants 97. A 89.0 


Materials Handling Equipment of . 169.6 


Mechanics Hand Tools : 185.7 
(Files, saw blades) 


Metalworking Accessories 4.5 
Motors 112.6 
Paint 128.3 
Portable Power Tools 143.5 
Power Transmission Equipment 181.8 180.7 
Precision Measuring Tools 148.2 148.2 
Pumps and Compressors 130.6 180.6 


Steel Products 186.8 186.8 


(Pipes, bars, nails, wire rope. ete.) 
Valves and Fittings 170.3 170.3 


Welding Machines 156.9 155.8 


(Equipment, Rods) 


Total Index (weighted average ) 166.5 166.4 
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OVER 1500 ITEMS 
for Business, Industry 
and Institutions 





FILING 
CABINETS DISPLAY TABLES 


ORAWER FILES 


| 


THIS CATALOG ILLUSTRATES 
THE WORLD'S MOST 
DIVERSIFIED LINE 
OF STEEL EQUIPMENT 


HIPMENT 


from 


TOCK" 


.-. another dividend 
when you buy 


QUALITY PROTECTED 
LYON STEEL 


EQUIPMENT 


THE “‘QP’’ ON EVERY LYON 
CARTON IS YOUR ASSURANCE 
OF QUALITY EQUIPMENT 


* 

See your Lyon Dealer for delivery from 
stock of the world’s most diversified line of 
steel equipment. 


la’ 


w 


LYON METAL PRODUCTS, INC. 


General Offices: 653 Monroe Ave., Aurora, Illinois 


Factories in Aurora, Ill.— York, Pa.—Los Angeles 
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ON THE MARKET .... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 


Pipe Joint Sealer 


Will handle practically any 
known industrial fluid, gas, toxic 


Vhread-Tape pipe joimt sealer, of 
fered in }. } ind 


> 2 + 


l-in widths, is 
l‘eflon, 
recommended for 


lling most destructive 


made of chemically inert 


} 
Is especiall han 


acids, caus 


tics, corrosives, biologicals, toxic and 
ises. Said to withstand thousands 
Mf pounds of pressure and tempera 
500-deg. |] 
Can be used on all tvpes of piping 
Crane Packing Co., Dept. 7, 6400 
Oakton St.. \lorton Grove, II] 


tures from 250 to 


Stub Router 


Assures extreme rigidity 
because of short length 
1546 
straight 
single end 
Solid cat 


diam 


cision ground, the series 


outer has a_ single, 
flute, straight shank 
ind right hand cutting 
bicl utter 


kept to ())) 


throughout 1S 
tolerance of 003 
routing difficult 
epoxy materials, 
bakelite and 
materials In 
sizes, with diams. from jy to 4-in 
to 14-in 


Newington, Conn 


Recommended for 
materials like glass 
l'iberglas 


other 


phenoli 


ibrasive nin¢ 


overall length from 1-in 
\trax Co 


150 


Caster 


For use on heavy-duty 

transporting dollies 

Dual-wheel, self aligning caster, 
Model 15-10X4, is equipped with 
two 10 x 4-1n press-on tires with vul 
canized rubber threads, has_ roller 
bearings and 
Said to be 


high speeds, has a load rating of 


1 four-position lock 
excellent for towing at 
2500 Ibs. at 10 miles per hour 
Faultless Caster Corp 


Indiana 


| VallsS\ ill 


Plastic Spray Gun 


Sprays plural component materials 
such as catalyst resins and plastics 
Purbu 
catalyst, 


SpTa\ 


Sprav gun consists of a 


lator’ which mixes acti 


vator, and resin inside oun 


sprays mixture immediately, and a 


Formulator” which accurately me 


ters materials to the ‘Turbulator 
Svstem is said 
batch 


method of mixing multiple com 


In precise amounts 
to virtually climinate the 
attendant 
\pphi 


where 


materials at the 
drawbacks of this method. 

ficld 
materials arc 


ponent 
cations include any 
plural component 
used, including insulating, flotation 
and structural plastics 

Binks \fg C0. 
\ve., Chicago 12, Ill 


3114 Carroll 
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Drum Carrier 


For controlled pouring at any height or 
location in plant on 55 gallon drums 

Drum carrier, called Kontrol-Kat 
ricr Model 155, operated by hooking 
unit to 


ham 


1 monorail hoist, crane o1 
block saddle to 
drum and transporting to any loca 
height 
ction performed byone man han 
W il] handle 
Ibs. liquid or 500 Ibs. dry loads 

Morse Mfg. Co., Inc., 727 W 
Manlius St., East Svracuse, N. Y 


snapping 


tion o1 desired 


| Ippmeg 


dling chain loop SOU 


Hydraulic Power Pumps 
Deliver 10,000 ps 


continuous pressure 


Four heavy-duty hydraulic power 
pumps series No, 1721, develop 10, 
O00 psi continuous pressure, arc de 
signed to drive rams, jacks, presses 
ind similar hydraulic units. Pumps 
ire powered by a self-contained 
}-hp, 115-230 volt, a-¢ single-phase, 
constant specd 1725 


rpm ) Capac 


itor-tvpe electric motor Pumping 


capacity is 150 cu. im per minute 


at pressures to 150 psi and auto 
matic change-over to 30 cu. in per 
minute up to 10,000 psi 


Rockford, Ill. 


Greenlee Tool Co., 





TODAY 


PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 


Ball Valves 


Reduce initial in-place and 


valve maintenance costs 


ne of ball valve illed NMicCan 
Hasca ind Nic inafl ball 1 


} 
icle fill tow 


HaSCad 
NicCa 
mipressed gas ml 
Hills-NIcCanna Co 
Pouhyv Ay Chicago 


Hollow Head Screw Socket Set 


In tray with hinged 
cover to prevent spilling 


len \llen-type sockets held in 


hollow head screw x 
socket set No. 49004 includes: 7 
ockets for \llen-tvpe SCTEWS 
from 4 through 2-in. 4, 
SIZCS ITC handled by 
On kets lh : 11} dri ¢ 


Proto ‘Tool Co 116 W 
Los Angeles 14, Calif 


OMMpally 


dri ( 
ind -in 


three hew 


Sth St., 


Dispensing Device 
Protects product from breakage, 


dispense indicator stick easily 


two 


ror com 


pchsing de ICC l 


Ider and dispenser 


piece 


lhermomelt”’ 
tick form 


drawn out or 


tempcratur¢ 
stick 


retracted 


illows 


Carroll 


Electric Hoist 


Unusual design characteristics, 
lifting capacity of 12,000 Ibs. 


| trolley hoist 


eared trolley illed 


Krame 3, has a 


only 4 


ipplications im 


inches and 
stecl 
lries and other heavy in 
, 
claims. Incorporates 
115 ft 1 lifting 
fpm Can negotiate a 


irve. Motor brake is of 


Op 


ind 


type, solenoid 
oad sustaining members 


d from steel, have safety 


] 


Fully enclosed > 


rated 


of 3 


ring type motor 1s 

minute duty cycle 

t to ex 

Built 

: 3 ph iS¢ Opera 
+4() 

' 


reconnect 


temper ifture rise.n 


over ambient 


] 
volt, 60 
g terminal leads 
American Chain & C: 
In \ve 


port 


ible Co 
29 Connecticut Bridge 


Conn 
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Bronze-Bushed Pillow Block 


Permits easy replacement 

of bronze precision liners 
Bronze-bushed pillow blocks, rec 
ommended for applications where 
shock loads, elevated temperatures 


ind corrosive conditions are antici 


pated, allow 


replacement of worn 
bushing, or liner, without removing 
the bottom half of the housing from 
its support, maker claims. Only the 
block is the 
shaft is lifted just enough to permit 
half of the 


loosened and slipped out 


ap of the removed: 


the lower liner to be 
\ new 
inserted 
lightly 
includes split 
two-bolt for 
transmission shaft 
sizes from 1]43-in to 213-in; ngid 
pillow blocks (four-bolt) for shafts 
from 3,%, to 8in, and angle pillow 
blocks for all standard transmission 
shafts. Withstand 
peratures, shock and pressure 


Dodge Mfg Mishawaka, 


Indiana 


bronze liner can then be 


and seated by tapping 


Bronze-bushed line 
journal bearings 


standard powel 


elevated tem 


Corp., 


Fire Protection Pumps 


Complete range of sizes 
12 through 3-inches 


Stated features of fire protection 


pumps include positive automatic 


priming by combining self-priming 
pump with exhaust primer; high 
head performance without close tol 
erances for sand laden water to wear: 
light weight construction. 


Rice Pump & Machine Co., Bel 


gium, Wisconsin 












4466444144444444 blll 
SPET ERLE LLL LDL! 


accurate and versatile 


taper pipe 
taps 


WITH BALANCED ACTION 


| af Winter Brothers Taper Pipe Taps give your customers Balanced Action 


UNIFORM FLUTE CONTOURS 12 


performance on every internal pipe-threading job. They’re long-wearing, 
high-production tools that guarantee lower overall costs. 


When you stock and sell Winter Taps, you’re performing a real cus- 


SEALS TARE SPRING tomer service. And, at the same time, you're building profitable repeat 


sales for yourself. 


You can confidently recommend Winter Brothers Taps and Dies as the 


best tools available for all pipe-threading operations. 
ACCURATE AND PRECISION CHIP 
CONCENTRIC CHAMFERS DRIVER CONTOURS 


All Winte WINTER BROTHERS COMPANY 
advertisements say ROCHESTER, MICHIGAN, U.S.A. 


“CALL YOUR Distributors in principal cities. Branches in New York © Detroit ¢ Chicago ¢ Dallas ¢ San Francisco © Los Angele 
WINTER DISTRIBUTOR 





CHOOSE FROM WINTER'S WIDE LINE OF TAPS, DIES AND GAGES 











oo 














side milling ci 4 
cutters and g 
metal slitting 
saws 


tools plus... 







— 
a. 


a 





Staggered Tooth Side Milling Cutters put National’s popular “plus” bene- 
fits in your customer’s deep slotting operations. They give longer tool life 
with less chatter . . . even at higher speeds and heavier feeds! 





National’s Metal Slitting Saws with side chip clearance are 





specially designed for deep, narrow slotting, as well as sinking in cuts. 
Adequate chip space is provided, thus preventing binding and scoring of 
the work piece. 


You can expect bonus profits when you sell this production team from 


Netional . . . the tools plus! TWIST DRILLS « REAMERS 
COUNTERBORES ¢ END MILLS 
MILLING CUTTERS « HOBS 


NATIONAL TWIST DRILL & TOOL COMPANY CARBIDE AND SPECIAL TOOLS 


ROCHESTER, MICHIGAN, U.S.A. All National 


Distributors in principal cities. Branches in New York ¢ Detroit * Chicago © Dallas * San Francisco ¢ Los Angeles advertisements say 






CALL YOUR NATIONAL 
DISTRIBUTOR" 


* JUST TWO OF NATIONAL’S PARADE OF PLUS PRODUCTS 


1 i od 


ie in| 
y 
| | 


“> 








“4 % yr ? 
. SS. * 





On the Market Today (Cont’d.) 


Compact Masker 


For use in auto repainting, masking 
operations in spray, roller painting 
Compact masker, called No. 10 

Masker, has a steel frame 
bas« than 


Accommodates a single 


Portable 
with a 


qu IT¢ 


area of less two 
rect 
1S-in roll of masking paper of any 
combination for secure anchorage 
Can be wall or bench mounted, can 
dispense a double taped apron or 
two rolls of masking paper from onc 
with addition of com 


Masker Conversion Kit 
New Brunswick, N. |] 


machine 
pany s 10] 


Permacel 


Rack Type Depth Gage 


Overcomes spindle deflection 
resulting from depth gage pressure 
Rack type depth gage on com 
l4+-in dill 


linear travel of quill by limiting the 


pany § controls 


presses 
ingular rotation of the quill feed 
haft 
on quill. Pressure on the depth gage 
nut 


No depth gage collar is used 


mmnot exert lateral pressure on 


the spindl Design also permits 


] 


loser control of drilling depths as 


the depth gage nut 


is graduated 
in LOO divisions, 
of travel 


feed is adjustable, can be completely 


each representing 


OO]-in l'ension on quill 
| 


released when extreme feed sensi 
tivity is required 


South Bend Lathe, Inc., 425 | 
Madison St., South Bend 22, Ind 


154 





Pallet Rackers 
Converts standard pallets 
into low-cost portable racks 
Pallet 


terchangeabk 


rackers have completely in 
components that can 
be quickly assembled to any pallet 
without bolts, nuts or screws, maker 
Lock-tight bites 
into pallet for added security. Can 
} stacked high to 


handle loads to 12,000 pounds per 


claims issembly 


x safely ceiling 
stack and can be handled with all 
tvpes of lift trucks and dollies. Store 
flat 

Sturdi-Bilt Div., Union Asbestos 
€ Rubber Co., 332 South Michigan 


\ve., Chicago 4 


Water Hose 


For major watering operations or 
golf courses, industrial grounds etc. 


Ileavy duty water hose, called 


Super-20, has a high grade synthetic 
rubber tube, reinforced with two 
braids of high tenacity ravon yarn 
Can withstand 


of 600 Ibs. per square in and pro 


pressures in excess 
vides remarkable resistance to hard 
ness due to dissolved chemicals and 
minerals, maker claims. 

Swan Rubber Co., Bucyrus, Ohio 


INDUSTRIAL DISTRIBUTION e JUNE, 


1960 


Coal Belt 


Solid edges won't fray, fan out 

even under toughest abrasion 

Coal belt, 
is said to last longer, provide higher 
co-efhcient of 
belts 
include 


called “Coalmover”, 


friction than plastic 
Other 


exceptional 


covered stated fea 


tures pulley 
grip, low stretch characteristics, fire, 
moisture, rip and impact resistance 
exceptional flexibility and holding 
ibility 

Manhattan Rubber 
bestos-Manhattan 
NJ 


Din 
Inec., 


Ray 


Passaic, 


Cable Type Air Hoist 


Hoists close to overhead supports 
walls, other building structures 


( ibl« \ire 


powered by rotary vane, explosion 


compact hoist 1: 
proof air motor, has complete pro 
burn-out from over 
Control valvc 


returns to 


tection against 


load, maker claims 
1utomatically neutral 
Up 
ilso returns control 

Lifts ot 


speeds, capacities 


upon release of rope pendant 
per limit safety 

to neutral 20 and 
+0 tt., 
! to 2-tons 


David Round & Son, Inc 
198, Cleveland 39, Ohio 


ilve 


variable 


Box 





Miniaturized Toggle Clamps 
For light-duty 
assembly work 
wo miniaturi 
clamps hav 


pre ure ot ] 


with either 


Model 
PATK 


mnounce 
of company's “Tin 
with holdu 
] 


( illed series [U9 


pres ut 
lamp 
improved base design that 
1 larger mounting areca 
wailable with 


Slotted 


final 


previous 
mounting holes 
idjustments 

Detroit Stamping Co., 


land Ave., Detroit 3, Mich 


Punch and Die Maker 


Handles all small die 
making requirements 
Stated Model PDM 


punch and die maker include tilting 


features of 


stroke mechanism, tilting table, in 
finitely variable speeds and strokes 
Upper and lower arms power 
operated. Two table sizes available 


Rice Pump & Machine Co., Bel 


gium, Wisc. 


Wrap-on Pipe Insulation 





Easy application, 
high efficiency 


a wrap-on insulation 
flameproof and weather 
ud to withstand ravages 


] 


vibration and intense 


pecially adaptable to in 
tk under difhcult 


onditions-cl 


LOSE le 
bent or curved 
ind pipe. Can 
ind reapplied without | 
il l imng efh 
Union Asbestos & Rubber Co., 
Products Div., 1111 West 


St., Bloomington, II] 


ICTIC\ 


Pressure Hose 


For hydraulic and other 

high pressure applications 

Hytron pressure hose, of all syn 
for 


pressure 


thetic construction hvdraulic 
! other high applica 


nsists of a seamless ex 


inner tube of special virgin 


vamide 


th polyester 


material, a high tensile 
reinforcement 
and a cover of polyamide formula 
tion. Cover is black and fluted for 
added Mini 


mum burst pressure is 9000 to 12, 


torsional strength 
000 psi, depending on size, maker 


claims. ‘Temperature range from 
40 to 225-deg. F. 


Imperial Brass Mfg. Co., 6300 W. 
Howard St., Chicago 48, IIl. 
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lke. 7" ik aia 


PROFI 


COLUMN. 


a ae 


WUinute Wan 
KEYWAY BROACH KITS 
For cutting keyways from 6” to a 
in any bore from 4” to 3” in one 
minute for as little as one cent. 





Winute Wan 
— AMM - 
SQUARE BROACHES 


For finishing 4%” to *%4” square holes 
in one pass in cast or drilled bore. 


SHDN 
HEXAGON BROACHES 


For finishing 14” to %” hexagonal 
holes in one pass in cast or drilled 
bore 


wae eerers 





if 4444644444 
a a fe 


ROUND BROACHES 


For finishing 4” to 1” round holes 
in one pass in drilled bore. 





\ we 


= 


duMONT TOOL BITS 


Hold a keener cutting edge longer 
due to “balanced”’ toughness, red 
hardness and wear resistance. High 
speed, groundsquare andrectangular. 





WUinute Wan 
MAGNETIC BASES 


Hold dial indicator gages 

save set up time. Al- 
nico magnet has 50 Ib. 
grip on all four sides. 
360° horizontal swing, 
180° vertical swing. 





For complete information on these fast 


selling, high profit tools, get in touch with 


The duMONT CORPORATION 


Greenfield, Massachusetts 


gumon' 











ade -laledali-1-mi-t-tieia-t-Mel-t-ilelal-loM (ol mel gel it: 


BIG BUCKS 


for you in this new 
motor promotion 


It's Ready. A whole armload of exciting mailers, displays, 
photographs and ad cuts to help you move motors fast. It’s 
backed by national advertising in the top trade magazines in 
every field. It’s so good you'll think it has hooks on it. . . the 
way it drags customers in to buy Allis-Chalmers motors. 
This Promotion is only part of the story on why an Allis- 
Chalmers franchise is profitable. A-C gives you training pro- 
grams, good discounts, plenty of engineering aid, field ware- 
house stocks and many other profit-aimed helps. 

See What territories are available in your area for motors, 
pumps, control and other products. Call A-C to learn how an 
Allis-Chalmers franchise can produce for you. Or write, 
Allis-Chalmers, Jndustrial Equipment Division, Milwaukee 


1, Wisconsin. A-1339 


ALLIS-CHALMERS 
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Socket Head Cap Screws 


Feature new 
head design 
Series 1960 socket head 
have he id diams One ind 
times the body diam rt 
reased bearing surface, no 
tation of the surface on which the 
screw bears. Larger socket sizes als 
allow higher tightening torques 
preload limits 
Bristol Co., Waterbury 20, Conn. 


Turning Tool 


Multipurpose; replaces 14 tools 
at more than 50 per cent saving 


Turning tool, for use with turret 
lathe or screw machine operations, 
it to a 
left hand tool in 10 seconds, maker 


claims. Other stated claims: ‘l‘ 


can be changed from a rig 


can be used as either a right o 
hand balancing turning tool, « 
ing facing or knee tools, as 
rest, roller box floating drill 

or pointing tool. Operations pet 


formed include drilling and cham 


fering, turning and centering, turn 
ing shoulders concentric with stock 
diameter, turning and forming spe- 
cial shapes on end of parts while 
drilling or reaming at same time, 
turning two diams. while drilling or 
reaming, turning and chamfering 
two corners while facing end of 
part along with drilling, reaming 

R and L Tools, 1825 Bristol St., 
Philadelphia 40, Pa. 





Miniature Pumps, Compressors 


For use where space 
weight are restricted 
Line of miniature oil-less vacuum 

pumps and air compressors are de 
signed for original equipment ap 
cations on automatic controls 
struments, business machines ¢ 
I'wo basic types available in a tota 
of 5 rotary vane models Model 
0330 pump weighs only 11 ounces 
less motor, is offered with a choice 
of motors series wound deliver 
p to 67 cfm running open; s 
phase motor with belt drive and 
piggy back pump mounting 
which delivers .45 cfm; shaded pole 
motor which produce 35 
\lodel 0630 oftered for dir 
through motor coupling and « 
up to 6 cfm to 24+in vacuum 
psig Model 1030, with same ex 


tenor as 0630, has larger capacity t 


| cfm; u 25-1In vacuum 


Conveyor Trolley Lubricator 


Operates automatically 
with floor level contol 


itomatl ur por 


ubricator is said to assur¢ 


rect lubrication of hard-to-reach ti 
ey fittings, eliminate dangerous 
limbing for lubn 
Unit is self-adjusting 
tained, consists of left 
hand lubricating assembly, a 
pound capacity lubricant reservoir 
mounted on a four-ft. “I” beam 
ind an electrical or pneumati 
operated control panel. Units dé 
liver a predetermined amount 
lubricant. 

Aro Equipment Corp., 
Ohio 


Product lines designed for profit 


Poxeal insulated motor driving a conveyor in the hide-cleaning room 
of a meat-packing plant. Super-Seal motors are the first open design 
ever successfully applied in this highly corrosive application 


A- )PA| motors... 


for sales, profits 


There’s been nothing else like it in the history of the motor 
industry —spectacular savings for motor users, and an equally 
spectacular profit-making development for A-C distributors. 

Super-Seal motors produce significant savings in downtime 
and maintenance for your customers. They are unaffected by 
the heat and contaminants present in steel mills, the acids 
and alkalis of chemical plants, the sand abrasion of oil-pump- 
ing stations, the vibration, extreme humidity and high tem- 
peratures in weave sheds. 

Super-Seal motors deliver extra performance — a solid 
competitive advantage that is making Allis-Chalmers one of 
the fastest growing motor franchises. Some franchises are 
now available for motors, control, and pumps. 

Call your nearby A-C office, or write Industrial Equipment 
Division, Allis-Chalmers, Milwaukee 1, Wisconsin. 


Super-Seol and Poxeol are Allis-Chalmers trademarks 


ALLIS-CHALMERS 
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COSTS 
COME 
DOWN 


with 7RUE 7EMPER taper-forged shovels 


. THE COST OF SHOVELS-—penny for penny, they're the I-o-n-g- 
e-s-t lasting shovels you can buy. Taper-forging puts metal 
Vial-le- Mba Mal -\ lel let - tale -lilealial-tc-) Mel-1-lel.]-lielalemy(-i¢-lME Madallel df}; 
tae telel®ilc| la Mm -lale Malle ies! -lollSlsstidalle: @m-tailelolial@™-lale——e! laid 1a 


thinner at edges. Result: greatest strength per ounce. 


- THE COST OF SHOVELING-—which is even more important. 
Biel Mies! \al JiteMt- Ws. \ol-leiielge! lo ME laleh]-]Mad0igal- Mole) Miaslei¢ Mh (ela aie] -ig 
lelbagmel-lel-(el-|-shdal-Me-t-\\ilalemilalee(-1-tel/-llelaldiaal-|- lal Mi lelilalea-1-t-1- ills) 


fol-Walel- to Milam Mel \\ me Mhdieal Mie Melelaljlel-ig- tell) 


Choose from four models: DYNALITE for lightest weight, BANTAM 
Telamlalel ©) jia!-\ ME 1 -ledle!- Sil @) Qi le @ilelclalig-loicela Min .ela tam =| 6] @ mi ©) @)C Ma cela 
 fel-lell-\ Mol. \s Me leolet Mir \i Mali Meg 1-0) lelelSlalale Mell lel_t Mm -lale—Bs-taaleleL) 
iid -Dlal-lgel-lal-leMal-lalell-t) .TeaalelolisMmolclssiiela-le)|_ ME lelllald-leiig-|_m @lelal 
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WRITE FOR FREE CATALOG "TOOLS FOR INDUSTRY” 
True Temper, 1623 Euclid Avenue, Cleveland 15, Ohlo 


TRUE JEMPER. ron te micnr ice 


4 
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Versa-Mils 


Attach to any machine tool for second- 
ary operations without moving work- 
piece 


Additions to company’s milling 


equipment line broaden equipment 


capabilities to permit milling, drill 
ing, boring, shaping, slotting 
ing, and related machining of 
medium and __ large-sized 
maker claims Features claime 
each unit include: Model 
smaller work, has metal removal rate 
of 4 cu. in. per minute in mild 
steel, can be mounted on_ lathes 
10-in or larger Model 2, for 
medium size, general duty 
move metal at rate of 3 
minute, mounts on lathes 
larger. Model 3 
removes metal at |} 
minute, with 18-in 
mounting. Model 3 
board arbor support acce 
when used with extended 
permits heavy straddle milling 
other machining at a greater 
tance from tool face 

Dumore Co., 1300 17th 


Racine, Wisc. 


Pilot Relief Valve 


Suitable for use in hydraulic systems 
operating in remote, difficult places 


Pilot relief valve, called “Hydre 
lief’ No. VPR3P3F, has 30 gpim Ca 
In offset mounting, 20 gpm 
mounted in-line. Pre 
justment range from 250 | 
3000 psi. Pressure rise between 
racking or opening of relief valve to 
full how at maximum rated ipacity 
and pressure is 6 per cent. 
Parket Hydraulics Div., Parket 
Hannifin Corp., 17325 Euclid Ave 


Cleveland 12, Ohio 


” 





A PROVEN sucess YOUR Fairbanks 


ALES-LEADER-OF-THE-MONTH PROGRAM 


BUILDING Fig. 0832 


Series “23” DARTS 
FAIRBANKS “LOCKWELD” CASTERS UJ 7 Greatest Name in Unions — 


Without A King-Pin Build Sales And Profits For You 
Give You An Exclusive Door Opener Backed by a firm guarantee —“If 


You will ring-up steady repeat BUSINESS one should leak through, we will 


caster sales by making the “LOCK give you two”— Dart Unions have 
« >« ~] Y making 1e F - A : 
WELD” Steel C a been building steady repeat business 
zl Steel Casters your ales > ~ ; 

leader th Two t } from satisfied customers for over 60 
eader this month. Two patented vo nage Aran chicos 
construction features provide an years. Big, extra value features: 
exclusive sales presentation for you: PROFITS Two bronze to bronze seats ground 
Unique “LOCKWELD’ 1 to a true ball and socket joint— 


cor 


tion has eliminated the king-pin Practically indestructible malle- 

the major cause of caster failures: YEAR able iron bodies — 

snherical lee « go lisnerses chy * s . 

pe pean a le ign disperses Sho Drip tight joints made time and 

and overloads over a greater portion AFTER YEAR again without jamming — 

of ball race. Combined, these two 

features, available in both sing Darts may be used over and over 

att S, avaliabie I 0T singie acs juin 

and double ball race swivel casters, again 

give you an outstanding, proven make Darts easy to sell and their 

sales leader and your customers very fair margin of profit makes 

stronger, easier swiveling, longer them good to sell 

er vear for five Remember — Darts, like all Fair- 

ef =Yyedl 1Of TV 

The “LOCKWELD” Caste: sail successive years. the Fair — — ts, are — in — 

a ae ee ‘See “yategt gen ¢: ndustrial plant and commercia 

yart of Fairbanks line of industrial - ec.| eader-Of-The y ; ‘ 

_tendae and w li made to cive banks Sales-Leader .Of-The enterprise in your area. Build up 

your customers easier and more eco Month C lave Db your business on a solid foundation 

nomical materials handling and 7 Stee tik Dart oe your Sales 

satisfaction that will bring them eader this month. 

back to you. Isnt it just gor 
on the demand c 
Leader-Of-The-Mont 


le a < 
lasting casters. Year aft 


hitting direct mail program. A pin-pointed cam 
paign that must win new business and new 
customers for you 

Boost your sales of Fairbanks products by 
calling or writing now. We will give you specially 
prepared direct mail pieces on this month's 
Sales-Leader, plus sales promotional material 
to back up your salesmen’s own Selling! 


THE ye n BRANCH OFFICES 
= 520 Atlantic Ave 393 Lafayette St 
Gi | r @ | al 4 Boston 10, Mass New York 3, N.Y 
COMPANY 2600 S. Throop St 15 Stanwix St 
Chicago 8, III Pittsburgh 22, Pa 
EXECUTIVE OFFICE: 202 Division St 
393 Lafayette St., New York 3, N. Y home. Co 
Valves ¢ Dart Unions e Casters © Trucks ¢ Wheels FACTORIES Binghamton, N. Y. and Rome. Ga 


IT, PAYS YOU TO SELL FAIRBANKS PRODUCTS, NEEDED IN EVERY INDUSTRIAL PLANT AND COMMERCIAL ENTERPRISE IN YOUR TERRITORY 
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Tough Tape 


for strapping and 
bundling uses 


Rotary Compressor 


Provides accessibility, self-draining 
of compressor oil, easy maintenance 

“Blue Brute” portable rotary com- 
pressor, 900 cfm, has following 
stated features: “over-under” design 
puts second stage compressor di 
rectly under first stage; lifetime filter 
and an inexpensive final filter per 
mits effective, economical oil separa 
tion in two stages; automatic control 
stops engine in case of high dis 
charge air temperature, overheating 
of cooling water, or low engine oil 
pressure; interlock control of clutch 
prevents engaging the clutch while 
engine is running 


Worthington Corp., Harrison, 
N. J. 


SHUFORD’S 
SHURTAPE GS-23 = 





Hydraulic Fittings 


Here’s a tape that ranks at the top on all counts! Has high shear For quick disassembly, reassembly of 
resistance and extremely high tensile strength due to bi-lateral hydraulic systems without sealing loss 
woven glass in the backing. Features high adhesion, too! 

rs co Line of flanged hvdraulic tube 
Shuford’s SHURTAPE GS-23, with rubber impregnated flatback 
paper backing, reinforced with bi-lateral woven glass strength , 
member, is a tape that can take it! Use it for packaging and | ot welded machine steel, with S.A.E. 


i for protective purposes. bolt spacing design and an “O” ring 


and pipe connection fittings is made 


- finish tape that resists seal. Are said to withstand working 
water, oil and solvents. | pressures greater than that permis- 
Order tough, Shuford’s SHURTAPE GS-23 today. | sible with the tubing or piping in- 


volved. Flanged connections elimi 


abrasion, drying and cracking. Als« st 


nate dangers of over-torquing and 
ry > for full 
Write for fu hydraulic fluid contamination in- 





herent in pipe thread connections. 
Direction of outlets may be aligned 
with system piping. 

L & L Mtg. Co., 21590 Hoover 
Rd., Warren, Mich. 











World's largest manufacturer of cotton cordage 4240 
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b MSTRONG 




















‘Types and Sizes fer 
Every Industrial Use 


With ARMSTRONG Wrenches, you have the 
most complete line of industrial wrenches .. . 
a line that misses no sales . . . a line that needs 
no fill-in. Advanced in design, strong beyond 
need, accurately machined and beautifully 
finished, ARMSTRONG Wrenches are quality 
tools, that give complete satisfaction and build 
repeat business. Widely and continuously 
advertised, they are universally accepted as 
the finest wrenches obtainable. They are the 


logical line for Industrial Distributors. 


Write for General Catalog and check your wrench stock. 


Specify “ARMSTRONG” when ordering wrenches. 


“ARMSTRONG BROS. TOOL co. 


5205 W. ARMSTRONG AVE. © CHICAGO 46, ILL. 
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to increase repeat profits on every call...remember... 


they 
always 
need 
more 


OSBOR™ 





Ly a a 


maintenance 


brushes 


Extra income for the asking . .. because 
Osborn helps you make it 3 ways easier 
to build a steady volume of repeat orders 
that guarantee you steady repeat profits. 


Buyers know the Osborn brand... its 
acceptance helps you sell faster, more 
effectively. And Osborn advertising pene- 
tration paves the way for every call you 
make. 


Buyers respect genuine value... because 
quality is still the best buy in the long 
run. Buyers and users both rate Osborn 
brushes as superior buys. 


You assure repeat orders . with 
Osborn’s line of quality brushing tools 
because satisfied buyers always come 
back for more. 

Add it up—extra profit is yours for 
the asking because Osborn Brushes are 
in steady demand everywhere. Get your 
share of this high-profit Osborn business. 
The Osborn Manufacturing Company, 
5401 Hamilton Avenue, Cleveland 14, Ohio. 


MASTER 


METAL FINISHING MACHINES...AND METHODS 
INDUSTRIAL BRUSHES + FOUNDRY PRODUCTION MACHINERY 
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Ratchet Wrenches 


Save up to 70% 
in working time 
Wrenchking” open-end wren h 

es provide a unique ratchet acti 
convenience, will 
that are 


bevond — the 


with open-end 


grip and tighten nuts 


+ 


rounded — far point 


where thev can be gripped by a 
onventional wrench, maker claims. 


Bristol Co., Waterbury, Conn. 


ein 
— Ms 


Ratchet-Action Hand Benders 


Size range 

increased 

Ratchet-action hand bender, No. 
1801, makes full 90-deg. bends in 14 


14-in rigid conduit and pipe 


and 
Stated features include easily 


ratchet 


SIZCS. 


reached release, built-in 
bending gage for bending to specifi 
cations or making duplicate bends, 
and a pipe clamp that swings away 
Port- 
able, can be bench or floor mounted. 


Greenlee Tool Co., Rockford, III. 


for fast loading, unloading. 





r. D: 


Thousands of your customers now understand 
better how you serve them 


A year ago this month SPS released the first prints of ‘A Talk with 
Mr. D’’—a 20-minute sound-color film dramatizing your role as a 
local industrial distributor. Since then, thanks to the many showings 
you have arranged, the film has been seen by thousands of your 
collective customers. And from it they have undoubtedly gained a 
keener appreciation of the many services you render—large stocks, 
inventory reminders, quick delivery, better liaison with manufacturers. 

If you have not yet had an opportunity to arrange a showing of 
“Mr. D’’—through a local service club or by direct invitation—we 
sincerely believe you will find it to your advantage to do so soon. 
“Mr. D”’ is an extremely effective means of convincing customers and 
prospects on the merits of their industrial distributor. And prints 
of the film are now available on reasonably short notice—through your 
SPS representative, SPS Audio-Visual Department, NIDA, SIDA 
and ASMMA, 


INDUSTRIAL FASTENER Division 


JENKINTOWN 13, PENNSYLVANIA 


where reliability replaces probability 


“Mr. D"’ film is about you. It tells—in an enter- 
taining yet convincing manner—exactly how you 
serve industry; helps show P.A.’'s who still buy 
direct that it is more efficient to buy through 
their local industrial distributor. 
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Variable Vane Pump 


Integral pressure compensator can be 
set for from 200 to 500 psi operation 


Six gpm delivery unit, added to 





company’s line of vane type variable 
volume hydraulic pumps, is specifi- 
cally designed for low cost machine 
tool drill feed and automation ap 
plications, but will find wide use 
in circuits that require pump de 
livery to vary according to system 


needs while maintaining preselected 
idjustable pressure, maker claims. 
Maximum delivery can_ be 

means of a mechanical 
ment. Has sharp cut-off char 
tics. Operates with 1500 rpm el 
motors. Available for flange 


gasket mounting. 


WORM DRIVE HOSE CLAMP Vickers Inc., Detroit 32, Mi 


HUNDREDS OF USES 
MAKE AERO-SEAL HOSE CLAMPS * 
BEST SELLERS AND PROFIT MAKERS 


AERO-SEAL, the original precision worm drive clamps. AERO-~ STEEL 
SEALS are superior in construction and more ruggedly built. © i ] 
Once tightened, they will never shake loose or snap open: » 
Thousands use them for building maintenance, in chemical 
processing plants, heating and ventilating equipment, petro- 
leum plants, plastic pipe installations, on boats, trucks and © 
tractors and as component parts in appliances and all kinds 
of machinery. 302-18-8 stainless steel bands and housings. 
AERO-SEALS are best made, best advertised, best known, 


most trusted. Complete range of sizes from 7/16” up. 


Throughout industry there are literally hundreds of uses for Wa ‘HIGH | 





— 
Band Saw Blades 


Longer life in production 

cut-off work on ferrous metals 

POPULAR | Ultra high speed metal cutting 

JUNIOR band saws have harder tecth, tougher 
ASSORTMENT 


bodies and more uniform flexibility, 


Quick attach Jet or Regular—same price. 


MASTER ASSORTMENT | 5 ‘ 
ALSO AVAILABLE are said to provide up to 300% 


longer life. Recommended _ for 


BREEZE CORPORATIONS, INC. |  heavy-feed, high-speed production 


cut-off work. 
700 Liberty Avenue, Union, New Jersey Cable Address: Breeze, Union, N. J. Heller Co 


Ohio 





Newcomerstown, 
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20’ drill presses 
can boost 
your profits 


Here are just three of the many ways you can 
sell Walker-Turner “Light Heavyweight” 20” 
drill presses for drilling and tapping operations. 
With floor, bench, single or multiple spindle, and 
overhead models to choose from (32 models in 
all!) you’re well equipped to match the tool to 
your customers’ needs. You can sell these rugged, 
low-cost drill presses complete for standard ap- 
plications, or as components in combination 
with automating devices for special set-ups. 


a 


You'll find good customer acceptance (and 
good repeat business, too) for famous Walker- 
Turner drill presses because these versatile, 
accurate machines have proven their economy 
two ways in thousands of metalworking plants 
First, in years of outstanding on-the-job per- 
formance under the most severe production line 
conditions. Second, in terms of maintenance 
costs which are usually “next to nothing.” 

The 20” drill press offers plenty of opportu- 
nity for increased sales and profits. In addition, 
Walker-Turner gives you the 17”, 15” and new 
14” Hi-Speed drill press line plus a complete line 
of metalworking tools to meet the needs of a 
growing market. For further information on how 
you can profit with the Walker-Turner line, write: 
Rockwell Manufacturing Company, Walker- 
lurner Division, Dept. W] 400 N. Lexing- 
ton Ave., Pittsburgh 8, Pa. In Canada: Rockwell 
Manufacturing Company of Canada, Ltd., 
Guelph, Ontario. 


WALKER-TURNER 
LIGHT-HEAVYWEIGHT" MACHINE TOOLS ; 5. : 
Equipped with multiple spindle attachment 


another fine product by © 


ROCKWELL 








“SURE! 
MILWAUKEE 
/S THE LINE 
THAT CIVES You 
THE RIGHT To0L 

FOR EVERY 
INDUSTRIAL 
BRUSH NEED” 


THE MILWAUKEE 


2212-36 NORTH 30th STREET 


BRUSH MANUFACTURING CO. 





To make your Industrial 


Brush Service a top notch | 
one we are organized to | 


give you a service com- 
plete in every detail, Our 
job is to see that you are 
supplied promptly and 
that you get the quality 


products that promote | 


sales. 


MILWAUKEE Production 


Brushes for power use 


production brushes for hand | 
use—brushes for various | 
maintenance needs. Your | 


good service today will pay 


off time after time. For In- 


dustrial Brushes be sure 


make it MILWAUKEE. 


THE Reg 

TO 
INDUSTRIAL 
BRUSH PROBLEMS — 
eg: eo 


a 


MILWAUKEE 45, WISCONSIN 
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Repair Material 


Repairs floors, walls, masonry, bricks, 
machinery, breaks, holes and cracks 
Epoxy-polyamide chemical com- 

pound, called Plastic Mastic, is said 
to be permanently effective with al 
most every known material such as 
concrete, metals, wood, ceramics, 
glass, rubber, cloth, paper products 
and most plastics. General repait 
kit—supplied in quart, half gallon 
and two gallon sizes—consists of two 
cans of equal size; one containing 
the white base, the other the black 
hardener. ‘lo apply, equal parts of 
base and hardener are mixed with 
1 trowel to a neutral gray composi 
tion. In cured form, can be sanded, 
drill ind machined. Non-inflam 
mable 
Williamson Adhesives, Inc 

Kimball Ave., Skokie, IIl. 


Work Holder 
May be quickly, easily changed to 


accommodate production run changes 

“Erect Your Own” work holder, 
for use in light production such as 
issembly of electronic, aircraft and 
office equipment components, r¢ 
quires only a screwdriver to change 
sct-up, mat be put together in any 


shape to suit work pieces regardl 


of size, maker claims. Holder is 


available as a complete kit or in in 
dividual components 

Wilton Tool Mtg. Co. Inc.. 
Schiller Park, Il. 








... millions of tiny holes—precision-drilled by rugged, 
long-life Morse “Electrolized” Tools for Philco’s 
fabulous Transac. 


It’s the world’s first large-scale all-transistor computer — Philco’s 
new Transac S-2000. Among its components: 18,000 printed circuit 
cards of epoxy resin glass fiber —highly abrasive, excessively wearing 
on the tools that have to drill hundreds of tight-tolerance holes in 
each card. 

Philco uses the tools that are armored for rugged action: Morse 
“Electrolized” drills. More durable than high speed steel . . . more 
flexible than carbide ... savers on down-time, replacement. 


Morse will help you, too. Tell your cutting tool problem to your 
Morse-Franchised Distributor. He’s the man with the answers. 


IVIO E25 Ea 


means “THE MOST” in Cutting Tools 


MORSE TWIST DRILL & MACHINE CO., NEW BEDFORD, MASSACHUSETTS 
Warehouses in: NEW YORK + CHICAGO + DETROIT + DALLAS + SAN FRANCISCO 


ee ee 


Morse means more production... 
smoother, more accurate produc- 
tion . . . with every type of cut- 
ting tool from drills, reamers, 
taps and dies, to end mills, mill- 
ing cutters, slitting saws and 
“specials”. So, if you want the 
best from every cutting tool you 
buy, mark your order “MORSE”. 
For if you want Morse Quality, 
there’s only one way to get it... 
specify Morse. 


eee WAP Cee 


A Division of VAN NORMAN INDUSTRIES, INC, 








| 


REDDY - FIT EYES 
take only a frac- 
tion of ‘the time 
to fit the tool as 
compared to the 
old style, over- 
sized eye—a big 
Yoll-tMmmelohZelalielel-. 
Tod elt Mmelale Mm Zelt 1s 
customers. 


The Handle That 
Stays Put on 
the Tool, but Not 
on the Shelf! 





suammve 70 0¢-90 B04 
02 ON NIT 
wn 


v 
saw ISIN 


AND YOU’LL 
HANDLE 
LINK ... 


\y 

ACCURATELY GRADED 
and CLEARLY LABELED, 
handles individually 
identified as to name, 
pattern number and 
weight tool they fit. It's 
easy to order the han- 
die you want and get 
what you order. 


SCIENTIFIC DESIGN 
takes up shock in the 
handle — not in the 
hand. Made from finest 
second growth hickory. 


WALL CHARTS make it 
easy on you and your 
customer to order your 
needs. Full size repro- 
duction of eye end of 
handles so tool can 
be compared for per- 
fect fit. 


PROVEN DISTRIBUTOR 
SALES and Merchandis- 
ing Program will show 
you and your salesmen 
that here's a line you 
can sell. 


Write today for your free copy 
of **A Handle Program For 

the Industrial Distributor,” 
sample handle, Catalog A 
and Wall Chart. 


OPLINK 


HANDLE COMPANY 


Manufacturers of 
America's Finest Handles 


SALEM, INDIANA 
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Aluminum Pig 


Redesigned for faster, safer loading 
and unloading, handling economy 


Redesigned aluminum pig, cast 


g, 
into company’s 50-pound standard 
size, features a side-by-side inter 
locking notch that holds pigs s¢ 
Also features flat, 


sloping side, which permits better 


curely in place 

fitting in bundles. Bundles of new 
pig are bound with four metal straps 
Available in 


parallel-stacked 2,350-pound pack 


for safetv, stability 


age, or cross stacked bundles which 
weigh 2,200-pounds, are made up of 
44 pigs 

Alcoa Aluminum, 740 
Building, Pittsburgh 19, Pa 


Alcoa 


Adjustable Storage Racks 


Feature floating wedge lock 
for rapid assembly of racks 


\djustable storage racks have 
floating wedge lock which lock 
horizontal safety bar to upmght 
frame without use of tools, welding 
nuts, bolts or special labor, maker 
claims. Lock also provides front to 
rear, as well as longitudinal rigidity 
Adjustable storage racks consist of 
only three prefabricated parts which 
can be used to build racks for pal 
lets, dies, drums, skids or bulk 
storage. 

Sturdi-Bilt Material Handling 
Div., Union Asbestos & Rubber 
Co., 332 S. Michigan Ave., Chicago, 


Ill. 





THE EXTRA MAN ON YOUR SELLING TEAM 
— YOUR FLEXIBLE REPRESENTATIVE! 





Here’s another example of Flexible’s “user contact program” in action: Mr. Lowell Lynde, Service Engineer, Barber- 
Greene Company, gets first hand information about the new Flexco Finger Board Templet from a Flexible representative. 


Flexible's field organization covers every industrial area in the 
U.S.A. and Canada—wherever conveyor belts and V-belt drives 
are in operation. Each representative is a factory trained belt 
fastener specialist and can be of considerable help to you when 
a customer has a difficult belt splicing or repair problem. He 
is also available to help at sales meetings . . .give technical 
assistance . . . make certain calls with your own sales personnel. 
The rest of his time is given to making field contacts, dem- 
onstrating Flexible products to your customers and expand- 


ing your sales for... 


@ FLEXCO H-D BELT FASTENERS 
FLEXCO HINGED FASTENERS 
TURTLE FASTENERS 
FAR-PUL BELT CLAMPS 
ALLIGATOR V-BELT FASTENERS 
ALLIGATOR BELT LACING 


Flexco ''25-PAK" contains 25 complete sets of fasten- 
ers (bottom and top plates, clips, nuts and bolts) ... 
enough fasteners to join common belt widths. For 
example: one ''25-PAK," size |!/E, will join a 36” belt. 


EASY TO STORE, INVENTORY AND SHIP! 
WRITE FOR BULLETIN F-113 


STEEL LACING COMPANY 
4633 LEXINGTON STREET + CHICAGO 4, ILLINOIS 
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THE 


\KESIDI 


PRESS 


tired 


of hollerine down 
: oO 


rain-barrel? 


Some years ago a new customer came 
to us with an order that made us uneasy. 

Why? Because he wanted a more ex- 
pensive catalog than we had ever made 
for needs like his 


sold, 


This man made and 
mainly by mail, a line of fine fur- 
niture. Although the furniture business 
was bad at the time, and getting worse, 


this catalog turned out to be a great 


success. And so were all later editions 
Just the other day we turned out for 
this man an 


¢ rk le t 


/ t/ ta 
d é 1ta 


‘*in-between-catalogs” 12- 
page bi It featured new items. It 


hointe 


g that customers and 


prospects might have the 


shelf. It 


with the firm’s customers, 


put 
‘*made friends’’ all over 


up on 
agaln 
and those it 
hope d would become customers 

have al- 
They 
brought the catalog down from 
the shelf for 


Mayle 


If vou “‘have tried sales promotion, but 


These ‘tin between” pieces 


ways p iid off in actual sales have 
ilways 
more orders 


there is an idea here for you 


out of it,” maybe 
we can help vou. We are keen to Acef 
Every Donnelley-Built Catalog Selling for 
1// It Is Wort! 


If the story told above sp irks an idea 


didn’t get anvthing 


with you, please drop us a line. 


Catalog Compiling Department 


R.R. Donnelley ez Sons Company 


350 East Twenty-second Street 


Chicago 16, Illinois 
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Automatic Zone Valve 


For zone control of hot water, 
steam, radiant heating systems 


Automatic zone valve, type ZV, 
is designed for heating and cooling 
applications utilizing fan coil units, 
thereby providing inexpensive indi 
vidual control of room temperature, 
maker claims. Operates on 24-volt 


\.( and thermostat 


features a 
actuated valve that responds to tem 
perature demand and simultaneously 
controls the operation of circulator 
or burner 


Sarco Co., In 
Ave . New York 22, 


635 


N.Y 


\ladison 


Belt Sanders 
For boat builders, home owners, do-it- 
yourselfers, production workers 
Stated features of two belt sand 
ers include that 


eliminates drive wheel wobble; long 


drive mechanism 
life ball and needle bearing construc 
tion; slip-proof timing belt; “fine 
thread” tracking adjustment; quick, 
lever action belt changer; anti-goug« 
back rest; contour-grip handles and 

No. $30 
HP motor 
No. 840. 
specially designed to permit flush 


out-of-way cord location. 
sander powered by a 


and uses a 3 x 21-in belt. 


sanding against right angle surfaces, 
is powered by 1 HP motor and uses 
4 x 21-in belt. 

Millers Falls 
Mass. 


Co., 


Greenfield, 








~ 


Quicke st, safest way to cut clean. round holes 


STARRETT SAFE-FLEX 


Here’s the quickest, easiest 
least costly way to cut clean 
holes in any machinable material 


and 
round 
in steel, brass, bronze, cast iron 
aluminum, wood or plastics up to 
Ly,” thic k Double welded to com 
bine a high speed steel cutting edge 
an extra tough shatterproof body 
these com- 
virtually unbreakable 
heavy duty hole saws will handle 
high production cutting or the 
toughest maintenance jobs 

Starrett SAFE-FLEX High Speed 
Welded Edge Hole Saws are avail 
’ through 6” 


and a 
pletely 


rigid steel cap 


sate, 


sizes from 
Interchangeable 


able in 


diameter. arbors 


HIGH SPEED 
WELDED EDGE 


ommodate a wide range of saw 
come with '4” pilot drill, 
hexagonal shank or 4” round 
shank for use in portable 
lathes, drill 
drills and other machine tools. 
Starrett SAFE-FLEX Hole Saws are 
volume and profit builders that tie 
in with your sales of Starrett hack- 
saws, band saws and band knives. 
Their broad range of application in 
maintenance work 


power 


tools presses, radial 


production and 
gives them tremendous sales poten- 
tial. Ask your Starrett salesman . 

or send for complete information 
The L. S. Starrett Company, Athol, 
Massachusetts, U.S.A 


Starrett Precision Makes Good Products Better 


‘ ‘7% 
- “ 
- 








ows 
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Starrett 


World's Greatest Toolmakers 


HOLE SAWS - HACKSAWS 
BAND SAWS - BAND KNIVES 


PRECISION TOOLS + DIAL INDICATORS + STEEL TAPES » GROUND FLAT STOCK » HACKSAWS + HOLE SAWS + BAND SAWS « BAND KNIVES 





sophisticated piping systems use (BONNEY) SWEEPOLETS for branch connections MA 44g00an 


Bonney Sweepolets are in use on the Saturn missile launching pad on the 


high velocity water cooling system of the blast deflector. The long eee ene 
ra WELDOLETS® 
THREDOLETS® 
design provides optimum stress distribution. For all piping systems SOCKOLETS® 
= ELBOLETS® 
BRAZOLETS® 
be wise to specify Bonney Sweepolets. Write for catalog S-1A. ee reccesecees 
CARBON STEEL 
STAINLESS 


BOM, yy ALLOY 
for all services 
VO RGE AND TOOL WORKS, ALLENTOWN, PENNSYLVANIA 
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sweep of the Sweepolet provides maximum fluid flow and its sophisticated 


involving unusual or complex stresses at branch connections, you will 

















Recommend 
RAY-MAN CONVEYOR BELT 


To Close the Sale! 


There is no conveyor belt construction more versatile 
than Ray-Man, engineered by R/M for balanced 
wear under all conditions of service—even with 45 
idlers. You can recommend it with confidence for 
wide, high-lift conveyors carrying large lumps of 
limestone and made endless with vulcanized splices 

. and with equal confidence on underground mine 
conveyors with small pulleys and made 
with fasteners. 


endless 


Ray-Man sets new standards of service on huge, high 
speed wheel excavators moving large quantities of 
overburden .. . and proves equally economical on a 
paper mill conveyor carrying wocd chips. 


Ray-Man construction is double-compensated to 
permit unequalled flexibility and long life without 
stress in top and bottom plies. Ray-Man needs no 
breaker strip. 


Its resistance to ripping, gouging, and tearing is 
second to none. Various rubber compounds are avail- 
able for special requirements—hot material, oilproof, 
fire resistance. 


You can depend on good stocks of Ray-Man in all 
R/M warehouses. R/M also manufactures a full 
standard line of elevator and transmission belts and 
special belt constructions. You can always call 
your R/M field representative to help with cus- 
tomer problems. 





“THE R/M PRODUCT LINES 


Each of the basic K/M product lines include a range 
ol constructions tc meet every 


ment. Many are exclusive with R/M. Al 


customer require- 
nave proven 


service advantages to promote distributor sales. 





ARE ENGINEERED TO BUILD YOUR SALES!?’’ 


These R/M products give your customers ‘‘More Use per Dollar’’. . 


@ R/M Conveyor Belts 

@ R/M Rubber Hose 

@ R/M Poly-V® Drives and V-Belts 
@ R/M Flat Transmission Belts 


. and your salesmen ‘‘More Sales per Day.” 








ENGINEERED 
RUBBER 
PRODUCTS 
-«-- MORE USE 
PER DOLLAR 


RM 1032 


RAYBESTOS-MANHATTAN, INC. 


MANHATTAN RUBBER DIVISION, 


PASSAIC, NEW JERSEY 
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REDUCE CAPITAL OUTLAY, 
INVENTORY; GUARANTEE 
IMMEDI 


E DELIVERY OF 
HICAGO 


MOUNTED WHEELS 


NEW SPECIAL SHAPES 
NOW AVAILABLE FOR 
IMMEDIATE DELIVERY 
FROM STOCK... 


Now you can stock an entire line of mounted 
wheels, 10 each (610 pieces) for only $300; 
100 each (6100 pieces) for only $2500. Inter- 
mediate quantities also available. 
“SS Series” reduces inventory, 
ordering, 


This new 
simplifies 
and guarantees your customers im- 
And within 48 hours, you 
can replenish your own entire stock. 


mediate delivery. 


THESE 6 SPECIAL SHAPES cover OVER 96% 


AND MFG. 


Dept 


ID-6, 


OF ALL PORTABLE GRINDING NEEDS 


Extensive research and industry practice have 
disclosed that six Chicago Wheel Special Shapes 
cover practically every portable off-hand grind- 
ing job uvailable 
choice of two specifications in aluminous oxide 


These are in 27 sizes with 
abrasive and seven shapes of silicon carbide. 
“SS Series” of Chicago mounted 
wheels is the most efficient, profit-making system 
ever devised for Chicago Wheel distributors. 


This new 





WRITE FOR BULLETIN SS-101 
Illustrates vitrified and rubber 
bond wheels; sizes, shapes, speci- 
fications, prices, discounts. For 
complete information on Chicago 
rubber wheels for portable grind- 
ing, ask for Bulletin R-201. 














* 1101 WEST MONROE STREET 
cn 7, Illinois « Telephone CAnal 6-8155 


DISTRICT OFFICES: 

@ Chicago, Ill @ Milwaukee, Wis. 
@ Detroit, Mich. @ St. Louis, Mo. 

®@ Cleveland, O. © New York City 


@ Kansas City, Kan. 
@ Hollywood, Calif. 
@ Easthampton, Mass. 
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Glass Fabric Hose 
Lightweight, flexible, has high burst 
strength, exceptional flame resistance 


3) ISS 
Hose 


fibreglas 


fabric hose, called 


, Is made of neoprene 
fabric and is spiral 


reinforced. Designed for both 
manent and temporary use in aii 
handling, fume control applications 
Operating temperature range from 
40 deg. F. to 300 deg. | 
from 14 to 24in i.d. 
The Flexhaust Co.., 


New York 17, N. Y. 


In sizes 


100 Park Ave.., 


t~ 


Se << 1 ri. 3 
a 


2y\O 


\ 
} 


Pressure Type Cleaning Gun 


For fast cleaning and degreasing in 
factories, foundries, maintenance shops 

High velocity spray, pressure tvpe 
cleaning gun, adjustable for full 
range down to a gentle mist, delivers 
a driving spray to knock off dirt and 
provide coarse, hard-hitting drops to 


maker 


nozzle to 


penetrate built-up filma, 


Has 


penetrate hard-to-reach areas. Air 


claims. extension 


transformer or _ pressure regulator 


provides 6.5 c.f.m. at 60 psi required 
for gun. 
DeVilbiss Co., 


Toledo 1, Ohio 





B.Ww 


WELDING 
FITTINGS 

















B&W Welding Fittings manufacturing is integrated 
with the tube-making 
making facilities. the relation between 
tube-making and the manufacture of welding fittings 


Division’s own and steel- 


Consider 


. in addition to knowing welding fittings manu- 
facturing, B&W knows of the making of tubing 
from which fittings are produced. This knowledge 
plus integration of facilities permits you to pro- 
vide superior fittings, completely quality-controlled, 
matched to end-use service. It also means you can 











MADE BY MEN 


WHO KNOW 


TUBING 


offer on-time deliveries of fittings made from tubing 
of the specialized steels because B&W can closely 
control manufacturing schedules from melt to the 
shipment of the finished product. 

B&W Welding Fittings and Flanges are available 
in carbon steel and the BkKW CROLOYS in a com- 
plete range of types and sizes. Write for B&W 
Bulletin FB502. The Babcock and Wilcox Company, 
Tubular Products Division, Welding Fittings Plant, 
P. O. Box 230, Beaver Falls, Pennsylvania. 


THE BABCOCK & WILCOX COMPANY 





TA-9079-WF2 


TUBULAR PRODUCTS DIVISION 


Seamless and welded tubular products, solid extrusions, seamless welding fittings and forged steel flanges—in carbon, alloy and stainless steels and special metals 
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Turnover Slow? 
Volume Low? 
Profits So-So? 


_" 


re) 


Make ’em Grow! 


* 
= 
“—- 


ae 


Sell 
: $Y 


TRADE MARK 
- 
Ah 
REG. U.S. PAT. OFF. . 
~ 


Solid Woven Belting 


For consistent sales, sure profits . . . sell the best, 
FRANKO Solid Woven Belting. You always satisfy, 
because there is a type or size for every need. Available 
in 1” to 96” widths . . . Three popular types... 
“INNERLOK” for Industrial Conveyors. Famed dense 
weave assures minimum stretch, keeps belt true longer. 
Lightweight flexibility cuts power costs. 

“FINETEX” for Biscuit & Cracker Industry. Super-fine 
texture, for bakery and confectionery product uses. 
“SUPER-CORRUGATOR” for Corrugated Box Industry. 
Non-peeling, minimum stretch, strong and flexible. 
The original interwoven belting. Makes better board 
at lower cost. 


Write for details and samples today. 
“Builders 


of Better Belting 
Since 1875” 


re FRANKLIN 


1118 Central Parkway 


Cincinnati 10, Ohio 


INDUSTRIAL DISTRIBUTION e¢ JUNE, 1960 








Worm Gear Speed Reducers 


Right angle drives adapt compact, 
high speed motors to modern 
production machines 
Line of fan-cooled worm gear 
speed reducers, available in 25 types 
and over 135 different sizes, have 
ratios which range from 5:1 to 
3600:1, with torque ratings to 135, 
000 pound inches and HP ratings 
to 150. Units can operate high in 
put speeds and cover range from 
fractional to large HP motors, maker 
claims. Also offer low output speeds 
with ample capacity for heavy loads, 
assuring smooth, quiet transmission 
of power with minimum mainte 
nance. Feature automatic lubrica- 
tion, strong, rigid housings. 
Link-Belt Co., Prudential Plaza, 
Chicago 1, IIl. 


Preservative Paint 


For all company’s standard 

single point carbide tools 

Preservative paint is said to im 

part a metallic finish which helps 

to conduct the electrical current in 

the electrolytic grinding process and 

improves the grinding finish even 

compared to non-painted tools 

Super Tool Co., Detroit, Mich. 


Aluminum Oxide Abrasive 


For stainless steel 

billet and slab grinding 

Aluminum oxide abrasive, called 

75 Alundum abrasive, are said to 

remove twice as much metal per 

wheel as the best grinding wheels 

previously used, reducing the total 

cost per pound of metal removed by 
as much as a stated 40%. 


Norton Co., Worcester 6, Mass. 





_... says he does it with mirrors 
‘ and NIXDORFF chain!” 























there’s STRENGTH in . ..ume 


NIXDORFF—the chain of fame—a vital 
link in America’s progress for 106 years. 
Packaged for profits 

chain packs, drums, and Merchaindiser 


NIXDORFF-KREIN MFG. CO. 


ST. LOUIS 6, MO, 


WELDED AND WELDLESS CHAINS / CHAIN ASSEMBLIES / CHAIN SPECIALTIES 


/ WAGON AND TRUCK HARDWARE 
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PENBERTHY “Pump in a Pipe” 


Saves Space and Money 


“=r Vx 
fe 


... offers you new 
profit potential 


In this heat exchanger, a compact 
Penberthy steam operated jet pump 
is an effective means to heat and 
circulate water. It eliminates the need 
for a motor operated circulating 


pump, costs less to install and operate 


Penberthy ejectors are steam, air 

and liquid operated to transfer, 

heai, circulate, aerate, agitate, mix or 
pump liquids and to bleed and exhaust 


air or vapor and to produce vacuum 


They are widely used in innumerable 
industrial applications Backed by 
national advertising, Penberthy ejectors 
offer you excellent sales possibilities 
and a higher continuing profit 


potential. Write for full details 


Available in bronze, iron 
stainless steel, plastic and 
wher materials. Stand 
ard and custom made 
For detailed technical 
data, ask for 


Catalog 512R 


PENBERTHY MANUFACTURING COMPANY 


Division of Buffalo-Eclipse Corporation 


PROPHETSTOWN 


There's Certain Satisfaction 


in PRODUCTS BY 


Rees EJECTORS 


INJECTORS 
CYCLING JET 
PUMPS 
ELECTRIC 
SUMP PUMPS 
LIQUID LEVEL 
GAGES 

GAGE VALVES 
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Micrometer Heads 


For special machinery, 
tool and fixture applications 


Line of micrometer heads arc 
available in sizes 0-4-in and 0-1-in 
with or without friction stop and 
vernier. Heads may be fastened 
with soft solder or with a split clamp 
on special machinery tools or fix 
tures. ‘lhe 0-4-in head has a mount 


l 


ing section 43-in long and 2-in diam 
Uhe 0-1-in head has a mounting sec 
tion }-in long and ¥,-in diam. Mi 
crometers feature an adjusting nut 
assembly providing full engagement 
with the spindle thread which is said 
to make instruments shockproof 

] I’. Slocomb Co., 68 Matson 
Hill Road, South Glastonburn 
Conn 


Impactool 

Features 20% more power, 
200% faster rundown 
Size 808 Impactool, for hard in 
dustrial service, will handle work up 
to 2-in bolt size, is 24-in shorter than 
tool it supersedes, maker claims 
lool, which is only 7}-in long and 
weighs 8§ lbs., delivers 1100 impacts 
per minute, has free speed of 6000 
rpm. Standard square driver of tool 
measures -in across flats; } and 4-in 
drivers also available. Three, six and 
eight inch extended anvils with 2-in 
square drivers are offered, as well as 
quick change anvils for screw driver 
bits and socket drivers having +, 

or 2-in hex shanks. 
Ingersoll-Rand Co., 11 Broadway, 

New York 4, N. Y. 





designed to solve a universal maintenance problem... 





first manual impact wrench that works... 





LOOSENS THE TOUGH NUTS 
EVEN POWER WRENCHES CAN'T BUDGE! 





® Loosens “‘frozen’’ nuts in seconds 


There’s never been anything like Swench 
before. It is an entirely new concept in 
wrench design. Swench is the world’s 
only manual impact wrench. Here’s what 


Swench means to your customers... 


NEW SPEED— Nuts that previously had 
to be burned off can now be ““Swenched 
off’’—with unbelievable ease by one 


man—in a matter of minutes 


NEW EASE—Only Swench in its torque 
class is truly portable . . . lets you take 
the wrench to the job—anywhere— with 
no auxiliary equipment, no power con- 


nections. 


NEW SAFETY— With Swench there’s no 
back-breaking, knuckle-knocking strug- 


gle... no dangerous handle extensions 


See for yourself! Swench is so differ- 
ent from anything you've experienced, 
you'll have to see it in action to be- 


Model 750—for bolts 2" to 1%" 
Model 1000—for bolts %" to 1%4" 
Model 1500—for bolts 1%" to 2" 


no sudden release of a frozen nut 
noshock transmitted through the handle 


NEW POWER—Swench, size for size, 
gives greater—and more effective 

multi- 
plies torque applied to handle over 


1500°% (yet all Swench’s power is built 


torque than power wrenches 


into the wrench itself). 


NEW ECONOMY— 


many Ways. 


Swench saves in 
no auxiliary equipment 
to maintain and man, no costly upkeep 
on the wrench, no man-hours fighting 
frozen nuts—and Swench costs less than 
half as much as wrenches with compa- 


rable impact power. 


NEW VERSATILITY— One 


handle more bolt sizes than any power 


Swench can 


wrench loosening or tightening re- 


quires no special adjustments. 


NEW TENSIONING ACCURACY~— Precise 


tightening is assured with Swench, fol- 
lowing simple instructions. 


Tell your customers, ** 


Don’t wrench it. 


® Tightens nuts to maximum practical tightness 














INSIDE STORY — How isall this possible? 
Unlike power wrenches that deliver 
many tap-like blows, or ordinary manual 
wrenches that apply steady torque, 
Swench builds up power in its super- 
strong spring for a mighty wallop that 
is released as torsional impact every 
time the handle is advanced slightly 
more than 30 degrees. 


Write for information on distributorships. 


When you're up against the tough nuts... 


.» SWENCH it!” 





MARQUETTE DIVISION 


~ CURTISS K) WRIGHT 


CORPORATION - 1145 GALEWOOD DRIVE, CLEVELAND 10, OHIO 


lieve it. For a quick and convincing 
demonstration, contact Marquette. 
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One order, one source 


for more fastener business 


THERE ARE BOLTS 





You’ll find a big difference between ‘‘just any bolt” and 
the repeatedly accepted products made by Screw and 
Bolt Corporation. 


Your customer knows he’s getting big extras for his 
money when he buys our fasteners: 

wealth of design experience 

engineered to quality specifications 

sampling and inspection throughout 

entire manufacturing schedule 

rigid standards for lot-to-lot uniformity 

technical customer assistance 

personal attention to orders, handling 


and on-time delivery 


All these extras keep customers sold and satisfied—and 
you'll be satisfied too. 


SCREW AND BOLT CORPORATION 
OF AMERICA 


P. O. Box 1708 . Pittsburgh 30, Pennsylvania 


DIVISIONS: Pittsburgh e Gary e¢ Southington Hardware « American Equipment 


AMERICA'S -MOST COMPLETE LINE OF INDUSTRIAL FASTENER 
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Hose Swivel 


Responds to slighest touch; 
features steel ball bearing design 
Hose swivel, for use in liquid 
lines in general industrial applica 
tions where easy swiveling action 
is necessary, revolves freely at pres 
sures to 125 psi and temperatures 
to 225-deg. F. Hose swivel, No. 20, 
can be used to make piping and 
tubing flexible or movable, or as 
swivel connectors on hose to elimi 
nate damage due to twisting. Avail 
able in 14 and 14-in sizes. Construc- 
tion of bronze and aluminum. 

OPW -Jordan, 6013 Wiehe Rd., 
Cincinnati 13, Ohio 


Piping and Tubing Outlet 


Applications in plumbing, heating, 
process piping and other fields 
Bronze socket brazing and 
threaded outlets—called Brazolets— 
are designed for silver brazing to 
copper, brass OT coppel Thi¢ kel pipe 
or tubing. Funneled inlet improves 
liquid flow and a bonding surface 
is at least three times that of the 
pipe or tubing, maker claims. Units 
are installed by cutting a hole in 
the run pipe with a drill or hole 
saw, fluxing the surface of the run 
iround the hole as well as the bond 
ing surface of the Brazolet, heating 
the joint to proper temperature and 
touching the silver brazing rod to 
the joint. Unit is said to save time, 
money and material in the fabrica- 
tion of original installations and in 
the addition of outlets within exist- 
ing systems. 
Bonney Forge and Tool Works, 
Allentown, Pa. 








Final check is made on Spang Steel Pipe installation in Castle High School heating sys- 
tem. Uniform Spang Pipe was easy to work with, will provide a trouble-free installation. 


“SPANG is tops...they don’t make any better 





steel pipe than that!” 


says Mr. Jack C. Gottman, Jack C. Gottman & Co., Evansville, Indiana 


“We always use ‘good’ pipe in our 
installations, and usually it’s Spang,” 
reports Mr. Gottman. ““That’s why we 
used Spang Steel Pipe in the heating 
system at Castle High School, Para- 
dise, Indiana. 

“Spang Steel Pipe is uniformly 
straight and true. It has a good gal- 
vanized finish that doesn’t chip or peel 
in bending, and it threads nicely. It 
makes a good appearance in exposed 
locations, too. We expect Spang will 


SAAN 
cw 
STEEL PIPE 


give good service at Castle High for 
the lifetime of the school.” 


Quality control makes 

Spang tops in performance, 
dependability 

Close manufacturing control from 
skelp through inspection builds into 
Spang Steel Pipe all those qualities 
you want on any job: uniformity of 
diameter, wall thickness and threads; 
straightness, clean interior, good fin- 


and most of all 
—durability for long service life. 

See your local Spang Distributor 
for good service on your next order. 
Remember: make it steel pipe . 
make it Spang Steel Pipe .. 
in USA. 

Architect: Lester W. Routt & Associates, 

Vincennes, Ind. 

General Contractor: Peyronnin Construction 

Company, Evansville, Ind 
Mechanical Contractor: Jack C. Gottman &Co., 

Evansville, Ind. 


Spang Distributor: Plumbing & Industrial 
Supply Co., inc., Evansville, Ind, 


ish, easy workability 


. made 


THE NATIONAL SUPPLY COMPANY 


Two Gateway Center, Pittsburgh 22, Pennsylvania 


Subsidiary of Armco Steel Corporation er 





Evew PLANT HAS 
SOME CORROSION... 


Sell CHEMTROL, the leading 
plastic ball valve engineered to cover 
every chemical service! 


@eseeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee ee 


Threaded End 
Connecti 


Compensating Union Nut Body Floating Ball 


Wherever you find plants transferring liquids and gases, you'll find a 
willing buyer for a valve that can’t corrode! Chemtrol plastic valves 


handle hot acids, alkalies, some solvents! 


CHEMTROL PLASTIC BALL VALVES ARE DIFFERENT... Possess full 
flow characteristics without turbulence, offer broad chemical resistance 
and good performance in high temperature ranges. Fast acting shut-off 
..only % turn, no sticking or scaling, adjustable take-up on seats, 
union type end connectors, quick disassembly. Here’s the outstanding 
leader with a complete line of valves in 5 basic plastic materials and 
the widest range of sizes in the industry! 


DEALERS WANTED— 


Specific territories still open 
to qualified dealers. Excel- 
lent profit potential in ex- 
panding market! Backed by 
intensive advertising and 
direct mail programs creat- 
ing solid, continuous de- 
mand. Sell the best... Sell 
Chemtrol! Write for details 
and catalog! 


Check Valves Cock Valves 





=a 


Globe and 


3-Way Valves Foot Valves Needle Vaives 








CHEMTROL 


404 West Central Avenue, Santa Ana, California 
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Saw Table 


Converts most of company’s right hand 
blade saw to bench circular models 

Universal all steel saw table, 
Model 528, is standard 32-in high 


a 


with 22 x 22in top work area 
Stated features include as adjust 
able, clear plastic deflector to pro 
tect operator from sawdust, wood 
chips; miter guide to make cuts from 
45 to 90-deg., left or right; adjust 
able rip guide to make cuts to 10}-in 
wide; an on-off switch located con 
veniently at the side. Capacity is 
‘-in less than cutting depth of saw 
used. 

Skil Corp., 5033 Elston Ave., 
Chicago 30, IIl. 


SS —— 


Deep Flute Carbide Drills 


Clear flaky, 
gummy cuttings 
Spiral carbide-tipped — masonry 
drills with closely controlled diame 
ters have deep, wide flutes said to 
provide an easier path to clear flaky 
or gummy cuttings from materials 
like tile or asphalt. Have brazed-in 
carbide tips for support against 
shock. Diameters range from .]32 
to 1.535-in, overall lengths from 24 
to 10-in. Sizes from } to ]4-in. 
RawlIplug Co., Inc., New Ro- 
chelle, N. Y. 





“Supermarket efficiency” 
speeds stock orders to 
BOSTON... DISTRIBUTORS 











Distributors are diligent in maintaining full stocks 
of BOSTON Gear products for the best of rea- 
sons. This fast-selling line of drive components 
is the prime source of volume and profit. 

Stock replacement orders of every size and 
variety arrive daily to be filled at the BOSTON 
Gear plant. With the big line of 9496 stock items, 
assembling and shipping these orders could create 
troublesome bottlenecks. Instead, they progress 
quickly and smoothly, largely because plant facili- 








ties are regularly improved to permit the most 
advanced methods of order handling. 

Current improvements, like the tray pickup 
system for order assembly and roller conveyors 
to packers, shown above, assure “supermarket 
efficiency” from shelf to shipment. 

Distributors can depend on “same-day-serv- 
ice,” and keep their customers coming back con- 
fidently to the place where FROM STOCK means 
what it says. Boston Gear Works, Quincy, Mass. 


® 
Year after year, it’s BOSTO 


BIGGEST in dollar volume — in dollar profits 








for new 
paint 
touch-up _ 
GaSe... (Binks Wren Air-Brush) | "ene 


For use in variable sheave 

installations where space is limited 
Sliding motor bases of the low 
= “pancake” type feature provision for 
rapid release of the adjusting screw. 

for new \ Motor base can be moved quickly 
and easily to shorten center-to-cen- 

ter distance and free V-belts from 


*. s 4 : 
ortabilit the grooves for sheave adjustment. 
aes 


Height of “Quick-Slide” bases is 


only 1,;% or 1%4-in, depending on 


O { NEMA motor frame number, which 
(olf] [f also determines amount of move- 
ment (either 44 or 6-in). Bases may 


be used with any V-belt drives but 


in (| (e] in) are particularly designed for use 
‘ with variable speed drives where it 
(Binks Wren Pak) is necessary to vary the center dis- 





tance between sheaves with pitch 
diameter changes. 


T. B. Wood’s Sons Co., Cham- 


Binks Wren Air-Brush is a spray gun in miniature. . . tailor- bersburg, Pa. 
made for applying small amounts of standard factory- or 
custom-matched touch-up colors. Spray control accuracy is 
so good that masking is seldom needed. 


Binks Wren Pak is a unique, canned air supply . . . so portable 
it fits in your hand. It provides spraying air for up to 30 
minutes of intermittent operation. 


Ask your Binks man to show you both... the Binks Wren Air- 
Brush and Binks Wren Pak. Complete details in Bulletin 
A59-1R1. Get a copy from your Binks representative, Binks 
Branch Office, or write direct. 


Ask about our spray painting school Clamp 


Open to all... NO TUITION ... covers all phases - . Fitted with a drop 
a forged universal joint 
“G” clamp, fitted with a drop 

\ =, fe forged universal joint, is designed 
7 Fog? for use where unusual side strains 

, a are brought to bear on shackles in 

TLL IAL LL A mele ona BOOTHS SERVICE rolling drums or tanks while weld- 


ing. Has a safety factor of 5 to 1 





SPRAY PA/N7/NG Binks Manufacturing Company and is available in six standard sizes. 
3128-30 Carroll Ave. West , Chicago 12, Ill. Merrill Brothers, Artic St., Mas- 


REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES * SEE YOUR CLASSIFIED SP DIRECTORY peth, New York 





184 INDUSTRIAL DISTRIBUTION e JUNE, 1960 








O.. 
cs = 


High Pressure Unions 





Feature fast “Make-and Break” 

for ease of installation 

A 6000 pound working pressure 
union features a full three-pitch 


acme thread which turns easily, re 





sists clogging bv foreign matter, 
and can be cleaned with ease, maker 
claims. Suggested applications in 
clude oil drillers, petroleum proces 
sors, chemical producers and other 
industries in which pipelines are 


frequently disassembled for clean 


union also is available with 4000 


rani wane wewve | NEW Packaged cranes extend the 
Harrington-Peerless Hoist line 


| 
| 
ing or maintenance. ‘The same size 
| 


ster St., Evanston, Ill. 


Economical packaged cranes, shipped complete with 
assembled end trucks and all other parts except the 
I-beam and driveshaft, are the latest addition to the 
complete line of Harrington-Peerless Hoist Products. 

Offered in top-running and underhung models up 
to 5-ton capacity, these new units save as much as 


A if 
elie. Latta Maha 


50% on freight costs, because your customer buys the 
I-beam and driveshaft from a local steel supply center. 
They can be easily adapted to different spans and sizes 
of rails as materials handling requirements change. 
Self Tapping Set Screw And they need no drilling or welding—can be as- 
Cuts production costs, eliminates sembled quickly with a wrench. 

tapping problem in metals, plastics Write for complete details about the new Harrington 
Self tapping set screw has a tend Packaged Cranes. Ask for information on our com- 
ency to “pull-itself-in” due to an 
exclusive design of the cutting 
edges, maker claims. Metal and 


plete line of hoist products and distributor policy, too. 


plastic chips are gathered into the 


oversize flutes. ‘The cutting action THE HARRINGTON COMPANY 


takes place at the lower three threads 
of the screw. Screw can also be Makers of Hoists Since 1876 
used for standard applications. Plymouth Mesting 31, Ba. 
Slabbed, slotted or socket heads 
available. 

Set Screw & Mfg. Co., Bartlett, 
Till. 
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NEED A SPECIAL TAP? 


SOSSNER nas 


120,000 BLANKS ON HAND 
just for Special Taps 


This means we can make normal unexpedited delivery 


of simple special taps within two weeks’ time. 


CUSTOMIZING WITHOUT DELAY 
TO GIVE YOU THE SPECIAL 
TAP ENGINEERED FOR YOUR 

SPECIAL JOB. 


Special Hooks and Rakes 
Reliefs 
Surface Treatments 


If there are additional features 
which make for some complica- 
tion, but still permit use of stand- 
ard blanks, we deliver in three 
weeks. Special taps that have 
to be made from bar stock take 
longer but not nearly as long 


as you may be used to waiting. 


SOSSNER TAP & TOOL CORPORATION 
29 BROADWAY. LYNBROOK I. N.Y 


FACTORY WAREHOUSES IN NEW YORK « LOS ANGELES « ST. LOUIS + DALLAS 


SPECIAL TAPS . 


. . are just one of the features of the Sossner line covered in 
my new Tap Presentation Book. Requiring only about five 
minutes “showing time”, the presentation is now providing 
Sossner distributor salesmen with a firm foundation for a 
creative sales talk. If you are not a Sossner distributor, drop 
me a line to find out how you can double your tap sales 


with the Sossner line and the Sossner Tap Presentation Book. 
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Automatic Feeding Machine 


Features measured length feeding 

with instant start and stops 

Motorized automatic feeding ma 
chine, called MAF machine, feeds 
uniform, pre-determined lengths of 
material to any secondary machine, 
maker claims. Machine consists of 
a friction type roll feed mechanism 
driven by a constantly running elec 
A sole 


noid-operated clutch-brake unit in 


tric motor-driven flywheel. 


stantly engages the rolls or stops 


roll motion upon disengagement 


Machines are available in_ several 
models to handle stock up to 12-in 
wide, 4-in thickness, at speed of 
50 sfm 

Benchmaster Mfg. Co., 1535 
West Rosecrans Ave., 


California 


Gardena, 


& 


Limit Switches 


For applications where large quantities 
of oil and coolant are present 


Line of potted limit switches ex- 
clude all foreign materials and 
liquids. All of company’s ‘l'ype AW 
(small precision) and ‘Type ‘I 
(heavy-duty) limit switches can be 
furnished in new design. Switches 
are pre-wired. 

Square D Co., 4041 N. Richards 
St., Milwaukee 12, Wis. 





Metal Paste 


Adheres permanently to metal 
wood, plaster, glass or plastic 


“Lab-Metal”, a_toug! 


+ 


metal in paste form, applies 

from the can, requires no heat or 
special tools, maker claims. With 
stands heat to 350-deg. F., can be 
milled, drilled, tapped or ground 
Can be thinned to paint consistency 
with “Lab-Solvent 


spraved as a waterproof, rustproof 


ind brushed or 


metal coat. In 14, 3 and 12 Ib 
Cans 

Alvin Products, — Inc., 
Houghton St., Worcester 4, 


Wire Rope 


Tougher and longer lasting 
than company’s premium rope 
Wire rope, called Double Gray X, 
is made from extra improved plow 
steel with independent wire rope 
core and has 15% greater breaking 
strength than the rated breaking 
strength of improved plow steel 
wire rope, maker claims. Use of 
molysulphide in the wire-drawin 
process is said to build a thin mo 
lecular shield around each wire that 
cushions against bending, crushin 
and abrasion. 
Colorado Fuel and Iron Corp., 


Palmer, Mass. 





EXPAND YOUR SALES WITH NEW, COMPACT 
Font Worth 


HI-CAP 
WEDGE 
DRIVES 


with 

QD Sheaves 
and 

Green Seal 
Belts 


QD V-Belt Drive QD Hi-Cap Drive 


Pictured Drives Compared: 
For 30 HP with 1.4 Service Factor—Savings Vary with Other Drives 





Sheaves Belts | Center Weight Cost 

00 Driver'00 Driven ‘Face “Number Size Distance Lbs. HP Per HP Per Drive’ 
QD V-Belt Drive’ 8.4” 16.4 ¢ 5 | C75 | 19.7” | 108 | 443 | $2 ] 124.45) 
QD Hi-Cap Drive 7.1” 14.0” [3%”| 4 [5V710) 186” 90.2 47.0 | $2.33] $109.9 
‘Hi-Cap Saves | 15: [ 14 | 43 & | | 94 | 16.9% |+ 1% 17.1%] 11.6% | 
After more than two years of toughest use-testing, Fort Worth 
introduces the Hi-Cap Wedge Drive. Complete lines of Hi-Cap 
Wedge QD Sheaves and Hi-Cap Wedge Belts are now stocked in 
strategic Fort Worth warehouses across the nation, assuring prompt 
service. Supplementing conventional V-belt drives, Hi-Cap Wedge 
is recommended for .. . 


* COMPACTNESS — Where a more compact drive is desired than possible 
with conventional V-drive equipment. 


* SAVINGS — In installations above 10 horsepower. Hi-Cap Wedge com- 
pares in cost favorably to the conventional V-drive; above 25 horse- 
power, Hi-Cap will provide cost savings over most other drives 


NEW APPLICATIONS — Extending the V-drive application range, Hi-Cap 
Wedge offers advantages for many installations where other types of 
belt drives or chain drives have been common. 


INVENTORY ADVANTAGE — Hi-Cap Wedge covers a wide range of drive 
requirements with considerably fewer belt and sheave sizes than 
would normally be considered necessary. Selection of sheave and belt 
sizes assure systematic coverage of speed ratios in evenly spaced 
increments 


All Hi-Cap Wedge sheaves are new designs, using the same QD 
bushings as conventional QD sheaves and QD roller-chain sprockets. 


Compactness of Hi-Cap Wedge drives is made possible by removal 
of “fat” from belts but without sacrifice = sidewall contact with 
sheave grooves. This and super-strong Green  icap CONVENTIONAL 


Seal cords give belts greater power-transmission 
capacity with less bulk. 
For full information, write to... 


STEEL AND MACHINERY COMPANY 
FORT WORTH 1, TEXAS 


V-BELT DRIVES—ROLLER-CHAIN DRIVES—SCREW CONVEYORS—INDUSTRIAL FANS 


Warchouse Stocks in Fert Worth, Jersey City, Memphis, Atlanta, Chicago, St. Louis, Kansas City, 
Houston, Oklahoma City, Denver, Los Angeles, San Francisco; Sales Office in Hig th Point, N. C. 


Inquire about Franchises, Select Areas Available Now 
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Why it’s good business 
to sell Edward valves 


By W. F. Crawford, President 


Edward Va/ves, /nc. 


When you decide to stock a 
certain product line, what ques- 
tions do you ask yourself about 
the product? What’s the market 
in my area; what’s the reputa- 
tion of the manufacturer; can I 
make a good profit from his 
product? These may be some of 
the questions you would ask 
yourself. But there are some 
other important points you may 
not have considered. For in- 
stance, is it a quality product 
that stands out against its 
competition? 

QUALITY MANUFAC. 
TURE is a claim you invariably 
hear. What manufacturer 
doesn’t think of his product as a 
*quality”’ product? And yet, the 
real test of quality is how well 
the product performs as claimed 
and how well it holds up in 
service. And it doesn’t take long 
for the customer to form his own 
opinion about the validity of a 
claim to quality. 

But in the case of Edward 
valves, you have a product that 
is unquestionably manufactured 
with the best of materials and 
built to the most advanced and 


rigid specifications. Edward 
valves are made in a plant that 
attracts industrial executives 
from all over the world... 
visitors who come to observe 
and study a variety of unique 
Edward production techniques. 
And because Edward valves are 
made under superior manufac- 
turing conditions, they do hold 
up in the field; and they do 
perform as claimed. And this 
fact helps you sell more valves. 
QUALITY OF PRODUCT is 
just one more good reason why 
Edward valves should have a 
strong position in your inven- 
tory. Call in your Edward rep- 
resentative for help in maintain- 
ing a working stock of these fine 
valves for your customers. Ed- 
ward builds a complete line of 
forged and cast steel valves for 
pressures to 10,000 lbs in pres- 
sure-seal, union or welded bonnet 
construction from \ to 18 in. 
for industrial power, petroleum, 
marine and technological serv- 
ices. Edward Valves, Inc., 1222 
West 145th Street, East Chi- 
cago, Ind. Subsidiary of Rock- 
well Manufacturing Company. 








One of a series of informal reports to major industrial distributors 


Sponsored by 


Edward Valves, Inc. . 


Subsidiory of Rockwell Manufacturing Company 


East Chicago, Indiana 








INDUSTRIAL DISTRIBUTION ¢ JUNE, 1960 





S| 


CIRCULAR RING 
RIDER 
/ 


= 


ee DIAMOND STYLUS 


Small Bore Adapters 


Extend range of company’s 

surface finish measuring unit 

Two models of small bore idapt 
ers extend utility of company’s Surf 
internal 


indicator to verv§ small 


other limited access 
Model BL-113 (illustrated 
for use with motor drive model BI 


diams. and 


areas. 


117, has a small tip dimension which 


permits measurements on limited 
access areas such as gear tecth, slots 
and lands. It penetrates up to ,%,-in 
into an opening with an ID as small 
as 4-in. Designed for use in meas 
uring to a maximum surface rough 
ness of 250 microinches. 

Model BL-134, a_ hand-held 
adapter, is recommended for small 
bores, gear teeth and slots where 
hand-held operation is necessitated 
by location of surface to be meas- 
ured. 

Brush Instruments, Div., Clevite 
Corp., 37th and Perkins Ave., Cleve 


land 14 


High Speed Steel Band Saw 
Blades 


Designed for maximum abrasion and 
heat resistance and faster cutting 

Line of high speed steel band saw 
blades come in three tooth designs, 
all precision milled. ‘The standard 
tooth is designed for a wide variety 
The skip 


tooth, with widely spaced teeth and 


of material thicknesses 


large gullet capacity, insures fast 
chip removal essential for cutting 
heavy sections. ‘The “gored” tooth 
has positive rake tooth design for 
fast production cutting on very 
Blade will 
stand temperatures to 1100 deg. F. 


without 


heavy sections. with 


softening, maker claims 
Available in widths of 3? and 1-in. 
Clemson Bros., Inc., Middletown, 


N.. 3. 














LATCH ON 


to the biggest 
Selling feature in 
heavy duty storage 





—_—_ 











~NEW 
AIM BRAND 


B AG; K ...With exclusive safety load 


The makers of AIM Brand Slotted Angle extend their 





line to solve every problem of materials storage. Now, 


after four years of testing, improving, perfecting— 


Acme Steel Company announces a major improve- 

— ment in heavy duty rack design. 

request The only rack with a safety load locking device. Pro- 
vides positive protection against accidental disen- 
gagement of the beam. The load locking device is an 


integral part of the beam, not a loose part that must 








be inserted. Locks and unlocks manually in a second 
—yet its ingenious design keeps the beam anchored 
even under toughest jolts 

There's much more to the revolutionary AIM Brand 
Rack story: unique installation ease, tremendous sta- 


bility and tested load capacities. Call or write ACMI 


STEEL COMPANY, Fabricated Materials Division, 


Dept. IHD-60, 135th St & Perry Ave., Chicago 27, Ill 


, no loose parts—frames are 
ids for fastest set-up and dis- 
assen inched foot plates face forward for ready accessibility 
and simy ng floor. There's even a “built-in rule” the entire 
height o , > sasily guide beams for level placement. Beams 
car adjuste r nch centers over the entire frame he ght 


SETS A NEW HIGH IN STRENGTH! Each AIM Brand beam con- 


nrefahri< 
pretabric 


€ has three load bearing points—two button head studs plus the 


sive load lock. AIM Brand columns are a full 3 inches square, 
1 of the conv ynal 3” x 1! size. These features greatly in- 
rease Safe load capacity 
SECOND TO NONE IN STABILITY! Toughest fork lift truck jolts 
can't jar beams off columns. The safety load lock and button head 


studs team up with advanced welding techniques to provide a rack that 


i 
withstands repeated abuse. Each beam even has a ledge on which 
to place accessories or wood shelving 





RANI 
— SLOTTED ANGLE 


_.. framework for a thousand ideas 


IT’S FAST, SIMPLE, 
STRONG-—Bolts together— 
no drilling or welding. Preci- 
sion-spaced holes and slots 
line up properly for exclusive 
Lock-Joint or Friction-Joint 
connection. %” bolts have 
full-load shoulders, 2000 
pound safe load capacity. 


2 @ee8 @*28 ere 
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IT’S VERSATILE—Practi- 
cally limitless uses for build- 
ing structures and equipment 
every plant needs. And Acme 
Steel offers your men expert 
product training. 


IT'S ECONOMICAL-—Ali 

costs considered—per-foot | 
price, labor and maintenance 
—AIM Brand Slotted Angle 
comes out tops in over-all 
economy. Write for full facts. 


AP oa 


... Now a complete line to solve any storage problem 


GEFRaMine GAL) 





How You Can Vault To Higher Sab 


To keep pace with today’s higher costs for replace- | that wear on where others wear off-§and once sold, 
ments and to protect expensive current investments become a recommendation for additid§al business. 
industry must call upon reliable maintenance And “Allied Chemical” Cold Coatifigs are backed 
products more than ever. This gives distributors of | with a complete sales package: + adveffising to prime 
A technical 
money-making opportunities. background is not needed to sell these¥products .. . 
“‘Allied Chemical’’ Cold Coatings are protective used and accepted for a quarter of a ¢ 


quality maintenance products month-in, month-out, prospects « sales literature + direct ma 


coatings you can sell with confidence. Here are coatings us today! 


“ALLIED CHEMICAL” 34Yc COLD COATINGS for tanks, pilings, structural steel, underground pipes and units 
“ALLIED CHEMICAL” COLD TAR PAINT for outdoor frames and posts, safety and sprinkler piping, transmission towers, railroad 


PLASTICS AND COAL CHEMICALS DIVISION § hemical | 


40 Rector Street, New York 6, N. Y. 
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AHEAD-SIT ON vdue bf DUFF 


the greatest profit opportunity " the pump and 
my ssor business) | l 


{ | 
You ad Champiod. | 
Today there’ s a new Champion — the Commandair — that 
fills out ja complete line of compressors and pumps, ranging) 
stom l/, 4)|through 20} hp. | 


Qhality Yes. Variety? ? Indeed. Profits? Oh, yes. 


Like we}said — you know Champion. And the folks w ho buy | 


compressors know (hampion. , | 


That’ s why Champipn distributors make lots of money. 


} 


Are you one? If not, why not? The least yqu can do is! ask 
lask us — of a friend of yours whdjs smart enough | 
to handle this big-pfofit line!) 


PNEUMATIC MACHINER 
Princeton 33, IMinois 


| 
| 
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Silicone Spray 


Excellent lubricant for rubber, leather, 
gears, canvas, hinges, locks, reels etc. 

Non-volatile silicone spray, in 16 
and 60z. pressurized dispensers, 
has following stated features, pene- 
trates, lubricates, protects; stops 
sticking, annoying squeaks and re- 
pels water; resists fabric deteriora 
tion and retards rust on metal sur 
faces; is colorless and doesn’t wash 
off readily; remains fluid; does not 
become hard or thicken with age; 
retains lubricating qualities regard 
less of weather; useful for lubricat 
ing clocks, timers and electronic 
devices. 

Krylon, Inc., Norristown, Pa. 


2 


All available with 
malleable housings 
Line of Relube type bearing units 


includes pillow blocks, high and low 
shaft height (low shaft height series 
PB250 is illustrated); Flange units, 
both four and two hole, and take up 
units. Most units are available in 
29 shaft sizes from 4 to 2,',-in. 

Browning Mfg. Co., Maysville, 
Ky. 


Bearing Units 





The superior strength and bonding power 
inherent in all Devcon products, opens new 
fields of use on each sales call. According to Leo 
Brooks of Treat Hardware and Mill Supplies, 
Inc., Lawrence, Mass., ‘‘Devcon products give a 
distributor an excellent chance to offer a service 
to his customers in reducing tooling and main- 
tenance costs.”’ 


There are applications for Plastic Steel" and 
other Devcon Industrial Products in every plant 
you visit... completing on the spot repairs, 
making molds, dies, patterns, etc. at a fraction 
of usual costs. Are you sharing in these sales? 


DEVCON CORPORATION 


Endicott Street, Danvers, Massachusetts 
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some 

sales are 
made 
outside 
the factory 


The strongest, 
toughest, 
most versatile tooling 


and repair material 
available today. 


A complete 

line 

of quality products 
for permanent repairs 
and plastic tooling. 





DISTRIBUTOR SALES AIDS | 
: © , Set ae Sem 
fol j : - ae #3 Me © 


gs OO ¥ o 
-REVERSIBLE RATCHET 
WRENCHES 


& 


. . . advertised nationally 
to help you sell 


Lowell built its reputation on s slid, re- 
liable service to industry. For 90 years 
Lowell Wrench Co. has supported the 





industrial distributor with national trade 
advertising that tells the story of its 
complete line of reversible ratchet socket 
wrenches 
FREE attractive and infor- 
mative sales literature in the 
quantities you need. Get a 
the profitable facts by writ } 
now to DEPT. L-13D 
t o 


LOWELL WRENCH CO. WORCESTER 4, MASSACHUSETTS 





... AND, ANOTHER ©. 

BLACKMER Le 

HAND PUMP ‘ cage. 
PLEASE = 


Stock and sell Blackmer | 
Hand Pumps, and you'll increase 
sales to all your industrial bad 


customers. Models to handle nearly 
every liquid that flows. Top quality, 
fast turnover, proven customer 
acceptance. Give your Blackmer 
representative 15 minutes to 

show you how quickly 

and easily you can build a 

profitable hand pump business. 

Write us direct. 


~BLACKMER / 


BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 


liquid materials handling’® equipment 
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Heat Resistant Paint 


Protects steel jigs, fixtures, formed 
products during brazing and welding 
High heat resistant paint, called 

Heat-Rem H-170 Super, is said to 
withstand temperatures to 1700-deg. 
F. Available in both aluminum and 
clear vehicles, paint comes in | and 


5 gallon cans. May be used for 
dipping, brushing 
Speco, In 7308 Associate Ave., 


Cleveland 9, Ohio 


Drum Support Bar 


Cradles standard 

55-gallon drums 

Drum support bar, which allows 
for placement or removal by fork 
lift trucks, consists of a standard 
safety support beam, adapted for 
drums by welding of stops at the 
top of the flange 
port beam can be incorporated in 


\s a result, sup 


in adjustable storage rack used for 
storing other material, such as pal 


lets, boxes, tubes, etc. 


et Support bar 
attaches quickly to upright frames 
by means of a floating wedge lock. 

Union Asbestos & Rubber Co., 
Material Handling Div., Chicago, 


Il. 





by WEATHERHEAD 


=  ——t 


NEW STAINLESS STEEL 
‘“7Q000"' Series ERMETO WEATHERHEAD ’s continued research 


i ee and development of new products assures 
Flareless Hydraulic Fittings distributors of new and continued profit op- 


portunities. WEATHERHEAD offers a 
complete line of steel and brass fittings, in- 
dustrial hose, hose ends and assemblies for 
any industrial application. 


ERMETO DESIGN PRINCIPLE 
Provides Positive Seal 


STAINLESS STEEL ae 
: 1. As nut is tightened, sleeve 
‘*8s000"’ Series ERMETO : is forced into arog te 


: zi Lew , eh 2. Groove is sheared in tube as 
Flareless Hydraulic Fittings as 


Nut pressing on bevel of 
sleeve clamps tightly to 
tube 


When tight, sleeve bows like 
a spring to keep tension be 
tween body and nut 


After assembly, sleeve is 
permanently attached to 
tube. Fitting can be dis 
and reassembled repeatedly 


NEW STAINLESS STEEL 


—~ SAE 37° FLARE pone foe a. 
(J.1.C.) Hydraulic Fittings 


= "e ” 
Weatherhead “Flare-Twir if fittin re now av ible in stainless 3-pe. style Flare-Twin 
steel as well a arbon ste r heavy patt Both the 3-p and 


2-pc. style meet the SAE and J hydra tandar They are easily 
assembled and are especially suited f t where Vibration ba 
pressure surge r high temperature e el ntered. ‘Flare-Twin 
fittings meet N ary Specification MIL-F-! A. They may be repeatedly 
reconnected without affecting their sealing qualitie PRESSURE RAT- 


ING up to 10 


2-pe. style "Flare-Twin” 


BRASS & STEEL FITTINGS ¢ HOSE & ASSEMBLIES e TOOLS & ACCESSORIES 
t ae 
~~ 4 i 
we « e a g 3 “Glo werhe for 
. we your copy o 
ox & ~ YG \ d ay our NEW C-300 
P a ad ed — General 
Catalog 
THE WEATHERHEAD COMPANY e FORT WAYNE DIVISION 
Dept. 1D-6, 128 W. Washington Bivd., Fort Wayne, Ind. 


in Canada: The Weatherhead Co., Ltd., St. Thomas, Ont. 
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Pressure Hose 


For all hydraulic, 
pneumatic applications 
Pressure hose, comprised of a 
precision-drawn inner core tube of 
an inert polyamide formulation over 
which is braided a tough synthetic 
covering for high burst resistance, 
is said to combine light weight, 
flexibility, great mechanical strength 
and chemical and burst resistance. 
Handles such fluids as fuels, gas 
oline, grease, hot oils, anti-freeze 
solutions, refrigerants etc. Avail- 
able with core tube ID of ,4,-in in 
;-In increments through ?-in. 
Synflex Products Div., Samuel 
Moore & Co., Mantua, Ohio 


@ REED MACHINISTS’ VISES last a long, long 
time. The few seconds saved by Reed's easier, 
faster, no-play action are significant in a single 
work week ... substantial throughout the long, 
useful life of the vise. Further, good workmen 
like good tools ... do better work with them. Range Micrometers 

Yes, a vise is a vise. But Reed Machinists’ nes OF a Pn a inner 

Vises are better ; . . with differences that lower 
labor costs for your customers and build good 
will for you. It pays to sell quality! cludes measuring capacities from 15 
ASK YOUR DISTRIBUTOR to 18-in through 33-in to 36-in. The 


6-in range is furnished with six in 


Range micrometer is available in 
two size ranges. ‘The 3-in range in 


terchangeable anvils, can measure 
12 to 18-in through 30-in to 36in. 
These sizes offered with malleable 
iron frames with lightning holes 
Other, larger sizes—36-in to 42-in 
through 54-in to 60-in—feature 


REED MANUFACTURING COMPANY company’s rigitube construction for 


lighter weight, complete accuracy 


Ee ee ee eee ee ee J. T. Slocomb Co., 68 Matson 
Hill Rd., South Glastonbury, Conn 
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A produ ct Ideal gives you a full line with a product to sell 


on every call. And every Ideai product has the 
advantage of the extra-sales potential Ideal offers 


you. Remember... every plant you call on has 
a need for some Ideal product. 


Ideal pre-sells for you with heavy advertising, direct 
mail and technical literature. Your job is made 
easier because Ideal has already given your 
customer the Ideal product story. And colorful 
catalogs like these, show him exactly which Ideal 
product will serve him best. You pick up the order! 


1000F PARK AVENUE., SYCAMORE, ILLINOIS 


— IDEAL INDUSTRIES, Inc. 
d AY ‘ 


oy 
SOLD THROUGH AMERICA’S LEADING DISTRIBUTORS e IN CANADA; IRVING SMITH LTD. CANADA 


INDUSTRIAL DISTRIBUTION e JUNE, 1960 199 





SALES APPEAL 
| NEW 


BEEBE 
WULGIIE 
HOISTS 


quick. 
REVERSING > 


HANDLE .\ 
r— 


SELF- 
ALIGNING 
CABLE 


GUIDE / 


\ 


SSS Seen 


S REMOVABLE S, 
G PULLEY AND % 
4 HOOK + 


~— 


Ww 


N 


Pats. Pending 


Beebe Winches strongest geared power for its weight in the world 


200 


ee 





Quality Hoist 
backed by the 
Famous Name 

Beebe Bros. 


CAPACITIES 
750 LBS. 

TO 4000 LBS. 
FULL LINE 


Beebe Ratchet-Hoists set a new high 
standard of quality. Will out-perform 
and out-last them all. Fewer parts, 
simplified design. Full strength frames 
of light-weight aluminum alloy. Cable 
wind-up standard equipment. Safety 
handles bend under overload. Fully 
warranted for 1 year against defective 
parts and workmanship. For sales ap- 
peal sell the new full line of Beebe 
Ratchet-Hoists 


BEEBE BROS. 


MANUFACTURING COMPANY 
2720 Sixth Avenue South 
Seattle 4, Washington 


Copr. B.B 
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By-Pass Valve 


Simplifies central air conditioning 
installation and maintenance 
Single control by-pass valve is said 
to eliminate piping connections for 
induction and fan-coil air condi 
tioning systems in which water is 
circulated. Designed to replace 
three-unit valve cluster normally in 
stalled at each coil, valve is said to 
save space, materials, and labor, 
combining the functions of inlet and 
outlet stop valves and the by-pass 
or flushing valve normally installed 
Valve measures 2; x 2,);-in, re 
quires only 14 cu. inches of space 
Available in sizes to accommodate 
4 or 3-in O.D. copper tubing, with 
either soldered or flare type con 
nections 
Clayton Mark & Co., 1900 Demp 
ster St., Evanston, III. 


Self-Priming Pumps 


Complete line from 1/2 thru 10-inches 
in both high head and high capacity 
Self priming industrial pumps 
feature large pump bodies for fast 
cool automatic priming, tapered 
roller bearings, hardened steel wear 
plates, cartridge type shaft seals 
which are sleeve mounted, automati 
cally adjust to wear. Also have re 
newable_ sleeves, built-in suction 
check valves. Available for belt drive 
or direct flexible coupling, suitable 
for water or petroleum applications. 

Rice Pump & Machine Co., Bel 


gium, Wisconsin 





‘CUSS-PROOF’ 
socket retainer 


another red ball extra 
that SELLS 


IMPACTOOLS / 


if you've ever had a socket drop off halfway through a 
job, you know what we mean! Sockets on Ingersoll-Rand 
Impactools are safely secured by a strong spring-held 
retainer and can’t fall off accidentally. Yet retainer can 


be easily replaced when necessary . . . another exclusive 


red @ ball extra that makes the Ingersoll-Rand line 


> your best seller. 


=) Life Guard Commutator. Exclusive |-R construction pre- 
vents motor damage, permits easy dressing, provides long 
brush life 


Sealed Nose Bumper. Exclusive |-R rubber guard seals out 
dirt in addition to protecting impact mechanism. 


Dirt-Sealed Trigger. Plunger-operated switch is sealed tight 
from dust and dirt. Another I-R exclusive. 


Job-Tailored Motor. Not “adapted” but built specifically 


IMPACTOOL for rugged Impactool duty. 


Size 8U, */4" Drive 


T-Anvil Drive. Unlike other types, provides true radial blow 
with maximum power transmission. 


best design—biggest line 
look for the red @ ball extras 


Ingersoll-Rand 


11 Broadway, New York 4, N. Y. 
ID48A-18 


INDUSTRIAL DISTRIBUTION e JUNE, 1960 





VERSATILE POWER PACKAGE 


DUFF-NORTON 


R AM-PAC 
HYDRAULIC RAMS AND PUMPS 


The Duff-Norton Ram-Pac 
line provides a versatile source 


of power for all industry—a 
source of profits for you as well. 

There are twelve rams in 
the line with capacities rang- 
ing from 10 to 100 tons. Two 
hand pumps and three power 
pumps, plus attachment units, 
accessories and fittings give 
your salesmen a complete line 
which will find ready accept- 
ance in many markets. 


These industries include 
metalworking, metal produc- 
ing, construction, aircraft, and 
automotive. Duff-Norton’s 
sales promotion effort is being 
directed to key people in these 
industries through publication 
advertising and direct mail. 

For information on the 
Ram-Paec line and how you 
may improve your profit pic- 
ture write for Bulletin AD- 
90ID and ask for details. 


DUFF-NORTON JACKS 


Four Gateway Center e Pittsburgh 22, Pa. 


COFFING HOIST DIVISION -°« 


DUFF-NORTON JACKS 


Ratchet « Screw D 
Hydraulic « Worm Gear 
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JFF-NORTON 


= 


Pittsburgh, Pa. 
COFFING HOISTS 


Ratchet Lever « Air 
Hand Chain « Electric 
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Feed Drill Presses 


Up-front controls for 

one-hand operation 

Line of 20-in power feed drill 
presses are available in 18 models 
bench, floor, multiple 
spindle and overhead track-mounted 
tool. 
adaptability of a power tool with 


including 
Presses are said to combine 
the ruggedness and capacity of a 


tool, 
from which automation devices such 


machine have a connection 
as rotary tables may be controlled 
and synchronized with spindle op 
limits 
operator's work to loading, unload 
ing and actuating tool, maker claims, 
giving him time to operate other 
tools or prepare next piece during 
Applica 
tions include metalworking produc- 
tion, use in tool shops, mantenance 


eration. Power feed press 


actual machining cycle. 


departments and model shops. 

Rockwell Mfg. Co., Delta Power 
Tool Div., 470 N. Lexington Ave., 
Pittsburgh 8, Pa. 


Rubber Food Handling 
Products 


Meet requirements of 
“food additive” amendment 
Series of conveyor belts, brewery 
hose and milking inflations, manu- 
factured specifically for use in the 
food processing industry, are of 
FDA-approved rubber and _ vinyl 
compounds which won't contami 
nate food, maker claims. 
B. F. Goodrich, Akron, Ohio 
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tion D 
atic Day 


In 
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8:30 a.m.: They Were Off and Runnina Hard 
Company by Company: D ary of Decisions 
SALES IDEAS 


rk Up Your Sales Presen January 
esr nd sonetr _ k 


PROMOTION wi { 1e »s? January 


Trailers Are Their raden : February 88 
Memphis f ea 
January 
Advertising Spr« aitie Apr 
l ng n eltis . one . ‘“ 
1g pow ’ r 
Advanced P on: st Word in Sales February 
Salesr n gets t lying influences 
A Salesman’s Repor vith “Built-In” 
Incentive February 
MEETINGS aeeiiame ais 
n each pr + 
PY nalanc Meetina lk Profit sili ’ 
aa ee we . ot he ¥ nie rsa ty Inside Selling Can Be “ea March 
proved cost untina mpe } n.e Inside man w ks < 
attends sale et 


Southerners Probe S ns for 60's March 98 
Distributors and é n ' . ; Teamwork Among S: April 


+ n be r 


Blanket Orde id I Electric Blanket” n , mer 

spa gp ae Spee ee ee ee Should Sales and Cre 
A iles-minded 

Chik gO Conventi« Distributor’s answe 


Quality Expand mmper ¢ 1959 Ad Awards 11 Salesmen Write Their Own Expense Checks 
NIDA Plans and roposals 1 Birmingham, Ala. firr s don way with 
SIDA Installs New Officers the red tap in week! he f 
ASMMA Elects Conant New Prexy 4 salesmen 
. »-Adde a le 7 ial 4 

Next Value-Added Project Channels Do-It-Yourself Sale 

Bearings distribut 

imbitious program 


GENERAL 


Stop Don't File That Form February 90 
slater Bin ere Of expense and bother of EDITORIALS 
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STOCK THIS 
PROFITABLE ITEM 


UPSON-WALTON 


vin - ; 
Ca louY 
fa) 0 / 0 & 
i DROP FORGED STEEL FASTENERS 
FOR WIRE ROPE 


Finishing Machine Made of heavy steel U-bolt for greater hold- 

Capable of performing 90 per c¢ ng power. Heavy drop forged steel grooved 

of all shop finishing operatic base for maximum strength and cold forged 

is . double chamfered heavy hex nuts for added 

Combination belt and disc finish strength. All parts Hot Dip Galvanized for 
ing machine—with standard 4-in al protection against corrosion. 


rasive belt 


Fast and easy to apply because of the free 
running threads. All U-bolts hot dip galvan- 
ized after threading. 


The Assurance of Safety! 


mum tough de- 
pendable heavy- 
duty service and 
“Safety” 


a f 
Manufactured to / . ‘ip 
rigid specifica- /§ 30 
tions for maxi- 4 \ ; 
f 
d 


Packed for your conven- 

Pressure-Sensitive Tape 5 | ience. Boxed in standard 

quantities for immediate 

shipment. Saves time in 

5 merchandising; taking 

Variety of extreme te! tut f > rn. a inventory and minimizes 
pressure-sensitive f ta] storage space, 


In ten bright colors desig 
accordance with NEMA standar 


illed Temp-R-Tap 
thick and have an qj tem 
perature range fro1 U-W Gold Clips are designed for maximum Strength 
to 400 des. F. wit! and Safety with the U-bolts gold chromate coated after 
strength, low power factor an hot galvanizing for added protection and Color Identi- 
ethle enoistase sheorption. mal fication, Place your stock order now to increase Sales 
claims. Specifically designed f with these profitable and fast selling Wire Rope Clips. 
color coding in ele | appl 
tions and non-stick, low ti ul 
facing. Available in 18 yard rolls, ky THE UPSON-WALTON COMPANY 
in widths from } to 2-in, and he A 12525 ELMWOOD AVE., CLEVELAND, OHIO 


lineal yard 12-1n wid TN SAN FRANCISCO ¢ CHICAGO «© NEW YORK 
Connecticut Hard Rul : 


407 East St.. New Haven 9. Ci wy Manufacturers of Wire Rope, Tackle Blocks, Rope Fittings and Crane Hook Blocks 
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HOW EASY 


IT IS TO GET 


[) 


stops, valves, fittings 
from 
YOUR complete inventory 


Complete Quality line 
Complete range of sizes 
Complete variety of types 


Complete ‘‘one source 
service’ available for 
prompt delivery 


One of more than 3500 products 
in the HAYS line 


GENERAL PRODUCTS DIVISION 


HAYS MFG. CO. 


ERIE, PA. 





Service & Information Center is a 


center of attraction for 


1 to r), Arnold Cooke, 


Charles W. Cooke & Son, Detroit; Herschel Harris, Best Mfg. Co., G. A. Hoffman, 


Scovill Mfg. Co. and James I 


Sales training for contractors and 
wholesalers received great emphasis 
again at the Spring Central Supply 
\ssociation meeting held in Chi 
cago April 20, 21, and 22. Both the 
CSA Education Committee and the 
Plumbing, Heating, and Cooling In 
formation Bureau stressed the im 
portance of modern marketing 
techniques, pointing out that sales 
training is the only way to regain 
markets lost by CSA members. 

Pointing out long-range difficul 
ties CSA members will face, CSA 
Education Committee 
Robert Schroeder, New Bremen 
Supply Co., New Bremen, Ohio, 
said, “We get the left-overs from 
colleges. Not always, but mostly. 
Young men who can move into 


chairman 


management positions in our com 
panies will be scarce in the uext 


decade.” Schroeder described other 


groups who have faced the same 


Duffy, Jr., Edward W 





Duffy & Son, Detroit 


problem—automobile dealers, gro 
cery wholesalers, etc.—and added, 
“Since we aren't getting the trained 
college persons, we must educate 
ourselves.” 

Schroeder pointed out that CSA’s 
Dealer Development Institute was 
designed to help solve the educa 
tion problem, and said that DDI 
will be continued on a wider basis. 
(Through DDI, CSA has developed 
a trained group which can _ bring 
its knowledge to many more CSA 
members. schools 
for specific purposes have been de 
veloped: for management, for sales, 
and for operations. 
ment 


Schroeder said 


Top manage 
courses will include person 
nel selection, budgeting, and corpo 
rate organization. Sales personnel 
topics include sales training, sales 
management, and more DDI’s. For 
operations personnel, subjects will 
include 


paperwork — simplification, 


RAINING PROGRAM 


The Plumbing, Heating & Cooling Information Bureau stressed modern marketing 


techniques to CSA members 


Left to right are, 


Norman Wicks, PHCIB executive 


director; Wm. Fitzpatrick, PHCIB president, and David Braun, PHCIB sales devel 


opment institute director 
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credit management, warehouse man 
agement, and materials handling 


Schroeder announced that the 


first of these special schools, Person 
nel Selection Institute, will be held 
in Chicago’s Lake ‘Tower Motel 
June 1, 2, and 3 (Wednesday 
through Friday), 1960; tuition will 
be $60 per person. ‘The three-day 
course will cover basics of recruiting 


and hiring wholesaler employees, in 


cluding job descriptions, employec 


specifications, applications and in 
terviewing, and personnel policies 

During an interview, PHCIB di 
rectors Norman Wicks and David 
Braun told INpusTRIAL DisrrRiBUTION 
that the PHCIB training program 
is now being given in 50 cities across 
the nation, and that 10 more cities 
will be added by the end of May 
Contractors and wholesalers take 
this training course together, and 
Wicks said more than 1,000 con 
tractors and 200 wholesalers are 
presently enrolled. The PHCIB 
training program was first an 
nounced at the Fall, 1959 CSA 
meeting in Chicago. 

In addition to the PHCIB pro 
gram for contractors and whol 
salers, there is also a “train-the 
trainer” program. Men taking this 
PHCIB course become instructors 
for the regular PHCIB training pro 
gram. David Braun said more than 
100 have completed the “train-the 
trainer” course, and 30 more will 
complete it by the end of June. 

Charles Price, chairman of the 
CSA Catalog Standards Committee, 
announced that more manufactur 
ers are making catalog pages avail 
able under the CSA Standardization 
Program. “This brings to 20 the 
total number of manufacturers who 
have adopted this program, designed 
to increase the number of whole 
saler catalogs printed—and cut costs 
for wholesalers and their suppliers 
alike,” said Price. 

CSA president Ralph V. Cook 
called for greater cooperation in 
trade association groups, saying that 
the need for such cooperation “now 
is greater . . . than ever before.” 
Continued Cook, “Trade associa 
tion cooperation is a must to 
day. Manufacturers merge or close 











From *25 to *450 
on Oil Alone... 


RIBSDILR! 


How much oil do they use each day thread- 
ing pipe, rod or conduit by hand or power 
drive? 








One-half pint? One gallon? If it winds up 
on the floor, they’re spending somewhere 
between $25 and $450 a year just for the 
privilege of cleaning up oil. 


The RIGZDILR saves that money for 
them...lets them use all the oil they should! 


®@ Ends Oil Waste and Messy Floors— Costly 
oil is double screened and re-used again 
and again. 


® Lengthens Die Life —Well oiled dies last 
longer, stay sharper . . . gives cleaner 
threads for fast, easy installation. 


The easy-to-carry RIGZDILR comes 
complete with a screened chip pan, circulat- 
ing oil reservoir and hose-connected hand 
pump-gun. Stock it . .. show it for easy sales. 
You'll be glad you did! 


Costs 
Only 
$23, 20 


with 
2 gallons of 
Rikalb> 
Thread Cutting 
Oil! 





——$ $$ 


a 


RIGQlD Dark and Nu-Clear 
Thread Cutting Oils are available 
in convenient (4 ounce Nu-Clear 
only), 1 quart, 1 gallon, (2 gallon 
Nu-Clear only), 5 gallon, 30 
gallon and 55 gallon containers. 
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FIND OUT HOW 
TO MAKE MONEY 


on Machine Mounts 
with 
UNISORB 
MONEY-MOUNT 
PROMOTION 


Now, for the first time, a complete educational and promo- 

tional package that tells all about machine mounts and how easy it is to sell them. 
It’s all in the Money-Mount Promotion, just released by Unisorb. Includes slide 
film, direct mail, Information Bulletins, data sheets, Selector Chart, National ad- 


vertising and sales aids. 


Ask to see the new Unisorb Money-Mount Promotion! 


Find out how the complete line of Unisorb Machine Mounts can mean extra sales, 
extra profits for you and your salesmen. Call or write, today. 





Unisorb Mounting 

Pads 

Unisorb padsarethe 

basic vibration con- 
trol unit, identified by the red centers and 
brand mark. Available in a wide range of den- 
sities and thicknesses for proper application. 
Saves up to 80% in installation time and costs. 


Unisorb Level-Rite 200 

Unisorb Level-Rite ‘‘Jun- 

ior’ has been especially 
designed for light machines, air conditioners, 
business machines and similar equipment. 
A low cost, precision leveling device and vibra- 
tion control unit, with loading limit of 200 Ibs. 
per unit. Ideal for original equipment. 





Unisorb Level-Rite 

Mount 

Unisorb§ Level-Rite 

is a universal, self- 
contained leveling device for all types of ma- 
chines. Fast, simplified way to achieve and 
hold precise level. Available with exclusive 
screw-post design or as a basic mounting 
plate for use with built-in leveling devices. 


Remember — to simplify installation, 
improve performance and control 
vibration... 


UNISORB MOUNTS 
MAKE THE DIFFERENCE 


... for all types of machines from lab- 
oratory equipment to giant presses. 
Ask for a Money-Back Trial... Now! 


UNISORB 


Division of The FELTERS Company 


Taylor Felt & Supply C 


ae 


L eee eae ae aes ae a es ns es es es 
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UNISORB 269 SOUTH STREET, BOSTON 11, MASSACHUSETTS 


sales Offices in New York, N.Y. « Chicago, Ill. ¢ Detroit, Mich. « Upper Darby, Penna. e St. Louis, Mo. 
san Francisco, Calif. « Acorn Mfg. Co., Los Angeles, Calif 


Please send me details on new Money-Mount Promotion. 


FEO-16 


Cee eee cere Ge ee Ge GD eS ee ee oe 
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branches on one hand. On another, 
prices and discounts change almost 
daily. ‘Things are happening so fast 
that no one person can cope with 
the changes unless he has the aid of 
others—in an effective, hard-working 
association such as CSA.” 

Cook that 
might veer from traditional whole 
sale outlets in the ph-c industry, 
winding up with other types of 
wholesalers. Cook noted changes 
in production, applications and cost 
of materials, and urged CSA mem 
bers to stick together and seek the 
best possible ways of distributing 
p-h-c products. 

Industry knuckles got a sharp rap 
from Wesley A. Songer, Crane Co. 
Said Songer, “I don’t 
think another industry exists today 
with such confused pricing practices. 
I feel very strongly that the plumb 
ing and heating secondary market 
pricing practices should be under 
the complete and sole control of 
the wholesaler, to whom it justly 
belongs.” 


warned distribution 


president. 


Songer spoke in favor of 
firm, uniform prices, to be set by 
manufacturers; he said Crane has 
formulated and stuck to such a pric- 
ing schedule. 

G. Allen Briggs, second vice-pres 
ident of NAPC, praised joint CSA 
NAPC efforts toward minimizing 
transit damage to plumbing fixtures 
during shipment. Briggs noted that 
the two groups are asking fixture 
manufacturers “to provide better 
packaging of their products so that 
the fixture will be securely held in 
the container and the container it 
self will withstand shocks in transit.” 

Briggs added, “This cooperative 
effort is just another example of 
the cooperation that I firmly believe 
should exist between our two organ- 
izations. I know that NAPC is 
ready and willing to cooperate at all 
times in matters of mutual interest 
and concern.” 

The Spring CSA meeting at 
tracted 150 exhibitors, more than 
at any previous CSA convention. 
Attendance of contractors, whole- 
salers, and manufacturers was more 
than 1,500. The Fall CSA conven- 
tion will be held at the Palmer 
House in Chicago, October 5-7. 
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FULL BODY 


2 UNC - 13 THREADS 





FULL BODY 
6 UNC - 18 THREADS 
REGULAR SQUARE NUTS 


ITANDARD SCREW COMPANY 





STANDARD SCREW COMPANY 


Two more reasons why 
it pays to standardize on 


STANSC 


After two years of exhaustive study, Stanscrew 
has completely renovated its packaging. Among 
many improvements are new, standardized boxes 
of extra tear strength, more accurate fit, and 
maximum stain resistance . plus a carefully 
coordinated ‘“‘family”’ of new high visibility, color 


coded labels STANSCREW MEANS 


For you, this modernized packaging will help Continuing sales help... 
fastener specialists selling 
your order filling . . . and, most important, assure with you und for you. 


dress up your shelves simplify and speed 


. s ii > > > > ; eee 
your customers that your fastener deliveries ar 1 complete fastener line 
a : ; now over 5.500 catalogued 
rive in longer lasting, more easily identified con- items. 
tainers Fast service . . . orders 
Stanscrew’s vast packaging program also in- shipped within 24 hours. 


cludes major improvements in bulk packaging Industry’s broadest protection 
. . . . mm all sales i rri 
and palletized shipments . . . again typical of ee ee re 


our determination to provide Stanscrew distrib- A consistent promotion pro- 
; gram that helps pre-sell your 

utors with the elite in fasteners under the most eustensese. 
sal ible conditions possible \t Stanscrew, every Superior fastener quality - - 
technical and selling advancement is passed on the exclusive “Carbon Res- 
toration” process, for ex- 

to you so you, in turn, will have every advantage ample 

in working with your customers. Preferred and specified by 
l‘o give you all the facts on this new packaging leading manufacturers in all 


program, Stanaceny hen desiened 2 comprehen industry classifications. 
sive wall chart. It explains, in detail, the new 
simplified labeling system and the striking de- 
velopments in fastener containers. 
ist sign this ad and mail it to our address 
below. Your copy will be delivered promptly. 


STANSCREW FASTENERS 


CHICAGO t HICA RE 
HMMS | HAR 
WESTERN 


STANDARD SCREW COMPANY 2701 Washington Boulevard, Bellwood, Illinois 





Watch Out... 
IT BITES! 


~ 
* 
+ 
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Revolutionary new 


@M@MJE) GAN == 


Vanadium Carbide Bandsaw 


Check these sales advantages: 


GQRLET BANOES outlasts . . . outperforms carbon bands 
3 to 1 at regular speeds and feeds! 


GQ4EJETBANOES matches high speed steel band per- 
formance — yet costs 25%, less! 


GREET BANOS steel is an entirely new alloy — spe- 


cially developed for bandsaw use! 


@QRJET BANOES vanadium carbide is harder than a 
grinding wheel — twice as hard as carbon bands! 


G@QIJET BANDE cuts even stainless and high tempera- 
ture alloys on standard machines! 


@QRJET BANDE is thoroughly proved — backed by 
over a year of testing in the field! 


GQIJET BANOS has high fatigue resistance! 


Write for full information 


MILLERS FALLS COMPANY 
Dept. ID-29, Greenfield, Mass. 


HAND TOOLS 7 taal TOOLS 5” METAL CUTTING SAWS hes ileum tele) 5: re 
po Gs | > 


~s 
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THERE’S A 
SURPRISING 
THING ABOUT 
BASSICK 
CASTERS 


We heard it from a mid-continent distributor who recently found that his 
line of Bassick Casters was up there in his “top five” lines as a profit maker. 
Here’s his reasoning. Al] the plants his salesmen call on in a normal day 
have uses for casters. There’s literally no end to prospects and sales oppor- 
tunities. He thinks his salesmen naturally sell hardest the things they know 
best. There’s nothing very technical about a caster. Customers like Bassicks 
and his salesmen like to sell them. Pre-sold for years to industrial prospects, 
the name “Bassick” is particularly useful in closing a sale. 

We hope these few thoughts from the first- 
hand experience of a Bassick Distributor will 
be useful to you in planning your own sales 
emphasis in the future. 
Easy way to help your customers sell more cast- 
ers. This little booklet contains powerful and 
proved caster sales ideas. Want some copies for 
mailing? 0.24 

















STEWART- WARNER CORPORATION 


The Bassick Company, Bridgeport 5, Conn, 
in Canada: Belleville, Ont. 
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NEWS 


(Starts on page 142) 





BILL MINAHAN, sales manager of ‘The 
R. B. Birge Co., Bridgeport, Conn., says 
that in order to make a sales contest su 
essful, the spirit of teamwork, as well as 
ompetition, must be fostered among th 
salesmen of the company. 





Industrial Supply Corp. 
Offers Saw & Knife Service 


Industrial Supply Corp., Rich 
mond, Va., has become the first 
known industrial distributor in Vir 
ginia and one of the few in the 
nation, to offer its customers a com 
plete saw and knife sharpening serv 
ice, according to Lloyd B. Mize, 
company president. 

In announcing the new service, 
which will operate as a department 
of Industrial Supply, Mr. Mize said 
that the main concern in setting up 
the new business was to back up 
the sale of saws and knives with 
the best possible service for cus 
tomers in wood and metalworking. 
He said however, that the firm ex 
pected to do a large volume of work 
in the sharpening of the every-day 
hand saws and small power saws. 

[he shop represents an invest 
ment of $40,000 for the company, 
which includes $30,000 in equip 
ment. It occupies 1700 sq. ft. of 
former warehouse space, with a sep 
arate entrance and parking area. 





Durco Sleeveline Valves 
Now Available 


or Industrial Distributors 


‘The Duriron Company is seeking 
industrial distributors to sell 
Durco Sleeveline valves. 

Durco products have been 
actively promoted through adver- 
tising and competently sold by 
our own men to the chemical proc- 
ess industries for over fifty years. 
Now, marketing through indus- 
trial distributors marks a basic 
change in our sales policies to gain 
active representation for this new 


valve line throughout the indus- 
trial community. When you add 
an established company with an 
established product you can pick 
up big orders month after month. 
And the high profit margins we 
have set will make Durco Sleeve- 
line valves a profitable addition to 
your line. 

The Durco Type G Sleeveline 
valve is a non-lubricated plug 
valve made from ductile iron (or 





| CORROSION RESISTING | 
[ALLOYS & EQUIPMENT | 
\ 





stainless steel) with a Teflon® 
sleeve. Design is based on a valve 
tested in over 300,000 chemical in- 
stallations over the past 10 years. 
The G valve in ductile iron is com- 
petitive with cast iron or semi- 
steel lubricated plug valves and 
ball valves for general purpose use 
in industrial applications. 

We welcome inquiries from 
stocking distributors with actively 
organized industrial divisions. 


THE DURIRON COMPANY, INC., Dayton, Ohio / Valves + Pumps « Filters + Process Equipment 
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FOR TO 1% INCH BRANCH CONNECTIONS 


Sere «saad 





NEW W-S TeeLet SLASHES) 
TEE COSTS 50% OR MORE! 


The new W-S TeeLet replaces conventional Tees of cast or malleable | 
iron, welded or forged steel . . . requires fewer stock sizes. Available in | 
sizes from % to 1%" IPS, TeeLets are fully machined from forging 
quality solid steel bars and adapt to run-pipe sizes to 36’. They re- 
quire no additional joint strength calculations for any ASTM A-53 or 
A-106 Grade B run-pipe of Schedule 40 or 80. 

What about cost? A size-by-size comparison with conventional Tees 





shows TeeLets average less than 50 per cent of the cost you now pay. 
A W-S TeeLet, with screwed, socket-weld or butt-weld ends, requires | 
no shaping, fitting, beveling or extra alignment. You can connect to | 
the run-pipe at any point. Short heights rmean easy inspection of the | 
attachment weld or back-weld, if desired. 

A W-S TeeLet costs less to buy, less to install than anything you can 
buy or make. For complete information, prices, and names of distribu- 
tors, write: Forge and Fittings Division, H. K. Porter Company, Inc., 
Box 95, Roselle, N. J. 


GAZE Dd BR te 
NDTE 


FORGE AND | ‘; | FITTINGS DIVISION 


H.K.PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY with steel, rubber and friction products, asbestos textiles, high voltage electrical equipment 
electrical wire and cable, wiring systems, motors, fans, blowers, specialty alloys, paints, refractories, tools, forgings and 
pipe fittings, roll formings and stampings, wire rope and strand 
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W. Raymond Burrows, Jr. 


Burrows Named To Head 
Marketing For Carborundum 


W. Raymond Burrows has been 
engaged as manager of the market 
research branch of The Carborun- 
dum Co. 


Nir 


who resigned 


Burrows succeeds Jan Braltz 
He started his busi 
with R. E.- Dietz Co., 
in 1959, as assistant to the president. 


ness Career 


Since then he held positions in mar 
keting, advertising and sales promo 


tion, and sales training 


American Pulley Names Bell 
Central Sales Manager 
Malcom F. 


central 


Bell was appointed 
The 


American Pulley Co., comprising 


sales manager of 
the districts surrounding Pittsburgh, 
Detroit, Chicago, Minneapolis and 
St. Louis 

Mr. Bell was formerly an account 
specialist creating national contract 
business for Gooding Rubber Co. 


Maleolm F. Bell 





SS 











Precision 
Workmanship? 


Name the features customers 
demand .. . precision workmanship, 
improved performance, guaranteed de- 
pendability, an established brand name 
... you'll find all of them in new Victor 
“YELLOW TANG” Files. 

And You’ll find liberal profit margins, 


your 


VICTOR 


VICTOR Saw Works, Inc. 
METAL CUTTING PRODUCTS 
Middletown, N.Y. 


Guaranteed 
Dependability ? 


What Sells 
\ File To Your 
Customers? 














excellent repeat sales potential, and 
prompt, courteous service from the 
manufacturer, too... the same out- 
standing service you’ve come to expect 
when you purchase any of the fine 
Victor metal cutting products. 

This newest addition to the expanding 


For information, write to: 


HACK SAW FRAMES 
BAND SAW BLADES 
HOLE SAWS 

FILES 
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improved 
Performance? 


An Established 
Brand Name? 


Victor line enlarges the scope .. . and 
economies ... of your single source 
Victor buying. It means less paper 
work, simplified purchasing, lower de- 
livery costs and more profit for you. 
Complete your stock of popular Victor 
metal cutting products now. 


POWER HACK SAW BLADES 
HAND HACK SAW BLADES 





FULL LINE 


Donald J. Barker 


Donald Barker Joins 
Billings & Spencer 


Donald J. Barker joined the Bil 
lings & Spencer organization as a 
sales representative with headquar 
ters in the Chicago office. 

Mr. Barker will travel the states 
of Missouri, Kansas and parts of 
Iowa, Nebraska, Michigan, Indiana 
and Illinois. 


keeps chain Sales coming your way! Before joining Billings, he was 


associated with the Great Lakes 
You' : , Supply Corp. of Chicago, and pre 
ou'll satisfy every customer's needs—get the biggest share of the s 
chain business in your area with Taylor's complete line. National vious to that with the Cameron & 
advertising . . . effective sales helps . . . up-to-the-minute packaging Barkley Co., Miami, Florida. 
make this profitable business come easier. And Taylor's 86-year-old 
reputation for top, uniform quality assures complete customer satis- 
faction—strong repeat sales for you! Hogan and Bradley Advance 


At Adamas Carbide Corp. 


Frank W. Hogan was appointed 
marketing manager, and William T. 
Bradley field sales manager for 
\damas Carbide Corp. 

Before joining the firm in 1952, 
Mr. Hogan was sales manager of 
American Ball Bearing Corp. 

Mr. Bradley, formerly manager 
of distributor sales, will work out 
of the Kenilworth, N. J., headquar- 
ters, and will be closely associated 
with Mr. Hogan. 


FREE! CHAIN 
SAMPLE BOOK. 
Bulletin 59 contains 
actual-size reproduc- 
tions of all types and 
sizes of welded and 


weldiess chain. 
ade 


CHAIN since S.G. TAYLOR CHAIN CO., INC. 
1873 Hammond, Indiana 
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F. W. Hogan W. T. Bradley 





NQOELTING 


Faultless L9OO 


DOUBLE BALL BEARING SWIVEL 


MEDIUM DUTY Casters 


SERVE YOUR 


= = | CUSTOMERS 


J 


3 WAYS 





7 Faultless Caster Gitigntnitien 


Evansville 7, Indiana 


Send me Free L900 Medium Duty Caster information. 


St cntncniieannti 





Firm 





a 





City 
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Question: 


Why are 

distributors 

changing to 
A 





Answer: 


Milwaukee builds a full line 
of metal working tools... 


Milwaukee Tools are ALL 


Heavy-Duty Industrial Types 


Milwaukee Tools have 


a reputation for durability 


Milwaukee Tools 


are profitable to sell 


Milwaukee Tools 


are guaranteed to sell 


Write for full information | | rice 


| in the | 
|| Yellow Pages | 


Milwaukee Electric Tool Corporation POE 


“Todols-Electric” 
5340 West State Street ° Milwaukee 8, Wisconsin 
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Robert Fowler 


Milwaukee Electric Tool 
Appoints Robert Fowler 


Robert Fowler was appointed dis- 
trict representative in North and 
South Carolina and southern Vir- 
ginia, for Milwaukee Electric Tool 
Corp. 

Mr. Fowler has wide sales and 
customer service experience. He 
will cover the same territory for- 
merly serviced by Dick Boyd, who 
resigned to become vice president 
of his family’s hardware firm. 


R. E. Fahey Joins 
Hallidie Machinery Co. 


R. F.. Fahey, formerly with the 
Pacific Metal Co., Portland, Ore., 
joined the staff of Hallidie Ma- 
chinery Co. He will be in charge of 
expanding sales to the sheet metal 
and fabricating industry in Wash- 
ington and Oregon. 

Mr. Fahey is well known in the 
aircraft and metalworking field in 
the Pacific Northwest, through his 
association with Pacific Metal Co. 

As part of its expansion program, 
Hallidie became a distributor for 
Wysong & Miles Co. and Dries & 
Krump Mfg. Co., manufacturers of 
power shears and press brakes. 


Versa Products Moves 


Versa Products moved their plant 
from Brooklyn, N. Y. to 150 Coo 
lidge Ave., Englewood, New Jersey, 
because of the need for greater 
space. 





A leading distributor te//s us: 


“Experience has shown us that our biggest selling lines are those 
backed by an aggressive promotion program on the part of 


our suppliers ... both on a national and our own local level.” 


ADVERTISING AND if 
[ — MERCHANDISING & 


—— 


says T. A. Summers, Shelby Electric, Memphis, Tennessee 


“Our steady growth 
reflects the effectiveness of 
Gates advertising support” 


("—Yag ‘““‘We were impressed from the start with Gates advertising and 


WAREHOUSE AVAILABILITY 


nail sales promotional programs. Trade ads have helped to build high user 
acceptance, but, most important to us, are the materials and programs 


available to us right in our own trading area. Gates Advertising is written 
from the distributor’s point of view .. . and best of all it works! 
We've stepped up our sales of Gates products as well as other lines 


as a result of using Gates advertising.” 
LEA The Gates Rubber Company 
aa ) World's largest maker of V-Belts Denver, Colorado 
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IT’S A | Wenat Sonis Opens New Warehouse In Chicago 


‘ACT 


YOU CAN DO BETTER WITH 





SPACING PRODUCTS 


BECAUSE FAST BELIVERY 

from stock makes inventory control 
easy ... conserves valuable space. The new Chicago warehouse for Wendt Sonis is located at 3408 North Harlem, 
BECAUSE AN ESTABLISHED o Chicago, Illinois. Mr. Daniel is manager of the facility with a $225,000 stock. 
REPUTATION for quality products 
promotes prompt acceptance ... 
speeds sales. 


BECAUSE CONVENIENT > W. S. Nott Co. Moves To New, Larger Quarters 


PACKAGING simplifies handling 


... encourages use. ee 
BECAUSE ATTRACTIVE 
DISCOUNTS assure good profits. 





2 


@ — > “ anBor spacers 
be SHIMS 
SHOULDER-SCREW 
. 
(> © spacers 


® " Ses 
» g™ -. " 
FEELER STOCK bE \e 


As 


in Coils and Strips . a 








ACCURATE 


el he Hyster Division of W.S. Nott Co., Minneapolis, Minn., moved to new quarters at 
3140 Snelling Ave. The physical move of property was done by Nott employees over 
1 week-end so as not to interrupt service to customers. The new facility is double th 
Complete ranse of extre- | space formerly available; it is 130 ft. by 60 ft. clear span 
precision sizes and thicknesses 
made from selected materials 
... clean and flawless. 





Longhorn Supply Names Burndy Appoints O’Keefe 


FOR MORE FACTS Morris Vice President Distribution Sales Manager 


WRITE, WIRE, PHONE FOR F. M. Morris was appointed vice Robert O’Keefe was named dis- 
LITERATURE AND PRICES 


president of Longhorn Supply Co., | tributor sales manager of the Utility- 

YOU CAN Houston, Texas. Industrial division of Burndy Corp. 
Mr. Morris is a member of the In his new post, Mr. O'Keefe will 

DEPEND QN HW . STA: C0 | Houston Purchasing Agents Asso- | supervise the sales and merchandis 
| ciation and an active member in | ing programs affecting distributors 
the Houston Association’s Distrib- | throughout the country who handle 


utor Buyers Group. He has had | Burndy’s lines. 
on. aghap itopee 25 years’ experience in the oil in Mr. O'Keefe was previously with 


DETROIT 3, MICHIGAN dustry. the Westchester Lighting Co. 





DETROIT STAMPING COMPANY 
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STRONGER © MORE POWERFUL ¢ GUARANTEED UNBREAKABLE 


OLVUMBIAN 
macninists’ VISES 








"T" section hardened tool steel faces pinned to jaw. 
Easily replaceable. 


Malleable iron front jaw with heavy internal ribs for 
added strength. Guaranteed unbreakable! 


Steel handle balls forged from handle stock. Can't come 
loose. 


Powerful cold-rolled steel screw. 


Self-lubricating graphite bronze thrust bearing. Reduces 
friction. Prevents wear. Eliminates end play. 


REPLACEABLE 
JAW FACES 


Outstanding among 
ij Columbian features are re- 
placeable hardened tool 
steel “T" jaw faces. Drive 
pins anchor faces securely 
in castings, so they cannot 
come loose, but are easily 
replaceable. Solid grip- 
ping surface covers entire 
jaw face area. Smooth jaw 
faces available without 
screw heads or screw holes 
in gripping face. 


ae ati | 


- 
. 
a hs 





. Front jaw beam covers and protects screw. 
. Longer back jaw body for perfect alignment. Malleable 


iron castings guaranteed unbreakable. 


. Large ground and polished anvil. 


. Precision-machined nut and back jaw keyway guarantee 


positive alignment. 


. Malleable iron base. Guaranteed unbreakable. Swivels 


full 360°. 


. Forged steel, tapered-gear lock bolt prevents slippage. 


COMUMBIAN SWIVEL KIT 





CONVERTS STATIONARY VISE 
TO SWIVEL BASE VISE 


3-3%-4- 4, - 5-inch Columbian 
stationary base Machinists’ Vises are 
easily converted to Swivel Base Vises 
by addition of the Columbian Swivel 
Kit. Swivel can be installed in 2 minutes. 
Kit includes swivel base, lock nut, lock 
bolt, center bolt, washer, bushing and 
plug cap. 


for best advice about VISES...See your COLMMBIAN distributor 


A-1311 A 


SLEOGE 
TESTED 


THE COMUMBIAN VISE & MFG. CO. Cleveland 4, Ohio 





A MESSAGE 


TO AMERICAN 


IN 


DUSTRY * ONE OF A SERIES 


Recent Economic Growth = 
The Numbers Game 


If it truly portrayed recent rates of economic 
growth in the United States, the report on em- 
ployment, growth and price levels recently 
issued by the staff of the Joint (Congressional) 
Economic Committee would point up scarcely 
less than a national disaster. Among other things, 
it would document impressively Premier Khrushchev’s 
crack that “the capitalist steed the United States is 
riding ... is worn out.” 

One of the major findings of the Joint Committee’s 
staff (in the Eckstein Report, named for its staff di- 
rector Otto Eckstein) is that between 1953 and 1959 
the average rate of growth of physical output in the 
United States was only 2.4 per cent per year, This is 
scarcely more than half the average annual rate of 
crowth of 4.6 per cent the staff found to have prevailed 
between 1947 and 1953. 

Happily, however, the report does not reflect 
the basic economic realities. Its finding on relative 


rates of economic growth for the two periods is a sta- 
tistical tour de force which, by the selection of certain 
figures and certain dates, distérts the record of Ameri- 


ca’s long-term economic growth 


Playing The Numbers Game 

By the selection of appropriate starting and terminal 
periods it is possible to document almost any rate of 
economic growth that is desired. The table at the bot- 
tom of this page shows you how this can be done. It will 
also show you how the Eckstein staff worked out its 
shocking contrast in growth rates. The table is built 
like a schedule of airplane fares between different 
cities, The postwar years 1946 through 1959 are put 
down on two axes. One runs down the left hand col- 
umn, the other runs across the top of the table. Put 
your finger on the point where the two axes intersect 
and you have the average rate of growth for the period 
covered. 
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ANNUAL AVERAGE GROWTH RATES OF THE U.S. ECONOMY, 1946-1959* 


(Percent increases, starting year to terminal year, of GNP in 1954 dollars) 


Terminal Year 


Starting 
Year 
1946 
1947 
1948 
1949 
1950 
1951 
1952 
1953 
1954 
1955 
1956 
1957 
1958 
1959 


1946 1947 1948 
-0.1 -1.9 


x 3.8 


1949 
-1.2 
1.8 


1951 


3.9 
4.9 
5.3 
8.1 
7.4 


P Pw 
NF oO 
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Compound rates of growth 


1952 
3.8 
4.6 
4.8 
6.5 
5.4 
3.4 


1953 
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Following this procedure, you can find growth rates 
ranging all the way from —2.3 per cent, between 1957 
and 1958, to +-8.7 per cent, between 1949 and 1950, 
along with almost any other rate you would choose fot 
various years and sequences of several years over the 
postwar period, 

For example, if you want to demonstrate that the 
postwar growth rate through 1953 was less than 4° 
per year, you take off from 1946, include a drop of 0.1 
per cent between 1946 and 1947, and come up with a 
growth rate for the 19460-1953 period of 3.9 per cent. 
But if you want to show it was quite high, you take off 
a year later, from 1947 (which drops out that dismal 

0.1 per cent for 1947) and come up with a fine 


growth rate of 4.6 per cent lor the 1947-1953 years. 


Statistical Hocus-Pocus 
That's what the Eckstein staff did. It took off at one 


end from a year when there was just about no growth, 
went to the Korean War boom year of 1953 at the 
other end, and got that average growth rate of 4.6 pet 
cent. Then it took off from the Korean War boom year 
of 1953 and ran to the year 1959, when business was 
recovering from a recession and suffered through a 
steel strike of 116 days, to come up with its 2.4 per 
cent growth rate for the second postwar period, As the 
table indicates, by taking off a year later (1954) the 
average growth rate would have become 3.2 per cent, 
and if the take off had been 1949 it would have been 
3.8 per cent. 

There are those who, in nontechnical terms, 
would characterize this as statistical hocus- 
pocus. There are also those who would see in it 
an element of political hocus-pocus, too, This is 
because the years 1947-53, when the Eckstein staff 
found there had been the healthy 4.6 per cent growth 
rate, were roughly years when we had a Democratic 
president, while the anemic growth rate of 2.4 per cent 
it calculated for the subs« quent years was tor years of 
a Republican presidency. 

Actually it can be shown that the civilian part of our 
economy has had more rapid growth during the Re- 
publican administration than it had during the Demo- 
cratic years. If military expenditures are subtracted 
from the national ouput, the resulting growth rate for 
1953 to 1959 is slightly higher than for 1947 to 1953. 


However. we do not question the bona fides of the 


Eckstein staff. But we do assert that it has pro- 


duced a statistical picture of the postwar growth 
of the American economy which is dangerously 
misleading both at home and abroad. 

Abroad, the report appears to give official documen- 
tation to the propaganda line that the Soviet economy 
is running rings around the U.S. economy in growth, 
and that it is Communism a country should choose if it 
really wants to develop rapidly. Building on a much 
smaller economic base than the U.S.A., the Soviet 


Union — as well as almost every less advanced nation 


in the world — is bound to show a larger percentage 
increase in output than the U.S.A. But the Eckstein 
staff calculation gives the Communists ammunition 


they don’t deserve. 


Are We Facing A Crisis? 

The contrast drawn by the Joint Committee staff in 
postwar U.S. growth rates suggests that we are facing 
scarcely less than a crisis through paralysis of our 
economic growth which calls for drastic remedies. 
But this. as the full 1947 to 1959 growth record set 
forth in the table makes clear, is very definitely not the 
case. Our over-all postwar rate of growth, as measured 
by the gross national product in physical terms, has 
been 3.5 per cent per year, a rate nearly double the 
long-term growth rate of 2 per cent per year between 
1909 and 1939. In the continuing fluctuations in the 
rate of growth which more or less inevitably charac- 
terize a relatively free economy, we have had some 
downs in recent years. But our economy is now on 
the upbeat again. And at the end of this year, 
the U.S. economic growth rate for the postwar 
period can be expected to be 3.7 per cent per 
year. 

It is extremely important for the United 
States to continue to maintain this rate of eco- 
nomic growth or even to surpass it. Upon this 
effort depends our capacity to meet our defense re- 
quirements without dangerous strain, to provide an 
adequate margin for foreign aid, to improve our own 
productive facilities, and to continue to raise our own 
standard of living. 

How not only to maintain but possibly improve 
upon our postwar pace of economic growth will be the 
subject of strenuous debate in the months ahead. How- 
ever, the debate will have a much better chance of 
being constructive if the postwar growth record is seen 
in proper perspective. To this end one of the first 
things to do is to junk panic rousing statistical por- 
trayals such as that in the Eckstein report. 





This message is one of a series prepared by the 
McGraw-Hill Department of Economics to help 
increase public knowledge and understanding 
of important nation-wide developments. Per- 
mission is freely extended to newspapers, 
groups or individuals to quote or reprint all 
or parts o] the text. 


PRESIDENT 
McGRAW-HILL PUBLISHING COMPANY, INC. 
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TING- 


BEARINGS ~— 


2 ‘ . ine ie 
Bunting local machine shop service solves many critical problems 





H. H. Brutlag 
One, or small lots of specially designed bearings, not 


obtainable from stock, can now be procured immediately 
through your Bunting Distributor. Fully equipped ma- . 
chine shops in Bunting Branches are at fee aie for Appoints Brutlag 
emergency and experimental needs. The wide range of 
sizes of Bunting stock cast bronze and sintered bronze 
bearings makes easy the alteration of a stock to a special 
bearing at low cost. Bunting Cast or Sintered Bronze 
and Bunting Bearing Aluminum Bars provide the ma- 
terial for special sizes and designs which cannot be made 
from stock bearings. Your local Bunting Distributor can 
arrange for such work. 


Janney Semple Hill 


H. H. Brutlag was assigned an in 
dustrial sales territory in the Twin 
City area, by Janney Semple Hill 
and Co., Hopkins, Minnesota. 

Mr. Brutlag started with the firm 
in 1945 in the shipping department 
He was then transferred to inside 
hardware sales, and recently was 
promoted to industrial inside sales. 

Mr. Brutlag is replacing R. E. 
Perry who was transferred to the 


Cate te Point Showing some common | buy ing department of Janney 
alterations of Bunting Standard Stock Cast Semple Hill. 

Bronze Bearing, No. G-1191. Size 1% 

ID x 1%” OD x 2” length. 


Industrial Steel Buyers 
Cut Inventory Purchases 


Industrial steel purchasers are 
changing their buying habits, gen- 
erally keeping steel inventories at 
a 45-day production rate or less, re 
ports Purchasing Week, a McGraw 
Hill publication. 

1, Cut 102 piece gle hte 3. Flange bea o7 a £ Buyers appear to be adopting the 

15/16" Jong enter of ing 1%” 1D x Graphited e advice of major steel producers to 

bearing ] ) 
* tong match purchases with actual con 
sumption and avoid the costly peaks 
and valleys of inventory build-up 


Ask for Catalogs: and decline. 


No. 158—Complete listing of No. 258—Complete listing of No. 46— Technology of Bunting > . ‘ * 
sizes of Bunting Cast Bronze Cast Bronze Electric Motor Bearing Aluminum. A tech- ASM Technical Council 
and Sintered Bronze Bearings Bearings for all makes and nical treatise on the composi- 
and Bars and Bunting Bearing sizes of electric motors. tion, machining and use of 


The American Society For Met 
Aluminum Bars. Pocket size this new bearing metal. Ask iat ‘ ‘ -<" 
edition. your local Bunting Distributor. als Technical Council was estab- 
lished by the American Society for 


rue BUNTING Brass and Bronze Company Metals to further ASM’s technical 


objectives through supervision and 
TOLEDO 1, OHIO * BRANCHES IN PRINCIPAL CITIES 


BEARINGS, BUSHINGS, BARS & SPECIAL PARTS OF CAST BRONZE, SINTERED METALS OR ALUMINUM ALLOYS coordination of the Society’s tech 
THIS ADVERTISEMENT APPEARS IN MILL & FACT TORY *« AMERICAN MACHINIST « . 
PURCHASING * MACHINES & TOOL BLUE BOOK « SOUTHERN POWER & INDUSTRY nical committees. 
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a 


SPEEDY 
DELIVERY 
FROM 
STOCK... 


a 
(a 


In the market for lag bolts? We make a full line 


of sizes. Carriage and machine bolts also. 


DeTas 
se 
— 
* 
ae 
Al 
ae 
td 
—— 
. sf 
-_ 
f 
- 
. J 
- 
4 
we 
2 
al 
ss 
— 
= 
cd 
= 


And they're all top quality. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
Export Distributor: Bethlehem Steel Export Corporation 


For strength g 


“SS, @) BETHLEHEM STEEL 
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Want to pep up your sales meetings? Put more punch in your 
selling and advertising? Streamline order processing? Pin- 
point market potential? Determine profit contribution by 


REPRINTS 


lines? Do a better all-around management job? Here's a list 
of reprints of key ID articles over the past 4 years, writ- 
ten for you and designed to brighten your profit pic- 
ture. They're yours for the ordering. Just address your 


Industrial 
from Distribution 


Ising Facts For Profit—(May 1960) 
Outlines a procedure for develop 
ing and bringing together data on 
customer, territory and product 
profitability and using this infor 


mation in raising return on in 


vestment (net profit as a percent- 


age of total assets) as much as 


20°. Explains how to maintain 
current return. Discusses means 
of analyzing and improving cost 
status as well as product, terri 
torial and customer profit per 
formance. $.50 each 
New Sales Training ‘Technique— 
May 1960) “talking 
catalog” sales training technique 
used by members of the Anti- 


Bearing 


Discusses 


Distributors 
Association. Explains how manu 


Friction 


facturers tape-record catalog in- 
formation (as well as information 
on applications, problems and 
distributor 
salesmen to listen to while they 
study Lists 


new products) for 
catalogs. such pro 


gram benefits as individualized 


instruction, compensation — for 
slow learners, more productive 
sales meetings and more efficient 
problem solving. $.15 each 


(March 
Statistical picture of dis- 
tributor operations during 1959. 


Fourteenth Annual Survey 
1960 


such 
dollar 


levels, gross margins, 


Includes information—by 


reglons—as sales 


volume, 
inventory 
turnover, 


accounts _ receivable, 


number of invoices, number of 


226 


Distribution 


preciated 


requests to: Reprint Editor, Industrial Distribution, 
330 West 42nd St., New York 46, N. Y. 


Advance payment will be ap 
If you prefer, 


we will bill you for 
orders over $3 


employees, number of salesmen, 
sales per salesman and per em- 
ployee. Also includes distributor 
outlook and plans for 1960. $.25 
each 


Distribution In The 60’s—(January 


February 1960) 32-page analysis 
of factors such as expanding popu- 
lation and technology, which will 
influence potential for industrial 
equipment and supplies in the 
60’s. Details 
plications 


nature and im 
tech- 
nological “evolution”, including 


of impending 


discussions of automation, high 
precision, miniaturization, mod- 
ular construction, materials. Shows 
how such trends as materials 
management, scheduled ordering, 
punched-card purchasing and 
value analysis will affect procure- 
ment patterns. Discusses in de- 
tail how above trends and prob- 
lems will affect distributors in the 
60’s and what decisions will have 
to be made. $.75 each 


Cost Accounting 
Profits—(July 1957) 
Provides detailed analysis of 
Norton Company’s _ product 
profitability studies made in 
three industrial supply and 
equipment firms ranging from 
$800,000 to $6,000,000 sales 
volume; Outlines procedure by 
which any distributor can de- 
termine and allocate functional 
costs to produce categories for 
more exact computations of costs 


For Net 
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The Cards in Your Future 


and profits. $.75 each 


June 
1957) Study of punched cards sys 
tems set up by three distributors 
to process data. Includes glossary 
of terms, a general discussion of 
the principles behind integrated 
data processing, a step-by-step an 
alysis of how equipment was in 
stalled and a discussion of how 
the systems works. $.75 each 
A Big Answer to the Small Order 
Problem—(October 1959) De 
tails how “local order” purchas 
ing procedure at Argus Cam 
eras, Ann Arbor, Mich., re 
duces small order costs by elim 
inating some of the more costly 
functions associated with them; 
Discusses distributor 
to procedure. $.15 each 


reaction 


You Can Determine Your Market 


Potential—(Nov. 1957) Outlines 
step-by-step procedure for devel 
oping and using market poten- 
tials. Shows how to organize fac 
tual material on customers and 
prospects, how to use census ma 
terial and other outside sources to 
locate potential customers, and 
how to develop conversion factors 
relating product line potential to 
number of employees in various 
industries. $.25 each 


More Sales Through Better Train- 
ing—(Sept. 1958) Discusses three 
major sales training techniques— 
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(5 years... a lifetime of ‘progress 


The Norton story begins in the dim past, farther back than 1885. But it was in that year 
that a group of forward looking industrialists founded the Norton Emery Wheel Company 
in Worcester, Massachusetts. 

Today, Norton Company looks forward with equal confidence to its continued growth 
under sound financing, progressive management and with loyal employees. And it looks back 
with pride upon 75 years of steady progress in developing and applying the world’s largest 
line of abrasives to meet the needs of industry. 


NORTON DISTRIBUTORS: This unique insert is going to your customers in 
eight leading industrial publications for a total circulation of over 400,000 





/t’s your Norton Man's 
75th ANNIVERSARY, (00 


uli} 


“vive 3 





T 0 say that “it’s your Norton 
Man’s 75th Anniversary, too,”’ 
has nothing to do with his age. But it 
has a good deal to do with his quali- 
fications as your production consult- 
ant. For the experience of Norton 
Company since its founding in 
1885 is, in a very real sense, his 
own personal background. 

For example, your Norton Man’s 
thorough training at the Worcester 
Plant is based on the Company’s 75 


using new, modern methods 
to manufacture resinoid bonded 
wheels, favorites among foundries 
and other users. Besides developing 
these and many other types of 
abrasive products, Norton has con- 
stantly improved grinding techniques 
throughout industry. 

Your Norton Man’s Heritage is 
this wealth of technical know-how 
gained by Norton in 75 years, backed 








years of developing the world’s largest 

line of abrasive products — including 

the widest range of grinding wheels, from mammoth pulp- 
stones to miniature mounted wheels; discs and segments; 
abrasives for polishing, lapping, tumbling and pressure 
blasting. 


Typical Norton Advancements 


Norton was first to introduce all three bond types of 
diamond wheels, and now uses man-made as well as 
mined diamonds to meet today’s broader needs. . . in- 
troduced NORBIDE® boron carbide, next to diamonds the 
hardest material ever made by man for commercial use 

. and the latest Norton advancement is the opening of 
another new five-acre plant, built for the sole purpose of 


by his own practical training and 
field experience. As your Abrasive 
Engineer, this combined background 
qualifies him to give you expert advice on the selection 
and use of grinding wheels. He’ll supervise test runs of 
wheels in your plant and will give you every aid in bring- 
ing the lowest cost-per-piece to your production economy. 


Nation-Wide Deliveries and Service 


In the United States, Norton manufactures in 
Worcester, Mass., and Santa Clara, Cal. and maintains 
immense factory stocks plus warehouse stocks in five con- 
veniently located cities. Norton distributors in 283 cities 
keep their stocks fully adequate to the needs of their 
areas. For prompt deliveries, helpful service, and contact 
with your Norton Man, call your Norton distributor. 





WNORTONPF 





ABRASIVES 


NORTON COMPANY -WORCESTER, MASS. 


District Offices: Atlanta « Chicago* * Cleveland”® « 


Indianapolis « 


*Warehouse Facilities and § 


Detroit* + Hartford * Los Angeles Area (Huntington Park) 
New York Area (Teterboro, NJ.) « 


Philadelphia* + Pittsburgh* + St. Louis 


stocks af this location 


BEHR-MANNING CO., Troy, N.Y. is a Division of Norton Company 


75 years of... 


NORTON PRODUCTS: Abrasives + Grinding Wheels + Machine Tools + Refractories - 


460 


Making better products 


Electre-Chemicals 


to make your products better 
BEHR-MANNING DIVISION: Coated Abrasives + Sharpening Stones + Pressure Sensitive Tapes 





the conference method, role play- - . 
ing, and the case method—for pro Di t b t © 
ducing more sales, making learn S ri U or 


ing more palatable to salesmen 


and the training job more inter ca n sell all depa rtments! 


esting for management. | xplores 





use of modern sales training tools 


in sales training process. $.50 each 


for Production 


... not only a full line of second operation lathes 

but a new series of turret tables with push but- 

> — ton selection of spindle speeds. 1” collet capac- 

Profitability—(June 1959) Out ity (1%” hole thru spindle). Standard e uip- 
lines standard cost accounting pro- | ¢ = ment includes: 6 station bed turret with 6 

; stroke and hand lever cross slide with two ad- 

justable tool blocks. Much optional equipment. 


Cost Accounting For Customer 


cedure developed by Gates Rub 
ber Co. for determining profit 
ability of all or a segment of 
customers. Includes a sample cus 
tomer analysis and a “short cut” 


method for calculating net profit for the Tool Room 

0 S - ) 

contribution of customers. Dis oo complete Hae, 10”, 11° end 15° 

Precision Lathes including new 11” and 

statement. $.75 cach 13” variable speed lathes that give any 
speed instantly under power (by pushing 
buttons and watching large tachometer 
dial in headstock). 


cusses role of customer P & L 


Simplified Operating Statement 
Method for Sales Profitability An- 
alysis—(July 1959) Presents a sim 


eel ; . , , 
plified method for determining a sae or. =e for Bigger Saving 


what it costs to handle any ... new, larger, heavier 15 inch series of 


ment of sales—from a line « . % - lathes with revolutionary design, 114” 
hole thru spindle, 60 pitch gear box, push 
button stations, extra power and speeds 
to take full advantage of new cutting ma- 


ing to an entire sales 


based on the allocation of all Op 


crating expenses to a single line <— Bis terials. Optional gear-shift drive . . . low, 
low price. 


of billing. Includes step-by-step 


profitability analysis. $.25 each 


for the Laboratory or Shop | 


... complete line of moderate priced small 

| precision lathes, bench models, cabinet 

cusses planning and preparation models, or pedestal mounted, with wide 

involved in distributor's installa ema yr ag sens te Zero Precision” 
emer | Tapered Roller Bearings. 

tion of IBM “Ramac 305” data P S 


ie 
processing unit. Illustrates com 


Pattison Pitches For Growth With 
“Ramac 305” (August 1959) Dis 


ponents of unit and explains how 
unit works to speed order process 
ing and provide vital decision F : ... fast selling Size “0” Sheldon 
making data. $.25 each x | - Milling Machines and 12” Back 
Geared Shapers that are up to the 

minute in selling features. 
Motivation: What Makes Salesmen 
Sell? (September 1959) Probes 
reasons why some salesmen don't 


: Wi for ly 1 
produce to the full extent of their te Sun Sanaa Gna AiR ant 


> t Distributor arrangement on this 
potential; discusses meaning of popular, nationally advertised line. 


motivation, defines the problems 
faced by management in motivat 
ing salesmen and analyzes such - 
selling incentives as contests and SHELDON MACHINE ).. Of On 


various Compensation plans. $.50 4232 N. Knox Avenue 
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Fisher Named Chairman 
MHI Central States Show 


Double to triple Paul A, Fisher, chief engincer of 
pump Nis with new Louisville, Ky., operations of Ana 


conda Aluminum Co., was named 
general chairman of the technical 


VIKING This conferences that will be held in con 


wt ; Simi junction with the Material Han- 
ny eI - hs dling Institute Central States Show, 


“ are appearing in November 1-2-3, at the Kentucky 
Mette pump 32 LEADING Fair and Exposition Center 


PUBLICATIONS Ihe Technical Conferences pro 


duced by Region No. 4 of American 


TO H Material Handling Society, Inc 
Yes, you can pump paints, inks and other *abrasive 


liquids with double to triple pump life assured, when you install will interpret new and Improv ed 


a new Viking 64124 pump. They're field-tested and proved! YOU SELL methods and approaches, analyses 


They're especially constructed, including ceramic bearings and and applications in regard to indus 

mechanical seals, and suitable for *abrasive liquids from a mini VIKING ze 

mum viscosity of 100 S.S.U. to the heaviest viscous types. trial material handling and protec 
G.P.M. Sizes 3-6-12-16-25-40 tive packaging. 
Write today giving this information PUMPS 
Liquid to be pumped @ Specific gravity 


Viscosity of liquid (S.S.U.) @ Capacity of pump = ; . . oe 
Percentage and type of © Suction lift or head Stanley Names Gischel 


‘solids present in liquid © Discharge pressure Marketing Vice President 
Temperature of liquid Ask for bulletin S P-507 MM 


Consult factory for recommendations for . . . ' 
pumping abrasive liquids other than paints and inks Clyde S. Gischel Was clec ted vice 


VIKING PUMP COMPANY president, marketing, of the Stan- 


ley W orks. 
Cedar Falis, lowa, U.S.A. ; 
In Canada, It’s “ROTO-KING’’ Pumps Mr. Gischel has been director of 
See Our Catalog In Sweet's Plant Engineers File 


OUR POLicy 


When I starte: 


Cc y 
~oMpany policy learned ) 
ing 45 years was st 


lasa salesman in 1933 


ver the preced- 
rongly impressed upon 
thru Jobber or Whole. 

Y Product at a fa; 
Encourag 


> > > > > a 

S resale at a f ) | 

on promee a fair profit 
Member that his turnover hays 

Portant to both of us—Giy ea section 
-eiorng eae x1Ve Courteous 
IN every area. Adequate 
date catalogs ag 


and pricing ; 
1 
800d packaging & information— 


oy: Prompt shi m = 
This policy has Pments. 


, SINCE prevaile 
continue. Prevailed and wil] 


WV AS ark, 


President 
PRODUCTS @ “RED SEAL” Machine Screw Anchors @ DIAMOND Lag Screw 
Expansion Shields @ ‘KEYSTONE’ Machine Bolt Expansion Shields @ ‘’DI-EN- 
KEY” Closed Back Machine Bolt Expansion Shields @ ‘‘N’’ Star Type Masonry 
Drills @ “MULTI-SIZE’ Wood Screw Anchors @ ‘‘SUPER-GRIP’ Stud Type Ex- 
pansion Anchors @ “‘D H D’ Hammer Drive Anchors (Nail Type) @ ““DI-FORGE” 
Percussion Type Masonry Drills @ ‘“‘DI-STAMP” Pipe Clamps @ “RAM” Heavy 
Duty Lead-iron Anchors © DIAMOND-P” Lag Screw Expansion Shields @ 
DIAMIDE Carbide Tipped Masonry Drills @ ‘‘WING-DING” Wall Screw Anchors. 


> DIAMOND EXPANSION BOLT CO., INC. 
GARWOOD, NEW JERSEY 





William E. DeCaulp 


INDUSTRIAL DISTRIBUTION ¢ JUNE, 1960 





Paul F. Good 


marketing and sales for the Stanley 
Works since January 1959. In 1956 
he was appointed to the new post 
of director of marketing 

He came to Stanley from West 
inghouse Electric Supply Co. Prior 
to that he was with the Firestone 
lire & Rubber Co., for 17 vears 

William E. DeCaulp was elected 
assistant secretary and assistant gen 
eral counsel. He has been assistant 
counsel since 1957 

Mr. DeCaulp had been assistant 
to general counsel of West Virginia 
Pulp and Paper Co. for six years, 
and was an associate attorney with 
a law firm in Arkansas 


New Atlanta Warehouse 


Paul FE. Good was appointed 
branch manager of the newly com 
pleted regional warehouse in At 
lanta, Georgia, for the Stanley 
Works. He was formerly branch 
manager of Stanley's Dallas office 
and warehouse, now being managed 


by James H. Nichols 


Wheeler Transferred 


C. Frederick Wheeler, marketing 
manager of Stanlev Electric ‘Vools, 
was transferred to the Stanley ‘Tools 
Division where he will serve in the 
same capacity. He came to Stanley 
in 1957 from Porter-Cable Machine 
Co., where he was market research 


manager for several years. 


Kelleher Named Head 
Of Verson Mfg. Co. 


C. J. Kelleher was named presi 
dent of Verson Mfg. Co.., filling the 
post vacated by the death of John 
Verson early this yeat 

Mr. Kelleher was executive vice 
president of the Dallas firm which 
manufactures steel forming tools, 


presses, dies and jigs. 





GUILLOTINE 


POWER BLADES 


are 


PRECISION 
CUTTING TOOLS 


with Exclusive Features 
You can SEE and SELL 


Die Set Teeth 
(©: 1a -sol lio lan neh adiale mm Melo] D) 
individual Heat Treating 
(Gato) Slalhiclaaalhsa 


Every Tooth a Working Tooth 
(33%% More Cutting Action) 


Extra Heat Treat of Pin Hole Area 
(Gato) t- 6 4iaale lanl Molle lalal-t-1-9) 


Scientific Pin Hole Location 
(Delivers Straight Line Cutting in Work) 


a a | 


Plus: @ Pro-Set—‘Shatterprooft’’ 
(Pragressively Set Teeth—Cut like a Broach) 


Let us tell you about our Merchandising Plan and many Sales Helps 
Protected 


territories Put your blade sales back on a 
onside profitable basis. 


Distributor sales aids include 
Proven items which will get your 
men into the shops. 





Guillotine Blades will Stay sold. 








THE E. H. WACHS COMPANY 


1525 NORTH DAYTON STREET . CHICAGO 22, ILLINOIS 
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Send for Bulletin 1 


“Power Transmission Appliances” 


ROYERSFORD 


COUPLINGS 


Meet any conditions 
and requirements 


Each type specifically de- 
signed for perfect results 


FLANGE OR 
PLATE 
COUPLINGS 


With tight-fitting 
bolts and Keys 
Shaft sizes 
15/16 to 6 15/16 


CLAMP 


COUPLINGS 


Fitted with 


Keys 


Shaft sizes: 15/16 


to 6 15/16 


= 


STANDARD COMPRESSION COUPLINGS 


No keyways 


perfect alignment 


no centering of shafts... 


. no danger of catch- 


ing clothes. Shafts sizes: 15/16 to 4 15/16” 


JAW CLUTCH COUPLINGS 


Full details on request 


ROYERSFORD 


FOUNDRY & MACH. CO. 


P. O. Box 190 
ROYERSFORD, PA. 


Royersford service to distributors 


you keep customers happy 


helps 











Japanese Study U. S$. Small Businessmen 


cA 


East meets West at Indianapolis as Japanese business leader Sukeji Ishibashi (left 


seated) 
Men’s Association, while 


Chamber of Commerce, 
ind N. I 


Hideo Hirano, 


‘T'welve Japanese small business 
men visited Indianapolis, Indiana, 
as part of a national tour guided by 
the National Small Business Admin- 
istration and International Co-Op 
eration Administration. 

Ihe twelve visitors were escorted 
through Allison Division of Gen- 
eral Motors Corp. and Atkins Saw 
Division of Borg-Warner Corp. 

After a with Harold W. 
Handley, governor of Indiana, the 


visit 


foreign guests were shown how Gen- 
eral Motor’s production, sales and 
supplies depend on more than 26, 
000 small business operations. 
Frank W. Cruger, vice president 


of the National Small Business 





hats with Frank M. Cruger, vice president of the National Small Business 
left to mght, standing) Carl R. Dortch of the Indiaanapoli 
another officer of the visiting study 
Philpot, the International Co-Operation Admunistration, looks on 


group, 


Men’s Association, was in charge of 
the visit of the foreign businessmen. 

At a two-hour conference, at the 
Chamber of Commerce Building in 
Indianapolis, Mr. Cruger, Carl R. 
Dortch, assistant general manager 
of the Chamber, and N. E. Philpot 
of Washington, D. C., escort officer 
for ICA, answered questions of the 
visitors. Mr. Cruger gave a talk on 
“Small Business Opportunities in 
the U.S. A.” 

Only three of the visitors profi- 
ciently understood English. Through 
telephone headsets or tedious trans- 
lation of what was said, all were 
given an explanation and most of 
the group fired back questions 





AMP Names McMillan 
Distributor Sales Manager 


Charles R. McMillan was ap- 
pointed manager of distributor sales 
for the storage rack division of the 
American Metal Products Co. 

Mr. McMillan will be responsible 
for coordinating sales to distributor- 
ships outside the Detroit area. 
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Prices Up 2% In 3 Months 


Prices are edging up; they are 


one-to-two percent higher today 
than they were three months ago, 
and this trend is expected to con- 
tinue over the next six months, 
according to findings of a survey 
conducted by Purchasing Week, 


McGraw-Hill publication. 





Wallace Denhoff 


Denhoff Is New Head 
Of Bink’s Pump Division 


Wallace Denhoff was appointed 
manager of the pump division of 
Binks Mfg. Co 

Mr. Denhoff’s primary job will be 
sales, but he will also be in charge 
of engineering and administration of 
the department. He will continue 
to operate from Chicago, where he 
had previously been assistant to the 
Chicago sales manager. 


Upward Trend Predicted 
In Business Spending 


American business plans to spend 
a record $37.9 billion for new plants 
and equipment in 1960 and already 
has plans to spend more in each of 
the next 3 years than was spent in 
1959. 

Chis encouraging outlook was an 
nounced by Dexter M. Keezer, vice 
president and director of McGraw 
Hill's department of 
which just completed its 13th an 


economics, 


nual survey of business plans for 
new plants and equipment. 


NICB Elects Neil McElroy 


The Hon. Neil H. McElroy, chair- 
man of the board of The Proctor & 
Gamble Co., and a former Secretary 
of Defense in the Eisenhower Ad 
ministration, was elected a trustee of 


the National Industrial Conference 


Board at the Board’s 403rd meeting 
in New York City. 





This distributor salesman is 


eering with R/M 


to help a customer solve a sticky packing problem 


Tar, asphalt and other viscous mate- 
rials present a sticky packing problem, 
particularly after an overnight shut- 
down of the pumps handling them. 
Frequently when the pumps are 
started up the viscous material be- 
comes a “cotton picker’—shreds the 
packing, makes it worthless. High 
breakaway friction is the enemy that 
this R/M distributor salesman knew 
how to beat. He recommended a Big 
7 Type # 4 Packing (R/M No. 376) 
—tough and tear resistant. It is specif- 
ically designed to resist the destructive 
action of viscous materials. 


“Seveneering” with R/M is con- 


tinually solving tough packing prob- 
lems for R/M distributors’ salesmen 
and their customers. Both know that 
R/M Big 7 Packings are engineered 
to do custom jobs effectively without 
compromise. They know that R/M 
Big 7 Type Packings will meet 95% 
of all packing needs, that frequently 
three or four will satisfy all needs. 
This greatly reduces inventory prob- 
lems, prevents wrong selection. 
R/M’s Big 7 Packing Selection 
Chart makes a mighty handy guide 
in helping customers select the right 
Big 7 Packing Type fast. Why not 
send for your supply of it today. 


R/M's Big 7 Packing Types are sold exclusively 
through authorized R/M distributors 


BIG 7 PACKINGS 


RAYBESTOS-MANHATTAN, 


INC. 


PACKING DIVISION, PASSAIC, N. J. 
MECHANICAL PACKINGS AND GASKET MATERIALS 
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use Hettrick 
Conveyor 
Belts! 





CUT YOUR OWN COSTS AND 
SPEED PRODUCTION... 


For over 70 years, Hettrick concreret 
belting has led the way in reducing 
duction costs — earning economy ivi- 
dends for the greatest names in American 
Industry. 

Regardless of need, there’s a type of 
Hettrick belting just right for you, even 
if it has to withstand temperatures up to 
1100° F. Our Engineering Department 
will give immediate attention to your 
problem, furnishing recommendations on 
your particular need. 





Write today for complete data on 
Hettrick conveyor belting—or ask our 
representative to call. 

STITCHED CANVAS BELTING « SOLID 
WOVEN BELTING + RUBBER BELTING 
* NYLON AND CANVAS SLINGS « 
TARPAULINS ¢ WEB STRAPS + PAINT- 
ERS’ DROP CLOTHS 


ETTRICK 
2 TOLEDO 1, OHIO 
7O Years of Progressive Leadership 





announces... 


new line of UNIVERSAL JOINTS 


FOR APPLICATIONS UP TO 1750 RPM. 


SS ous 


Standard and Heavy Duty 
Standard Double Joints—Type DD 


This 
and similar ads 
appearing in 
24 NATIONAL 
PUBLICATIONS 
HELP 
YOU SELL 
LOVEJOY 


COUPLINGS 


Single Joints—Type D 


This high quality line of 
universal joints is avail- 
able in a wide range of 
sizes and types for all 


Booted Joints industrial applications... 


@ .10 to 250 HP. at 100 RPM. 


@ Standard joints operate at speeds to 1500 rpm., heavy 
duty to over 1750 rpm. 


@ Single joints operate through full 40° working angle, 
double joints 80 


@ Boot provides effective means for proper lubrication 
. eliminates dust... can be removed in field 


Request recommendations. 
Ask for Bulletin U-60. 


LOVEJOY FLEXIBLE COUPLING CO. 


4879 W. Lake St. 


FIRST NAME IN 
UNIVERSAL JOINTS 


Chicago 44, Ill. 
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Witzenburg Elected Head 
Of Lubrication Engineers 


The American Society of Lubri 
cation elected L. O. 
Witzenburg, Cleveland Worm & 
Gear Div., Eaton Mfg. Co., as 
president of the 3,000 member tech 


Engineers 


nical society. 
Dean M. 
Products Dyiv., 


Cleveland, 
Bendix 


Bendix 
Aviation 
Corp., was elected vice president at 
large; W. E. Hoch, Viscosity Oil 
Co., treasurer, and A. E. Cichell, 
Bethlehem Steel was re 
elected as secretary 


I'he 


cation Engineers is an international 


Corp., 
of the society 
American Society of Lubri 


not-for-profit organization — with 
headquarters in Chicago, serving to 
promote the advancement of the 
knowledge and application of the 


science of lubrication and _ related 


arts and science. 


J. H. Williams Appoints 

Midwest District Manager 
Fred B. Roberts was appointed 

Midwest District Manager for J. H 


Williams Co 
manager of the 


He was previously 
Atlanta district 

In his new position, Mr. Roberts 
will be in charge of the sales offices 
and warchouse in Chicago which 
services Illinois, Wisconsin, Indiana, 
Iowa, Kansas, Minnesota, Northern 
Michigan, Missouri, Nebraska, Ken- 
tucky, North and South Dakota, and 
the Canadian provinces of Manitoba 


and Saskatchewan 


Fred B. Roberts 





E. CG. Brown R. Williamson 
E.. G. Brown was appointed a sales 
representative in Georgia and Flor 
ida, and Robert Williamson was ap 
pointed sales representative for Vit 
ginia, and North & South Carolina. 
Mr 


southeast 


covered 
Wil 


liamson was associated in the indus 


Brown previously 


Pennsylvania. Mr 
trial and distributor trades. 


Fibreboard Products 
Appoints Hillner 


J. J. Hillner was appointed man 
af 


—_ 


ser, mechanical packaging, north 
ern packaging division of Fibre 
board Paper Products Corp 

Mr. Hillner 
1953 as staff engineer, subsequently 
field 


ind most recently as 


joined the firm in 


working as service engineer, 
pa KaZ ing pe 


incations engineer 


American Drill Bushing 
Names Eastern Manager 
John S$. Richard, Jr., was ap 
pointed Eastern manager for Ameri 
can Dnill Bushing Co 
Mr. Richard, who will 


sales and engineering services with 


coordinate 


Eastern distributors, was regional 


manager for American in the same 


Eastern territory. 


John S. Richard, Jr. 
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OUTSTANDING 

PERFORMANCE, 

COST-SAVINGS 

and SERVICE= 

Shop Men who 

Try Them Specify 
and Buy 


MILFORD 





Metal-Cutting Products 
Manufactured by 


THOMPSON 
of NEW HAVEN 
CONNECTICUT 


— that’s good reason why you'll build 


your sales and your profits when you 


N stock and sell the complete line 


of Milford Products. Available 
exclusively through selected 


industrial distributors. 


1960 





A Personal Message 
from 


VINCENT K. 
ALEXANDER 


V.P. and Sales Mgr. 


Manheim Manufacturing | 


and Belting Company 
@eeeeeeeeeseeeeeeeeeeeeeeeeeee 


Hee’. a case of “mistaken identity” 
that fortunately had a happy ending 
for the customer, his regular belt 
distributor and us 

A Veelos sales representative was 
called by the chief engineer of a 
large company to check a ‘Veelos 
belt failure.”’ Our representative was 
shown a blower drive on which 
Veelos had been installed only four 
days earlier. The belts were sagging 
so badly on top that they almost 
touched on the underside, in spite 
of the fact that they had been 
taken up three times a day since 
they were installed. 

Our man saw several links lying 
on the floor and picked one up. As 
he suspected, it wasn’t Veelos! 

The chief engineer and our repre- 
sentative checked with the store- 
keeper. He admitted that the belt 
wasn’t Veelos but it was cheaper 
and he thought it was just as good. 

Our representative installed Veelos 
on the drive that same day. He 
waited to check the drive after it 
had been running for several hours. 
The belt was as tight as when it had 
been installed . and there have 
been no complaints since. 

Now every body’s happy —includ- 
ing the storekeeper. This experience 
taught Aim that it pays to buy 
genuine Veelos, even at a trifle more. 
Of course, this user’s regular dis- 
tributor is happy because his cus- 
tomer isn’t likely to try a cheaper, 
““just-as-good”’ belt again. And you? 
I think you'll be happier selling a 
belt that’s been proved dependable 
for over 25 years— and I know you'll 
make more money. Just drop me a 
note for all the facts. 


Otinea Cbtyarucde 


NEW! VEELOS TOOL = : 


Here’s a_ tool 

that will help _* 

boost your ial e— 

v-belt sales. It 

makes uncoupling and coupling 
fast and simple. Every mechanic 
and stockroom man who sees it 
wants one. It’s sturdy, safe, de- 
pendable and profitable! Write 
for descriptive bulletin. 


THE BALANCED 


LINK V-BELT 


MANHEIM MANUFACTURING & BELTING CO. 
MANHEIM 10, PA 











Strong Carlisle & Hammond 
Names Overseas Agent 


Strong, Carlisle & Hammond Di 
vision of White Sewing Machine 
Corp., started a new overseas sales 
Steel 
American Steel 
Export will handle all international 
sales for Strong’s line of steam traps, 


with American 


Export Co. Inc 


arrangement 


line strainers, reducing valves and 
separators, except in Canada, New 
foundland, Alaska and Hawaii. 
American Steel Export maintains 
contact with a vast network 
of sales offices, dealers, distributors 


¢ le SC 


and sales agents throughout the free 
world. 


Disston Names Juran, Cap 
District Sales Managers 


\lbert E. Juram was appointed 
district manager of the New York 
sales headquarters and Dale Cap 
was named district manager of the 
Disston Di 
vision, H. K. Porter Company, Inc 

Mr. Juram, who has been asso 
1940, was 


representative in 


Chicago sales office by 


ciated with Disston since 
formerly a_ sales 
the San Francisco area for Disston 

Mr. Cap was formerly a Disston 


sales representative in Minnesota. 


Four Sales Appointments 


Paul fk Robert 


John King and Joseph Schermer 


Forbes, Palmer, 
horn were named salesmen for Dis 
ston. 

Mr. Forbes is assigned to the San 
Francisco district sales headquarters 
and will cover San Francisco, Nevada 
and Utah. 

Mr. Palmer is based at the Seattle, 
Washington district sales office and 
will work the California and Oregon 
area. 

Mr. King, formerly a Disston mis 
sionary salesman, is assigned to the 
Chicago sales office and will cover 
Cook County (Chicago) and Lake 
County, Indiana. 

Mr. Schermerhorn, also a former 
missionary salesman, is assigned to 
the Oklahoma and northern ‘Texas 
territory. He will be based at the 
Dallas district sales office. 


INDUSTRIAL DISTRIBUTION ¢ JUNE, 1960 





IZUCKLYE 


BEARINGS 


BRONZE BUSHINGS 
MAGHINED PARTS 


ALL RECOGNIZED BRONZE 
BEARING. ALLOYS 


-LUBRIGO-HILEAD 


COMPLETE FAGITITIES 


_ STANDARD BUSHINGS 
MACHINED BARS = 


NEW CATALOG ISSUFD 
_BRASS & MFG: GO. 


ee Tab iglebnse OG hilese 














New... Revolutionary 


BLIND FASTENER 
with THREADS 


The ONLY Blind Fastener 
Which Grips ANY Material 
From 0” to 3/16” Thick 


MOLLY JACK NUT IS EASY TO INSTALL 





Jack Nut now is 
installed and 
teady to receive 
by exerting pull attachment 
on threads. screw. 

SOLD BY WHOLESALE HARDWARE, ELECTRICAL 
WHOLESALE & INDUSTRIAL SUPPLY DISTRIBUTORS 


yi CORP. 
230Y N. Sth St., Reading, Pa. 


Run in screw to 
collapse spider 
anchor backing 


Insert Jack Nut 
into hole. Needs 
only %" expan- 
sion space. 











quality chain. 


=~ “= _ it’s BRANDED for lifetime identification 
CM Appoints Sanderson | TUS SAFER because you can be 


Customer Service Manager 


ee degen way sure of its grade (strength 


pointed customer service manager, 


NO MORE GUESSING about chain. Now you can be absolutely 
industrial chain division of Colum sure, the day you get it or months later, that you are using the right chain for 
bus McKinnon Chain Corporation the job. CM chain, always tops for quality, now brings you this added 

Mr. Sanderson has been asso feature at no extra cost...a chain that is clearly and permanently branded by 
‘ata with Calunhus MeKinnen Make and Grade for lifetime identification. 


Corp. tor nine vears 
| 


Two Sales Representatives 


Ilenry G. Roberge and William J 
Ferguson were appointed sales repre 
sentatives for the industrial chain 
division of Columbus McKinnon 
Chain Corp 

Mr. Roberge will represent C-M ' aw 
in the New England area. He wil 7 coil chain made 
work out of the New York ofhice . pooh 
succeeds James W. Frew who 1 
ently transferred to the HOW IT’S DONE-—The mark is embossed onto, not stamped into, the 
Western New York ‘Territory | link. The Make and Grade appear alternately at approximately 10” intervals 


Mr. Ferguson was appointed to | along the chain opposite the weld and on one side of the link only. 
serve in the eastern New York and | 


northern New Jersey area for Co 


lumbus McKinnon. 


Associated with the company for 


the past five years, Mr. Ferguson will 


work out of the company’s regional iNSWELL HIGH TEST HERC-ALLOY 


: J heat treated carbon steel the original alloy steel 
ofhce in New York City. chain for load binding sling chain. This grade 
PROOF COIL and general use where should always be used 
similar to BBB but with extra strength and wear for SLING or LIFTING 
links somewhat longer. resistance are important. APPLICATIONS. 








Available on Inswell Proof Coil, BBB, High Test and the 4” and smaller sizes of Herc-Alloy chain. 


Specify CM Inswell for the best of everything in chain 


COLUMBUS McKINNON CHAIN CORPORATION 
TONAWANDA, NEW YORK 
NEW YORK+ CHICAGO > CLEVELAND «SAN FRANCISCO-LOS ANGELES 
Warehouses: San Francisco, Los Angeles, Portiand, Salt Lake City and Dixon, Ill. 


In Canada: McKinnon Columbus Chain Limited, St. Catharines, Ontario 
H. G. Roberge W. J. Ferguson ou wswei® wenc-acrov® 





PAT. APP. FOR BRANDED CHAIN 
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AD) TA 


INDUSTRIAL 


BRUSHES and BROOMS 


This line is complete—there are brushes and brooms for every 


need—you can’t miss a sale. 


Keep in mind that here is a 


source of supply that never fails—top quality always—we are 
on the job to serve you and we do it in every respect. Sell 
CAPITAL and sell to increase business and profit. 


AA 


Red Cap 
Metal Base Broom 


Warehouse and 
Mill Broom 


Floor Brush 


@ We urge users to buy thru their local distributor 


INDIANAPOLIS 


BRUSH AND BROOM MANUFACTURING CO. 


CORNER BRUSH AND BROOM STS. 


Est. 1890 INDIANAPOLIS 7, IND 





> re IS a 


Not a ratchet . . . but a heavy-duty geared tool! 


VERSATILE! —— used wherever 34”— 
1° —1Y2"—2Y,” 

fectively replaces sledge-type wrenches 
on many applications. Available in 
capacities up to 12,000 foot pounds. 


POWERFUL! — Geared head construc- 
tion generates high torque (4 to 1 
ratio) with a fraction of effort. De- 
signed compactly for maximum 
Strength .. . minimum weight. 


EFFICIENT! —— Eliminates the need for 
extra man-power. One man can use 
it — anywhere. Unequaled where 
space is limited. 


SAFE! —— Allows workman to perform 
his duties without excessive strain or 
fatigue. Hazards of impact or sledge 
type wrenches are eliminated. 


For complete information s 
local disiributo 


direct to: 


THE X-4 CORPORATION 


sockets are used. Ef- = 





Dept. ID-6 West Acton, Massachusetts 


John Matteson 


Howard Hartman 
- 


Bruce Hildreth B. D. Rossell 


Stanley Names Four 
To Sales Force 


Howard C. was ap- 
pointed sales representative for Stan- 
ley Tools division of The Stanley 
Works, in North and South Caro- 
lina and eastern 


Hartman 


l'ennessee. 

John L. Matteson was appointed 
an industrial hardware sales repre 
Ohio and 
Michigan for Stanley Hardware. 

Bruce F. Hildreth 
representative for 


sentative in northern 


was named 
industrial hard- 
ware sales in southern New Jersey, 
eastern Pa., Maryland, 
Washington, D. C., and northern 
Virginia. 


Delaware, 


B. Daves Rossell was appointed 
architectural representative for 


builders’ hardware Stanley 


sales, 
Hardware. 

Mr. Hartman joined the hand 
tool division in 1951], and in 1955 
he became a field sales trainee. 

Mr. Matteson 
sistant sales manager for the Globe 
Stamping Division, Gory Corp. 

Mr. Hildreth was formerly sales 
representative for special metals of 
the Crucible Steel Co. 

Mr. Rossell was previously asso- 
ciated with Curtis Publishing Co. 


was formerly as- 


Bay State Abrasive Buys 
Felker Mfg. Co. 
Bay State Abrasive Products Co., 


purchased the Felker Mfg. Co. (‘Tor- 
rence, Calif.), West Coast diamond 
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wheel firm, according to Arthur E. 





Gilman, president of Bay State Ab 
rasive. 
Mr. Gilman said that the pur 


chase of the firm gives Bay State 


a West Coast facility which is in 
keeping with expansion goals 

lhe Felker Co. will be operated 
as a wholly owned subsidiary of Bay 
State under the direction of vice 
president, Elden L. Auker. Lester 
F. Kusmick will be retained as 
manufacturing manager and Fred 
K. Ryan as sales manager. Felker 
has 120 emplovees and 500 national 
distributors. No immediate changes 
are planned in the newly acquired 


subsidiary’s operation 


50% Of Space Sold 
For Marine Supply Show 


Fifty percent of the available 
space for the 2nd Annual Marine 
Supplies & Equipment show, to be 
held at the Hotel Roosevelt in New 
York City, November 16-18, has 
been sold, according to the National 
\ssociated Marine Suppliers, Inc 

hirtv-five exhibitors for the U.S 
ind Europe are represented at 46 
booths in the fields of refrigeration, 
electricity, protective coatings, alt 
conditioning and cordag¢ 

Information may be _ obtained 
from John J. McHugh, Assistant 
secretarv, National Associated Ma 
rine Suppliers, Inc., 736 Woodward 
Building, Washington 5, D. C. 


Gries Reproducer 
Appoints Perry & Barr 


Perry & Barr, Nashville, l’ennes- 
see, was appointed exclusive repre- 
sentative in the South and South- 
east to market wholesale-hardware 
and industrial supply products for 
Gries Reproducer Corp. 

I'he firm is headed by Coleman 


R. Perry and L. Graham Barr, Jr. 


Coleman R. Perry L. Graham Barr 








—_ 


TWIST DRILLS 


PERFECTLY 
POINTED 


U 
' 
! 
1 
\ 


HIGH SPEED 
® DRILLS © BLANKS © REAMERS 
® END MILLS @ TAPS 


CARBIDE 
* DRILLS © REAMERS 
© END MILLS 


\ 
\ 
\ 
\ 


\ 
1 


! 

| ACCURATE 

F IN 
DIAMETER 


Here is your logical source of supply 


olme ial Malle lal-timeicele(-Mluleltiiele] MavdtimelaliCMaclile lute MMP 4-Miceli 
0059” to 2” in all types. 100% guarantee on all quality and 
accuracy. 


SPECIALISTS IN Straight Shank . . . Twist Drills and Drill 


Blanks as small as .006 Diameter and 
Tools. 


f © WRITE TODAY FOR DETAILS 


| PRECISION TWIST DRILL 
aA AND MACHINE CO. 


PHONE 2040; TWX CRYSTAL LAKE, 3127 
10 WOODSTOCK ST., CRYSTAL LAKE, ILL 


CATALOG 


Send today for your catalog 
no obligation. 
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[REPEAT 
HREPEAT | 
;REPEAT | 
I 
i 


BUSINESS COMES YOUR WAY.. 
| when you handle the Desmond 
line, backed by selling ads like 
: this in a dozen trade papers. 
336,000 circulation . . . to your 
prospects and customers. 
Rae AONE SUR See foe 


RAISE 
GRINDING 
PRODUCTION 


A typical Desmond Huntington 
grinding wheel dresser costs 
about $2.70 from your distributor, 
yet it substantially increases 
grinding production, makes 
wheels cut better, and lowers 
grinding costs. By dressing all 
your grinding wheels regularly 
you remove inefficient dull par- 
ticles and loaded metal, expose 
a fresh new grinding surface. Your 
Desmond distributor can furnish 
the exact model you require. Ask 
his advice. 


The only complete line of 


grinding wheel dressers and cutters 


The Desmond-Stephan Mfg. C 
Urbana, Ohio 
SS BER Tey lem TE 





New Order Index Down 0.5% in 


300 





r 


SEASONALLY 


ADJUSTED NEW ORDER INDEX 


MOUSTRIAL SUPPLIES AND MACHINERY 


————— — 
FRB SEASONALLY ADJUSTED INDEX | 
INDUSTRIAL PRODUCTION 


MANUFACTURES DURABLE 


Prepored by Americon Supply & Mochinery Monulacturers Assoc-onon inc 





te ar 
SEMAMILASONO LF MAMISASONDS FRRwISREONOD FUAms SALONS s FONTS ASOnOD fmamsis aston 


1955 1956 1957 


wre 


1958 1959 1960 


The index of new orders placed by distributors with their suppliers dropped | 


in March. ‘The 
The New Order 


American Supply and Machinery Manufacturers As 
Index dropped one point to 199 


sociation reported 
is the same level as March 


his 





Modern Distribution in Bay Area 


a 


_- 
_- 


New warehouse of General Machinery Supply Co., 


~ ed 


Oakland, 


presents impressive 


vista from vantage point above steel shelves 





Porter Acquires Brazilian 
Electrical Manufacturer 


H. K. Porter Company, Inc., ac 
quired substantially all outstanding 
shares of Alcace S. A. Fabrica de 
Aparelhos Electrical de Baixa e Alta 
Tensao, Sao Paulo, Brazil. 

Alcace manufactures electrical 
equipment for industrial and utility 
use, including lightning arresters, 
fuse cut-outs, switches, terminators, 
and connectors. The plant, founded 
in 1951, occupies about 17,000 sq. 
ft. and employs approximately 100 
people. 
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H. M. Harper Develops New 
Stainless Steel Process 


The metals division of the H. M. 
Harper Co. developed through the 
use of the Ugine-Sejournet glass 
lubrication process a manufacturing 
technique, which H. M. Harper 
claims reduces cost and speeds up 
substantially the production of steel 
and stainless steel extruded shapes. 

According to H. M. Harper, pres 
ident, the firm has succeeded in 
completely eliminating one of the 
most time-consuming steps in shape 
forming, the process of rolling. 





Frank Myers Retires 


From Ohio Brass Co. NOW see 


Frank Myers, for 38 vears district 


manager of the valve department of | Every link of 


Ohio Brass Company's New York 

and Eastern territory, retired May | C b I] Ch . 
Nir Mvers joined O-B Ill 1922, | amp e ain 

after 16 vears with the Hays Mfg. | 


Co. While with Hays, he was in | CAS me what 


sales and later became manager of 


the water and gas materials division | t t 
Succeeding Mr. Myers is Fred- | Wall 0 
erick H. Wilson, Jr., an 1]-vear vet- | 
eran in valve sales. He will operate 
in the territory comprising New 
York State, east of Rochester; north 
ern New Jersey, western Massachu 


] 
etts and Connecticut and all of 


Vermont 


Cushman Reduces Prices 
On Soft Blank Top Jaws 





PEF HSE a 


Substantial price reductions on 
their soft blank top jaws was an 
nounced by the Cushman Chuck 
Co 

In addition to both standard and 
extra high top jaw blanks, Cushman 
also offers a size range of long 
pointed soft blank top jaws for 


medium and heavy duty chucks 
PROOF CON CHAIN 
— —— ae — 


Casper Supply Purchases 


Vogels f Ss " 
ogelsang Auto Supply CAMPBELL marks every link to show the grade or 


Casper Supply Co., Casper, Wyo- | the manufacturer . . . it’s ““HALLMARK’’s CHAIN! 


. ee 
ming, a division of Hendrie & Bolt Yes, only CAMPBELL identifies all the popular 


welded chain grades with embossed letters on 
every link! 


off of Denver, purchased the assets 
of the Vogelsang Auto Supply 
Stores in Riverton and_ Lander, 
Wyoming The grade mark (see below) appears on alternate links 

The purchase was negotiated re . . . your permanent grade identification. 





cently at Riverton in a meeting at The Campbell “C” is permanently in relief on every 
tended by E. E. Vogelsang, retit other link . . . your manufacturer identification. many // 


ing owner of the Vogelsang stores; 


uC AND ... another bonus! CAMPBELL CHAIN is easy to 


G. Andrews, president of 
Hendrie & Boltoff; N. A. Allen, of 
Casper Supply, Mr. Smith and J. J 
Clare. 


measure. It’s ‘“‘Measure-Mark’’ Chain color coded 
exactly every five feet (see below). 





""MEASURE-MARK" 
COLOR CODE 


One Year Guarantee PROOF COIL CHAIN P GREEN 
BBB CHAIN B RED 
HIGH TEST STEEL CHAIN H BLUE 
CAM-ALLOY CHAIN A ORANGE 


GRADE GRADE MARK 











Collins Machinery Corp., West 
erm manufacturer of pipe cutting 




















and threading machines, announced 


a policy of guaranteeing all their 
equipment for one full year. CAMPBELL CHAIN Company ‘i 
ebithtdea> FACTORIES: York, Pa.; West Burlington, lowa; Union City, Calif, 
CHAIN WAREHOUSES: E. Cambridge, Mass.; Atlanta, Ga.; Dallas, Texas; \ 
Chicago, Ill.; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif, ' 


Makers of Famous CAMPBELL Jiffy Lug-Reinforced TIRE CHAINS 











FIVE MODELS — to choose 
from with and without adjustable 
features. Write for descriptive 
folder and prices. 


Adjust to required 
height and correct 
backrest posture 


Adjustable seat and backrest 
enable employes to position 
seating to their own individual 
requirements — provide the 
seating comfort necessary for 
greater benchwork efficiency. 
Strongly constructed of elec- 
tronically seam-welded steel 
tubing, firmly braced for solid 
rigidity. Self-leveling feet as- 
sure full floor contact. Large die- 
formed seat has recessed Ma- 
sonite panel for added comfort. 


Constructed for Life-Long 
Durability — 


© 18-Gauge 7%” 0.4 
tubular steel legs. 

@ Heavy-Gauge 
tubular ring cross 
brace 

@ 14” Steel seat — 
recessed Masonite 
panel. 

© Fully curled safety 
seat edge. 








$ULFL0° MACHINE-KUT’ 


CUTTING OIL 


SulFio*...NO.1 
CUTTING OlL 


soe N JOBS 


NEXCELLE N QUALITY . 
PERFORMANCE ECONOMY! 





Sulflo Products Are Sold By Selective Distributors 


If you don’t know who your local SULFLO Distributor is, write us— 
we'll be glad to send you literature and put you in touch with him.) 
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Officers Elected At 
52nd NAED Convention 


J. A. Meier, Florida Electric Sup- 
ply, Inc., ‘Tampa, was elected pres- 
ident of the National Association 
of Electrical Distributors, at the as- 
sociation’s 52nd annual convention. 
Mr. Meier succeeds George W. 
Provost, Jr., president, Doubleday- 
Hill Electric Co., Pittsburgh, Pa. 

Close to 3,000 persons attended 
the four-day meeting of the 52nd 
annual convention May 1 through 
May 4. 

B. H. Boatner, president, West 
inghouse Electric Supply Co., Pitts- 
burgh, was re-elected vice president, 
Eastern Region and C. E. Butler, 
Jr., president, Butler Electric Co., 
Inc., was re-elected vice president, 
Central Region. 

T. C. ‘Treadway, Jr., president, 


‘Treadway Electric Co., Inc., Little 
Rock Arkansas, was elected vice 
president, Southern Region. 


New Members Elected 


electrical 
wholesale distributors were recently 
elected to membership in NAED. 

These members are: Interstate 
Electric Supply Co., Council Bluffs, 
lowa; C. S. Mersick Elec. Supply 
Corp., West Haven Conn., Splane 
Electric Supply Co., Detroit, Mich 
igan; Osborne Electric Supply Co., 
Inc., Las Vegas, Nevada, and Rich 
ards Electric Supply Co., Cincin 
nati. 


Five  full-functioning 


Columbia Promotes Kirk 
To Philadelphia Sales Post 


Henry Kirk was promoted the 
outside sales staff, Philadelphia ter 
ritory by Columbia-Hallowell Divi 
sion, Standard Pressed Steel Co. 

For Mr. Kirk, the promotion fol 
lows four years of inside Columbia 
sales work. In his new post, he will 
sell Columbia products exclusively, 
in the Philadelphia area. 

Also assigned to Philadelphia is 
Joseph Butch who recently joined 
the Columbia sales staff. His tet 
ritory also will include the York 
Harrisburg-Lancaster area. 





James M. Flounders 
Boston Woven Hose 
Appoints Vice President 


James M., 
x0inted vice president in charge of 
I ] 


Flounders was ap 


research and development for the 
Boston Woven Hose Division of 
American Biltrite Rubber Co. 

Mr. Flounders was formerly with 
Electric Hose and Rubber Co. and 
B. F. Goodrich Industrial Products 
Co. 


Alan Wood Names Bergey 
Sales Representative 
Robert E. 
sales representative for Foundry 
Coke & Pig Iron by Alan Wood 
Steel Co. 
Mr. Bergey, the fourth sales rep 


Bergey was named a 


resentative to be added to the staff, 
has been employed by the firm since 
1937. He will serve foundries in 
eastern Pennsylvania and New York 
state. 


Joseph T. Bonner Joins 
Joseph Dixon Crucible 


Joseph T. Bonner joined the in 
dustrial division of the Joseph Dixon 
Crucible Co., as a lubrication engi- 
neer, 

He will assist industrial salesmen 
in developing colloidal graphite ac- 
counts, field test new products and 
their applications, and supervise and 
develop technical bulletins and lit- 
erature, 

Mr. Bonner previously was with 
U. S. Rubber Co., and Tidewater 











8] 


hydraulic models to choose from! 


THE WORLD’S MOST COMPLETE LINE 


SIMPLEX 


STANDARD 

HYDRAULIC 

JACKS 

11 Models 

1¥% to 100 tons 
capacity 

54%," to 22” travel 





“JENNY” 
CENTER-HOLE 
HYDRAULIC 
PULLERS 


6 Models 

30 to 100 tons 
capacity 

3%,” to 10” travel 





HYDRAULIC JACKS 
and PULLERS 


ROL-TOE 
FOOT-LIFT 
HYDRAULIC 
JACKS 


3 Models 
10 to 50 tons 
capacity 


Oe te ed hd hh eee SR eee eee eee eee ene ee 


RE-MO-TROL 


PULLERS 


Solid and Center-Hole Rams 


39 Models 


10 to 300 tons capacity 


HYDRAULIC 

SERVICE and 

BUMPER JACKS 

9 Models 

1% to 20 tons 
capacity 

13%” to 19” travel 





HYDRAULIC PULLERS 


4 Models 


20 and 30 tons capacity 
Push-Pullers, Double and 


Triple-Grip Pullers 





HAND PUMPS 
3 Models 


POWERED PUMPS 
ELECTRIC, GAS 
OR AIR 

6 Models 





Look for further information on Lever and 


Screw Jacks in other advertisements, 


TEMPLETON, KENLY & CO, 


2523 Gardner Road 


Oil. Write for Catalog: Hydraulic 60 Broadview, Illinois 
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A NEW LEADER )| Wellington Supply Co. Moves to New Quarters 
MARK II pr? Pie RET - 
Shoplifter 


Et EL PED EB ° +e 











greater 
capacity 

greater 
safety 


wee 
lower price 
p Wellington Supply & Mfg. Inc., West Hartford, Conn., has moved to new 5,000 


$19500 - sq. ft. warehouse and office at 595 New Park Ave. The new site offers ample spac 


for customer offstreet parking. The industrial supply firm, founded in 1948, found 
F.O.B. Dy it necessary to move into the larger quarters due to expansion of their busin« 


CHICAGO 





Stas? 

« The popular old favorite Type D 
Shoplifter...now the all new Type D 
Mark II...has been completely re- 
designed to provide extra capacity, 
complete safety features, at a lower 
price. At $195.00 the Mark II Shop- 
lifter is priced 25°, under former 
models with equivalent specifications. 
This is the biggest value ever pre- 
sented in a Shoplifter. Ask for Bul- 
letin D-195. 


ELEVATING TABLES 
- One ton capacity. 
For use as a die 
handler, constant 
height table, load 
leveler, or port- 
able work table. 
Ask for Bulletin 

ET-245. 

SHOVE-L TRUCKS 

The all-purpose truck for 
handling crates, cartons, 
bundles, fibre drums, or \ro Equipment Corp recently conducted a training school session for air tool dis 
any heavy load. Available tributors. The men who received this training at the Bryan, Ohio plant were, (front 
in six models...choice of from left) Robert Prins and Ed Langlois, Engman-laylor Co., Milwaukee 


wheel size in both metal John O. Williams, Jr., Dixie Industrial Equipment Co., Inc.; Don Gould, Franklin 
and rubber. Priced from 


Supply Co., Providence, R. I.; (rear) Byron Stoothoff, Aro Corp; Wally Holzwart 
$34.00 to $44.00. PI ; P; 
$ 9 Engman-Taylor Co., Del Bruggeman, The Stellhom Co.; Robert Thompson, Frank 


RED ROCKER BARREL STANDS lin Supply and John Marquis, Aro. 
UTI Everybody needs them! 
} For safe and easy one- . . : ‘ i : _— 
( } man draining of 55 gallon Kuzmick Elected Director Walker-Turner Names Turco 
drums. 18” and 24” drain . . : 
heights...with and with. | Of Raybestos-Manhattan Inc. | District Sales Manager 
out wheels. ; , 
All Economy products are readily sold Joseph N. Kuzmick, divisional Vernon N. Turco was named dis 


on routine calis because of their broac Manager O annattan ubDDdecT 1 Tict SateS Manager Tor 1 STATC O 

( lis t f their | i f Manhattan Rubl D trict sal ger for tl tate of 

application, price attraction and vision, Ravybestos-Manhattan, Inc., | Illinois, Missouri and Kansas, for 

strong. national advertising support. ; 

Write for specific information, prices was elected director of the corpora Walker-T'urner Division of Rock 
1 resale ‘ . 

ond resats information. tion at the annual meeting. well Mfg. Co. 

Economy Previously, Mr. Kuzmick was co Before joining Rockwell, Mr. 
| CU RNGINEZEIRING ordinator of 
4532 W. Lake St., Chicago 24, Ill. 


























corporation research | ‘Turco was sales representative for 
and development activities. Union Twist Drill. 
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NOW ! 
DszuSSTOR 


HACK 
SAW 
BLADES 








naerSoTTrTo 


MIGH - SPREO STE 
Hack Saw Bia 

















BeeSGrorn 


OO CODING 
FOR EASY 
INVENTORY CONTROL 


New production facilities and techniques make Disston hack blades better than ever. A revolutionary 


heat treating process means longer life, sharper and tougher blades. . . blades that will give you the 
ultimate in cutting performance. 


Color coding of both hack blade and package provides more accurate inventories, faster order 
processing, with pass-along benefits for customers’ plant inventories. Baked-on enamels make blade 


identification at the work place easy. These are important benefits you gain from new Disston color- 


coded packaging and blades. DISSTON COLOR KEY 


Order Disston’s Hack Blades — make your INDUSTRIAL HAND AND 


. ; ; POWER BLADES BLADE 
displays more eye-appealing, your inven- 1 


tories more accurate — give your customers Di-mol general purpose 


the highest quality blade in America! You 
and your customers will see why Disston has 


the edge! 


DISSTON PORTER DIVISION 


H. K. PORTER COMPANY, Inc. 
PHILADELPHIA 35, Pa. Special Alloy Chromol Hand Blades are Packed in Buff Colored Boxes 





Distributors! Here’s what we tell your customers about you 


re ‘ ae tife>* 
& i 

44, 
rh 
fe 


os 


, ah pee 


Mr. Paul E. Grunau, center, talking over an installation problem with Mr. Morton R. Spence, left, of Rundlie-Spence, National 
Tube Distributor, and Mr. Leslie Smith, National Tube'’s representative in Milwaukee. This type of round-table discussion 
indicates the close relationship between contractor, National Tube Distributor and National Tube. 


“We had only 14 hours ‘We got this emergency job late at night,’’ says Mr. Grunau. 


“Yet, our National Tube Distributor, the Rundle-Spence Company, 
gave us immediate service. But our National Tube Distributor 


to repair a cooling system is always ready for critical situations. He keeps two trucks 


on a stand-by basis, and there's a four-man crew on 15-minute 
and Save $100,000 call seven days a week. 


. s “Rundle-Spence offers expert engineering and technical 

in perishable foods— advice, constantly feeds us new product information, and isa 
single, complete source of steel tubular products. We also 
know that our National Tube Distributor has a wide range of 
available pipe sizes—14-inch to 24-inches. We've standardized 


our National Tube Distributor on National Tube products for all piping installations, because 


they're the finest tubular products in the world.” 


helped us finish the job Why don’t you combine the fast, dependable service and 
technical assistance of a National Tube Distributor with 


in 12 hours ” USS National Steel Pipe? The next time you need top-quality 
’ steel pipe for plumbing, heating, power or air-conditioning 
applications, see your local National Tube Distributor. 


says Mr. Paul E. Grunau, Secretary-Treasurer, Paul J. Grunau Company, USS and National are registered trademarks 





Mechanical Contractors, Milwaukee, Wisconsin 


National Tube 
Division of 
United States Steel 


Columbia-Geneva Stee! Division, San Francisco, Pacific Coast Distributors 
United States Steel Export Company, New York 
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Sligo Acquires Interest 
In Miami-Dickerson Co. 

Sligo, Inc., St. 
acquired an interest in the Miami 
Dickerson Steel Co., Davton, Ohio 


Miami 
Dickerson will continue, and all per 


Present management at 
sonnel are to be retained 


Electronics Group 
Names Committees 


Ihe Association of Electronics 
Distributors has named special ac 
tion committees to work under Don 
D. Dresson, of Electronic Suppl 
Corp., Los Angeles, chairman of the 
board. 

Committees and their chairman 
are 

Educational-Statistics—Cap_Kier- 
ulff, Kierulff Electronics. 

Dealer-Distributor Relations—Ed 
Cook, Cook Electronics, and An 
drew Futchik, Andrews Electronics 

Insurance—Roy Shelley, Shelley 
Radio. 

Membership—Burns B. McNeal, 
Mac’s Radio Supply. 

Gnevance—F rank Eckert, Valley 
Electronic Supply; Gene Rothman, 
Hollywood Radio, Andy Futchik 

Industrial Relations—Homer Neil 
son, Kierulff Electronics. 

Ihe Los Angeles based associa 
tion has completed several months 
AE D's 


Freight Committee met with repre 


of work on freight rates 


sentatives of Western Carloading 
Co., freight forwarders, to compile 
a new rate chart which enables ship 
pers and distributors to pick the 
most favorable rate classes for var 
10us components 

Ihe AED Resolutions Commit 
tee has also published a brochure 
More 
Profitable Relations between Manu 


of recommendations “for 


facturers, Distributors and Repre 
sentatives.” ‘This urges the use of 
written supplier policies. 

Ihe AED admits firms to active 
membership who buy direct from 
manufacturers ten Or more majo! 
lines including at least a tube line, 
transformer line and _ capacitator 
line. Suppliers can be associate 


members. 


Louis, Mo., 








PURE MANILA 


“W ATERPROOFED” 
and 
“ROTPROOFED” 


For Your Protection When Buying Rope Look 
for the Blue and Yellow Registered Trade Mark. 





FITLER “STABILIZED” 
NYLON and DACRON* ROPE 


Stabilized’ makes it durable 


FITLER POLYETHYLENE and 
POLYPROPYLENE ROPES 


Are strong and flexible. 


Sold by Industrial Distributors everywhere 


The Edwin H. Fitler Co. 


EST. 1804 
Division of Columbian Rope Company 


NEW ORLEANS 17, LA. PHILADELPHIA 24, PA 


* DuPont Polyester Fiber 














LEAD-MATIC 
TAPPER 

Lead Screw Tapper 

Range: 0-80 to 4 *-16 


TAPPER 


PNEU-MATIC 
TAPPER 


High Production, Air Operated 
Range: 0-80 to 4 ”-16 


taps 2 to 15 holes 
at | stroke, 
Adjustable hole pattern 


a Type and Size for Every Job! 


STANDARD 
TAPPER 
Adjustabie 


You can make more sales 
with the Commander Tap- 
per Line because it includes 
production tapping units in 
the right sizes, types, and capacities 
to handle 98% of the tapping jobs 
done on a drill press. 
You can recommend and sell Commander 
Tappers with complete confidence, because 
~~ Brive each Tapper is a versatile and efficient production unit 
to 10-24 —designed and built to deliver maximum performance. 


MFG. CO. 


CHICAGO 24, ILLINOIS 


Torque Controi 
Range: 0-80 to %”-16 


MIDGET 
TAPPER 


4218 WEST KINZIE STREET 
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HARRISBURG 
FLANGES 


Harrisburg Drop-Forged 
Steel Pipe Flanges are made 
to A.S.A. standards for oil 
companies, ship builders and 
pipe fabricators. They come 
in threaded, butt-welding, 
slip-on welding, Van Stone 
and blind types and are shot- 
blasted and dip-coat finished 
with a rust preventative 
black lacquer. Be sure you 
make it Harrisburg when you 
want flanges. 


More thon a Century HY in Harrisburg 18, Pa. 
HARRISBURG STEEL CO. 


Division of HARSCO CORPORATION 


q D 


TUBES TRANSPORTS 





=e eS ee ee 


$F&FmMeAMS SIS AS 


MATERIAL HANDLING equipment o 
ders in February jumped nearly 14 points 
over sales reported in January. The Mate 
rial Handling Institute reports that this is 
ond straight month that boe 


industrial mat 


king 
rial handling « 


ved advances 


Rockwell Names Henry 
Assistant General Manager 


Donald Henry was named assist 
Rockwell 
Ohio, 


ant general manager of 
Meg Co. s 
power tool plant. 
Mr. Henry 
June, 1959 


assistant plant manager for Yuba 


Bellefontaine, 


Rockwell in 


Prior to that, he was 


joined 


Power Products, Inc. 


Armstrong Appoints Wetzel 
As Sales Representative 


D. E. Wetzel 
representative by 


sales 
l'ool 
Co., with headquarters in St. Louis 

Mr. Wetzel will cover St. Louis 
and the surrounding area. 


was named 


Armstrong 


For the 
past 4 years he was employed by an 


industrial chemical company. 





D. E. Wetzel 
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PRECISION BRAND 


- ARBOR 
path SPACERS 
and SHIMS 


FOR FAST, 
ACCURATE 
SPACING 


Tops in every respect, Precision Brand 
Arbor Spacers and Shims are used for 
accurate spacing of milling cutters, slit- 
ter knives, gang saws and many other 
uses. They come neatly packaged in 
thicknesses from .001” to .125” thick 
and %” to 7” hole diameter. 


WITH KEYWAY WITHOUT KEYWAY 


Please 
specify 


PRECISION STEEL 
WAREHOUSE, INC. 


MAN NG " 


47] MAPLE AVE OWNERS GROVE, ILLIN 











MAKING IT EASIER 
FOR YOU T0 SEll 


MOLDED 
PACKINGS 


This new brochure eliminates 
guesswork— simplifies selection, 
price computing and sales of 
molded packings. Contains easy- 
to-follow particulars on four dis- 
tinctive Palmetto Molded Pack- 
ings—Pyramid, U-Ring, Kup, and 
Pisto-Ring. 


GREENE, TWEED: 


NORTH WALES, PA. 





Kelsey & Sons, In Hartford 


iddition of the Ce 


*3 


reed 


TREE 


house re 


Standard 





R. L. Murphy, Jr. Joins 
Vinson Supply In Houston 


youn d the 
Vinson Suppl ( 8) 


R. L. Murphy, Jr., 
statt of the | 
lulsa, in their Houston Office 

Mii Murphy has been i sales en 
gineer in the Houston area for the 
past ten years, serving oil field sup 


ply and equipment firms 


Cleary Joins Sales Staff Of 
Standard Shannon 
Edward N. Cleary, formerly with 


the Firth-Sterling Co 
outside sales force of Standard-Shan 


joined the 
non Supply Co., Philadelphia 
Mr. Cleary, has had sixteen vears 


experience and 


in steel metallurgy 
steel and carbide products sales. In 
addition to his sales work he will 
specialize in the metallurgical and 
carbide part of the business in his 


new connection. 


os 


Edward M. Cleary 





Dresser Appoints Fabian 
Executive Vice President 

I’. G. Fabian, Jr., 
president of Dresser 
Inc. He had been presi 


was promoted to 


e vic¢ 


| general manager of Dresser 
a division of Dresser In 


dustries 1955 


Since 


In his new position, Mr. Fabian 


] 


will assume the responsibility for 


five oil field divisions 


Charles Kuhn, who had been vic« 


president and sales manager, was 
promoted to president of Dresser 


Mfg. Din 


Worthington Promotes 
George Hunter 
George | 


manager of 


Hunter was named 


portable compressors 


and contractor tools sales section 
He succeeds J. A. Gray 
signed 


Mr. Hunter has been with Worth 


ington since 


who re 


1950, five vears as chief 
research engineer and the last four 


vears as chief engineer. 


Wall Colmonoy Names 
Chicago Representative 

Donald 'T. Offord was appointed 
sales engineer in the Chicago area 
for the Colmonoy division, Wall 
Colmonoy Corp. 

Prior to joining Wall Colmonoy, 
Mr. Offord was with Continental 
Aviation and Engineering, Ethyl 
Research Corp., Chrysler Jet Engine 
Division and Edwards Trailer. 
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FIRST CHOICE OF 
INDUSTRIAL BUYERS 


Since 1892 Morgan Vises have been 
preferred by Industrial Buyers the world 
over. This preference means more profit- 
able sales, and easier too, for Morgan 
distributors. Morgan’s engineering and 
production facilities have always been 
devoted exclusively to the manufacture 
of the best vises that can be produced. 


: MACHINISTS" 


SHEET METAL 
Satid Jaw Stationary Base 


MACHINISTS’ 


Solid Jaw Swivel Base HINGED PIPE 


Ls 














UTILITY BENCH 
COMBINATION PIPE 


MORGAN VISE CO. 


108-112 N. Jefferson St. 
Chicago 6, Illinois 





gn 


> IAEA 


The Collis 


SLEEVES and SOCKETS 


NOW! 
HEAT TREATED 


* SO popular with users * 


COLLIS Heat Treated Sleeves and Sockets are 
manufactured by skilled workmen to give long 
durable service and extra long life. This type 
of sleeve has less chance of nicks and assures 


same accuracy with longer runs. 


Call at once for our representative to explain 
about the Line of Lathe 


Centers, Arbors, Drill Drifts, and Magic Type 


Complete Collis 


Chucks as well as Sleeves, and Sockets and 
Collets. 


STANDARD 
TYPE 
HEAT TREATED 


“Call Collis for Service” 
7-€ HE COLLIS COMPANY am: 


DEPT. A, CLINTON, IOWA 











| GROSS 
ROUND HEAD STEEL 


MACHINE SCREWS 


Atl 


NUTS 
BOLTS 
SCREWS 
WASHERS 





Easy on the eye 


attractive 
package 
facilitates 











both stocking 











Write for 
NEW 
+586 CATALOG 


and handling. 





IANTELTANS 


OF NEW YORK 


FOR IMMEDIATE DELIVERY 


PHONE wO 6.0600 
WIRE NEWARK, N. J. 365 © WRITE 


ATLAS SCREW & SPECIALTY CO. 


450 BROOME STREET - 


NEW YORK 13, N.Y. 
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Hardware Supply Co. 
Opens in Detroit 


Hardware Supply Co., 1570 East 
Grand Blvd., Detroit, began opera- 
tions recently. The firm will service 
industrial accounts, hardware stores 
and lumber companies in the area. 

All personnel of the newly formed 
Hardware Supply Co. were officers 
and employees of Buhl Sons Co., 
before the purchase of that firm by 
Hibbard, Spencer Bartlett & Co., 
Evanston, Ill. 

Officers of the new firm, Hard 
ware Supply Co., which handles 
about 8,000 items from 250 sup 
pliers, are, Dan Doyle, president; 
Elmer Ehlenseldt, vice president; 
Bob Van Eck, secretary-treasurer. 
Ihe sales personnel are Bernard 
Lindhurst, Vincent McEvoy, Art 
Pyler, Ed Shirk, Richard Stibick, 
Steve Vodden, and.Don Van Eck. 

Buhl Sons Co. had been a whole- 
sale distributor of hardware for more 
than 100 years and lately due to 
intense competition in their indus- 
trv, had been unable to make a satis- 
factory profit on its investments. 
For this reason Hibbard, Spencer, 
Bartlett and Co. were able to ac 
quire the stock at considerably less 
than book value. 

HS&B’s intention is to develop a 
low-cost wholesale operation at Buhl 
Sons Co. O. W. Ahi, Buhl presi- 
dent, said that the industrial suppl 
business will be discontinued, be 
cause the field is too specialized. 


Firth Sterling Executive 
Receives Metallurgy Award 


Robert K. Hopkins, vice president 
and general manager, steel division 
of Firth Sterling, Inc., received the 
Achievement Award in Metallurgy 
for 1960 from the American Society 
for Metals, New York Chapter. 

Mr. Hopkins invented the Hop- 
kins process, a technique for pro- 
ducing ultra-pure alloys by 
sumably 


con- 
remelting electrodes by 
striking an arc through a purifying 
slag in a water-cooled copper cru- 
cible. 





—— — 


Behr-Manning Honors New Hampshire Supply Co. 


Abraham Bresnick, 


<ghe ee = a ? a ™ *. 





second from right, receives a plaque from Behr-Manning officials 


from left), Robert L. Lloyd, regional sales manager, Joseph L. Swensson, divisional 
sales manager and William Bennett, national director of industrial sales personnel 


The New Hampshire Supply Co. 
of Manchester, New Hampshire, 
was awarded a plaque in recogni 
tion of outstanding accomplishments 
in promotion, sales and distribution 
of products for the Behr-Manning 
Co., a division of ‘The Norton Co. 





I'he award was presented to Abra 
ham Bresnick, president, during a 
dinner given to the inside and out 
Mr. Bennett 
commended the sales personnel of 


side sales personnel. 


the New Hampshire Supply Co. for 
their aggressive selling approach. 





Parker-Kalon Holds Technical Seminar 


PT 
7 ~ 
' i , 


Walter Toepel, Parker-Kalon, points out aspects of the Parker-Kalon fastener line, to 


employees of the Chas. A. Strelinger Co 


More than thirty Chas A. Stre 
linger employees attended the three 
day technical sales seminar con- 
ducted by Parker-Kalon which cov- 
ered every aspect of the Parker- 
Kalon fastener line. 

The employees, including inside 
and outside sales personnel and 


, a full line 





nT 


Parker-Kalon Distributor 


| w irehousemen, described the semi- 


nar as very instructive and useful. 
Walter ‘Toepel, of the 
Parker-Kalon engineering de 
partment said, “Parker-Kalon man- 
Parker-Kalon 
enthusiatic 
the technical sales seminar.” 


manager 
sales 
agement as well as 


distributors are about 
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move fast 
for extra 
profits... 


TRUCK CASTERS 


52-A Series Double 
Boll Race Pressed Steel 
Caster. Also 50-A Ser- 
les Single Ball Roce 
Pressed Steel Caster, 


Your customers and 
prospects want to 
move materials 
faster, lower han- 
dling costs, build 


plant efficiency, 
and increase pro- 
duction profits. And 
they’ll get all four 
advantages when 
you sell them Bond 
best-for-the-job 
Casters. But, best 
of all—for you— 
you'll make extra 
profits from this 
fast moving Bond 
Caster line! 
Write, wire or 
phone for details on 
the Bond  best-for- 
the-job Truck Cas- 
ter line—it’s a 
profit-packed line 
you'll want to sell. 


VG—Series V—Grooved 
| Wheel Semi-Stee!l Swivel 
Caster. Available also in 
Rigid types, 


sam 
FOUNDRY & MACHINE 


COMPANY 


314 Penn Street, MANHEIM, PENNSYLVANIA 


51-A Series Pressed Steel 
Rigid Caster—compan- 
ion caster to both the 
50-A and 52-A Series. 


Ps 


3-A Series Single Boll 
Race Semi-Stee! Swivel 
Caster. 23-A and 36-A 
Series Double Ball Race 
Semi-Steel Swivel Cast- 
ers also available. 


251 





5 Sizes—10 Models 


Power 
Hacksaws 


Cut Cutting Costs 


JEFFERSON “601” 


Complete with 


motor switch 
eady to go 


F.0.B 


factory 


ONLY $g 500 


L notor 


CUT ; 


- i) 


No. 3CH WET 


mily, $65.00 


Vise, o@ 
Controtled 
feed 
pressure 


0-170 tbs. | 


A rugged saw that cuts fast AND 
accurately. Automatic lift on return 
Other features 
automatic 


Oilite 
built in 


stroke saves blades 
include 2 speeds stop 
foot lift to saw frame 
ings throughout 
tank & pump, etc 
Write for details, prices, discounts on KELLER 
Power Hacksaws and KELLER Die Filers TODAY 


KELLER DIVISION 


Sales Service M fg. Co. 


2361 University Ave., St. Paul 14G, Minnesota 


bear 


coolant 








“Don’t tell me you 
forgot to order more?” 


The inconvenience of running out 
of Jewel Brand Abrasive Belts is 
more than offset by the prompt 
service we offer on hurry-up 
orders. However, just to be safe, 
stockpile a reserve supply today. 


PJEWE TAT 


COATED ABRASIVES 


Belts + Rolls « Sheets * Discs * Specialties 








ABRASIVE PRODUCTS, INC. 


South Braintree 85, Massachusetts 


252 


Harry Conrey (left) explains 


Garrett Supply Co., 


uses its own specialist salesmen to 


| Os Angeles, 


run special workshop sessions on 
technical lines. 

At a recent workship on Boston 
Gear's “Optimount” series of helical 
geared 


reductors, and 


ratiomotors 
Garrett power 


transmission specialists Bob Dick 


flanged reductors, 
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Distributor Runs Own Product Session 


yunted trkshop sé 


unit in wo 


and Harry Conrey gave lectures and 
detailed demonstrations for the com 
pany’s sales force, assisted by Boston 
Gear's factory representative, Ed 
French 

Mr. Dick showed units in detailed 
disassembly, while Mr. Conrey dem 
onstrated various mounting arrange 


ments for the units 


o 
@.% 


Bob Dick (left), power transmission specialist, shows Bob Smith how to fit shaft. 








Crane Acquires Assets Of 


General Air Conditioning WE wi 


Crane Co. purchased the fixed 








assets and inventory of the General 
Air Conditioning Corp. (Los An 
geles , 


General Air Conditioning manu- | GLOBE'S New Line of 


factures heat pumps, reverse cycle 


air conditioners and kitchen equip | Industry Standard Gears 
ment, including range-retrigerator offers these features 


sink combinations ee. 
This acquisition, according to to Distributors: 
Wesley A. Songer, Crane president, 
is an important addition to the firm's * More complete interchangeability 
line of heating and air conditioning with other leading lines. 


, se | SCTV1ICC _— as , 
products. Present sales and servi Competitive Pricing with 


- ‘ roug (en —— 
will be maintained through greater Cities Posie. 


eral’s national distribution system 


The firm will be operated as a di Gears Only! No other items 
vision of Crane’s Plumbing-Heat to conflict with existing lines. 
ing-Air Conditioning Group 
Individual packaging of shelf sizes for protection 
and ease of handling. 


Greene, Tweed Names Miller Write for Distributor information and Pocket Catalog. 


Western Representative 


David W. Miller was appointed GLOBE STOCK GEAR DIVISION 


34th & Clearfield Sts. * Philadelphia 32, Pennsylvania 


district sales representative f the 
California-Oregon-Washington area 


for Greene, I'weed & Co i : a 


In his new capacity, Mr. Miller FAST SERVICE ON 


CONVEYOR PU 


las te ata 





will be in charge of sales and cus : 
tomer service of the firm’s full range tL 
of Palmetto products 

Mr. Miller began with the firm The “MER-MAID” The “RED HEAD” 
ten years ago, as a Sales corres 
pondent, moving up to sales analy 
sis, production and mventory con 
trol. He was made Cincinnati sales 
representative in 1956, and district 
sales representative in Chicago in 
1958. 
Vinyl plastic Seamless steel tubing 
Sanitary & hub types Hub type only 
Available in all sizes Available in all sizes 
Strong & lightweight General conveyor duty 
Chemically inert Completely sealed unit 
Straight or crown face Straight or crown face 
Non-toxic, tasteless No welded face seams 
Non-sparking, odorless Discs welded to rims 
Weather resistant Uniform surface 
Fully machined Fully machined 





FOR COMPLETE LITERATURE, PRICES AND DISTRIBUTOR DISCOUNT, WRITE OR PHONE: 


ERCURY INDUSTRIES, INC. NORTH 
365 BROADWAY «© HILLSDALE, NEW JERSEY 4-2636 
i it a ll 





David W. Miller 
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Hae 


Nuts and Bolts 





r 


IT PAYS T0 BE 
PARTICULAR 





It's just good business 

to handle the line that 

offers all these assets: 

a century old 

reputation for unquestioned quality 
. products properly priced, 

aggressively promoted, protectively 

packaged. In short, the Clark line. 


WE'RE FUSSY, 100 


ils Zt 


DISTRIBUTOR 


We want 
distributors who 
are solid, sound 
businessmen... 

with live wire, 

locally respected 
organizations. And 

there are still some Clark 
distributorships available to high 
caliber organizations in 
selected areas. 


” all 
































If you'd like to investigate 
the possibilities, write 

for full information 

and prices on the 
complete Clark line. 


CLARK 


BROS. BOLT CO. 
MILLDALE, CONN. 














Conference Board Reports 
On Small Order Problem 


American companies are finding 
solutions to the common and often 
costly problem of filling small orders, 
the National Industrial Conference 
Board 


results of a study conducted among 


reports today, in releasing 
254 firms. 

Mounting competition and rising 
costs in recent years have given com 
panies strong incentives for review 
ing their handling of small orders, 


the NICB finds. 


of analytical techniques for detailed 


I'he increased use 


measurement of distribution costs 
has brought about an awareness of 
how shockingly expensive the filling 


of these orders are 


Good Will 


Many managements, however, 
still believe that the good will and 
other advantages they obtain by ac 


Aspect 


cepting small orders more than off- 
set the disadvantage of filling them. 
Other cooperating firms absolutely 
refuse to accept orders below a cer 
tain minimum. However, regardless 
of what their policies towards the 
may be, 
likely to 
after 
having gathered and appraised the 
pertinent facts the 
and filling 


handling of these orders 


companies nowadays are 


have formulated them only 


on number, 


source, cost of these 


orders. 


Cap Screw Standards 
Reaffirmed By Industry 


lhe 


weignts O wWexagon-Nnead Cap SCTCWS 
ghts of | ron-head cay 


case quantities and gross 


given in Simplified Practice Recom 
R259-56, 


afhrmed by representative organiza 


mendation have been re 


tions in the industry, according to 
the Commodity Standards Division, 
Office of Busi 
ness and Defense Services Adminis 
tration, U 


merce 


l'echnical Services, 
Department of Com 


Copies of the standard may be 
obtained from the Superintendent 
of Documents, Government Print- 


ing Office, Washington 25, D. C., 





for five cents per copy. 
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a BIG ORANGE FN)» 


YOU BUY THE BEST 
Shackle Chain HOOKS 


Use on “HIGH TEST” Chain 
EXTRA STRONG 


Even the pin is 
of hi-strength steel 
heat-treated 


made 
and 


SAVES TIME 
Can be attached 
anywhere on the 
job. Only a pair 
of pliers needed 


GRAB HOOKS 
Available 
for Chain 


SLIP HOOKS 
Available 
for Chain 


ANCHOR and CHAIN 
Screw Pin SHACKLES 


D 
Forged of HI-STRENGTH STEEL 
Available in sizes 3/16" to 2’’. EXTRA STRONG 
—EXTRA TOUGH. Self-colored or galvanized 


Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowa 














Ne More Rummaging 
Through Stacks of Drills 


Used by industrial plants, hardware stores, stock 
rooms. The entire stock of drills can be seen at a 
glance. Compartments with rounded bottoms hold 
dozens of drills. Huot's built-in inventory system 
does away with cost sheets. 14%” long, 7%” 
high, 74” deep. Hammerlin baked enamel finish 
over rugged steel. 


THREE MODELS 
#1 for Fractional Drills 
(2 for Numbered Drills . . . . 
#3 for Lettered Drills 


makers of 
HUOT 


DRILL 
HUOT MANUFACTURING CO. FTA 3% 


Write for Bulletin 
551 No. Wheeler Street @ St. Paul 4, Minn. 





Left to right are Harold E. Komp, vi 


Jack London, Jr., 


president of Acme Industrial Sup 


was appointed 


ply Co., Los Angeles, and Harold I 
Komp became vice president and 
general manager in a recent change 
of ownership. 
John A. 


secretary-treasurer with the responsi 


Fielding was named 
bility for inside operations 

Mr. London had been vice presi 
dent and sales manager of Acme 
since World War II. He succeeds 





e president and Jack London, Jr. president 


Richard H 
longer connected with the company. 

Mr. Komp was merchandising 
manager for C. W. Marwedel, San 
Francisco, for the past three years. 
He was with Garrett Supply Co. in 
Los Angeles for ten years, and with 
C. L. Gransden & Co., Detroit, 
for seven years previously. 


Hughes, who is no 


Mr. Fielding joined Acme five 
He had been with Al 
quist Brothers, Los Angeles. 


years ago. 





Display Explains Function of Northeastern Inc. 


This Display by Northeastern, Inc., 


Canton, Ohio, in the center of town, at the 


corner of two main streets, was set up to tell the community a little more about the 
function of the industrial supply firm in relation to industry 
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Want Your 
PORTER CUTTER 


| Sales to Climb ? 


= > ieee 





S999 
Sell the 


Complete Line of 


R 


“) PORTER 
‘\\) CUTTERS 


Why sell just three or 
four numbers? Your 
sales will go up if you 
will sell the complete 
line of PORTER CUTTERS. 
Over 100 different sizes 
and models so there is 
a ‘‘right’’ cutter for 
each and every metai- 
cutting job! Sell more 
cutters to take care of 
your customers’ every 
cutting requirement, 
whether it is for — 
Close or Flush Cuts — 
General Cutting — Spe- 
cial Position Cutting — 
or one to cut — and 
cut better — all these 
metals... 


BOLTS + RODS + WIRE « SCREWS « RIVETS 
SOFT STEEL « HARD STEEL 
FLAT BARS + CABLE + WIRE ROPE 
CHAIN REINFORCING RODS + STEEL STRAPPING 
CAPACITIES with PORTER HAND TOOLS 
Soft Metals Up To %4” * Hard Metals Up To 3” 
CAPACITIES with POWER OPERATED TOOLS 
1%” Rods and 242” Soft Cable 


Take your first step to 
more sales with the 
complete PORTER line! 
Next time the PORTER 
representative stops in 
ask him to tell you 
about the full line . 

or write for catalog of 
entire line. ——— 


HKP) 


H. K. PORTER, 


Somerville 43, Mass 


Inc. 





FOR LOW COST Sales Engineering Clinic 


WRITE GRINDERS « BUFFERS Mi iy Senlieatintinee 


Distributor sales representatives 


FOR FULL MAKE YOUR MOVE TO were recent guests of the Lunken- 
wed — _ : heimer Co., in Cincinnati. In a 
INFORMATION 


four-day sales engineering confer 
a eS 

ence and clinic, they reviewed first 

TODAY hand, many new and important de 
ON THE velopments of Lunkenheimer Co. 


Ihe conference was the 130th 


NATIONS é i me) sponsored by Lunkenheimer, cur- 
oem nee : 


rently celebrating its 98th year, and 


PROFIT BPE General ae was held at the firms main offices. 
nel Purpose “ 


5 Pedestal 


cena BE orinders rinder Distributors Attending 
tne! {| @= age 
; ; | , 
o 


Distributor sales representatives 
A FEW ¥ who attended the conference and 


the distributors they represent were: 


CHOICE “ 1 si en ai si , Clifford Rugg, Case-F:lderfield, Inc., 
L Air Master Niagara Falls, N. Y.; Robert Bor 
DISTRIBUTOR 1 . . Dust Collectors 


‘a to 3 HP ders, Chicago Tube & Iron Co., 
CFM Capacity Mist Master 


AREAS a 235 to 1025 Mist Collector Chicago; Donald Lochner, Fort 


— l) Bearing Speed Lothes 
H.D. Wet ond Dry Gott Searing Speed te 


Chuck and Collect Types : Wayne Pipe & Supply Co., Fort 

STILL Te —-‘ rn for Catalog Today Wayne, Ind.; Raymond Groves, 

LABLE Globe Machinery & Supply Co., 

AVAL 7 . . Davenport, lowa; Terrence Lav, 
The Cincinnati Electrical Tool Co. ho 

312 MT. HOPE AVE. « CINCINNATI 4, OHIO Hardware & Supply Co., Akron, 

- Ohio; William H. Dolan, Jr., Jen 

nison Co., Fitchburg, Mass.; Frank 
































rigo, Inc., New Haven, Conn.; Har 

Se een eens | C. Pattison, Murray W. Sales 
v & Co., Detroit; and George Sper 
j ber, Vulcan Supply & Metals Co., 
Cincinnati, Ohio. 


Peterson, Jones & Auerbacher, Inc., 
Newark, N. J.; Robert T. Mont 
gomery, W. M. Pattison Suppl) 
Co., Cleveland; Grant Nelson, Per 


4 


Highlights of Meeting 
The world’s finest cordage fibers and 


‘ ‘ Meetings were highlighted by 
careful, experienced workmanship result — 8 
} / 1; tours of the Lunkenheimer plant's 
in unsurpassed highest quality rope engineering department, and re 
search laboratories. Sales sessions 


MANILA—Ocean Brand included seminars devoted to 


bronze, iron, steel, forged steel and 


SYNTHETICS-—Super-Tuff Luncor PVC valves; the mechanics 


of making plant surveys; and met 


(nylon, dacron, polyethylene, polypropylene) 


chandising and selling techniques. 
. , The conference and clinic ses- 
i lt 

Custom Rope Slings a Specialty sions were held under the personal 

Dependable Service - Highest Quality direction and supervision of Melvin 

W. Pauly, vice president in charge 


Manufacturers >—< G3 p< Since 1829 of sales; George W. Lambertson and 


The Thomas Jackson & Son Co., Herold H. Layrits, divisional sales 


managers and were conducted by 


Reading, Pa., U.S.A. Iheodore H. Pyle. 
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“So what else is 
good about them?” 


It’s not enough to tell you Jewel 
Brand Abrasive Belts are “fast 
cutting, cool running, and long 
lasting”. They are but the 
best way to prove all their advan- 
tages is on the job. Give them a 


“show me” run soon! 


POEWEL Vy 


COATED ABRASIVES 


Belts Rolls e« Discs Specialties 








Sheets * 


ABRASIVE PRODUCTS, INC. 
South Braintree 85, Massachusetts 





Standard Stock 
Au-Metal 
"uc3” 
CONNECTORS 


° 
Re 


dA 


. 
> 
. 


i, 


Ask for “UC3” 
assembled unit price list 
offering standard lengths 
in bronze, carbon steel, 
304 or 316 stainless steel 

in assorted fitting 
combinations 





QUALITY... 
All Metal 
Flesible 
Mose Products 


METAL HOSE CO. 


2163 South Kedzie Ave., Chicago 23, Illinois 











iN 


Frank E. Thomas 


Stanscrew Appoints Thomas 
Pittsburgh Representative 


Frank E. Thomas was appointed 
representative for Pitts 

ind the western Pennsvl\ 
Standard Screw Co 


\ir. Thomas completed an inten 


hla 


at Stanscrew’s 
Prior to that, 
Co 


trailing program 
he 1dquarters he was 


ith Charles Bruning 


Jones & Laughlin Corp. 


Appoints Carlton Oberg 


Carlton W. Oberg was appointed 
Cleve 
the container division of Jones & 
Laughlin Steel Corp 

Mir. Obe 


; 


ind district sales manager for 


rg, who was assistant dis 


trict sales manager, succeeds Joseph 
G. Du 
+2 vears of service. 

Mr. Oberg 


livision employee since 1950, 


meback who is retiring after 


has been a J&L con 
tainer ¢ 
when he started as a salesman in the 
New York-Boston 
named district sales 
New England in 1944, assistant 


manager in Cleveland in 1957. 


Packard Bell 


Appoints Curran 


area Ile was 
manager for 


and 


William J. Curran was appointed 
director of market research for the 
defense and industrial Group, Pack 
ard Bel! Electronics. 

Before joining the Los Angeles 
Mr. Curran was 
employed by General Electric as 
economist, missile and space vehicle 
department, and planning specialist, 
heavy military electronics. 


electronics firm, 
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TAWS 


You can’t beat 
PARKER 


a 
A. VISE! 


CHECK OUR STEEL JAW 
CONSTRUCTION ... 


Jaws are the vital part of any 
vise—and Parker jaws offer more 
features than any other vise iaws 
on the market. The entire top of 
the vise is covered with tool steel 
(not a face jaw) as an added pro- 
tection against filing, chipping, 
etc. These jaws are:pinned-on and 
easily renewable, yet as rigidly 
held as though they were cast-on. 
No screw holes in the jaw face. 


Setter JAWS AT 
NO EXTRA COST! 


WRITE FOR COMPLETE 
VISE CATALOG TODAY! 


The CHARLES PARKER CO. 
50 HANOVER ST. 
MERIDEN, CONN. 

Established 1832 





Now Ceorndoy, | Mis & bapton and PA's Hold Seminar 


ENGINEERING CO. 


SPECIALISTS IN SOLVING 
CONVEYING PROBLEMS FOR 
BULK OR PACKAGED PRODUCTS 


TR-12 SERIES 
Trough-Belt 


Panelists at the Seminar were (1 to r), J. H. McDowell, Dixie Mercenzing Co.; 
P. J. Davis, Tennessee Valley Authority, Chattanooga Association president; J. A 
Matthews, Republic Steel, J. C. Grant, Mills & Lupton; Dick Lindsey, Container 


Corporation of America, and John C. Williams, value analyst, General Electric Ci 
MOTO-BELT 


Lengths up to 80’ “We figured the best way to get | on cutting down paper work in- 
tips on how we can do a better | volved in buying MRO supplies—on 
job of buying industrial supplies was | how to handle small orders in gen- 
to ask the distributor himself for | eral and on some other problems 
some help,” says J. H. McDowell, | we run into in buying 
Jr., of the Chattanooga Purchasing | supplies.” 

po. Agents Association. lo this end, the Mills & Lupton 
Available with Mr. McDowell did just that— | Supply Company, Chattanooga, 
See and got some answers. As Chair- | sent Office Manager J. C. 

man of the Association’s Profes- | Mr. McDowell's recent industry 
sional Development Committee, he | panel program as one of four panel 
conceived the idea of setting up a | ists. Mr. 


industrial 


Grant to 


Grant gave the 43 pur- 
panel-type program in which repre- | chasing agents and their 27 


sentatives from four different indus- | concise rundown 
tries would give suggestions on how 


guests a 
on the cash 
purchase and open blanket methods 
; buyers of their products could cut | of dealing with the 
— a ; | t 1, at the : time, d 

each Peatoende : ‘ costs and, at the same time, do a 





small order 


problem. He also explained what 
more efficient job of purchasing has been called the 


He decided the program should be 





“local order’ 


a part of the regular monthly meet- 

ing 
STEEP-GRADE 
Working Angles 
up to 60 ious to attain a greater degree of 


professional status—to be recognized 


= as an integral part of management 
6 uv ie In Our companies. It seems to us 
that one of the quickest ways to do 
New London also manufactures 


the Coal-Chuter, Cost-Cutter, this is not only to be sure that we 
and Material Mover conveyors can back up our purchasing de- 
as well as vertical lift, floor-to- 


floor, and vibration models. cisions with concrete facts but that 
Write today for full information the buying process itself is carried 
on all models, ie, 


out at the least possible cost.” 
“It’s in this area of trimming 
- NEW LONDON ENGINEERING co. purchasing costs that we were partic- 
7 theo tines ularly interested in getting ideas Davis of the Chattanooga Associa 


, : tion and Edward C. Mahoney, vice presi 
from distributors. We needed hints dent, Mills & Lupton, welcome guests. 


“We purchasing agents are anx- 


pggqnnoneesoconssoossees 
eee 
ee? 
ee? 
ee? 


4 


4 
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plan for handling small orders (see 
INpusTRIAL DistripuTion, Oct., 
1959, page 99). 

Three other  industry-panelists 
gave the purchasing agents tips on 
buying their particular products. 
John C. Williams, Value Analvst, 
General Electric Company's Medi- 
um ‘Transformer Department, 
(Rome, Ga told the members 
how they could save money in buy- 
ing component parts. J. A. Mat 
thews, Assistant District Sales Man 
ager, Republic Steel Corporation, 
(Birmingham, Ala.) suggested the 
buyers might cut steel costs by 
switching product classification 
under certain conditions which he 
set out. Dick Lindsey, District 
Manager, Container Corporation of 
America’s Chattanooga and Knox 
ville Divisions, demonstrated how 
his company has been able to come 
up with cost-saving boxes to meet 
certain problems it had been asked 
to solve. 

Both Mills & Lupton President 
John B. Crimmins and Vice Presi 
dent Edward C. Mahoney feel that 
this type of contact with industry 
is “invaluable”. Says Mr. Mahoney: 
“It offers an opportunity to render 
a service and, at the same time, 
opens up new public relations 
avenues 

To this Crimmins adds: “It seems 
to us that we can already see a 
change in the method of ordering 
used by some of. the purchasing 
Adding 
credence to this opinion is a late 
report from Chairman McDowell 


‘I have received a number of letters 


agents since the meeting 


from members commenting on the 
value of the program—this has never 
happened before!” 


Salesman’s Auto Mileage 
Jumps In 1960 


Average mileage for salesmen 
driving autos on company business 
rose to 1,991 miles per month for 
the first four months of 1960, com- 
pared to 1,801 miles for the same 
period in 1959, according to A. J. 
Schoen, president of Wheels, Inc. 











Old 


Reliable €lls’ Roller Bearings 


ROYERSFORD COMMERCIAL ROLLER BEARINGS 


ONLY 
SPLIT- 
ROLLER 

BEARING 
ON MARKET 


for line and countershaft 


For general power trans- 
mission purpose. All parts 
split. Bushings clamp over 
shaft thereby permitting 
applications on worn shaft. 


Your customers save money. 


Low priced for use in conveying 
machinery, cranes, drill presses, 
machine tools, mine cars, cement 
mill machinery, coal handling sys- 
tems, ore handling machinery, pa- 
per mill machinery, agricultural 
machinery and other equipment. 
Can be furnished with cast iron 
housings. Also furnished with solid 
inner and outer hardened and 
ground sleeve. 


You can depend on Royersford 


equipment to serve your customers’ needs. If you do not have 
our descriptive literature and prices, please write us. 


ROYERSFORD FOUNDRY & 
MACHINE COMPANY, INC. 


P. O. BOX 190 


ROYERSFORD, PENNSYLVANIA 
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for pay-out of 
toke-up of any- 


thing on reels 
Ls 


ROLL-A-REEL 


No pulling heavy reels 
..+ ho pushing... JUST 
LOAD and away you go! 


Easily portable 

No jacks 

Handle any ree! diameter 
Heavy steel 

frame 

Slanted 


front 

Ball-bearing adjustable 
rollers 

Positive roller lock for 
unloading 


STYLE B— 4,000 Ibs. cap. for 
1 reel up to 48” wide; or for 
2 reels up to 24 wide each. 
Weight 110%. 

PRICE $84.50 

f.o.b. Cincinnati 


All are drilled for optional 
auxiliary ball-bearing side 
rollers, $5.00 per set extra. 


@eecoeeaeaeeeeoeoen eee eo 0 © 04 


STYLE A — 2,000 Ibs. cap. for 
reels up to 28” wide. Weight 
60+ 


PRICE $46.50 
f.o.b. Cincinnati 


@ Special sizes on request. 


ROLL-A-REEL 


1960 


4630 Reading Road 
Cincinnati 29, Ohio 











CLOVER 
ABRASIVES 
DELIVER... 


The most important selling point in 
the Clover program is Clover’s consist- 
ent standard of manufacture. Clover 
Abrasives sell because they deliver high 
performance on the job — and more! 

Check Clover'’s Complete Line, 
Convenient Packaging, Engineering 
Support and Profit Planning. Write or 
telephone for details. Clover means 
business, at a profit! 


Clover Manuiacturing Company 
Vorwalke, Connectiout 


Victor 7-4515 ® 
VWWakers of the pamous Quality Abrasives Since 1903 
CLOVER Grinding and Lapping COMPOUNDS 








YOU WIN FRIENDS 


when you sell the best hose and duct 


for dust collection, fume control, 
air and material handling 


LIGHTWEIGHT - STRONG 
EXTREMELY FLEXIBLE 
DURABLE 


Made of top quality neoprene 
coated fabrics — Sizes 14” to 36” i.d. 


\ BS Easy to install — no preliminary 
| S\ layouts or special tools required. 
, yr “ae 


FLEXAUST hose and PORTOVENT ducts are made 
strong and versatile to satisfy a wide variety of conditions in 
dust collection, fume control, air and materials handling. 
Since 1938, Flexaust distributors have benefited from thou- 
sands of repeat orders. For durable, trouble-free installa- 
tions, which please present customers and gain new ones, 
there is no substitute for these quality products. 


Send today for free technical, application and price bulletins 


THE FLEXAUST COMPANY 
Dept. ID 100 PARK AVE., N.Y. 17, N.Y. 
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Robert Bowser Robert Cagney 


Richard Ward Lawrence Gordon 


Bowser is District Manager 
For American Pulley Co. 


Robert Bowser was appointed dis 
trict manager for the Pittsburgh in 
dustrial trading area for American 
Pulley Co 

Mr. Bowser has had several vears 
experience selling power transmis 
sion equipment and related products 
to industrial distributors. He will 
work with distributors in eastern 


Ohio, western Pennsylvania and 


West Virginia 


3 Chicago Sales Engineers 

Robert Cagney, Richard Ward 
and Lawrence Gordon were ap 
pointed sales engineers in the Chi 
cago area for American Pulley Co. 

Mr. Cagney will serve in the Chi 
cago south territory, calling on dis 
tributors, dealers and OEM accounts 
in Chicago, southern Illinois and 
southern Indiana. 

Mr. Ward will serve accounts in 
the Chicago west territory which ex 
tends from Chicago west through 
Iowa and Nebraska. 

Mr. Gordon will cover the Chi- 
cago north territory. He will serve 
the firm’s accounts in Northern 
Illinois and Wisconsin. 


ig Promoted 
By U. S. Expansion Bolt 
Charles H. Schminke was pro- 


moted to general sales manager of 
U. S. Expansion Bolt Co. For the 





Geo. Worthington Co. Gives 


At the Worthington s 
ager, greets Carl J. ¢ 
18 John W Vi k I 


Service Awards 


wwaids banquet, J. H. Chapple (left) industrial sales man 


v-Hill Publishing Co. Center 


ndustrial division manager 





past eighteen months, he had been 
marketing manager of the firm 

Prior to joining U. S. E., he had 
been field sales manager of Ramset 
Fastening Systems. He has had four 
teen years experience in the sales 
and sales management of products 
sold to the contractor and industrial 
markets. 


Organize New Subsidiary 


U. S. Expansion Bolt Co. organ 
ized a new company, Western Ex 
pansion Bolt Co., San Francisco, as 
a wholly owned subsidiary, with 
Lionel W. Diaz as manage 

The subsidiary began operation 
on May Ist, marketing a complete 
line of the firms products 

Mr. Diaz, the new manager, was 
formerly associated with Fairbanks 
Morse & Co., and Metal Coating 
Corp., both located in Chicago. 


Clarence Mark, Jr.. Named 
Executive Vice President 


Clarence Mark, Jr., was elected 
executive vice president of Clayton 
Mark & Co. 

Mr. Mark had been vice president 
since 195] and treasurer since 1958. 
He joined the firm in 1936, and is 
the third generation of his family 
in the management of the firm. 





William J. Bennett Will Head 
Behr-Manning Field Sales 


William J] 


pointed national field sales manager 


Bennett was ap 


of the coated abrasives Division of 
Behr-Manning. Behr-Manning is a 
livision of the Norton Co. 

According to Thomas G. Gil 
covne, coated abrasives sales man 
ger, the industrial sales organiza 
tion was regrouped into eastern and 
western regions. ‘The regional sales 
managers are, respectively, Victor I 
Perreault and Arthur W. Bell 

Mr. Bennett, who has been with 
the firm 21 vears, has been eastern 
regional sales manager of coated 


abrasives for the past 5 years. 


William J. Bennett 
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“Wait'll | tell 
Charlie about these!” 


That’s how it is with Jewel Brand 
Abrasive Belts. One satisfied user 
spreads the word about their supe- 
rior grinding, smoothing and pol- 
ishing performance and bingo... 
we've gained another valued cus- 
tomer! They’re that good. Try 
some and see, 


PJEWE =a 


COATED ABRASIVES 


Belts + Rolls « Sheets * Discs * Specialties 








ABRASIVE PRODUCTS, INC. 


South Graintree 85, Massachusetts 








wily 


Stainless Stan 
says 

Star screws 
have clean, 
bright-and- 
shiny heads’ 


ONE-SOURCE RESOURCE 
orSTAINLESS STEEL 
FASTENERS =..." 


means more 
profit for you 


* Cap Screws 
Caps, 
(less paper work!) 


Socket Head 
Cotter Pins 
Dowel Pins 
Hinges 
Machine 
Screws 
Nuts 
Set Sockets 
Sheet Metal 
Screws 
* Stud Bolts 
* Taper Pins 
. 
. 


@ 8,000 types and sizes 

®@ Immediate delivery 
any quantity 

@ Speedy Service on 
“specials”. 


Right Off the Shelf" 


Write, wire, phone NOW for copy of 
" Star's new 1960 catalog. 


Washer 
Wood Screws 


tf 
> > STAR STAINLESS SCREW CO. 


(me = 6 45, «Uniion Bivd., Paterson 2, N.J 
C=— Clifford 6-2300 
oe TWX LTFSNJ — 1382 
Direct N. Y. Phone: Wisconsin 7-6310 
Direct Phila. Phone: WAlnut 5-3660 


CORROSION 
RESISTANT 








Distributor Shows ‘‘Tooling For 60’s’’ 


Marshall Tool & Supply Corp., Los Angeles, attracted buying and technical personnel 


with a two-day show of grinding equipment and other new products 
Company plans “partial-line” 


ing and automation were featured 
intervals 


Prec is1i0nh tool 


open houses at 





ASTME Names Dale Long 
1960-61 President 


H. Dale Long, 
chairman of the board of Scully 
Jones and Co., was elected president 
of the American Society of ‘Tool 
and Manufacturing Engineers. 

Mr. Long has been with Scully 
Jones since 1940. He has been 
active in ASTME since 1943, hold 
ing various offices in the Chicago 
chapter and the national organiza 
tion. He succeeds Wayne Ewing, 
president, Arrowsmith ‘Tool & Die 
Co., Los Angeles. 

Other officers elected for 1960-61 
are: William Moreland, vice pres 
ident, F. E. Meyers & Bros Co., Ist 
vice president; David A. Schrom, 
York 


Borg-Warner Corp., 2nd vice pres 


president and 


works manager, Division, 
ident and Philip R. Marsilius, vice 
president, Producto Machine Co., 
3rd vice president 

Frank R. Ford, president, Ford 
Supply Co., was elected 4th vice 
president; H. Verne Loeppert, vice 
president, Boyd Wagner Co., treas 
urer and Francis J. Sehn, president, 
Press Automation Systems, Inc., 
secretary. 

The new officers were installed at 
the Society's Annual Banquet in De 
troit. The banquet was held during 


the ASTME 1960 Engineering Con 
ference and Exhibit. 
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Moriarty Retires 


From Yale & Towne 


Timothy F. Moriarty, hand truck 
sales manager at Yale Materials Han 
dling division, The Yale & ‘Towne 
Mfg. Co., retired after 49 years in 
the materials handling field. 

Mr. Yale & 
Towne, when the Steubing Truck 
Co., Cincinnati was purchased by 
Yale & ‘Towne in 1929. 

In 1931, Mr. Moriarty was trans- 
the formed Yale 
Materials Handling Division as as- 
sistant hand trucks sales manager 
truck 


Moriarty joined 


ferred to newly 


He was named hand sales 


manager in 1952. 


Sperry Products Buys 
Peterson Machine Tool 


Machine 
Merriam, Kansas), was purchased 


Peterson Tool, Inc. 
by Sperry Products Co. (Danbury, 
Conn.), a division of Howe Sound 
Co. 

The plant will remain at Merriam 
with D. R. Peterson as general man- 
ager. Peterson products will still 
be sold through their present manu- 
facturers’ agents. 

The Peterson Sonoflux industrial 
line will be sold by the direct sales 
Products and 


through industrial representatives. 


force of Sperry 





compare 


° DESIGN - POWER - STAMINA 
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DRILL 








CERTIFIED 


Electric Drills 


When it’s a SIOUX- you know what it will do! 


lhe horsepower and torque for each Sioux 

electric drill is rated, stated, and certified. You 

are not expected to buy just a drill. When 

it’s a Sioux you know what it will do. See 

~ complete power specifications for each 
Stoux Electric Drill in the Stoux catalog. 


~ 1 


= 
44D 4% 
4 


nor BF, 


Sam 
ie, i 


Ne Ge? 0) perorl, Va" 25/a" DRILLS! 


Here is super torque for the tough- 
est jobs. And a speed for every 
need. Entirely new design has 
placed the brushes at the fan posi- 
tion at the front of the drill. 


a 


Advantages include easier inspec 

tion and replacement without 

disassembly of the tool, and cooler 

running. Catalog No.’s 1472,73,74 
Jo.’s 1477,78,79 





SALES CHAMP 
SIOUX No. 1495 4” All Angle Drill 


This exclusive S1oux design is a favorite 
of men who work with tools. It’s the most 
convenient, rugged, fistful of power. It 
operates in restricted space where other drills 
can’t be used. All around usefulness on the 
widest range of jobs make this sturdy, de- 
pendable No. 1495 one of the world’s best 
drill buys. 


ELECTRIC SCREWDRIVERS 


No. 242 


It fits the hand, and operates in restricted 
space like no other electric screwdriver 

It quickly drives or removes all types of 
screws. No. 242 has a positive clutch; 

the operator controls the tightness by the 
amount of pressure applied. No. 246 

has an adjustable clutch, so that it can be 
preset for any uniform degree of 

tightness desired 


No. 260 


On No. 260 Super Screwdriver, the 

operator controls the tightness 

with which a screw is set by the 

imount of pressure he applies 

Che '4” Hex Drive takes shanks for clutch 

head screwdriver bits, Reed and 

Prince, Standard screws, Phillips, and socket 
Allen Type). On the No. 262 Super 

Screwdriver tightness is pre-determined by 
adjusting the clutch. Both models are 

equipped with reversing switch 


Look Under "TOOLS, ELECTRIC’ 
in the Yellow Pages 


) a HOLE SAWS ALBERTSON & CO., INC. 


. cut holes from 5,” to 6” in diameter, 
in any free machining material to a depth 
of 11”. Alloy or stainless steel may be 
cut at slow speed. High-Speed steel teeth 
welded to chrome-vanadium body give 
maximum life and cutting ability. 


SIOUX CITY, IOWA, U.S.A. 


+ AIR IMPACT WRENCHES + AIR SCREWDRIVERS 
+ ELECTRIC IMPACT WRENCHES «+ ELECTRIC SCREWDRIVERS 
* DRILLS « GRINDERS + SANDERS + POLISHERS «+ FLEXIBLE 
SHAFTS + PORTABLE SAWS + VALVE GRINDING 
MACHINES + ABRASIVE DISCS. 





The product...the cooperation...the availability 
3 good reasons BCA ball bearings build profits 


Leaders in dependable quality . . . in promotional 
support ... in sales and availability 


For industrial applications, you have the top quality ball 
bearing line in BCA. Availability is unequalled. 


BCA gives you an excellent sales set-up to build bigger profits. 
The BCA line is one of the best known in the industry. A 
BCA sales engineer is on call at short notice to work with 
you. His product and application knowledge is the kind of 
cooperation that opens new accounts and builds old customers. 
He means business for you. 


Why don’t you call your Federal-Mogul Service branch today? 
Get up-to-date information now. 


FEDERAL-MOGUL SERVICE Be 
DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. - DETROIT 13, MICHIGAN 
26 
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NOW! 
STOCK STAMPED 
SPROCKETS 


76 Sizes 


Immediate Delivery 








EVERY major industry uses some means of 
mechanical power transmission. Here is a 
ready-made market for Dayton Rogers die- 
cut roller chain sprockets for both O.E.M. 
and in-plant use. Because all of the teeth 


are stamped in a single operation, these sprockets 
can be offered at a price far below comparable 


sprockets machined the conventional 


way. 


For A.S.A. No’s. 35, 40 & 41 chain 


From many materials 
Small lot and production runs 


Stamping principles and stock tools permit many modifications 
Special sizes tooled and run at surprisingly low cost 





WRITE FOR 
SPECIFICATIONS 
AND PRICES 
DISTRIBUTOR 
INQUIRIES INVITED 





DAYTON ROGERS Manufacturin 


Dayton ROGERS 
Nanupacta wUNg Company 


Company 


= ae MINNEAPOLIS 7H, MINNESOTA 
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Con 
tures of 
ind lockers. 


aired, dry and “in 


bines the best fea- 


both wardrobe racks 


Sanitary—keeps wraps 
Press.” Improves 


employee morale and reduces ab- 
senteeism. Provides each person with: 
a dry 12” x 12” x 15” lock 


effects, 


box for 


lunches and personal spaced 
ven- 
Also 


shelf for overshoes, 9-ft. 


oat hanger and 


tilated hat space. 


unit 
6 ft. 


accommodates 18; 
Sold by 


furniture 


unit 12. 
leading office 
lealers everywhere. 


Write for Catalog LO-700 


VOGEL-PETERSON CO. 


Rt. 83 and Madison St. . 


266 


AUTHICE VAULT 


Lochkenretle 





Elmhurst, tll, 


SODERING 
BRAZING 
WELDING 


Sold thru distributors—Send for Catalog 


L. B. ALLEN CO. inc. 


9331 Bernice (Schiller Park) 
Metropolitan Chicago, Ill. (Box 96) 
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Production Engineer Show 
Set For Chicago In Sept. 


Ihe Production Engineering 
Show, held every five years to coin- 
cide with the Machine Tool Show, 
will have about 50 percent more 
exhibitors and occupy about 100 
percent more exhibit space than it 
did in 1955, according to Clapp & 
Poliak, Inc., New York, producers. 

Both shows will be held from 
September 6 through 16. Exhibits 
at the Machine Tool Show, which 
will be held at the International 
\mpitheatre, are restricted to asso- 
ciation members producing machine 
tools. Product Engineering exhibits, 
to be shown at Navy Pier, are open 
to exhibitors whose products sup 
port prime production tools. 





OUTLOOK 


Starts on page 136 





will have to attunc 


themselves to this changing market, 


Distributors 


keeping alert to new developments 
and opportunities to be found in the 
modernization and replacement area. 

Other key Survey findings: 

> This year, 30% of business’ total 
capital expenditures is earmarked 
for buildings while 70% will go for 
machinery and other equipment. In 
manufacturing, only 20% of the 
total will be for buildings. 

> Manufacturers were operating 
at 85% of capacity at the end of 
1959—5% higher than in 1958—but 
still 9% below preferred levels. 
Rates would have been higher, ex- 
cept for still-current shortages in 
certain special steels, brought about 
by the 116-day strike. For the same 
reason, the steel industry was op- 
erating at close to preferred operat- 
ing levels. 

> Expected sales gains, in physical 
volume, are 8% higher this year, 
17% more by 1963. If sales reach 
these levels, operating rates will be 
closer in line with preferred rates, 
creating a need for more capacity. 

> Manufacturers plan a 5% in- 
crease in capacity this year, with an 
annual increase of 4% foreseen for 
the next 3 years. 





HAVE YOU TAKEN SIDES IN 
THE BELT DRIVE REVOLUTION? 


The change from Multi-V to Multi-Wedge is revolution- 
izing belt drives. A simple change in shape gives the 
Wedge Belt greater efficiency. Thus the number of belts 
can be less, diameters can be reduced 30 to 50° and 
center distances cut 20°/ for the same transmitted horse- 
power. In fact, Multi-Wedge drives result in initial 
savings up to 20%. 

Because of this potential saving, it’s to industry’s 
advantage to design Wedge-Belts into new equipment as 
soon as convenient. But Worthington will supply com- 
plete requirements in both Multi-V and Multi-Wedge 
drives until the latter has completely taken over. 

Are you worried about interchangeability of brands? 
Frankly, five out of the eight leading drive manufacturers 
now offer Multi-Wedge, as well as the Multi-V drives. 


WEDGE BELT 


V BELT 


The cord layer near the top of either belt carries the load. This layer 
is, however, only efficient in the portion supported by side walls (red 


areas). Because more of its top section is over the side walls, the 


Wedge belt is more efficient than a V belt 


V BELT 


PEO 





WEDGE BELT 


And so far, all Multi-Wedge drives are offered in the 
same belt and sheave sizes. 


There is, however, an important reason for preferring 
the Worthington Multi-Wedge drive. Worthington makes 
the QD (Quick Detachable) sheave—the industry’s largest 
seller—in the complete range of Multi-Wedge standard- 
ized dimensions. This sheave, with its two Golden 
Screws, appeals to plant operators because of its positive 
locking arrangement—easy on...easy off... always tight. 

For Multi-Wedge drives, Worthington maintains a 
large stock of its QD sheaves and Worthington-Goodyear 
Wedge belts from coast to coast. For information call 
your Worthington distributor listed in the yellow pages 
of your phone book. Or write Worthington Corporation, 


Section 79-28, Oil City, Pennsylvania. 


Worthington QD sheaves are preferable for Multi-Wedge drives, 
The clamp screw simplifies installation, assures permanent align- 
ment, and makes it possible to use a set screw without causing hub 
distortion that might cause eccentric runout. The set screw prevents 
“key drift’ by locking the key securely in place. You install QD 
sheaves easily—one part at a time. If change in speed is required, 
you simply install another sheave on the hub which remains 


anchored to the shaft. 


Because the smaller Wedge belt does more work, the number of sizes 
have been reduced without loss of flexibility. The new Wedge belts 
are available in three standard sections: 3V, 5V and 8V. Stock 3V 
and 5V sheaves cover horsepower ranges through 200 hp. Made 
to order 8V sheaves will be used for 200 to 2,000 hp. requirements. 


WORTHINGTON 
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Eguple - a complete line of storage equipment - 


EQUIPTO is the only complete line 
sold only thru you — the Distributor 
— never direct. Don’t sell just half a 
line, sell the full line. Save time, save 
effort . . . only one catalog to handle, 
one purchase order to make, one lower 
combined freight rate, only ome in- 


voice to handle. 


EQUIPTO'’s ability to provide prompt 
service, quality merchandise and a fair 
and impartial dealer policy, plus 
consistent advertising in national pub- 
lications, and generous supplies of 
free literature, makes EQUIPTO 
products a leading line with aggres- 
sive distributors. If you are not han- 
diing the EQUIPTO line, it will pay 


you to get full details now! 


Cqple 


= | 
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P Research and development 
spending is expected to reach $9.5 
billion this year—a 6% increase over 
1959—and $10.7 billion by 1963 
when 12% of all sales will be for 
new products—products not made 
in 1959. 

> Depreciation allowances amount 
to % of total capital spending. By 
1963, U.S. business will have nearly 
$25 billion available because annual 
depreciation deductions—18% more 
than in 1959—will create strong un 
derpinning for new plant and equip 
ment spending. 

> Regionally, planned 1960 and 
preliminary 1961 figures show that 
the heavily industrialized North 
Central states will continue to get 
the lion’s share of new capital in- 
vestment, followed by the Mid-At- 
lantic and Southern areas, as shown 
by the chart below. 


Capital Spending By Regions 
(All Manufacturing) 


Planned 
1960 
%o of Total 


Preliminary 
1961 
% of Total 





New England. . 
Mid-Atlantic 
South Atlantic 
North Central 
South . 

West 


5% 
20% 
12% 
30% 
18% 
15% 


100% 


5% 
18% 
12% 
27% 
21% 
17% 





TOTAL 100% 


New Eng. 
Mid-Atlantic 
South Atlantic 
S. C., Ga., Fla. 

North Central—Ohio, Mich., Ind., III., 
lowa, Mo., N. 0., S. D., Nebr., Kan. 
Sovth—Texas., Okla., Ark., La. Ky 
Ala. 

West—Wash., Ore., Calif., Mont., Idaho, Wyo., Nev., 
Colo., Utah, Ariz., N. M. 


Me., Vt., N. H., Conn., R. I 
Th Veo Oe By PO 
Del., Md., D. C., Va., 


, Mass 
W. Va., N. C., 
Wisc., Minn 


, Tenn., Miss., 


Big Spending for Modernizing 


Almost the same proportion of 
money is allocated for moderniza- 
tion and replacement (as opposed 
to expansion) in 1960 as in 1959. 
But manufacturers, who spent only 
$12 billion in 1959, expected to in- 
vest $15.2 billion this year. Thus, 





Another addition to the famous “Greenfield” Line... 


ORoomPricic) 


IN 

COPPER 

BRASS 

ALUMINUM 

DIE CASTINGS 

LEADED STEELS 

nd other ductile materials 


A Greenfield field engineer is available 

to talk over your tapping 

requirements and to discuss how 

TRU-LEDE TAPS can help you. CALL HIM 
THROUGH YOUR GREENFIELD DISTRIBUTOR. 


vy 


rr 


+ 
~ 


Poresiless * 


. 
. 
’ 
. 
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a 
« 
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TRU-LEDE fiuteless taps do not cut 
threads in the same manner 

as conventional taps. Actually 
they are a forming tool 

and their action may be compared 
with external thread rolling. 

No problem of chip disposal as 
there are no chips with this method. 
Under proper conditions 

and in the appropriate materials, 
they are giving outstanding 

results in hundreds of applications. 


GREENFIELD TAP & DIE 


GREENFIELD, MASSACHUSETTS 





PRODUCTS 


There are four reasons why BAY is the fastest growing company in 
the field of steel shelving and shop equipment manufacturers: 

better products, lower prices, quicker delivery, and sensible sales 
policy. Our system of limited franchise distribution and complete 
distributor protection insures freedom from wanton price cutting— 
and leaves us free to make finer value products for our 

distributors to sell. 

Even though some areas are now closed to new distributors, 

we'll still be glad to send you our catalog. See for yourself 

what has made BAY grow! 


OOF ee te ee 


1843 W. Cambria St., Phila., 32, Penna. BAldwin 9-1805 


STEEL SHELVING HAN DICABINETi# SERVICE TRUCKS SMALL PARTS 
WORK BENCHES BENCHES STACKING BOXES CABINETS AND 
STOCK CARTS PARTS BINS CASES 








Ke 


MPHITEPAS 


ome Mh 


Key Compounds 


GO 


——) 


ot alee eS : 
KEY-TITE® and KEY® Graphite 
Paste move fast .. . known 40 years 
as the best pipe joint compounds in 
all these industries: Pipe Fabricating 
¢ Oil, Gas and Chemical « Plant 
Maintenance * Hardware « Original : 
Equipment Mfg. * Food Processing lave 
* Plumbing and Air Conditioning ¢ 


1S COMPOUND 
\PHITE pA Public Utility and Waterworks. oe 


_ ae 
pivision of OCf inoustries 
Seeieneeaaan 

! 
Dept. U-06, P. 0. Box 2117, Houston, Texas! 
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over $3 billion more will be spent 
for modernization this year. Only 
the chemical industry expects to 
spend a larger proportion (63% vs. 
37%) on expansion than on modern- 
ization of facilities. Chemicals are 
followed by other metalworking 
firms, which plans a 50-50 ratio, and 
the paper and pulp industry which 
plans to invest 49% of its investment 
funds in expansion. 

(Note: companies that take part 
in the survey are usually the larger 
companies in their industries, and 
this fact may affect the results of 
the survey. However, in each suc- 
ceeding survey an effort is made to 
include more medium-sized and 
smaller firms. More such companies 
cooperated in this survey than ever 
before.) 


What Specific Industries Plan 


Following is an industry-by-indus- 
try glance at 1960 capital spending 
blueprints: 

Iron and steel companies plan to 
spend over $1.6 billion this year, 
representing a 58% gain over 1959. 
In 1961, the figure is expected to 
reach $1.5 billion, and more than 
a billion is planned for both 1962 
and 1963. However, 66% of the 
1960 total is earmarked for replace 
ment and modernization and only 
34% for expansion—less than the 
39% expansion occurring in 1959. 
Ihe industry operated at 96% of 
capacity last year—very near the 
98% preferred rate—reflecting the 
effects of the long strike. ‘The in- 
dustry expects a 22% sales gain this 
vear—more than twice the rate of 
increase in any other manufacturing 
group. 

Chemicals producers, as a group, 
indicate more long-range stability 
than the metalworking or primary 
metal industries. Chemical firms 
plan to spend an average $1.7 bil- 
lion in each of the next 4 years, 
and 63% of the 1960 figure is for 
expanded capacity—a much higher 
proportion than for any other manu- 
facturing group. Chemical plants 
operated at 82% of capacity in 1959, 
11% under the 93% preferred raté. 

Nonferrous metals expect a capi- 





SAVE 
3 WAYS 


on production costs 
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SLOTTED PHILLIPS CLUTCH HE 


fmeanmrnt? 


ROUND TRUSS PAN FILLISTER 
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1. Speed up assembly by reducing the number of motions 
on the production line with Eaton-Reliance Springtites 
which are bolts or screws preassembled with spring 
washers. Scientific light-line studies prove many mo- 
tions are eliminated by using these fasteners. 


Keep inventory balanced and make stock handling 
easier by always having the number of spring washers 
equal that of the screws or bolts. This also saves on 
paper work by reducing the number of stock requisi- 
tions and orders. 


Minimize “‘sweep-out”’ waste by using one preassem- 
bled fastener instead of two fastener components. 
Being easier to pick up, springtites are less apt to be 
dropped, lost and wasted. In hopper-fed operations, 
preassembled fasteners are more efficiently and easily 
handled. 


Eaton-Reliance Springtites are made from top quality steel, 


cold drawn to rigid specifications in the Reliance mill. Write for 


our new 16 page 
full line catalog 
containing complete information. 


RELIANCE DIVISION 
MANUFACTURING COMPANY 
550 CHARLES AVENUE ° MASSILLON, OHIO 


SALES OFFICES New York * Cleveland * Detroit * Chicago * St. Lovis * San Francisco © Los Angeles 
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NEW PRODUCTS 
DEMAND NEW TOOLS! 


We not only keep up, we 
actually keep ahead of 
your customers’ needs for 
special hand tools. Already 
produced and stocked in 
quantities by Utica are the 
important new pliers, 
wrenches and other spe- 
cial hand tools that will 
be needed in the assem- 
bly of new product de- 
signs. All have been proved 
through use. 


If you sell Utica, let your 
customers know that you 
can satisfy every need. 
Prove it with your new 
Utica catalog. 


Utica Drop Forge & Tool 
Division, Kelsey-Hayes 
Company, Utica 4, N. Y. 


tools the experts use! 
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tal outlay total of $369 million— 
18% more than last year—and will 
continue at the same level over the 
next 3 years. Two-thirds of the 1960 
sum is for modernization, but ca- 
pacity will increase by 7%—more 
than any other single industry. Sales 
volume should show a 7% improve- 
ment over last year, with 24% sales 
growth indicated for the 1960-63 
period. Producers operated at 77% 
of capacity last year vs. a preferred 
rate of 96%. 

Machinery makers, operating at 
76% of capacity last year (preferred 
rate: 92%), anticipate a 38% in- 
crease in 1960 expenditures—more 
than $1.25 billion. Expansion will 
take 37% of this sum. Expected 
sales increases: 9% in 1960, another 
20% by 1963. 

Electrical machinery shows a sub- 
stantial 47% gain in money allo- 
cated for new plants and equipment 
in 1960, reaching a total of $763 
million, with 39% of this for expan- 
sion. An even greater amount—$809 
million—is indicated for 1961. The 
industry operated at 79% capacity 
in 1959 vs. a preferred rate of 93%. 
By 1963, 18% of sales will be for 
products not now made. 


The automotive industry (includ- 
ing parts) will jump from the $641 
million recorded last year to nearly 
$1.1 billion in 1960, showing the 
largest gain (66%) of any single 
manufacturing However, 
only 12%—next to the bottom 
among manufacturing industries— 
will be used to expand capacity. 
Manufacturers see a 7% 
23% more by 1963. 
Preliminary plans for 1961-63 call 
for an annual average expenditure 
of $860 million. 

Transportation equipment mak- 
ers will up their spending by 20% 
this year to $458 million. But the 
1961 capital outlay will drop back 
to $374 million, below the $390 
millions spent in 1959, and even 


group. 


sales in- 
crease in 1960, 


lower in the 3-year period beyond. 
However, 45% of the 1960 money 
will go for expansion, and by 1963, 
ray be for new 
products not now on the market. 


In 1959, plants operated 20% below 


© of all sales will 
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New and old alloys, and their machining, get constant, 
thorough testing at Union. The result is never- 
ending development of Union cutting tools — 
new ones for new applications, improved ones 
for old applications. As a Union Distributor 

you can supply your customers with better made, better 

performing cutting tools. Full stocks at Atlanta, n 


Chicago, Detroit, Fort Worth, Los Angeles, New Gp 
York City, San Francisco. 


UNION / 


UNION TWIST DRILL COMPANY, Athol, Massachusetts 
S.W. Card Division, Mansfield, Mass.; Butterfield Division, Derby Line, Vt 
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DISTRIBUTORS 
WANTED 


automatic push-start screw- 
drivers and nutsetters 


Airetool, leader in air-motor de- 

‘ sign and engineering, has devel- 
oped two new models of pneumatic 
screwdrivers and nutsetters that 
feature positive, automatic push- 
starting to speed fabrication and 
assembly of all plastic, wood and 
metal components. Fast, on-the- 
job change-over from screwdriver 
to nutsetter makes them a valu- 
able, cost cutting addition to any 
production line. 

To sell these new production 
tools, along with our complete line 
of pneumatic maintenance and 
production equipment, we want 
front line distributors with a solid 
industrial following. We also have 
open territories for our line of 
tube cleaners, expanders and 
maintenance tools. If you’re inter- 
ested, send us fu! details on your 
organization and territories cov- 
ered. We'll tell you how you can 
fit into Airetool’s expanding sales 
organization. For prompt reply, 
write on your letterhead 
BRANCH OFFICES 
! ‘ Hou 
REPRESENTATIVES ; pr s Oo 
{ \ ud Mex Soutr America Frog 
! t e, Puce K I y, Japa Hawait 
EUROPEAN PLANT: Viaardingen, The Netherlands 
CANADIAN PLANT: Brantford, Ontario 


MANUFACTURING COMPANY 


PRINGFIELD, OHIC 


the preferred rate of 95%. 

Other metalworking firms (in- 
cluding instruments and metal fab 
rication) will up capital investment 
by 11% to $975 million this year, 
with 50% of this sum going for 
expanded capacity. The next 3 
years’ spending will taper off to 
around $900 million per year. In 
the year just ended, plants were 
operating at 84% capacity, off 9% 
from the preferred rate. 

Textile producers plan to invest 
17% more this year than last, with 
70% of the $480 million figure in 
tended for modernization. Operat 
ing rate last year reached a healthy 
92% of capacity, just 5% below the 
97% preferred rate. 

Rubber plants plan a good 40% 
increase in 1960 capital outlay, up 
to $266 million from 1959’s $190 
million, This is a peak spending 
year for the rubber industry, with 
expenditures dropping to $188 mil- 
lion by 1963. Modernization ac 
counts for 56% of the 1960 figure. 
A sales increase of 7% is seen for 
this year, 16% more by 1963. 

Paper and pulp firms expect to 
use nearly half of their $788 million 
projected outlay on expansion this 
year. Although 1960 spending is 
25% higher than it was last year, 
capital investment will drop by over 
$200 million from this year’s total 
to $578 million in 1963. With a 
preferred rate of 100%, this indus- 
try operated at 91% capacity in 
1959. 

Petroleum refiners have a huge 
$2.8 billion earmarked for spending 
this year, 14% above last year’s $2.5 
billion. By 1963, capital fund ex 
penditures are expected to exceed $3 
billion. However, only 9%—the 
lowest rate among any manufactur- 
ing industry—will be spent in 1960 
on expansion, and the expected sales 
increase of 4% is another low among 
manufacturers. 

Stone, clay and glass industries 
expect to utilize 47% of their 
planned $695 million outlay for ex- 
pansion. Expected sales increases: 
6% in 1960, 18% more by 1963. 
Che industry prefers an operating 


Food and beverage companies 
show stability, with $874 set aside 
for capital spending this year, com- 
pared with 1959’s $825 million and 
a planned figure of about $835 mil 
lion for each of the next 3 years. 
Modernization accounts for 69% of 
this year’s total. Last year, plants 
operated at 83% of capacity, 10% 
below the preferred rate. 

Miscellaneous manufacturing | is 
the only group showing no 1960 
increase in capital spending over 
1959. In fact, a small ($2 million) 
decrease is noted in the $1.1 billion 
Preliminary plans for the 
next 3 years show a further drop to 
$945 million by 1963. However, this 
group expects an 8% sales increase 
this year, and plants operated only 
5% below the 94% preferred rate 
last year. Forty-six percent of the 
1960 outlay goes for expansion. 


figure. 


Mining concerns plan a modest 
2% increase for capital expenditures 
this year, up from $987 million to 
slightly more than $1 billion, and 
increasing again in 1961, then fall- 
ing back to about $900 million by 
1963. 

Railroads show a robust 16% in- 
crease in 1960 spending plans, in- 
volving nearly $1.1 billion. How- 
ever, spending will taper off in the 
period just ahead to around $900 
million by 1963. 

Other transportation 
huge planned expenditure of $5.2 
billion (up 10% over 1959) due to 
a sharp rise in expected deliveries 
of jet airliners. Spending in the next 
few years will fall off sharply, down 
to $4.3 billion by 1963. 

Electric and gas utilities are also 
up 10% this year to a near-record 
$6.2 billion. Preliminary spending 
plans for the years immediately 
ahead show an up-and-down pat 
tern, centering around the $5.5 bil 
lion mark. 


shows a 


Commercial spending, the largest 
single category covered by the sur- 
vey, will lay out approximately $9.2 
billion in 1960, showing a 12% rise 
over last year’s $8.2 billion. But 
1961 expenditures will fall to $8.4 
billion, down further in 1962 to 


> 
Over a quarter century 





rate 12% above last year’s 78%. $7.9 billion. 


of experience in pneumatic tools 


INDUSTRIAL DISTRIBUTION ¢ JUNE, 1960 





NEW! WILTON’S C-CLAMP-0-RAMA 


A 
complete line 
built around 


WILTON 


quality! 


. 
YY 


NEW! Series 100 | NEW! Series 200 | NEW! Series “D” | Series 400 Series 500 Series 600 | Series 900 


Heavy duty, | Commercial duty, SUPER DUTY Regular duty, Regular duty, | Quick acting, | Heavy duty, 
standard standard Heavy duty, extra deep standard modern design, | standard 
throat depth, throat depth, forged steel. throat, throat depth, | ductile alloy. | throat depth, 


(forged steel). | malleable alloy. forged steel. ductile alloy. | ductile ws 


| | = a 
| q | . : | 


* 
PERMA- PAD Sg FIRE BATH , INDIVIDUALLY 
SWIVELS ‘ PROCESS! BOXED 
Guaranteed never -j — Special hardening : Easy to handle, | 
to come off! <= process. _ === clearly marked! 
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Steel City SLOTTED ANGLE 


with “Mark and Measure” "ae 


The specially designed portable Steel 
City Cutter cuts all three sizes of RIGHT 
ANGLE cleanly with one easy stroke. 


Simplifies planning, cutting, erecting! 


Steel City’s RIGHT ANGLE » in addition to a special mark on 
3” centers, is line-marked every 3/," to provide greater refinement 
in cutting and to assure accur: ll — faster — in assembly. The 
RIGHT ANGLE portable cutter features a fixed locating pin 
for cutting at 3” marks and an exclusive movable pin for cutting 
at 3%,” marks. 

The RIGHT ANGLE method of structural framing simplifies 
the building of structures . . . permits utilization of available 
space to the fullest extent. 


trade name 


RIGHT ANGLE* IN 3 SIZES 
A size, weight, and strength for Every Job 


a 


i : - 


me -.2 


Light Duty 
RA-150 15 gauge 
1%” x 1%” x .067” 


ao 


He avy Duty Extra Heavy Duty 
A-225 14 gauge RA-300 12 gauge & - 
1% x 23%” x .080 156” x 3¥e" x .104 ) 


, w@ All 3 Sizes Interchangeable 
Special m Ease of Assembly 
m@ Rigid When Assembled 
Features m Superior Galvanized Finish 


Inquiries from Industrial Distributors invited 


Write for bulletin RA-1 or see our catalog in Sweet's files 


STEEL CITY ELECTRIC COMPANY 


A Subsidiary of American-Marietta Company 


PITTSBURGH 33, PA. 
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MARKETING 


TRENDS 
(Starts on page 138) 





Skil Corp. Introduces 
Point-of-Sale Displays 


The Skil Corp., Chicago 48, IIL, 
has introduced two new point-of- 
sale displays to merchandise the 
company’s new “Roto-Hammer’” 
drills. A floor display, 484” high 
with a 234” x 17” red and black 
sign, includes a concrete block for 
demonstrating the hammer’s drill 
ing ease and speed in masonry mate 
rials. A counter display, 254” high, 
comes with metal clamps that lock 
a complete kit in display position. 


SALES AIDS 


COUPLINGS-—T. B. Wood's Sons 
Co., Chambersburg, Pa.—Revised 
bulletin on full line of “Sure-Flex” 
flexible couplings, including new 
“Junior” units with zinc alloy flanges 
and large-size bushed couplings with 
“Sure-Grip” interchangeable tapered 
bushings. 

FITTINGS—L&L Mfg. Co., 21590 
Hoover Rd., Warren, Mich.—Cat 
alog on full line of flange-type hy- 
draulic tube and pipe connection 
fittings. 

CLAMPS—Murray Co., Towson, 
Md.—Catalog and price list on 
clamps for use with plastic pipe and 
hose. 

FASTENERS—Bristol Co., Water 
bury 20, Conn.—Bulletin on new 
1960 series of socket head cap 
scTews. 

HOISTS—Coffing Hoist Div., Duff 
Norton Co., Danville, Il]._—Catalog 
on new ratchet and pawl design “RA 
Series” safety pull hoist. 
CHUCKING MACHINES—Hard- 
inge Bros., Elmira, N. Y.—Bulletin 
on precision chucking machines. 
TOOLS—Lassy Tool Co., Plain 
ville, Conn.—Catalog on devices for 
production, inspection, tool room 
uses—work holders, etc. 
WELDING—Dockson Corp., De- 
troit—New shipping-display cartons 
for welding and cutting outfits. 





POWER TRANSMISSION— 
Browning Mfg. Co., Maysville, Ky.- 
Bulletin on malleable tapered roller 
pillow blocks. Also: bulletin on full 
line of bearing units, and price sheet . 
describing “358 Gripbelts,” new line "LOWEST 
of V-belts. SALES cost” 
« N " 

vove rt” — sgeae eae 
NEW LINES “pitting close to ‘ —Midwest distribues, * 
taken on by tre 


distributors 








Navan Products, Inc., subsidiary, 
North American Aviation, Inc., 
has appointed the following dis 
tributors for its Navkut line 
¢ Hallidie Machinery Co. 
Seattle, Washington 

* Bossert Company 
Kansas City, Missouri 

¢ Central Industrial Supply Co * xor- "LOVE THAT 
Arlington, Texas 


JET-PAK” 
¢ Chemical/Metal Products Co “The self-powered 


fe 
.. 


Providence, Rhode Island eo 


: They 
¢Complete Industrial Supply make their own 


aerosols with 
Phoenix, Arizona ) any liquid.” 
—New 


¢ Consolidated Supply Co. distributor.* 
Picher, Oklahoma 


¢ Fillmore & Garber 
Los Angeles, California 

* Riley Precision ‘Tool Co 
Redwood City, California 

¢ Industrial Coordinators 
Warren, Michigan 

* Johnson Supply Co. 
Denver, Colorado 

¢ Mine & Smelter Supply Co 
i] Paso, ‘Texas 

eL. G. Evans & Co. 
Chicago, Illinois 

¢ State Machine Tool Co. 
Milwaukee, Wisconsin 

¢Charles A. Strelinger Co. 
Detroit, Michigan 

¢ Stambaugh Supply Co 
Youngstown, Ohio 

¢ Behrend Machinery Inc. 
Bay Village, Ohio 

¢ I'n-State Machine Co . 


*Nome on request 





Pittsburgh, Pennsylvania ou 

site dl Machine Tool C FULL LINE<-S URCE Distributors across the 
sales service Machine 1001 UO. nation are reporting success with the Sprayon line—a single source and a single 
St. Paul, Minnesota advertised brand for virtually every aerosol product used in industry, from wire 
¢FE. L. Humston Co.. Inc. rope lubricant to blue layout fluid...47 different maintenance and production aids 
i in self-spraying containers. No quality worries—fully laboratory tested and war- 
ranted. Heavy national advertising in purchasing and industria! magazines. Made 
arker-Hannifin appointed the fol by the oldest and leading custom-loader of aerosol specialties. Sprayon Aerosols 
lowine five distributors: for Industry are distributed on a selective basis through industrial distributors 
“iva, ; ore only. Call today for your Sprayon representative. Industrial Supply Division, 

¢ Stambaugh Supply Co. Sprayon Products, Inc., 2075 East 65th Street, Cleveland 3, Ohio. 


Indianapolis, Indiana 
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RED LETTER DATES 


1910 
1916 
1926 


1933 


1938 
1940 


THE 
WAR 
YEARS 


1948 


20 


ALLEN began manufacture of Hex 
Socket, cup point Set Screws—first 
to produce these by the superior 
cold drawing process. 


ALLEN began to produce Hex Socket 
Cap Screws. 


ALLEN started to produce Hex Socket 
Pipe Plugs, and Hex Socket Set 
Screws with a variety of points. 


ALLEN added numbered sizes to the 
expanding line of Hex Socket Cap 
and Set Screws, and introduced a 
Hex Socket Shoulder Screw for tool 
and die making. 


ALLEN began manufacture of preci- 
sion Dowel Pins which rapidly de- 
veloped ‘“‘extra’’ uses as roller bear- 
ings, wrist pins, hinge pins, plugs 
and depth gauges. 


ALLEN introduced Flat Head Hex 
Socket Cap Screws. 


During these years, ALLEN’S produc- 
tion facilities supplied more than 500 
million precision fasteners of all 
kinds, for arms, aircraft, and de- 
fense uses. 


ALLEN introduced the famous 
*‘Allenut’’—which provides a ready- 
tapped hole that solves an almost 
unlimited variety of fastening prob- 
lems. At this time, ALLEN also intro- 
duced Stainless Steel Hex Socket 
Cap and Set Screws, and the ALLEN 
Dry. Seal Hex Socket Pipe Plugs. 
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Youngstown, Ohio 
¢Haskel Engineering & Supply 
Co. 
Glendale, California 
¢ Livingston & Haven, Inc. 
Charleston, South Carolina 
¢ Equipment Sales Co., Inc. 
Atlanta, Georgia 
¢Brady Engine Co. of Houma 
Inc. 
Houma, Louisiana 

Lodge & Shipley appointed four 
new Western distributors. 
¢ Salt Lake Hardware Co. 

Salt Lake City, Utah 
¢ Seaboard Machinery Co. 
Los Angeles, California 
¢ Merryweather, Strasmann Ma- 
chinery Corp. 
San Mateo, California 
«Dow Machine Tool Co. 
Phoenix, Arizona 

Paine Co. appointed the following 
four representatives in Florida. 
eR. A. Litkenhaus 

Jacksonville, Florida 
eN. E. Wescott 

Jacksonville, Florida 
¢John Elmore 

Ft. Lauderdale, Florida 
eH. G. Libby, Jr. 

St. Petersburg, Florida 

Hale Fire Pump Co. appointed two 
new distributors. 
¢ Central Sales & Service Co., Inc. 

Baltimore, Maryland 
¢Marine Industrial Equipment 
Corp. 
Jacksonville, Florida 

[he Air Flow Co., Inc., Philadel- 
phia, Pa., was appointed zone 
managing distributor in eastern 
Pa., Maryland, Delaware and 
southern New Jersey by Wilker- 
son Corp. 

Mill Supplies, Inc., New Britain, 
Conn., was appointed selected 
distributor for J. T. Slocomb 
micrometer division. 

Henschen, Jensen & Co., Detroit, 
was appointed sales representative 
for all of Michigan by Anti-Cor- 
rosive Metal Products Co., Inc. 

Ducommun Metals & Supply Co., 
Los Angeles, California, was ap- 
pointed a distributor for Hydro- 
T-Metal, a product of Illinois 
Zinc, division of Hydrometals, 
Inc., and for Rodney Metals, Inc. 





I'he Hallidie Machinery Co., Inc., 
Seattle, Wash., was appointed a 


distributor of material handling — 
and warehousing equipment pro j 
duced by Rack Engineering Co 

Scientific Sales Co.., 


I’ngineering 


Atlanta, Ga., was appointed tech 


nical sales representative — fot 
James Cunningham, Son & Co. 
David Smith Steel Co., Inc., Brook 


lvn, N. Y., was appointed a dis 
tributor of Kaiser Aluminum 
Continental-Emsco Co., division of 





Youngstown Sheet & Tube, wa 
ALLEN began manufacture of Button 
appointed a distributor for Ste: 


; Head Hex Socket Cap Screws—pro- 

ling Grinding Wheel Co viding streamlined, smooth-surface 
Acre-Ebbert & Associates, Los An- | fastening for panels, plates, and 
geles, was appointed as an author other elements too thin for counter- 


. sinking 
ized stocking agent of Stanscrew sinking. 


Socket Screw Products 
H. ]. Schroeder Co., Fort Wayne ALLEN began to produce Hex Socket Cap Screws 


Indiana, became a full line di and Set Screws down to #)—miniatures for ‘‘Allen- 
tributor for Chain Belt Co safe” fastening in very small products and com- 
ponents. At the same time, ALLEN began to 


ards g ae w O Pre ” : ‘a 
Edwards Engineering Co., New Or produce the “giant’’ cap screws, running to 1%" 


leans, was appointed a distributor diameters, and over. 


for Lincoln Engineering 
S&S Sales Co., Dallas, was named 


to represent Kraeuter & Co., Inc., In 1960, ALLEN will add a new fast- W H 
the states of 7 , ond OR ener to the ALLEN line. Tested for 

ee a ere two years, under tougher-than-nor- FO IT! 

homa mal use, this new fastener will be a ° 


Shadbolt & Boyd Co., Milwaukee 1, genuine ALLEN in every respect. ? 
Wisconsin, was appointed indu 
trial distributor of the complet« 
line of pneumatic production 





equipment manufactured by the 
\iretool Mfg. Co. 
C. E. Conover & Co., Inc., Has 


brouck Heights, N. J., was ap- | If you’re an ALLEN Distributor, ‘Leaderpoint’’ Cap Screws elimi- 
pointed as distributor for Parker | you know Allen’s “‘pressur-form- nate damage to starting threads, 
Seal Co.. a division of Parker. | ing’’ process, that preserves the make assembly quicker and easier. 
Hennife Co. long fibers of Allen Hex Socket ee ¢ @ 
Winn Sesely Co. Sen Diegs, wes Copan Set Screws uncut through- If you'd like to give your cus- 
nut the length of the screw. You tomers the time-proved advan- 
know the deep, full-circle biteof tages of genuine ALLENS, the 
San Diego for Keystone Lubricat- | Allenpoint’s larger cup that re- “Allen Man’’ will gladly give you 
ing Co fuses to be budged by vibrations the whole Allen story . . . Write, 
or strains. You know how Allen’s_ wire, or phone. 





appointed exclusive distributor in 





D A T te sy i oO Allen products are sold ONLY through leading Indus- 


trial Distributors —have never been sold any other way. 





June 1-3—Sixth Annual ISA Instru 
mental Methods of Analysis Sym 
posium, Montreal, Canada 

June 6S—The Material Handling 
Institute’s New England Show, 
Commonwealth Armory, Boston 


ition | ALLEN MANUFACTURING COMPANY 


June 7—Meeting of the Hoist Man HARTFORD 1, CONNECTICUT, U.S.A. 


ANNIVERSARY YEAR 1910-1960 
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Popular package 8-0z. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305A North llth St. «+ St. Lovis 6, Mo. 





the “tangle-free”’ 


MUSIC WIRE 
Easy to use! 


Precision 
Brand 


MUSIC WIRE _ 


t 








@ The only “tangle free” package 
in the market. Wire is simply drawn 
from center of patented carton as 
required. Easy to use — saves time 
and bother. Packages marked with 
size, weight, and gauge. 
is highly polished and extremely 
tough. Used for springs for tocl and 


The wire 


die mokers, factory and machine 
shop, and scores of other applica- 


tions. Cellophane wrapped. 


Wore Zuatity Products 


Shim Stock — packaged in dispenser 
cartons for ease in handling. Available in 
brass, steel and stainless 

Feeler Stock — another packaged item 
cellophane wrapped for moisture protection. 


PRECISION STEEL 
GM) wareHouse, Nc. 
MANUFACTURING ivi ! N 


421 MAPLE AVE., DOWNERS GROVE, ILLINOIS 








ufacturers Association, Waldorf- 
Astoria Hotel, New York City. 

June 10-26—Federation of British 
Industries, British Exhibition, 
New York Coliseum, New York 
City. 

June 20-22—-ASME, Applied Me 
chanics Conference, Pennsylvania 
State University. 

June 20-24 — National Invention’s 
Exhibition and Creativity Con 
ference, sponsored by the Cleve- 
land Engineering Society, at the 
Cleveland Engineering and Scien 
tific Center. 

June 21—Meeting of the Electrical 
Overhead Crane Institute in Alli 
ance, Ohio. 

June 25-July 5—First International 
Congress for Automatic Control, 
AACC sponsored, with ISA, 
ASME, IRE and AIChE, coop- 
erating. 

Aug. 14-17—Fourth National Heat 
Transfer Conference and Exhibit 
of The American Institute of 
Chemical Engineers and the 
American Society of Mechanical 
Engineers, Statler Hilton Hotel, 
Buffalo, N. Y. 

Aug. 15-17 — ASME-AIChE Heat 
Transfer Conference and Exhibit, 
Statler Hilton Hotel, Buffalo, 
New York. 

Sep. 6-16—Production Engineering 
Show, Navy Pier, Chicago, to be 
run concurrently with Machine 
lool Exhibition. 

Sep. 7-9—Joint Automatic Control 

ASME, Massachu 

Institute of Technology, 

Mass. 

2nd Coliseum Machin 
ery Show, Chicago Coliseum. 

Sep. 12-13—Fall Meeting, The Ma- 
terial Handling Institute, Inc., 
the Cavalier Club, 
Beach, Va. 

Sep. 14-17—2nd Annual Southeast- 
ern Show of the Southeastern 
Plant Engineering and Mainte 
nance Show and Seminar, Arena 
Building, North Carolina State 
Fair, Raleigh, North Carolina. 

Sep. 26-28—9th Annual Meeting of 
the Standards Engineers Society, 
Hilton Hotel, Pittsburgh, Pa. 

Sep. 26-29—Fall Meeting of The 
American Welding Society, 


Conference, 
setts 
Cambridge, 
Sep. 7-15 


Virginia 


Pan 
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Sheraton Hotel, Pittsburgh, Pa. 
Sep. 26-30—3rd ISA Instrument- 
Automation Conference and Ex- 
hibit of 1960, and ISA’s 15th 
Annual Meeting, New York Coli- 
scum. 
Oct. 5-7 
tion, 


Associa- 
Meeting, 
Illinois. 


—Central Supply 

66th Annual 
Palmer House, Chicago, 

Oct. 12-13—4th Biennial Products 
Show, of the Purchasing Agents 
\ssociation of Central Iowa, Des 
Moines Veterans Memorial Audi- 
torium. 

Oct. 12—Annual Meeting of the 
Cast Bronze Bearing 
Grove Park Inn 
Carolina. 

Oct. 16-19 
vention, 


Institute, 
, Asheville, North 


-National Hardware Con- 

sponsored by the Na- 
tional Wholesale Hardware Asso- 
ciation and the American Hard- 
ware Manufacturers 
Atlantic City, N. J. 

Oct. 17-21—48th Annual National 
Safety Congress, sponsored by 
[he National Safety Council, 
Conrad-Hilton, Pick - Congress, 
Sheraton Towers, Morrison and 
LaSalle Hotels, Chicago. 

Oct. 17-21—42nd National Metal 
Exposition & Congress, Trade 
and Convention Center, Philadel- 
phia, Pa. 

Oct. 23-26—1960 Convention of the 
\merican Institute of Supply As- 
sociations, Inc., Americana Hotel, 
Bel Harbour, Florida. 

Nov. 1-3—Material Handling Insti 
tute Central States Show, Ken 
tucky Fair and Exposition Center, 
Louisville, Kentucky. 

Nov. 8-l1l1—Ist National Die Cast 
ing Exposition and Congress, De 
troit Artillery Detroit, 
Michigan. 

Nov. 16-18 — National Associated 
Marine Suppliers, Inc., 2nd An- 
nual Marine Supplies and Equip- 
ment Show, Hotel 
New York. 

Nov. 20-21—Central States Indus- 
trial Distributors Association, 28th 
Annual Convention, 
Beach Hotel, Chicago. 

Nov. 28-Dec. 2—24th National Ex 
position of Power & Mechanical 
Engineering, New York Coli- 
seum. 


Association, 


Armory, 


Roosevelt, 


Edgewater 





ROYALASTIC TAPE 


ROYALASTIC TAPE 
DOES TWO JOBS 


When one equals two, you are sure of volume sales, 
volume profits. Here 
Royalastic Tape: 


are your sales points for 


* It does the work of both rubber and friction tape. 
* Complete mechanical and electrical protection. 


* Good tensile strength and high resistance to abra- 
sion and to water, oils, acids, alkalies and cor- 
rosive chemicals. 


* Good stretch and easy to handle. Makes a neat, 


Mechanical Goods Division 


Royatasie 
- PLASTIC 


thin splice. Approved by Underwriters’ Labora- 
tories, Inc. 


Order this tape from any of our strategically located 
branch offices. 


United States Rubber 


WORLD'S LARGEST MANUFACTURER OF INDUSTRIAL RUBBER PRODUCTS 


Rockefeller Center, New York 20, N.Y. 


In Canada: Dominion Rubber Company, Ltd. 
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FULL HOUSE 


Our full house is a complete selec- 
tion of high quality drills at costs 
which can only mean economy of 
production. 

An industry approved line that 
assures you of accurate and depend 
able results — always 

To learn how you can qualify as a 
New Process Twist Drill Distributor, 
write today to President, New Proc- 
ess Twist Drill Co., 33 Court Street, 
Taunton, Mass. 


NEW PROCESS 
TWIST DRILL CO. 


33 COURT STREET 
TAUNTON, MASS. 

















OBITUARIES 





Joseph B. Marburger, 
Marburger Supply Co., Inc. 


Joseph B. Marburger, 71, presi- 
dent of Marburger Supply Co., Inc., 
Peru, Indiana, died March 21, at his 
winter home in Florida. 

Mr. Marburger was born in 
Miami County, Indiana, June 20, 
1888, the son of Elias and Christina 
Marburger. 

Mr. Marburger established a re 
tailing business in 1915, but he later 
turned to the industrial supply field. 
he firm was moved to its present 
location in 1956. 

He was a member of the First 
Baptist Church and taught a Sunday 
School class there. He was also a 
member of the Peru Masonic Lodge, 
Scottish Rite, Fort Wayne; Mizpah 
Shrine, Fort Wayne, and the Peru 
Rotary Club. 


H. L. Gilliam, 
Wood Shovel & Tool Co. 


H. L. Gilliam, district sales man- 
ager for The Wood Shovel & Tool 
Co., in the East Coast area, died 
recently. 

Mr. Gilliam joined the Wood 
Shovel & Tool Co., in 1920 as East 
Coast district sales manager, with 
headquarters in N. Y. C. In recent 
years he handled some special ac- 
counts and also export sales 

Mr. Gilliam was the first and only 
secretary and treasurer of the East- 
ern Hardware Golf Association 
which was organized at an Atlantic 
City Wholesaler’s Convention, and 


H. L. Gilliam 
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held its first tournament 25 years 
ago in New Britain, Conn. 

V. G. Scott, vice-president, sales 
planning and promotion of Wood 
Shovel, said that Flick Gilliam was a 
very close friend of both W. B. 
Wood and B. B. Wood as well as 
all the members of the Wood or- 
ganization. During his business 
span of life, he did an excellent job 
for the company and they are going 
to miss him as a friend and business 
associate in the years to come. 


Alexander E. Walker, 
National Supply Co. 

Alexander E. Walker, 72, former 
president and chairman of the board 
of National Supply Co., died April 
19. 

Mr. Walker, a native of Detroit, 
began his career as an industrialist 
after graduation in 1910 from the 
University of Michigan. 

His first job was as a timekeeper 
for the Riter-Conley Co. of Pitts 
burgh. In 1911 he became a sales- 
man for LaBelle Iron Works in 
Steubenville, Ohio. 

In 1937, he was appointed execu- 
tive vice president and a director 
of Pittsburgh Steel Co. 

In 1939 he went to National Sup- 
ply as vice president and director. 
\ year later he was appointed pres- 
ident and in 1943 became chairman 
of the board of directors. 

Surviving are a son, Alexander F. 
Walker, Jr., of Pittsburgh; a daugh- 
ter, Mrs. Richard Chase of Tenafly, 
N. J. and six grandchildren. 


Denis E. Doyle, 
Southern Railway Supply Co. 

Denis E. Doyle, president of 
Seuthern Railway Supply, Rich 
mond, Va., died April 26. 

Mr. Doyle was associated with 
the industrial supply firm since 1907, 
having been active for many years 
in the Southern Industrial Distrib- 
utors Association. Southern Rail- 
way Supply Co., Inc. is a charter 
member of SIDA, having been rep- 
resented at Charleston, S. C. at the 
first meeting in 1902. 

He was a member of the Rich- 





The Newest 


Power Transmission 
Belt 


REVO is an all synthetic belt made of 

one or more plies of an improved oriented Nylon, 

with a top cover of woven Nylon cloth: The pulley side 

is made of the “magic Urethane”, giving it a high coefficient 
of friction. 


REVO isa companion to NYCOR, our Chrome Leather 
Nylon belt. Each of these belts is best suited to a given drive, 
depending on load, speed, pulley diameter, etc, 


We are the first in this country to manufacture both types of 
belts. We also produce the most efficient equipment for making 
Nylon Core belts endless in your plant. 


Send for Bulletin R-360 


Manufactured by 


L.H. SHINGLE COMPANY 
World’s largest manufacturer of Industrial Leather Products 
Camden 3, N.J. e Worcester 4, Mass. 

Available through all of our Divisions and Their Distributors 
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Industrial Distributors: 


There's Profits in Sprockets 
in the OEM! 


Check these reasons: 


V We manufacture a complete line of 
made-to-order steel stock sprockets. 


Our sprockets are dip-painted or phos- 
phate coated for corrosion-resistance 
and salability. 


We manufacture gears from 96 D.P. to 
2” C.P. and from %” to 72” P.D. 


Production orders handled thru Indus- 
trial Distributors and sold to the OEM 
are competitively priced. 


We offer our services as a first or second source 
of supply. 


We also manufacture roller chain flexible coup- DA y 
lings in stock sizes that meet most power trans- $ L TON 
mission requirements. ont AR COmpany' 


/ We welcome distributor inquiries for OEM busi- 
ness. 


Send for FREE catalog and discount schedules. > 


DALTON GEAR COMPANY 


2309 Snelling Avenue Minneapolis 4, Minn. |! 
PArkway 9-7376 





WE)-|T 


—> 47-1, jlo), ma - je] Ms 


Sell More to More Customers 
Anchor Anything PERMANENTLY IN SECONDS 


“We 
entifically proven 


reverse ne principle 


KIREL, INC. « KINGSTON, N.Y 


INDUSTRIAL DISTRIBUTION ¢ JUNE, 1960 





mond Kiwanis Club, Richmond 
Lodge No. 45, Order of Elks and 
the board of directors of the Rich 
mond Home for Boys. 

His wife, Mrs. Edna Berry Doyle, 
died several years ago. ‘There are 
no immediate survivors. 


Roy C. Goodyear, 
Bostwick-Braun Co. 

Roy C. Goodyear, 72, an indus 
trial salesman for Bostwick-Braun 
Co., ‘Toledo died April 17. 

Mr. Goodyear had been with the 
firm for more than fifty years 

He is survived by his wife, his son 


ind his stepson. 


Donald M. Jones, 
Dodge-Newark 

Donald M. Jones, 60, vice pres 
ident and office manager of Dodge 
Newark Supply Co., Inc., Newark, 
New Jersey, died April 19. 

Mr. Jones joined Dodge-Newark 
in 1936 as office manager, and was 
elected a vice president in 1939. 

He started his business career with 
Wilcox-Slidders & Jones (now Wil 
cox-Slidders, Inc.), and later was 
with Ludlow & Squire. 

Mr. Jones was a 32nd Degree 
Mason, a Shriner, and a director of 
the Ironbound Lyons Club of 
Newark. 

He was a past president of Junto 
of Newark, past director of the Iron 
bound Manufacturers Assn., New 
ark, and was a charter member of 
the North Jersey Chapter of the 
Power ‘Transmission Council. 

Mr. Jones is survived by his wife 
Mrs. Elsie G. Jones; a son, two 


daughters and seven grandchildren 


Donald M. Jones 





If your customers cut 
ferrous metals there are 
three Simonds saw designs 
you can recommend: 


~ ary or, 


oo ps ee ee 


INSERTED TOOTH METAL SAWS 
SEGMENTAL SAWS 
SOLID TYPE SAWS : neal 


Available in High Speed 
and Semi-High Speed Stee - 


Exactly: ene , 
... Metal Cutting Jobs a a 


-—_ 
\ P a 


For your customers’ 
non-ferrous cutting 


recommend Simonds: 


SOLID STEEL SAWS 

Available in ‘“‘Si-Maloy’’, in High-Speed Steel 
for cutting where extreme abrasiveness is 
present, and in Semi-High Speed Steel. 
HIGH SPEED STEEL, HARD 
RIM SAWS 

Hard cutting edge, soft center gives you 
long life coupled with safety. 
CARBIDE TIPPED SAWS 

for cutting aluminum and magnesium, 
as well as other non-ferrous metals 


The Simonds line of fine 


No matter what kinds of metals your customers work with, /-, 2 cutting tools offers steady 
profits, repeat sales, regular 


there’s a quality Simonds blade just right a blade that 2g S earn at 


means faster, cleaner cuts, longer blade life and maximum \% xS 
performance. , LS) ] M @) N D S 


SAW AND STEEL CO. 


And, Simonds circular metal cutting saw orders mean 


extra dollar volume, added profits for you. 
FITCHBURG, MASSACHUSETTS 


Factory Branches in Boston, Chicago, Shreveport, La., San Francisco and Portland, Oregon « Canadian Factory in Montreal, Que. « Simonds Divisions: 
Simonds Steel Mill, Lockport, New York; Heller Tool Co., Newcomerstown, Ohio; Simonds Abrasive Co., Philadelphia, Pa. and Arvida, Que., Canada 
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SPRING 
LOADED 


VARIABLE SPEED DRIVES 


MANUALLY 


CONTROLLED 


Now you can get famed Browning quality in motion 
controlled variable speed drives. Serving % to 2 hp require- 
ments, this new Browning line includes: 


> Spring loaded variable pitch sheaves; 3”,4’,5” and6” OD 
> Manually controlled variable pitch sheaves in same sizes 


» Adjustable motor base, for quick accurate adjustment of 
center distance 


Browning’s spring loaded sheave replaces any ordinary 
sheave, driver or driven, to provide a wide speed range 
simply by adjusting center distance. In combination with 
the new manually controlled type, twice the normal range 
is attained with no change in center distance and without 
misalignment. The convenient bracket knob permits infinite 
speed control. Both sheaves use oil impregnated bushings 
that are lubrication-free, always clean, always low in 
maintenance. 


Browning variable speed drives help your customers get 
maximum production from their equipment. We will be glad 
to send you Catalog SL-101, which gives complete details. 
Browning Manufacturing Company, Maysville, Kentucky. 


aay, Sem ey) Bee 
” | > > | ot 


Ephriam H. Brown 


Ephriam H. Brown, 
Ohio Brass Co. 


Ephriam H. Brown, secretary and 
director of the Ohio Brass Co., died 
March 23, after suffering a heart at 
tack in Washington, D. C. 

Hle was a member of the policy 
committee of the National Associa 
tion of Manufacturers and director 
and past president of the Ohio 
Manufacturers’ Association. 

In addition he served on the pol 
icv committee of the United States 
Chamber of Commerce and on taxa 
tion and public expenditures com 
mittees of the Ohio organization. 

\ir. Brown, whose entire business 
career was spent at Ohio Brass, 
joined the firm in 1924, shortly after 
graduating from the University of 
Pennsylvania. 

He served in the power utilities 
and general sales departments be- 
fore being elected, to the board of 
directors in 1947 and secretary of 
the firm two years later. 


Marshall P. Kleinhans, 
Victor Balata 


Marshall P. Kleinhans, 65, re- 
tired vice president and production 
manager of Victor Balata & Textile 
Belting Co., died March 21. 

Mr. Kleinhans had served the 
firm for over forty years. He was 
appointed a district manager in 
1940, a production manager in 1952, 
and vice president in charge of pro- 





duction in 1958. 


OISTRIBUTORS 


OMPLETE BROWNING LINE 


WRITE TODAY 
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“HEAVY DUTY? You bet! This O-B plug type valve 
has a reinforcing union ring that strengthens centerpiece joint. 
Equalized body thickness adds extra strength. Seat and plug 
are O-B-500-hardened stainless steel. It’s rugged enough to lick 
your toughest problems!” 

Distributors who know valves sell a lot of O-B globes and 
angles. Good selling features. Good profit, too. And O-B bronze 
valves are sold only through distributors. 


OHIO BRASS COMPANY ¢e Mansfield, Ohio 


You’ll sell more valves 
in the orange-and-black box 


10079-V 
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ALLEN 


HEX-SOCKET SCREWS 


EA 
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THE ALLEN MANUFACTURING COMPANY 
OFFICE AND FACTORY BLOOMFIELD, CONNECTICUT 


TELEPHONE. HARTFORD CHapel 24511 
April 22, 1960 


Mr. CharlesS. Mill, Publisher 
PURCHASING WEEK 

330 West 42nd Street 

New York 36, New York 


Dear Mr. Mill: 


For the entire fifty years of Allen's existence, we have sold Allen products on 
through Industrial Distributors. That fact certainly shows the important position 
we assign to the Distributor in our sales program. 


For this reason, the bulk of our sales efforts are devoted to helping our Distributors 
sell Allen products. Our field representatives train distributor salesmen in selling 
Allen products, and make customer calls with them. Several times a year, we offer 
training clinics for distributors’ salesmen at our plant. Every one of our national 
advertisements calls attention to the fact that Allen products are available only from 
Industrial Distributors. Our advertising to distributors provides useful sales sug- 
gestions, and offers many different kinds of sales helps. Our famous "Allen Technical 
Library" is a very useful sales tool, and these publications refer the reader to the 
Industrial Distributor. We also try to make every piece of literature we prepare 
similarly useful in selling. 





It goes without saying that keeping Purchasing Agents well informed about Allen prod- 
ucts is a valuable service to our Distributors. And of course, we use PURCHASING 
WEEK to do this. You will recall that we were "charter advertisers" in PURCHASING 
WEEK, from its first issue. We have carefully followed the "Verbatim Comments" 
from your Feed-Back studies, and have been pleased indeed with the type of comment 
made by your readers. 


‘ Our 1960 advertising in PURCHASING WEEK will continue to assist our Distributors 
by keeping Purchasing Agents informed as to the advantages of genuine Allen products. 


. Very truly yours, 
THE ALLEN MANUFACTURING COMPANY 


. ff Yhrg howe 


M. R. Whigham, Manager 
MRW/nsb Advertising and Sales Promotion 


 — 
weap 


PRNVERSARY TLAR 


== 
es) 


aus 
enw icles 
eee Cay 








The Allen Manufacturing Company enjoys an 
enviable reputation for “all-out” support of its 
Distributors. 


M. R. Whigham, Manager, Advertising and Sales 
Promotion, neatly sums up Allen’s Distributor 
policies in these words: “For the entire fifty 
years of Allen’s existence, we have sold Allen 
products only through Industrial Distributors. 
That fact certainly shows the important position 
we assign to the Distributor in our sales pro- 
gram. For this reason the bulk of our sales efforts 
are devoted to helping our Distributors sell Allen 
products.” 





> fo Pictured here are just a few of the sales-stimu- 
: lating aids that Allen makes available to its 
Distributors —the famous ALLEN Technical 
Library, catalogs, mailing pieces, folders, dis- 

plays, etc. 


Rites geen Also illustrated are some of the advertisements 

Ba LY be" to which Allen is placing in PURCHASING WEEK, 
McGraw-Hill’s National Newspaper of Purchas- 
ing, and other business publications. 


Concerning his advertising program in 
PURCHASING WEEK Mr. Whigham has this to 
say : “Keeping Purchasing Agents well informed 
about Allen products is a valuable service to our 
Distributors. And of course, we use PURCHASING 
WEEK to do this. We have carefully followed the 
‘Verbatim Comments’ from your Feed-Back 
studies, and have been pleased indeed with the 
type of comment made by your readers. Our 1960 
advertising in PURCHASING WEEK will continue 
to assist our Distributors by keeping Purchasing 
Agents informed as to the advantages of genuine 
Allen products.” 


Suppliers to industry, in rapidly increasing num- 
bers, are advertising in PURCHASING WEEK. 
Here are some of the reasons why: 


1. To make contact with 25,000 key Purchas- 
ing Executives throughout industry and 
business. 


2. To give sound reasons why their products, 
materials or services should be bought through 
you. 


3. To support your local selling efforts. 


4. To help you to reduce sales costs and in- 
crease profits. 


These are the very same reasons why it will 
benefit you to encourage your suppliers to adver- 
tise regularly in PURCHASING WEEK. 


Purchasing Week @: 


«| MeGRAW-HILL'S NATIONAL MEWSPAPER OF PURCHASING _— 


330 West 42nd Street, New York 36, N.Y. @ 





Charles L. Kurz, 
Beals, McCarthy & Rogers 

Charles L. Kurz, 76, former city 
sales manager for Beals, McCarthy 
& Rogers, Inc., Buffalo, N. Y. 
\pril 15. 

Mr. Kurz joined the firm in 1901. 
1949, 


Sure Cure for Leaky Joints 


WASTE TIME AND 
MONEY ON INFERIOR % 
COMPOUNDS WHEN 
ONE APPLICATION 
OF PLS SEALS FOR 


died 


ADVERTISIN 
LIKE THIS | 
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@ No Washouts @ No IN 


Cracking @ No 
Blowouts 
@ No Galling e No LEADING 
INDUSTRIAL 
Nathaniel S. Booe, 72, a former 
cmeen 7 PUBLICATIONS vice president of Tidewater Suppl 


Seizing 
© ent tenet : to, Ay Co., Inc., Norfolk, Va., died May 1, 


Gases, Petroleum, T0 HELP YOU | at his home in Ashville, North 


Refrigerants, Steam, es z 
. Carolina. 


Water, Many Chemicals 
S 7 LL | Mr. retirement 
— 


seven years ago, was vice president 
of the Tidewater branch at Ashe- 
ville, N. C. 

Born in Winston-Salem, he lived 
in Asheville for the past 35 years. 


At his retirement in he had 
been city sales manager of the firm 


for 25 years. 
SONS. 


N. S. Booe, 
Tidewater Supply, Inc. 


@ Temperatures 
to 550°F. 
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| He is survived by his wife and two 
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| 
| 
| 
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Booe, until his 


Be Convinced... Request Free Sample 


Crane Packing Co., 


In Canada: Crane Packing C 


6459 Oakton Street, Morton Grove, at onsen Suburb) 
, itd., Hamilton, C 


Cos = oa 
CRAN E PACKING Cc Oo mM PANY 
He was a member of the Down 
Club, 32nd 
a member of the Men’s Bible class 
of Central Methodist Church and 
a member of Love’s Methodist 
Church in Wilkerton, N. C. 


Surviving are 





town Degree Mason, 


CALDER the Dresser Line 


for Bigger Profits... Easier Sales 
GS LAABABSL> SLE ARARARBBAD 


BUILT RIGHT—-Best materials 


steel cutters .. 


Mrs. 
a son ‘Thomas 
Booe of Winston-Salem; three 

Mrs. Sam Enfield of 
l'exas, Mrs. Carl Bimel of 
and Miss Esther Booe, 
a student at 
brother, Phillip H. Booe; two sisters 
Mrs. S. W. Hurdle of Winston- 
Salem and Mrs. John H. Clemont 
of Walkertown; 


dren. 


his widow, 
\ \ \ \ \ ‘ 
\ \\\ i he, \ 


K'sther Gudger Booe, 
throughout 


tool i“ N. 
. Right and Left hand Threaded Bushings \ 
for Automatic Tightening. a 


daughters, 
Houston 

Cincinnati; 
Duke University; a 


and six grandchil 


\ 


EASY TO HOLD— Extra > 


Weight well distributed | 
\ : i 
\ : \ for erie handling. ‘ 
‘ah oN WA\\\ LXXNNSANAYY 
Ne \V Also CALDER Fine Diamond Dressing Tools \ 
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\ \"SOLD ONLY THROUGH SSSR 
& \ \ cas & a \ XA \\ be SAY 
CALDER MANUFACTURING ook 


2049 North Prince Street ° Lancaster, Pennsylvania 
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Alvin M. Iverson, 
Iverson Supply Co. 

Alvin M. 
vice president of Iverson Supply 
Co., ‘Tulsa, died May 2nd. 


Mr. Iverson was executive 


Iverson, 59, executive 


vice 
president of the supply firm for 13 
years, arid had been with Iverson 
since it was founded in 1926. 

A Tulsa resident for 53 years, Mr. 
Iverson was born near Pittsburgh, 


Pa., and went to Oklahoma in 1904, 





they turn in top performance to turn out top results 


improved grinding action and longer wheel life 
for profitable sales... SIMONDS NEW SERIES 60 


jo Ko RU - FS = 


Reinforced Resinoid 


DEPRESSED CENTER WHEELS 


Better than ever for long wheel life . . . faster by far for 
efficient grinding . . . unexcelled for keeping costs down. 
These selling advantages are yours with Simonds Series 
60 Double XX Wheels. New manufacturing methods give 
this new series of reinforced resinoid bonded wheels su- 
perior grinding action. Each wheel has maximum amount 
of abrasive grain. Doubly reinforced for extra strength and 
safety. Lightweight rigid type for general use. Slightly 
flexible Fibrex Wheels for lighter jobs and stainless steel. 
Advertised in leading metalworking publications. 


Send for Bulletin ESA 244 


SIMONDS 


ABRASIVE CO.| 


rm ——_ 


PHILADELPHIA 37, PENNA. wy 


4 


YOUR SIMONOS DISTRIBUTOR 
A COUNT ON FAST SERVICE e LOCAL STOCKS 


WEST COAST PLANT: EL MONTE, CALIF.—BRANCHES: CHICAGO « DETROIT « LOS ANGELES « PHILADELPHIA » PORTLAND, ORE. « SAN FRANCISCO 
SHREVEPORT — IN CANADA: GRINDING WHEELS DIVISION, SIMONDS CANADA SAW CO., LTD., BROCKVILLE, ONTARIO * ABRASIVE PLANT, ARVIDA, QUEBEC 
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Hamilton 
means 
Business ! 


(Good Business for You) 


A COMPLETE ONE-SOURCE LINE HELPS 
YOU SERVE BETTER—SELL MORE 


Casters, wheels and floor trucks—all from one 
source! No need to shop around for the right 
supplier; with the extensive Hamilton line you 
have the equipment your customers need. 
Hundreds of styles, sizes and capacities for 
materials handling in every industry. Head- 
quarters, too, for “job engineered”’ built-to- 
order equipment. 


50 YEARS OF PLEASED CUSTOMERS. Industrial 
buyers know and respect the Hamilton name... 
that’s why they buy from Hamilton distributors. 
For over 50 years Hamilton casters, wheels and 
floor trucks have been opening many doors to 
many sales. And their proved performance keeps 
the door open—helps you increase sales on all 
the other items in your line. 


POWERFUL CONSISTENT ADVERTISING. Hamilton 
helps you by pre-selling industrial buyers through 
hard-hitting advertising and publicity in national 
trade publications and direct mail campaigns. 


2 BIG CATALOGS. One for casters and wheels, 
one for floor trucks. You'll be proud to show the 
handsomely illustrated and attractively bound 
Hamilton catalogs. Special easy-to-order format, 
indexed for ready reference. 


PUT YOUR SALES ON HAMILTON WHEELS! 


Write for details of 
Hamilton's “*Factory-direct” sales plan. 


THE 4 
Hamilton 
CASTER & MFG. CO, 
1753 Dixie Highwa 
Hamilton, Ohio 





settling in Cleveland. He was a 
member of the Tulsa Country Club, 
Petroleum Club and Tulsa Club. 
Surviving Mr. Iverson are his 
widow, Mrs. Dorothy Iverson; two 
sons, Peter C. and Alvin M. Iver 
son; two brothers, S. J. and Paul 
D. Iverson, and five grandchildren. 


Charles T. Young, 
Raybestos-Manhattan, Ine. 


Charles T. Young, 90, retired fac 
tory manager for Raybestos-Man 
hattan, Inc., in the Passaic plant, 
died April 2. 

Mr. Young was active in the rub 
ber industry for 62 vears, having 
started in 1891, with the New York 
Belting and Packing Co. as a factory 
clerk. 

He joined the Manhattan Rub 
ber Mfg. Co., in 1895, and became 
assistant factory office manager. Mr. 
Young became factory manager in 
1911, secretary in 1913, a director 
in 1914, and vice president in 1916 
Following the merger in 1929 which 
formed Raybestos-Manhattan, Inc., 
he continued as factory manager at 
the Passaic plant until his retire 
ment in 1946. 

Through his early experiments 
with Mexican guayule shrub rubber, 
Manhattan became the first to use 
it commercially. He was also presi 
dent of the Manhattan Securities 
Co. which controlled the Manhat 
tan rubber plantations in Java and 
held this office until 1953. 

Mr. Young is survived by his wife, 
Anne Belle Howell Young; a daugh 
ter, Mrs. Daniel W. Bender of 
Montclair, N. J.; a grandchild and 


three great-grandchildren. 


M. C. Beard. 
Thatcher Furnace Co. 


Malcolm C. Beard, 74, former 
sales manager of Thatcher Furnace 
Co., died recently. 

Before becoming sales manager of 
the firm in 1944, Mr. Beard repre 
Brooklyn and 
Long Island for many vears. He 
had associated with the 
Chatcher firm for 42 years until his 
retirement in 1958. 


sented Thatcher in 


been 
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Packaged 
PIPE NIPPLES 


Seamless Steel 
Pressure Tube Nipples 


A.S.T.M. A-83 and A-106 
FROM STOCK: 
Ye" to 1/2" Standard and Extra 


Strong Weights, Black Grade 
_ 


Yr" to Ya"Double Extra Strong 
Weight, Black, Grade “A.” 


TO ORDER: 


Grade “B” Galvanized, Cold 
Drawn in Larger Sizes 


® Avoid errors. Nipples are 
marked “ SMLS" with Grade, 
Weight and A.S.T.M. Spec. 


Ttsburgh NIPPLE WORKS, Inc. 


1455 SPRING GARDEN AVE., PITTSBURGH 12 pa 





For Floats, — 
Harris is your 
most dependable source 


For over a half century, industrial 
distributors have used Harris == 
prime source of supply for — 
metal floats. As specialists in their 
manufacture, Harris builds floats ‘ 
a wide variety of shapes, sizes ‘; 
of practically any workable metal. , 
Standard ball floats of copper — 
stainless steel in diameters from 
to 12” are carried in stock for prompt 
i nt at all times. 
os customers need age 
contact Harris for better quality an 
more dependable service. 
ARTHUR HARRIS & co. 
208 No. Aberdeen St. 
Chicago 7, iW. 


Write for 
Harris 
Float Catalog 




















A. W. Andrew, 


Gould Hardware & Supply WE THE AMERICAN 
A. W. Andrew, 64, general man WANT Wn / 


ager of Gould Hardware & Ma ., . HOIST-PULLER 
chinery Co., San Diego, Calif., died DISTRIBUTORS! 
after a long illness 

Mr. Andrew started with the firm 
45 years ago as a warchouse em 
ployee, and later became purchasing 
agent. He had been general man 


ste ter then net. 20 youn VOLUME SALES IN EVERY INDUSTRY 


Mr. Andrew is survived by hi f 
wife, a daughter and a stepson | The Genuinely Portable YOU CAN'T BEAT THESE 
Tool That Gives ONE MAN SELLING FEATURES 

The Strength of FIFTEEN 


R. E. Brooks, Quality construction in- 34 + 1 + 1% TON MODELS 


Cleaver-Brooks Co. chides siere cable, plated Tested Up To 1% - 11% + 2% Tons! 
ay steel frame, stressed parts : " 
R. E.. Brooks, 77, chairman of the manganese bronze. Tested Lifts Up to 18 Ft.! 


board of Cleaver-Brooks Co., died to 50% overload. Accesso- Weighs Only 6Y2 to 712 Ibs.! 
senentie ries for specialized uses. Notch-at-a-Time Control 
Cece ° 


Mr. Brooks teamed with J. ¢ FoR $23 to $350 Factory Guaranteed! 
Cleaver in 1931 in founding the 


Cleaver-Brooks Co., originator and 





MAIL TODAY 
manufacturer of packaged boilers The AMERICAN Gage & Mfg. Co. Neme__ 


130 Bayard Street, Dayton 1, Ohio 
BAidwin 8-6149 





| 

Mr. Brooks served as president of | 
the Cleaver-Brooks Co. from 193] 
| 


Company__ 


Address___ 





Send us the profitable, Power- 


until 1943, when J. C. Cleaver be Pull Distributorship story. 


came president. 

His most significant contributions 
were in the areas of sales, distribu 
tion and company management 
Under his direction Cleaver-Brooks 
operations expanded to include 
plants in Milwaukee and Wauke 
sha, Wisc.; Lebanon, Pa.; Spring 
field, Ill.; and Stratford, Canada 

\ native of Waverly, N. Y., M1 
Brooks was graduated from Colgate 
University in 1906. After graduation 


he and two friends established the 


Abbey-Dodge Brooks Co. to make | In the best circles 
g : 
concrete blocks. ‘This later led to you il find they 


the founding of R. E. Brooks Co.., 

a construction distribution firm. use only. tin 
Later Mr. Brooks went to Milwau 
kee as vice president and sales man 


ager for the National Equipment 
Co. and in 1931 joined J. C. Cleaver 


to form the Cleaver-Brooks Co , CAP SCREWS 


Mr. Brooks was a director of the 


Koehring Co. and Columbia Hos . SET SCREWS 
pital, both in Milwaukee, and a ; MILLED STUDS 


trustee of Colgate University. He 


was a member of the Rotary, and ’ CUSTOM 
Milwaukee Country Clubs. ‘ *4y" LY Qetombbor Cor SCREW MACHINE 


Among his survivors is a son, ~ YORK. PENNSYLVANIA SPECIALTIES 


James G. Brooks, vice president of 
Cleaver-Brooks. — _ 


~ 
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UNIONS 


250# with brass seat, 
300# withintegral 
steel or brass seat, 
ground joints, taper 
threads, U.L. approved. 
Also 3000# — 60004 
Forged steel unions. 


CHITOL low pressu 


it 


INSULATING 
UNIONS 


Eliminate electrolysis 
or galvanic action. 
Copper-from-steel; 
Brass-from-steel; 
Steel-from-steel. 


COUPLINGS 


More than 28 types of 
couplings in full range 
of sizes are stocked for 
prompt shipment. 


to high pressure standc 


The most important part of any fitting 
the threads. The same Army-Navy gauging pro 
cedure used on CAPITOL high pressure fittings 


is also used for standard pressure fittings to as- 
sure perfect threads for leak proof joints and 
fast make-up. 


Steel ensures maximum tensile strength, elim- 





have proved most effective. 
available when needed. 





SQUARE and HEX HEAD PLUG 


Individually thread protected. 
in convenient cartons. 


All sizes, carefully 
chamfered, threaded 
and rigidly inspected. 
Black or hee-dipeed 


a\ 


All of these extras plus conve 
aging are available to you at no additi® 


WELL SUPPLIES 


cee, emcemmaml —_ —— 


WELL POINTS and EXTENSIONS 





genneeee 
PTTL LLL 


CAP-TITE 


Sanitary well caps with 
exclusive BOND- 
TITE-BEAD. 





galvanized. 


Screwed and Socket 
Weld. Sizes 4” 
through 3”. 


LASTIC IPE 


taleonl ter. 


Double galvanized — hot-dipped 
galvanized after forging, electro-zinc 
plated after machining. Metal 
assures trouble-free installations 
...no possibility of crushing or 
cking while tightening. 


2 
ee 
oe 


DRIVE SHOES DRIVE CAPS 


ELLS and TEES 


2000#, 3000# and 
6000# screwed or 
socket weld. Conven- 
iently cartoned, labels 
color-coded to save 
time and reduce errors. 


STREET ELLS 


MANUFACTURING CO. 


DIVISION OF HARSCO CORP. 
COLUMBUS, OHIO 
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True Temper Corp. 


Union Twist Drill Co..... 

United States Rubber Co. 

Universal Metal Hose Co. 

Upson-Walton Co., The. 

Utica Drop Forge & Tool Div., 
Kelsey-Hayes Co. 


137, 
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Vascoloy-Ramet Corp. .. 
Victor Saw Works, Inc. 
Viking Pump Co..... 
Vogel-Peterson Co. 
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W-K-M Division, ACF Industries, 
Incorporated 
Wachs, E. H., Co., The.. 
Walker-Turner Div., 
Mfg. Co. 
Weatherhead Co., ; 
Whitney Chain Co., a Subsidiary 
of Foote Bros. Gear and Machine 
Corp 
Wilton Tool Mfg. Co., Inc.. 
Winter Bros. ... ; 
Worthington Corp. . agio aed ald 
Wright Hoist Div. of American 
Chain & Cable Co., Inc.. 


Yale & Towne Mfg. Co., The... 
Yarnall-Waring Co. 
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OPENING BID...FOR EVERY SALES 
CALL...““BLUE CHIP” NICHOLSON 
AND BLACK DIAMOND FILES 


It only takes a minute to mention “blue 
chip” Nicholson or Black Diamond files. 
They get calls off to the ri 

tify your salesmen and 

Carrying quality items. 

They’re €asy to sell because they are 
“blue chip” items. And they're not compli- 
cated to discuss or order. 

Have your salesmen cover the easy ground 
first. Start Calls with Nicholson or Black 
Diamond files . *- Convert extra time into 
more calls... more Creative Selling per call. 

The result...more sales (of everything 
you stock) to satisfied ++ Fepeat customers. 
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NO MYSTERY ABOUT H-K QUALITY! 


Notice the smooth, flowing lines of the metal 
fibers that give strength to this set screw 
Look at the clean, forged socket, scientifically 
proportioned in both depth and width for 
maximum strength. Notice the smooth, con- 
trolled contour of the precision forged cup. 
Features like these spell Quality . . . and H-K 
Quality saves time, trouble and money on 
the production line! 


SCIENTIFICALLY 
FORGED SOCKETS 


H-K’s reinforced forged 
socket walls are always 
uniformly accurate. Keys 
fit snugly into the socket 
...get a firm and solid 
bite for positive, tighter 
wrenching action! 


MICRO-CENTERED 
FORGED CUP 
POINTS 


Holo-Krome’s smooth, 
perfectly-centere d cup 
points penetrate easily 
and deeply into the shaft 

. reduce friction .. . 
develop the ultimate in 
holding power! 


QUALITY CONTROL 
MAKES THE 
BIG DIFFERENCE 


At every step along the 
way, start to finish—from 
metal analysis to the end 
product with its Unified 
Class 3A Fit— Quality 
Control makes the differ- 
rence ... guarantees the 
reliable performance of 
every H-K socket screw! 


HOLO-HROME'S EXCLUSIVE 


FORGING METHODS AND 
REPUTATION FOR QUALITY 


ADD UP TO REAL SAVINGS 
On THE PRODUCTION Line! 


Customers who buy socket screws on price 
alone frequently get a rude awakening 
when increased down-time, mounting re- 
jects and failure in service eat into so- 
called ‘‘savings’’. Show them the difference 
in H-K Socket Screws. You can sell with 
confidence—they can buy with confidence 

. because H-K quality sets the standard 
for the industry. No one has had more 
experience in making quality socket screws 
than Holo-Krome. And no one has a bigger 
stake in quality products than the indus- 
trial distributor! 


IF YOU AREN’T A HOLO-KROME DISTRIBUTOR, 
H-K’S 100% DISTRIBUTOR SALES POLICY 
IS WELL WORTH INVESTIGATING. 


AHPVILVs SX 
HOLO-KROME 


SOCKET SCREWS 


ONLY THROUGH AUTHORIZED HOLO-KROME DISTRIBUTORS 
THE HOLO-KROME SCREW CORPORATION © HARTFORD 10, CONN. 
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